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Ray Brehm: Hey everybody, Ray Brehm here, welcome to the podcast that will help you increase the 
income and influence of your book beyond royalties. Book Profits Secrets with Ray Brehm starts now. 
Hey, everybody, Ray Brehm, welcome back to Book Profit School. We are here for another amazing 
session. I'm with Stu McLaren and he helps influencers, experts and entrepreneurs turn what they know, 
love and do into reoccurring revenue by launching, growing and scaling the highly profitable 
membership business. And for me, he is the Wayne Gretzky of recurring revenue and memberships 
otherwise known as the great one of recurring revenue in memberships. He's also Canadian, so he 
probably gets Wayne Gretzky reference. Welcome, Stu.  
 
Stu McLaren: Well, listen, I love that reference. Wayne Gretzky grew up actually about half an hour from 
me, so that's awesome.  
 
Ray:  Good, good. I got lucky on that one because I didn't know where he's from, but I know he's the 
great one. And I was just watching his milestone goal. They replayed it on ESPN last week amidst all this 
stuff going on. So we are we've got a lot of people on here that are looking for the next thing, how to 
make revenue from their book. And you're the you're the first person I thought of. It's near and dear to 
my heart. Passive income. My first book I coauthored with a real estate buddy of mine, the perpetual 
passive income machine. And to me, the online world. You're the guy to help people do that. How did 
you get to where you are now in teaching people about recurring revenue?  
 
Stu:  Well, it wasn't that I came out and knew, OK, this is the path I wanted to take and this is what I was 
going to do. Like if you look back and ask me when I graduate to university if I would be doing what I'm 
doing now, it'd be like membership. What like what do you talk about? I had no clue what it was, but 
essentially like I graduated university with a business degree and I had two options. One, I could go 
down into the corporate path, or B, I could start out on my own path. And I actually signed on the 
dotted line to work with a big company up here in Canada. And it was everything that my parents had 
hoped for, but something I don't know if any of your audiences ever felt this, but that you get that funny 
feeling, which is just like this is not right, like this is not what I want to do. And so I knew I was like a 
square peg in a round hole. I didn't like wearing suits and ties. I'm right here and in my t shirt. And so I 



 
 
decided to go out on my own. And I started actually speaking to high school and college students about 
something that helped turn my collegiate academic career around. I actually failed out of my first year 
university, talked my way back and did some extra assignments in the summer and barely scrape by 
second year but third year everything changed because I read a book and I read a book called Jumpstart 
Your Brain by an author, by the name of Doug Hall. And it was all about how to think more creatively 
and how to use your creative abilities to take whatever it is that you're doing and make it awesome. And 
so I started applying it to my schoolwork and my grades shot up. I started applying it to my dates and 
well, I won my now wife over. I started applying it to the way I would apply for jobs and I'd get all these 
amazing job offerings. So I was really passionate about this. So I started teaching it to high school and 
college students as a speaker. Well, it didn't take me long to realize schools could only afford so much 
and I can only do so many speaking engagements in a year. And that was basically my ceiling. So I was 
looking for ways to break beyond that from an income perspective. And that's when I started exploring, 
like how to package what it is that I know in other ways. I found a mentor and he was incredible. I 
learned so much from him. And long story short, that led to me ultimately taking what I was learning. 
And I was helping a lot of clients and I was working one on one with clients to be able to specifically help 
them expand online with their promotions. And I had a great business. The problem, though, was that it 
was a business that, again, I was trading time for money because although it was a very profitable 
business, I could only work so many hours in the day for these clients. And I just got married and now 
we're looking to start our family. And the writing was on the wall. I was like, well, I'm working early in 
the morning till late at night, and the only way to grow this business is to give more time. And I had no 
more time to give. And that's what led me to a conversation with a friend of mine who suggested I start 
a membership site. He said, look, why don't you just take what it is that you know and what you're doing 
for your clients and just teach a lot more people to be able to do it for themselves. It's like then you've 
got leverage. And I thought, interesting. So this was in two thousand and eight. And the technology then 
is not what it is today. So I was like way over my head and things like server settings and the access files 
and all the stuff. And I'm moaning and groaning to another friend of mine, Tracey. And I said, Dude, like, 
all I want is I just I just want to be able to teach. I just want to be able to share. I don't want to be able to 
mess with all the stuff. And he said, well, why don't you create your own solution? And I was like, Dude, 
are you hearing me like I am not good with the tech stuff? And he said, look, he's like, I've got a 
programmer that is really good that I'm working with. Why don't we team up and we can create a 
solution? So we did. And ultimately that became what is now known as Wishlist Member, which is the 
world's number one membership platform for WordPress. We went on to power literally like seventy 
thousand plus online memberships in communities. And being behind the scenes as that company grew, 
I got to see what worked. I got to see what people in all kinds of crazy markets were doing to grow their 
memberships year over year, and that has now that knowledge has now come with me to where every 
single year I teach a program called Tribe and it helps thousands and thousands of people launch their 
membership site and really take it to the next level.  
 



 
 
Ray:  Well, and I'm a happy fan of Tribe, and I bet I will be I'm a little bit embarrassed to admit that I 
when I moved because I'm a real estate guy, I had a property management company. We had passive 
income when rents came in every month when I moved online, I fell into that trap where I was called 
the the content creation treadmill. And I was constantly just going to create the next thing and to 
promote it. And that's what attracted me to try. But what's so most people are having their wheels are 
starting to turn. What's the what are the things people really need to know about memberships to even 
consider getting started?  
 
Stu:  Well, OK, let's just take I think about authors and I know a lot of the audience here have a book or 
are thinking about a book. And I just I know this because my wife is literally like just finalized the 
manuscript for her book. And I know what goes into writing a book. There's a lot of blood, sweat and 
tears research many times and like editing and editing and just going over to make this book perfect. 
Right. And the problem with the book, though, is like you get somebody who just devours your book and 
then the conversation ends the moment they close and finish that last page. And I just think to myself, 
like, wow, like what an opportunity. Because how many of us have read a book where we would have 
loved to follow up with the author? We would have loved to ask some extra questions and get some 
clarity and insight as to how what I'm reading relates to me and my situation. And so this is a perfect 
example. We did this very thing with New York Times best selling author Michael Hyatt. He wrote a 
great book. It was called Platform Get Noticed in a Noisy World. And inevitably, he was getting a lot of 
questions from people who were asking about how the material related to them and their particular 
situation, or they wanted clarification about some of the things he said in the book and so forth. And so 
we simply took the concepts of that were shared in the book and turned it into a membership. And the 
amazing part is, is that people love to immerse themselves in the material, because here's the reality. 
Nobody is going to read the book and instantly have the material mastered. Mastery takes time. 
Mastery is a journey. You don't go from a white belt to a black belt overnight. You don't go from not 
knowing how to play the guitar to being the next Eric Clapton just because you read a book or because 
you watch the course or whatever. So mastery takes time. And that is why a membership is such a 
powerful vehicle to help people implement what it is that you're sharing and to guide them through the 
journey of being able to make that progress. And so I'm passionate about it because so many people, 
especially authors, have this incredible bank of knowledge that they share in the books and they could 
easily turn it into a membership. And in the case of Michael Hyatt, in the first week, we had eleven 
hundred people join after the first year. Twenty five hundred after the second year, forty five hundred 
after the thirty or six thousand members were part of that membership. And here's what happened. It 
completely transformed his business, whereas his revenue model used to be on the road speaking and 
he would speak thirty to forty times a year. You had to down the front and a down the back for travel. 
That's over one hundred days a year. He was gone and it took him from that to a business that was 
producing millions of dollars that gave him way more time to be with his lovely wife, Gail, his five 
daughters and his grandkids. And so the point of the matter is, is that people want to learn, but mastery 
doesn't happen instantaneously. And that's why a membership is a perfect complement to anybody who 



 
 
has a book. Anybody who is speaking, anybody who is teaching online membership is a great vehicle to 
be able to serve your people at the highest level.  
 
Ray:  And I love this idea because as an author, you can't quite put everything they need into this book, 
so I don't have anything else to offer them. I can create a course, create a membership. So what's the 
the mindset shift? Because first of all, the first thing that comes to mind is, OK, if I create a membership, 
I got to create all this stuff. How do I get over that? If I'm an author, I say I've got this book ready and 
now I want I do OK. I like this do saying what's kind of my next step mentally or action wise to to get 
started?  
 
Stu:  Well, the thing that I want people to realize is that from the decades of experience that I have, 
literally working with tens of thousands of business owners when it comes to rolling out a membership, 
the number one reason that people cancel from a membership. And again, it doesn't matter what niche 
market we're talking about here, but the number one reason that people cancel from a membership is 
overwhelming, meaning that they are overwhelmed by the volume of content. Now, as creators, we 
typically think like, oh, well, the more content I provide, the more value I create. But that is not true. 
Listen to me when I say this, the value comes in the speed of which people can implement what we 
provide. So less is actually better because what we need to do is actually support people. The 
implementation of it, so for authors, for example, you've already done all the heavy lifting, you've 
already done all the heavy lifting, now it's about thinking about how can you continue to support people 
in the implementation of. So what I like to do is I like to create what I call a success path. And this is a 
trademarked term that we use that essentially describes the journey. Somebody would go on from going 
from where they are to where they want to be. So as an example, like not knowing how to play the 
guitar, to be able to play the guitar really well or not knowing how to do calligraphy, to be able to do be 
a great lettering artist or to not knowing how to paint, to being able to paint or to not knowing how to 
grow a real estate business, to being able to invest confidently as a real estate investor. So there are 
many different paths and journeys and it depends, obviously, on what you're teaching people. But one 
of the things I encourage everybody to do is to take a thirty thousand foot view and just ask yourself, 
OK, if somebody is at the very beginning stages, what are they going to need to do in terms of the 
progress to be able to get the outcome that they're looking for? And typically, I like to try to break it 
down into five stages and within those stages are going to be different action items and they're going to 
be different milestones that people are going to reach where we know that they're making progress. 
And more importantly, they know that they're making progress. And because of that, the membership 
becomes a journey where we're providing the right information to people at the right time. It's too 
much to give them everything and to think that they're going to be able to sift and sort through that to 
know what they need to do in what order. And what the membership does is it helps give people clarity 
around the next right step for them. It takes this huge amount of info and shrinks it down to say, here's 
where you're at. Here's what you should be focusing on right now. Forget everything else. You don't 
need to worry about everything else right now. You just need to worry about this next right step. And 



 
 
when you can do that for people, they make way more progress. And when they make way more 
progress, you have these incredible stories that is naturally going to attract more and more people to 
your work.  
 
Ray:  You know, it's interesting, if you could share that message to everybody on the Internet and create 
website, help people create websites, because I hate going to a website and I'm like, I don't know where 
to go next. There's so much stuff here and there's no path. And that concept itself is one of the best 
things I've learned since I've been online is the success path. It just allows you to clarify your own 
thinking and also clarify for the for your client or reader or whoever is joining.  
 
Stu:  Absolutely. And let me add to that, too, because one of the things that I always get asked is, well, 
still, why would people pay to be part of a membership when there's so much information readily 
available for free? And it's that it's that right there you hit the nail on the head. It's just like there is so 
much information. And because of that, it creates so much overwhelm. So if you're in a market where 
there's a lot of free stuff, I want you to celebrate right now, because what that means is that you can cut 
through the clutter by giving people the gift of clarity. And that's what we attempt and try to do with our 
books, and that's exactly what we do with our membership.  
 
Ray:  What do you say to somebody who's written a book that's very niche specific? They're thinking, 
well, there might be three people in the world that want this.  
 
Stu:  Would you do not underestimate? Do not underestimate. I'll give you an example. So just this past 
weekend, I got a message from a woman. Her name's Tamara Bennett. Now, Tamara is in a very specific 
market. She helps people paint decorative door hangers, decorative door hangers. Like who would have 
thought that we could create a membership site around that? But here's the crazy part. She just 
relaunched. She just welcomed another four hundred and twenty new members, bringing her 
membership up to one thousand one hundred and twenty seven members. Decorative door hangers. 
Right. Listen, it doesn't matter what market you're in, whether it's photography, calligraphy, fitness, 
finance, music, art, health, dog training, business, so many more. Listen, I have seen the gamut of topics 
when it comes to membership sites. And the reality of it is, is that never before have there been more 
people online than right now. And not only that, but never before have there been more people 
spending more time online than there is right now. It is a massive opportunity for us to reach so many 
more people than we ever thought possible. So if you do have that passion, if you do have that interest 
that you think, wow, I've probably like the only one in the world that has that wrong. I'm telling you, the 
Internet makes it possible for us to reach those people. And they're begging for someone like you to be 
able to bring those people together so they can congregate and share that passion and interest with one 
another.  
 



 
 
Ray:  What do you say to people? I'm just trying to think of the the objections, obviously. But what do 
you say to people who say, well, I'm not quite ready, I'm not I need to get some phantom level of 
expertize to really before I can have a membership say,  
 
Stu:  Well, a mentor of mine once told me, he said, Stu, in the land of the blind, the one eyed man is king 
or the one eyed woman is queen, however you want to look at. But here's the reality. Oftentimes we 
think that we have to have a certain level of expertize, but most people, they just want and actually 
relate to and a much more powerful way to the person who is one step in front of them, like it's really 
hard. For example, let's just take being an author. It's really hard to relate to an author who is a 12 time 
New York Times best selling author. It's really hard to relate to somebody like if I think of like Seth 
Godin, right. He's written multiple New York Times best selling books. It's really hard to relate to him as 
it when it comes to writing and selling a book, but it's much easier to relate to somebody who has just 
written their first book. That experience is fresh. And so you're going to be able to glean so much more 
from that insight because they've just gone through it. And here's the other interesting part. Like when 
people ask, like, I don't know if I'm ready. Well, I kind of relate it to having kids. I don't know if anybody 
in the world listening right now has kids, but I know it doesn't matter how ready you think you are. 
You're never ready to have kids, but you learn it. You figure it out as you go. And the same is true with a 
membership site. Unlike a book, once the book goes up on into the bookstores and up on the shelves, if 
you find a mistake, you can't go back and take all those books back and rework it. But with a 
membership site, it's not final like that. A membership site is a living, breathing organism where it's 
always changing, you're always adapting, and the earlier you can get going, the better. And there are so 
many great stories of this rate of people who didn't get it right. They just got to going back in two 
thousand four. I heard that quote from a gentleman by the name of Mike Levin. He said, you don't have 
to get it right. You just have to get it going. And here's how powerful that is with membership sites. 
When you are working with people earlier rather than later, you're going to get a way, greater sense of 
how you can really support them and help them when it comes to implementing your materials. And 
through that, your membership is going to get better and better and better, because the whole goal for 
you and I, especially in the beginning, is to create stories of success, stories of progress. Those become 
your greatest marketing asset when you do grow and scale and so forth. And so my advice is to get 
started as early as possible. And we have people who will do something as simple as a founding member 
launch. And this is a great concept where a good example is Jamie Swanson. So her market, our 
photographers, and she had a real sense of urgency to launch because she was about to have a baby. 
And in her mind, she was like, look, I want to be able to launch this membership site before I have the 
launch of the baby, so to speak. So she didn't have everything figured out. She didn't have, like the sales 
page and the videos in the webinar and all that kind of stuff. She just simply went out with a founding 
member launch on a Facebook post. And she basically said, I'm thinking of starting this membership site 
and here's where the idea came from. And then she cast the vision for what she saw it becoming she 
hadn't created yet, but what she saw it becoming. And she had invited people to join her as a founding 
member. And she said, if you're interested, just send me a direct message. And people did. And lo and 



 
 
behold, she ended up welcoming one hundred nineteen members in that founding member launch. And 
then at our live event, we have hosted an event called Tribe Life. Jamie was sharing that story and 
inspired a woman in the audience by the name of Anna Saucier. Now Anna works in a very specific 
niche. She helps infertility practitioners and she didn't have a huge audience. She didn't have tens of 
thousands or thousands. She had three hundred and twenty six people in her audience. But she was 
inspired by Jamie and she said, I can do that. And so she did right there at the event. And within twenty 
four hours before she left that event, she had generated five thousand twenty four dollars from people 
who came on board as a founding member. And her cult action was real simple. She said, look, if this 
resonates with you and you want to join me as a founding member, just send me a direct message. They 
sent her a direct message. She just sent them a paper. She didn't have a sales page or check out page or 
none of that set up. She just sent them a PayPal and a twenty four hours later, five thousand twenty 
four dollars. And those stories I was sharing last year and it inspired a whole nother group of people. 
Tasha Cochran is a great example. Didn't have a huge audience. She had I think it was just over three 
hundred and sent her founding member launch out to them, ended up welcoming over six thousand 
dollars in the first twenty four hours. And so I'm sharing this with you because you don't need an 
audience of tens of thousands of thousands. A few hundred is all you need to be able to get going. And 
the most important part is to realize that you get going is what where the magic happens. That's where 
you create momentum. And so a founding member launch is a great way to get started, get people in 
the door, create momentum for yourself and begin to gather stories so that you can really scale and use 
that asset, which is your stories of success.  
 
Ray:  That's amazing. And my next two questions you answered. I'm just in the flow there because it's 
how do you get started? And I'm the kind of guy who's, like, caught up, like, I need a page and I need 
some kind of at least temporary logo. And this is what we're talking about here, is creating a recurring 
revenue. But. From scratch, you've got to you can message to people that have opted in for something 
in your book or just people in your audience, you've got a great guide called Launch A Successful and 
Profitable Membership Site. We're going to put the link below here. Is that the first thing people should 
do to get start is check that out and see if this is a fit for them? 
 
Stu:  Yeah, absolutely. Because in that I provide answers to the top 10 most common questions that I 
get about membership. And it is a powerful way because not only do I answer them, but we support it 
with a whole bunch of different examples. I don't know if you can tell Ray, but I love supporting people. I 
have tons of stories to share, like when you talk about, like, what's the fastest and easiest way to get 
going. Another thing that trips people up is the technology. Well, I want to share a story of Cheryl Hatch. 
Cheryl. She didn't trip herself up thinking about, oh, how do I get the tech set up or what platform shoes 
and all that kind of stuff. She just ask yourself the question. It's a powerful question for people to ask. 
How can I keep this super simple? And so she kept it super simple by launching her membership site and 
delivering the content via email. So every week she would deliver the deliverables via email. Kept it 
super simple. And here's the amazing part about this, right? She did it this way for two years, two years 



 
 
before she thought about creating a members area. She had over six hundred monthly paying members 
during that two year period. So imagine if she had waited until she got everything perfect, until she had 
got the platform figured out, she wouldn't have been able to serve all those people. But instead she got 
going, kept it super simple, delivered it by email and ended up welcoming over six hundred monthly 
paying members before she ever got started with the platform. So this is the kind of thing that I want to 
support people in in keeping it simple, realizing that you have a tremendous asset with what you already 
know, especially if you've already done all the hard work and planning for a book or writing a book, 
you've already got the content. And so now it's about delivering an experience that supports people in 
the journey of implementing that content. You get going faster than you think. And the guide is certainly 
a great place to start to help you clarify your thinking about your next steps.  
 
Ray:  This whole conversation's like an extra shot of espresso because I'm just jacked up now. I got a I'm 
like, oh my God, there's a hundred things I need to go do and rethink because I get caught up in all that 
stuff, too. And I've been a member of Tribe for three years now. Where's the best place people can go to 
find you and just follow you and do all that good stuff?  
 
Stu:  Yeah. On any of the social channels, Instagram, Facebook, but definitely the central hub is Stu dot 
me and that's probably the easiest place to go. The easiest one to remember. Stu, S-T-U, dot me.  
 
Ray:  Stu, one more thing, because we're going to wrap up here, but I got a little bit of bad news. I forgot 
to hit the record, but you've got another half hour on you.  
 
Stu:  Oh, OK. Sure.  
 
Ray:  Never give to people that no zoom very well on, but that's my damn joke. I'm ending every session 
with it and really appreciates to listen, go down below, get the free guide and then go to student at me 
to check out more from students. Do you really appreciate it? The great one. Everybody, thanks for 
being here.  
 
Stu:   Thanks Ray, I appreciate you bud.  
 
Ray:   Hey everybody, thanks for joining me on this episode of Book Profit Secrets. You know, Abraham 
Lincoln once said if he had six hours to chop down a tree, he would spend the first four sharpening his 
ax. That's what this podcast is meant to do. That's also what we do on our site, our companion site, Ray 
dot FM. So check us out there and sharpen your ax, increase your influence, income and audience, and 
we'll see you next time.  

 
 


