OFFICE HOURS – 4/26/2017
Jeﬀ:

Hey, there.

Nick:

Hey, what's up?

Jeﬀ:

I'm here.

Nick:

You are there. I see you. You look good. New hair cut. You look snazzy.

Jeﬀ:

Yeah. It's nice and Aght.

Nick:

It's nice.

Jeﬀ:

I'm short haired. I'm actually down a few pounds.

Nick:

Wow. Really?

Jeﬀ:

Yeah, so I've lost about 12 pounds in the last month or so.

Nick:

Nice. How'd you do that?

Jeﬀ:

So, it's weird. I went to New Orleans last weekend for the weekend just to eat. I took a
friend and we went ... I was craving hard-broiled oysters. I went and got them ...

Nick:

That's amazing.

Jeﬀ:

But three-days-a-week I'm doing 500 calories a day.

Nick:

Okay. Three-days-a-week, so you're doing the on-oﬀ kind of diet where you have ﬁve
days and you have 500 calories and then you do whatever you want to do the rest of the
Ame?

Jeﬀ:

Yeah.

Nick:

Is that right? Any of the rest days, you can eat whatever and how much of whatever you
want to eat?

Jeﬀ:

Yeah, but instead of being a pig on those days, I'm actually reminding myself, "Hey, my
objecAve is to drop a few pounds." I want to eat enough calories to sAmulate lepAn
producAon ... But I'm also not trying to see if I can set a world's record on 'It's an oﬀday'.

Nick:

Yep, totally.

Jeﬀ:

I'm ﬁnding it very comfortable.

Nick:

That's cool. On those days, do you supplement with anything? Do you drink more
caﬀeine? How do you tolerate the lack of ... Look at Pedram. He looks like he's skinny,
too. You guys are both geWng skinny. You guys aren't eaAng, huh?

Pedram:

Yes. Nothing looks good.

Jeﬀ:

Pedram more like a mug shot.

Pedram:

Let's see. Yep.

Nick:

Pedram doesn't look like a mug shot. It's because he's got a parAally exploded eardrum.

Pedram:

[inaudible 00:02:34].

Nick:

ParAally exploded eardrum.

Pedram:

ParAally? Fully exploded, I'll have you. Perfect. Thank you.

Nick:

Oh my god.

Pedram:

Hey, Jeﬀ.

Jeﬀ:

Hey. Where are you?

Pedram:

I'm in my oﬃce. I got Ared of siWng on the couch. It was starAng to break my own rule
for siWng too much. I got my staAon setup backup here where I have a permanent light
shooAng this way. It's not right, yet. Lorenzo's out of town so I'm useless with this stuﬀ
but normally, it looks pre_y good.

Nick:

Awesome. Yo, everyone. Hello. We're gabbing about diets here and just wanted to say,
"What's up?" Hope you're enjoying Module-11 on sponsorship. A li_le bit of a public
service announcement, let's just delve into, Pedram, real quick here, what the dates are
again for this live event. We got this live event setup. We're going to be sending out an
email about it in the next day or so. We've got all the details locked down. We've got
everything reserved. We just want to make sure you guys got the dates.

Pedram:

I got the dates. Then I'm going to share. Again, if you're in the recent class, I'm going to
share the room thing. Go ahead and I'm going to put it in the chat thread here. This is
where you reserve a room. Go ahead and do so immediately if you already have a Acket
to this thing, which means the people who got in early enough in the recent class to get
it. That's the room reservaAon dealio. Then in terms of when it is, this September 23rd,
24th in Hollywood, California. Belly of the beast. We're going to go in there and we're
going to show these guys what's up. Yeah, we've got that over there, ready to go.

Nick:

Awesome. We'll be sending you guys a fancy page. It has all the informaAon on it and
the talks, and all the reasons why you should be there and you'd be crazy not to come
'cause honestly, you would be crazy not to come if you can make it unless you have
something very important planned for the same Ame.
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Pedram:

Everyone in the second class, I think pre_y much everyone we just audited for the
second class has Ackets. If you're in the ﬁrst class, we'll have a thing for how to get
Ackets. Then scheduled events, is Jeﬀ's going to do a breakout on crowd funding. Nick's
going to do a breakout on Facebook traﬃc. I'm going to do a breakout on break dancing.
That's pre_y much all I got. We're lining it all up now. We got our guests lined up. We're
not announcing any guests yet ...But suﬃce just to say it's worth your while to be there.
We're going to spend a lot of Ame doing hot seats and masterminding to help you all
understand ... How we can help each other. You'll get a lot of individual a_enAon value if
you get a hot seat. Super excited about it.

Nick:

Again, it's the 22nd. Sorry, the 23rd and 24th and ...

Pedram:

... of September.

Nick:

... of September. If you are in the second wave of students, which are most of the people
on this call then you automaAcally have one free Acket. If you need another one to bring
someone else, then we will be releasing the page that has the opportunity for you to
buy an extra Acket if you want one. If you're somebody from the ﬁrst class like Pedram
said, there is the opportunity for you to purchase a Acket on that page, as well.
That said, let's get into sponsorship. Do you have anything else to say before we get
started here?

Pedram:

Couple things. On chat thread. Beverly is asking: "How long you'll allow access to the
modules because she's a li_le behind?"
Beverly, you have access to the modules forever. Those are yours. Don't sweat it. Don't
lose sleep over it. You will conAnue to have access and you'll have access to any updates
we put in. We got a few. We just put a new one with Ocean Robbins. For those who
haven't poked around in it for a while. Module-11 is oﬀ and now this 'How to Work with
Aﬃliates' with Ocean Robbins is in the bonus resources.

Nick:

No way.

Pedram:

Yeah. I got to go through his enAre empire on OPL, Other People's Lists, so it's good. That
was really an interesAng thing. Hold on one second, "Book a room? Someone's saying
this link isn't working." No. If you go to that page and hit 'Book a Room' it should work.
Then you just go ahead and book it. Audrey, so the one up top. All right, and I love you
too, Beverly. All right. Cool. Nick?

Nick:

Yeah. I want to say on sponsorship, this is a fresh, fresh module. I know that there were
a few li_le glitches this week. You guys are the beta group for these extra two modules.
We kind of created based on what we see as a need that you guys have and we're
excited to add to the academy, but there were a couple things, missing transcript here,
potenAally some kind of a broken link on another one. We were adding these as we go.
The ﬁrst 10 modules of this academy is what the previous class got. They didn't get 11
and 12. We sAll have 11 and 12 on sponsorship and docu-series. We're adding that and
we're cramming all kinds of wholesome goodness into it, but just ask you to be a li_le bit
paAent as we're building these two out as we go here. We've got everything shot, but if
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there's anything that you see that could be done be_er on these two, please shoot us an
email. We're happy to make any changes, take anything into consideraAon that you send
in.
Pedram:

Jeﬀ, have you lost weight?

Jeﬀ:

Yes.

Nick:

I said the same thing.

Jeﬀ:

Yes, I have.

Pedram:

Good. It shows. You look great.

Jeﬀ:

Yeah, so it goes to my face. What's great is it's starAng to work on my belly. It's like my
belly, that's that bad fat. It's now starAng to go there.

Pedram:

Great.

Nick:

You got to show you guys you're, I don't know what you call it. What is the thing you
have? The bulge. The li_le bulge in your lee abdomen.

Jeﬀ:

Yes.

Pedram:

Don't show that.

Nick:

Don't show that. Forget that.

Jeﬀ:

The embedded sex toy is what it's usually referred to but we won't go there.

Pedram:

Totally.

Nick:

Again, come in September. You'll see all kinds of stuﬀ.

Pedram:

Yeah, in September. You'll love that. All right. Let's get in. I have quesAons here, but you
have the document, Nick?

Nick:

I've got the document. Let me just crank out a couple here because they're going to lead
nicely into this sponsorship in general. We can just pick oﬀ people in the Q&A as they
come in. How about that?

Pedram:

Yeah, cool.

Nick:

Cool. Here's one from Anita: "I enjoy the interview with Ocean Robbins. Thanks for
adding that. I'm sAll confused about what to oﬀer aﬃliates, although I understand what
they each are. Isn't it an either/or cost per click or percentage of sales? It seems safer to
oﬀer percentage of sales. What do you advise?"

Pedram:

Anita, I think you're missing the model. It's never cost per click. That's math you do on
the backend, but it's always percentage of sales. You're right. It is a percentage of sales
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whether it's 40, 50, or 60. 50 is kind of the average. If you're doing hard goods, do less
because you got to know your numbers. You don't want to lose your shirt on this deal,
but it's a percentage of sales. Then what you do, now, it's not cost per click. What you do
is earnings per click, calculate for them and say, "Hey, listen, you sent me 10,000 clicks. I
have $12,000 here for you, which is 50% of your sales so that comes out to $1.20 per
click."
Nick:

Yep. Just something that might have caused that confusion is someAmes if you don't
have a proven oﬀer or if you're just starAng oﬀ with your ﬁrst ﬁlm, some people
guarantee a certain return per click. Some people actually say, "Hey it doesn't ma_er
what my oﬀer does. I want to pay you per click. I'll pay you a dollar per click no ma_er
what happens." That's something I don't really advise people doing. You could lose your
shirt that way, but I think we did menAon that so I could see how that might have been
mixed, sort of confused. You're saying cost per click, but someAmes we actually
guarantee a dollar amount per click, if we don't have a proven oﬀer.
Anita. Second quesAon: "On another note, Pedram, can you please forward all my ..."
Jeﬀ, Anita would like to connect with you via an indie global campaign that they're
doing. So, let's that oﬄine.

Jeﬀ:

Okay.

Nick:

Next quesAon is from Perry: "Pedram, you menAoned that Whole Foods will be doing
some co-branded markeAng with you, so I was wondering if you could expand upon the
idea of co-branded markeAng?"

Pedram:

Yep. Again, I think required viewing for this course should be the "Greatest Movie Ever
Sold", by Morgan Spurlock, because he actually covers a lot of that in a spoof, but it's
actually how things go, but for me in parAcular, Whole Foods is actually in the process of
geWng bought out by [inaudible 00:11:41] Albertson's so we'll see how that goes.

Nick:

That's interesAng.

Pedram:

Totally. Never a dull moment. What they were going to do was they were going to print
the URL for the movie on every receipt that came through. Then we were going to have
li_le display in their stores saying, "Check us out. The Prosperity Movie" and then have
the DVDs in there. We're sAll working on geWng sAckers. "Check us out ... Check out The
Prosperity Movie" with the URL going directly in. For me, it will cost me $30-grand in
sAckers just 'cause they have so many stores, but think about all the free adverAsing and
leads that could come on. Then on that sAcker, I got a short URL. My website is a URL
shorter. It's 'well.org'. That's pre_y Aght. I do 'well.org/prosperity' so I can print that on a
sAcker and then put a li_le QR-code so you get a QR reader with your phone, move
directly to my opt-in page 'Welcome to my movie'.
That's one of many ways you could do sponsorship. Another one you guys will see in the
interview with Dirk Rouge and a few of these others we have done. If I'm going to a
place, I'll watch. If I'm going to place a sneaker, if I'm going to wear a hat with the brand
in a parAcular scene, that's worth the $15, $20, $30,000 to somebody. You could look at
doing that product placement. I actually have our product placement on ... We've been
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going back and forth trying to get an appointment. We will get her to do a bonus video
at some point. I've idenAﬁed about 27 places that I can sneak in. Where I need B-roll and
I can sneak in some product placement. Now, I have my team shopping it saying, "Hey,
we like money. You want any exposure? Great." You have to be very careful with that.
There's a lot of ways you could do that. A lot of ways. Guys?
Nick:

No. I think you nailed it. I just think it's amazing what Dirk does with product placement.
You guys watched the episode, but there's some things in there that he doesn't really
even go into. One being, he will be in the middle of the shoot in the Himalayas and he
just knows ... He has his four or ﬁve favorite gear companies and he just uses their gear
no ma_er what. He ﬁnds the most creaAve ways of just puWng a brand into the
background of a shoot and moneAzing that. It's just incredible what you can do when
you get creaAve with sponsorship and co-branding.

Pedram:

Jeﬀ, have you ever done any of that?

Jeﬀ:

I'm totally learning on this module.

Pedram:

Cool.

Nick:

Another one from Mary-Aileen: "Sponsorship contracts. Do these need to go through
lawyers, too, or is it simply a case of conﬁrming in wriAng on a one pager with what both
parAes have agreed to? Do you have a sample contract you could share? Would you
negoAate exclusively for a period beyond the movie one?"
Pedram, this is all you, man. Your sponsorship man. Jeﬀ and I are in the dark on this.

Pedram:

I'm trying to get the ﬁrst part. The ﬁrst part of it is ... I wish you would just put it in front
of me. So, I would never negoAate anything past a given Atle. You have no idea where
these things are going. You make your early money is your most expensive money. If
you're doing something and then you hit it big, and all of a sudden you've got a sponsor
that you're Aed to three Atles in, you're in big trouble. That's exposure you can't get. Let
me explain this. The way adverAsing works is it's an impression-based model. I go to my
PR ﬁrm. I'm like, "Here's some money. Go get me stuﬀ." Then they'll come back with a
report every month which is like, "We got you in so-and-so magazine. That's 50 million
impressions. We got you in so-and-so ... Dr. Oz. That was 100 million impressions."
Whatever those numbers end up being they're huge numbers. And frankly, the numbers
are usually bullshit, but the enAre business is predicaAve on these bullshit numbers. It's
like the House of Cards that everyone agrees to keep following.
All you really need is to understand how many impressions you can get with your movie.
How many media impressions you get with their stuﬀ. If it's just people watching your
whole movie through, you've got trouble, but if you have, "Brought to you by," these ﬁve
companies directly on your landing page the millions of the people that go there and
don't opt-in. Let's just say 40% of the people that land there don't opt-in, those numbers
sAll count towards your media impressions because people saw them. If you can even
put those in your Facebook ads before you even get there in some li_le thing where it's
considered a media impression, now all of a sudden you're playing at the game that all
these monkeys are playing and that's just the way that business works.
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We'll really help. We're going to do this at the live event too, is we're going to really help
you understand that model so that then you can use that to leverage. Then there's very
speciﬁc algorithms for how much people get paid based on the type of movie, the type
of verAcal for those types of impressions. Then it's just transacAonal. You're like, "You
know what? Here's a contract. I'm going to get you. You're going to give me a million
dollars. I'm going to get you 600 million impressions. That includes print, that includes
radio, that includes whatever the hell it is. Even wearing a tshirt with your name on it.
I'm not done unAl I've delivered those impressions by hook or by crook, which means I
could buy those impressions, I can PR those impressions, and I can get creaAve and get
aﬃliates to send stuﬀ that have those impressions all over 'em." Can you make sure I got
all of Mary-Aileen's thing?
Nick:

Yeah. First of all, she also wants to talk about contracts. Do you have a speciﬁc contract
that you use for this kind of a thing or is it something ...

Pedram:

I don't

Nick:

Case by case.

Pedram:

It's case by case deals as they go, but it's basically just a business contract. I can see if I
can dig up. Again, some of the issues we're running into here are conﬁdenAality issues.
These are deals that I have with other enAAes that I don't ... I'd have to ask the lawyer if
I can share that stuﬀ. Let me check with legal as to what I can share. If not, I'll see if we
can get a boilerplate agreement together without desensiAzed basically, and share it
here. Molina, if you could hold me to that, that would be great?

Nick:

Mary-Aileen also wants you to explain what a pass-through organizaAon is?

Pedram:

There are enAAes out there, one of which I'm working with right now, called From the
Heart ProducAons that does a lot of conscious media movies. They are fully licensed and
dedicated 501 and c3s, which is a charity. I'm not a charity. What you can do is you can
get a ﬁscal sponsorship, is what it's called, through one of these chariAes, which means,
"Hey. We like this movie. We think it meets our charter and we're going the help them
fundraiser," So, that when someone comes to you and says, "Hey. I wish you were a
501c3. I have some donaAon dollars I could place. I don't have markeAng dollars." You
say, "Oh, yeah. I could take that, too." What you do is say, "We take all of our charitable
donaAons through From the Heart ProducAons, or whoever your pass-through
organizaAon is. Then what they do is they pass through 95% of it to you. They keep 5%,
which frankly is only a couple percent more than American Express takes anyways. You
take non-proﬁt donaAon dollars through a reputable 501c3 and then you can keep
raising money with that.
That's a very interesAng way to go depending on the verAcal you're in. If there are
foundaAons that are willing to donate or wealthy people that are willing to donate. My
whole thing is don't create any fricAon in the get money channel. It's like, "Oh, well we
don't take AMEX." "Oh, hell yeah we take AMEX. We take anything that you can spend
on." These pass-through organizaAons are big. I'll bring Carol from that group on just as
a guest speaker, just to help tease this out a li_le bit more.
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Nick:

Jeﬀ. Do you use pass through organizaAons with your funding and ﬁnancing operaAons?

Jeﬀ:

No. With Indiegogo there's Ames that I've let money on the table by not doing that and
literally we were just running so fast. I went and looked at From the Heart ProducAons. I
think they're a perfect choice for something like that. To my own, literally the speed at
which I did those projects, I should have put that in place because I did leave money. I
even had one investor who showed up because of Indiegogo and said, "Well, we want to
give you a bunch of money." They ﬁnally se_led on $175,000. She goes, "Well, I don't
really want any equity," and I had no other way to do it but to let her be an investor to
put that much money in.
She would have been perfectly happy geWng nothing. I was just talking with Jerilynn
Dreyfus about a ﬁlm that she's funding that is all in grants for $1.5 million. The head of
Morgan Stanley's wife just put up $3 million to make some medical documentaries to
promote some things that she's interested in, but it's all in the form of grants. I've always
done money the hard working way. So, some of these things that Pedram was doing
really are things that I have to add to my repertoire. The fact that I am siWng here as a
student learning this while being successful in this business just to me tesAﬁes the value
of the collaboraAon of having ... This isn't the Pedram Film School or the Nick Film
School. It's a bunch of people that's contributed to ...

Pedram:

It's at the Kimu ﬁlm School. Kimu just shared another one called Fractured Atlas which is
another pass through organizaAon. Great. This is what a mastermind is all about is,
"Wow. Okay cool. Let's check them out."

Nick:

Yeah. At some point we all become the teachers, we all become the students. Catriona,
"When making your ﬁlm how would you recommend pitching to sponsors when you no
idea yet about the ﬁlm's reachable date and don't have a demonstrable track record in
place?"

Pedram:

You can do it ... You don't have to get money upfront. For me, if I have predictable
numbers that I can take to the bank and go, "Look. I got all this. This is the low lie. I
know I'm going to be able to get this. Give me a 100 grand upfront and we're going to do
this. And we're going to thrive." They gave me a check for 100 grand because they're
like, " Okay. I've seen what you can do." If I didn't haven't those miles that I had run, the
way I would cut the deal and this is how I'm going to be cuWng a few deals ... I'm
actually so happy to be oﬀ producAon now because I get to go to deal making mode,
which is fun for me, plus steak dinners with Jeﬀ Hayes.
We are now crossing over to this place where before it's like, "Okay. You don't know who
I am so why don't we make a contract to say that for every 100,000 media impressions,
you give me $5,000." Whatever that number is, and in doing so you're not laying out a
bunch of money over here where we're just going to have a monthly accounAng
reconciling. And so as I get this going, you're then going to ﬁll up my cover.
It doesn't have be this, "Give me the car, I'll give you the pink slip." You could sign it in
the exchange and you could do that as you go. Then you can incrementally start to go.
Then you also have the freedom to be like, "Okay. Look. You know what? I really didn't
know where I was going to go with this. This thing is blowing up. These guys have too
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good of a deal." I have an exit clause where I can say, "Look. This isn't working for me.
Let me either go renegoAate or go get cheaper money."
Nick:

I love that. What else could you use to enAce a sponsor to come onboard? I don't have a
large list of my own yet. That's also from Catriona.

Pedram:

Catriona, there's a lot of reasons sponsors come to the party. Think of what Jeﬀ just say.
A lot of people just want to be associated with the movement. A lot of people already
have a charitable charter that they're out there to support stuﬀ. If you went to Water.org
and you said, "Hey, I'm doing this thing on water and we have some breakthroughs and
ba-ba-ba-ba-ba. You guys have money. For 50 grand, we can get this movie out. That can
be a really great promoAonal megaphone for you on something that is one of your
iniAaAve." What you do is you can get philosophically aligned with groups that would be
happy to be there. You also ... One of the things that I'm leveraging now, which is really a
dangerous risk game that I'm playing with a li_le bit, is a lot of these big brands really
want to be associated with good guy stuﬀ and conscious capitalism.
What's happening is Proctor & Gamble is throwing quarter million dollars-a-year at my
beach cleanup. It's like, "Well, it's fucking Proctor & Gamble. They should be throwing a
quarter billion dollars a year to clean up what they've done but you know what? They
want to clear their karma. They want some credit for clearing that karma and I can be
the vehicle through said clearance. I'm in." There's that too.
For me, you also want to see who wants to be associated with a certain thing that you
could give them a li_le bit of credit for and just be careful that you're not green washing.
There are a lot of ways to get creaAve about that. What I would advice you to do is not
thing very structurally here and always think ... The best deal makers I know, Catriona,
are the people that just sit down and say, "Okay, who's on the other side if the table.
What do they want? How do they eat? What do they need? Great. Now that I know that,
what can I oﬀer by hook or by crook, through alliances, through creaAvity to them and
what can I ask for in exchange?"
That's how everyone's like, "Dude, how did you think of that?" I'm like, "I didn't need to
come in with a preconceived noAon. The way I meet people is just like, 'Hey, how are
you? How can I help you?' Then once I understand that, we idenAfy each other's needs
then it's like daAng. Then you ﬁgure out how to help each other." I would say go in with
zen beginners mind and you'll be way be_er at creaAve deal making. I know for a fact
that Jeﬀ Hayes is a master at that. It's just you sit down and you ﬁgure out how to make
things happens and if you're a nodal thinker. You think about bringing other inﬂuencers
together and how to bring one plus one is 100. If you think that way and when you do,
magic happens. I promise you. Magic happens all around.

Jeﬀ:

One of the things on this that some of the quesAons had been with a small list. We don't
have credibility yet. The reality is that I have more credibility than a lot of people taking
the course. Pedram has more credibility than me and Oprah has 10 Ames as much
credibility as Pedram. She can pick up the phone and reach you. There's two ways to
address this. One is, you can buy credibility. You ﬁnd out how to lure somebody into your
camp that you can ride on their coat tails. I've done that many Ames where I'm a small
guy in a market. I'm making ... I just signed two Academy Award Winning directors, a
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direcAng team to direct a ﬁlm I'm doing. I don't have that kind of credibility, but now I
do. Hey, I've got these two Academy Award Winning directors direcAng a project. You
can go, "Okay, how do I ﬁnd somebody that would have credibility with my target."
The second thing is what Pedram is talking about, "Okay, maybe Proctor & Gamble is
within my reach." You go the other direcAon. "Who is somebody that's smaller that I
would be a_racted to?" Maybe you don't a_ract a naAonal brand but maybe there's a
local brand that you can start to demonstrate your credibility with that, you could
beneﬁt them. There's the resulted list, those other things that you can add and in the
equaAon but someAmes you have to build your credibility in the market place. With
some of these series that we do aﬃliate deals with, someAmes you do a test launch and
you get your numbers, and then you can go back for a real launch.
Now, "Here's my data. Here's how much the aﬃliates made. Here's the impact we have."
Don't compare yourself to Oprah and go, "Oh, I fall short." Play where you are and build
your numbers. It may be this is not Pedram's ﬁrst ﬁlm that he's doing. We've all heard
the story of Pedram's ﬁrst ﬁlm. Lot's of mistakes made. You may have to put this in the
business plan and by ﬁlm three I'm siWng across the table from Whole Foods. But ...
Pedram:

Just to be clear, I didn't bring Proctor & Gamble. One of the guys in my movie who we
asked for help said, "Hey, I'm doing this deal with Proctor & Gamble. Let me see if I can
bring them to the table." I'm talking about other people's contacts who have now
hooked me up. Just be very aware of that. Because that is ... Again, I didn't know these
people. Someone else brought these people and now one plus one equals 100. I met
these people and now we're friends and it all worked out. Think of it that way. "Who do I
know who knows people?" Is the be_er quesAon.

Nick:

I love the idea of, just to part for one second. Something that Jeﬀ said is the idea of a
test launch. I don't think we have anything in the Academy about how to do a test
launch to prove your concept so you can go out and ﬁnd the bigger aﬃliates. That's a big
deal. We're seeing it more and more in the documentary and docu-series world. We're
promoAng a ... And you guys have probably been asked to promote too, this new docuseries on cannabis that's coming out. They want to prove to everyone else who's a li_le
bit concerned about this new style of a health ﬁlm is going to work.
He's asking his closest friends to do a few test blasts for them so that they can get some
real numbers and shop them around aeerwards. If you're somebody who's not proven in
this industry or whatever industry you're in, with being someone who can make a
successful ﬁlm you could totally just get two or three people that have some kind of list
to promote you and demonstrate those numbers. Once you have those numbers on a
small li_le blast that doesn't get seen by anyone or small li_le launch that isn't seen by
anyone then you can shop those numbers around and get the bigger ﬁsh to bite.

Pedram:

That's it. Go ahead, Jeﬀ.

Jeﬀ:

It's risk reversal. Instead of asking people that are dealing with you to take the risk, you
take the risk out of the equaAon for them by going and doing a test launch and proving
your numbers with a small group. Now you can go to them and say, "Okay. Here's what
you can expect from doing business with me. You'll have this many clicks. You'll have this
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much impact. You'll make this much for doing it and the overall eﬀect was this." Now, I
can deal with you without wondering, "Well, will they screw up their funnel? Will they
get to the order page and it doesn't work? Will it not," ...
On the cannabis one, that's a risky topic so because of my relaAonship with the person
who Nick's talking about, I'm going to promote to that. He'll have some good numbers
that will validate his concept or it can go down in ﬂames ...
Pedram:

Yeah.

Jeﬀ:

But the ﬁrst Ame around he is very upfront, "Hey, we're taking a risk here. This is
unproven. I don't know my numbers. Will you hang with me to get this done?" I like that
kind of ...

Nick:

Oh yeah.

Pedram:

Exactly. Can I share something with you guys real quick? I was just poking around,
looking for some of this media impression stuﬀ while you guys were teasing this out. I
found one document. I think this is really good to illustrate how these guys work. Where
the hell did it go? Examiner. Okay. Tell me when you see this?

Nick:

See it.

Pedram:

Okay. I had this group at the HBO Luxury Lounge. This group places some of our Well.org
stuﬀ in this Emmy party thing. They're like, "Oh. Hey, here's some pictures of some
people and here's who was there. Then the outlet was published through Examiner.Com.
I can show you ... and Well.org." It was literally a menAon of Well.org and check this out.
Online audience size, 6,221,000. Look at all that, and then here's the added value. Some
moron would have paid $130,000 for that kind of placement.
This is the world of adverAsing that you are dealing with. You do not need to be that
sophisAcated. You just need to know how to speak this language, and to Bob's thing.
Sorry, to Jeﬀ's thing, I'm going to get someone to really help you do the media
calculaAon and impression values who's the person I go to so I'm not going to speak to
this. I'm going to bring my go-to person for this so you guys could understand. This is the
world of media impressions. It's like, "I was menAoned in an Examiner arAcle and you're
telling me you just did $130,000 of work for me? Excuse, me. What?" That's it. That's
that worth.

Nick:

Yep. Insanity. I have one ﬁnal quesAon here from Hedda. Do you have a sample pitch
deck and a li_le more info on how to put a sponsorship deal together? I know that
Rick ... That Dirk Ruge menAons that he has a bunch of decks. He was actually going to
give us one of his sample decks but I don't believe we have it on ﬁle right now. Pedram,
do you have one?

Pedram:

Get his and I will desensiAze mine or just see which one I'm allowed to share, and then
share one in as well.

Nick:

Moline, if you could shoot me an email to remind me to email Dirk, please. All right. I'm
out of quesAons here. Pedram, do you have anything in the chat thread?

GMT20170426-205817_Module-11- (Completed 05/21/17)

Pedram:

Yeah. I got a bunch. Here we go. Jeﬀ, ﬁrst one was calculaAng media impressions. I'm
going to get a parAcular person on that and then I'm going to do a thing on it. I'm not
great at this oﬀ the top of my head so I'm not going to try. I'm going to get my go-to
person for that. Late Breaking Ideas is a consumer engagement during producAon ...

Jeﬀ:

Repeat the quesAon. I have no idea what you are talking about.

Pedram:

He's asking any advice on calculaAng media impression values. I was going to get my
person, Nancy, for that. She's great. And then, I appreciate any further late breaking
ideas on consumer engagement during producAon. I do a li_le bit of that now. I'm kind
of not great at it, because I'm just too busy making my stuﬀ. But I always do like
Prosperity movie updates. I do arAcles. Say, "This is coming up." I menAon the movie in
podcasts, basically weekly. "Hey, we're doing this. This is something in our Prosperity
movie. This is a guy from the Prosperity movie." Drop, drop, drop. I do that just because
I'm [inaudible 00:35:52] to create custom audiences that I want to ... That I'll follow up
and market to later. But one of the things that you guys got plenty of, but maybe Jeﬀ
could speak to here, is how you do it during an Indiegogo, 'cause you could do [inaudible
00:36:05] of funding in Indiegogo and Jeﬀ is excellent at that.

Jeﬀ:

That's what I was going to say. So, the Indiegogo campaign or Kickstarter campaigns
support you with engagement. It's not just the money you get out of them. It is also ...
Now you have an ongoing vehicle, and a reason to be upgrading people. And so we use
those campaigns in sequence. Where I'll do a campaign, and then I'll end it. Wait two
weeks and start another campaign. But during that second campaign I'm now showing
them footage that I've shot. I'm updaAng them. To me, the number one way to engage
your audience is to get them to where expecAng on you, nothing will do that more then
having them put money in your project. A lot of people have no exciAng investments in
their life, their money is in a corporate 401k. And it's a blast that ... I'm in this deal for 25
... It's amazing to me. I've been geWng emails from people who contributed $25 saying,
"Hey, I ﬁnanced your last ﬁlm and I haven't had an update in a while. What's going on?"
And I go, "$25? Should I give them their $25 back?" And it's like, "Well, big ﬁnancer ..."
The reality is that they feel like they're part of it. They're a parAcipant. I love the crowd
funding vehicles as the very tool for customer engagement, and building an audience.
Plus, once somebody's in, these are your cheerleaders. These are your people who will
take it to their friends because they're vested in it.

Nick:

Awesome. I would say just one more thing, just from a legacy perspecAve. Once you
have a movie under your belt, or two, you can be communicaAng with them before your
producAon even starts. About what's going to be coming up next for support. For
instance, for The Sake of Science, we got all of our paAents our prior lists. The way we
got all of our paAents to ... The eight paAents we brought down to the jungle, was by
sending out to the top exclusions to do our mailing lists saying, "Hey are you guys crazy
enough to want to try to do this? Well, email us here." We had over 450 applicaAons for
this pre_y dangerous jungle voyage in less than 24 hours. There are ways of uAlizing ...
Keeping people up to ... UAlizing your legacy, kind of help make your next ﬁlm that way
too.

Pedram:

You fucking killed one of 'em.
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Nick:

Dude.

Pedram:

Oh wait man, he didn't die.

Nick:

Say that. You're not allowed to say that stuﬀ. People are going to hate you now.

Pedram:

All right. I've got Jeﬀ's here. Let me see. Bob ... Oh, Bob's got a party house right below
the Hollywood sign. If we want to go to an aeer party while we're there. Bob, you can't
threaten me with a good Ame.

Nick:

I know.

Pedram:

And I know these guys too well. Let's talk about ... We have the top luxury lounge. So,
we were originally going to do this ... Just to give you a li_le bit about the event. We
were originally going to do this in like a ballroom with seats and classrooms and stuﬀ.
And Nick and I were both just shuddering, because he doesn't even shave, and I haven't
in a few days. [inaudible 00:39:21] We were just like, "I don't know. I don't know." So
then they showed us this one pimped out Hollywood lounge that could ﬁt like 40, 45
people. It's got an outside area and all of that. It's just so perfect. We're like, "Yeah, this
is it." So, that is where the event is going to be. It's going to be much more casual. It's
not classroom style. It's designed so we can all talk and get to know each other and
share stuﬀ in a mastermind seWng, not in a classroom seWng. Like I said before, I'm not
one to turn down a party. So, let's talk about this house looks like. Guys?

Nick:

Yeah. I think he said enough.

Pedram:

Yep. Bob got his sponsorship from airlines. Free ﬂight crew in exchange for clips to
airlines. Yeah. It's interesAng. I just did a deal with JetBlue. Someone in my audience is a
JetBlue pilot, and she just brought this. She's like, "Hey, I just have to do charity stuﬀ.
AnyAme I say I'm giving back, they'll give me free airline Ackets, miles and credits,
because it's part of my deal as a pilot. So, just tell me where to be, and I'll be there
donaAng my Ame, and I could get travel vouchers for you guys." I'm like, "Hi, I'm making
a ﬁlm. Where were you four months ago?" So, we're doing that with JetBlue.
We're actually talking to Southwest, because Kirk Kelleher is one of the founders of
conscious capitalism. So, Southwest is really into what we're doing. So what we are
going to do is talk to them about becoming a sponsor for the next movie. Giving us the
travel for the next movie, but also part of this thing. And they are going to be ecosystem,
giving free vacaAon packages to people who the most towards their Prosperity
challenge. And of course their conscious capital movie. So, abso-freaking-lutely Bob,
you're thinking along the right lines.

Nick:

Yeah. Di_o.

Pedram:

It's kind of like the crowd funding one where we just sat back and let Jeﬀ work. That's
okay. My ear infecAon is be_er. I'm feeling good. So interested in learning more about
the pitch decks. So, Aubrey, Moline, if you could put a note in there, we'll start ... I've got
to desensiAze and go through legal and see what I can put in there, but let's just put
pitch decks in there, and we'll get Dirk's as well.
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"I have a ﬂight straight for us to Hollywood, 23rd of September." Skye is coming the 23rd
of September. So, we'll be there Sunday night, Skye.
Okay. Bob again, "I just recorded with Beckwith yesterday. He's co-producing and
promoAng my ﬁlms. Good for you. How do I credit him for things that he brings in? So,
he's bringing in Vision, D-Poc, Oprah, with unique URL, my website, da-da-da." So, what I
would do there Bob, is give ... If he's into it, 'cause Beckwith might just be like, "Yo,
homie. Have fun." But if he's wants to do business with you, there are Aered aﬃliates, so
what you can do in infusion set oﬀ, very simply is, give him a primary, top Aer aﬃliate
link. Then have him send out aﬃliate links ... I know D-Poc plays this game, Vision
deﬁnitely plays this game. I don't know think Oprah does, but we'll ﬁgure that out. Then
he'll issue a link for them to go sign up, and anyone who signs up under his link, he gets
ten percent of or whatever you established.
So, he'd be considered a master aﬃliate. A lot of people in the industry do that. If you
have a big ﬁsh like Beckwith who can bring in a lot of these other people it makes
perfect sense. It really kind of ... It ends up being ten percent oﬀ the bot ... Depending
on how you cut your deal, I oeen Ames, because I'm [inaudible 00:43:12] ... I oeen Ames
give my master aﬃliates 50 percent, 'cause those are my big ballers anyways. And then I
give my other aﬃliates 40 percent. Which means, if a master aﬃliate brings a second
Aer, net, I'm sAll out the same 50 percent, but then they've got like an ecosystem under
'em. It's kind of like mulA-level. It works really well. And if they are worth being a master
aﬃliate ... Down the line, they're always going to come in under the person they came in
with. But when you start meeAng bigger people, you can go master aﬃliate deals as
well.
Nick:

It's kind of like Amway.

Pedram:

It's kind of like Amway. Bob is asking Jeﬀ a quesAon. ?How do you do a crowd funder
campaign to ﬁnish your ﬁlm and oﬀer premiums that are digital downloads of ﬁlm,
signed copy of script, et cetera, that aren't completed yet? We'll send you again in 90
days?" QuesAon mark.

Jeﬀ:

Okay. So this is the wrinkle ... This is the thing that crowd-funding invented. This used to
be ridiculously illegal. You would open your front door and ﬁnd a postal inspector there
to arrest you. The rule was, you can't sell things you don't have. So literally ... And with
Visa and MasterCard, you had to deliver within 30 days or people could automaAcally
keep it. And they could reverse the charges. So, what crowd funding ... IniAally when it
was created, this concept of, "Hey guys, if you give me the money I will go create a
product, and I will deliver it to you in a year. Or a year and a half." Some of the biggest
campaigns ever, the products were two years before ... They were promised to be at a
year, and some of them didn't show up for two years. The coolest cooler I think took 'em
two years to actually deliver the coolers that people bought. And so, that quesAon you
asked, "Wow, this didn't make sense. How do you sell stuﬀ you don't have?" That's why
you do this on Indiegogo page or Kickstarter camp ... Page. Is that it literally is almost like
a ... Groupon was, "Hey, store owner, if you let us get a bunch of people together, we'll
deliver you a bunch of orders if you sell to us for X."
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The crowd-funding wrinkle on it was, "Guys, if you the crowd will put up this funding,
we'll go create something that you want and deliver it to you. And you can parAcipate in
the creaAon." Now, this is far more successful for diﬀerent products, cool, whiz-bang
things that I will go invent. It is harder for ﬁlms. It grew out of ﬁlms and ... So, it's much
more work, but this was tailor made for the ﬁlm industry. Indiegogo, that's the reason
it's called Indiegogo. Was an independent ﬁlm maker.
Nick:

Really?

Jeﬀ:

Oh yeah. Now it's a Any part of their business because what really took oﬀ were
watches, games, cool drones, stuﬀ that guys like to buy or invest in.

Nick:

Indiegogo started out as a way to fund independent ﬁlms?

Jeﬀ:

Yep.

Nick:

What?

Jeﬀ:

Yep.

Nick:

I had no idea.

Jeﬀ:

That's it's ... So, it's deeply in it's DNA. And that's what you do Bob.

Pedram:

Cool. Lost it. There we go. Audrey, bringing up an old request to see the method
Pedram's assistant uses to bring up diﬀerent transcripts by subject ma_er, Excel,
highlighAng color breakdown. All right, here's what I'm going to do. Sharing a screen
isn't going to break any rules is it? Let's do this. That way I don't get into any copyright
issues here. Let me pull it up. Nick, can you handle Silla's while I look this up? I go_a go
ﬁnd this thing.

Nick:

Sure. Where are all the extra resources you are sharing stored? There aren't any ... I
mean we make the website or Facebook page. Moline, what's the link for our resource
index? That should be ....

Pedram:

Should be bonus resources.

Nick:

It should also be assessable through the Academy, but there's a special link that has a list
of every single one of the bonuses that we have.

Pedram:

And we are deﬁnitely behind in delivering. I can personally say that I have been trying as
fast as I can to get there on some stuﬀ that we promised, but what's coming ... Now that
module 11 and 12 are done we're just racing to get some of the other stuﬀ in there. So,
Moline is holding us to task. But a lot of them should be on a bonus, or under the
module that it was ...

Nick:

Moline, copy that link into this thread if you can. If you can't ﬁnd it then we can email it
to you. From Perry, would a shirt logo on an interview, interviewee work for product
placement? And what dollar amount might you start at? To ask from sponsor for your
ﬁrst ﬁlm? This is for you Pedram.
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Pedram:

Okay. Yes, shirt logo would work, just make it tasteful. It's very, very, very challenging to
do tasteful stuﬀ with self promo stuﬀ. I would, again ... The quesAon that you ask is a
quesAon that can't be answered without knowing the size of the audience. So, for me
Perry, the answer is look at how big your audience is. Look at how many aﬃliates you
have. Look at how many emails you're supporAng. Look at how much money you're
going to put into media. Impressions to get there. And then you can back engineer and
say, "Listen. I have," ...
For me, I have ... Our number is 75,000,000 emails promoAng this next movie. God
willing they all freaking send, or else I'm a liar. But what happens is, then, based on that
you can say, you have an open rate, of the lended open rate of email of let's say, here, I'll
do this math with you right now. Because it gets a li_le funky right? If I have
75,000,000 ... That's a lot of zeros, hold on. 75,000,000 Ames point one ﬁve, let's just say
open rate. Is 112, whatever. What's a good click rate for you guys based on your opens?
Nick? Jeﬀ?

Nick:

Six? Seven?

Pedram:

Six point one?

Jeﬀ:

Yep.

Pedram:

Times point oh six now I'm down to 675,000 so this is why I have a markeAng budget.
And of that, let's add a 60 percent opt in rate. That's point oh six. That 75,000,000 is sAll
only 405,000 opt-ins. So, you've got to ﬁgure all those numbers out. That's why
75,000,000 looks bigger than it is. And it impresses people to say, "Oh yeah, I'm in." But
when it comes down to open rates and click rates and crap, we're down to 400,000. So,
you're spending money on Facebook. You're spending money to get more people in
there. Now, of that 75,000,000 if ...
On the front end, you can have ... It probably won't be in your outbound aﬃliate copy,
but you could ... On the bo_om of your emails say, "Brought to you by." That's a media
impression. If, on the opt-in page it's there, then that 60 percent becomes 100 percent.
So, there's ways to get creaAve. What I'm saying is, this is principle based, you have to
back engineer how many people you think are going to be there. And then based on
those impressions ﬁgure out what's worth charging. And, frankly, it's like an art. What
you can charge is what you think you can charge to a certain degree, 'cause there's an
art and a science to it.
So, if you can go to a person who has deep pockets and go, "Yo, when I'm in this super
amazing scene, kind of delivering this amazing piece of informaAon, I'm going to be
wearing your shirt. I want 20 grand." And then what they can do is use that to
promote ... I've been working with couple of companies right now, geWng some prelim
data on it that looks good. But saying, "Here, you could promote my vitality movie. And
then you can have the back end of this thing." Jeﬀ, you did this with one of your ﬁlms to
a certain amount of success. Just let them promote the movie. And then in that way,
they're using it as a promoAonal pool, that's almost like a third party validaAon of who
they are.
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Nick:

Last quesAon I see here in the quesAon and answer is from Jeﬀ. Looking for the bonuses.
WanAng to make sure we can give them to 'em in one place, because they keep adding
more and more and puWng poor Moline to task. To do it. Yes, once ... We will keep you
guys posted on any missing bonuses that we sAll have yet to upload. Moline will be
sharing a post, sharing a link to the index to all current bonuses and we'll be adding to
that and keeping you guys posted either via email or also on the private Facebook forum
for that.

Jeﬀ:

You guys want me to give you a summary of The Truth About Vaccines recent launch?

Pedram:

Sure.

Nick:

The Truth ... Really? You have a summary of how that all went?

Jeﬀ:

Yeah. Just thought it might be interesAng to the group. In that it ended Sunday night.
And The Truth of Vaccines was not me. It was somebody else. The Truth About Cancer
guys did this. The promoAon, it was only a seven day docu-series. They did a replay
weekend aeer the seven days. They had 435,000 people that registered to see the
series. So, that was the size of the list they created. So the numbers that Pedram just
went through, 75,000,000 turned into right at 400,000 so that you can ﬁgure out how
they got there. Vaccines and I we the number one aﬃliate that they put up ... And no
Todd did not take the class. If he would, it would be much be_er I promise you. We can
send him a free copy. So, we were number one aﬃliate, they put up 25,000 in prize
money with 10,000 to the ﬁrst aﬃliate. We made over six ﬁgures just being an aﬃliate.
So, just sending an email for somebody else ... LeWng them do all the work for us as an
aﬃliate, we made over six ﬁgures doing that. They did, I think right at 5,000,000 in sales.

Pedram:

Wow.

Nick:

I've go_a check my stats. I haven't looked at my stats in promoAng that at all. That'll be
fun.

Jeﬀ:

I think you're in the 20's. You only sent one email right?

Nick:

I sent one email boss.

Jeﬀ:

And this was ... Manny, their aﬃliate manager said it was the most diﬃcult launch he's
ever done because it's such a controversial topic. A lot of people got a lot of back ﬂow
oﬀ of doing it. I know you did, Nick. Anyway, there's one that just ended, that somebody
put together a campaign, did 5,000,000 in sales. I think right at 2,000,000 in aﬃliate
commissions or under 2,000,000 in aﬃliate commissions. So, you can calculate how they
did on that.

Nick:

Wow. I didn't realize it was over yet. Similar, a li_le oﬀ shoot, some of the same people
who were involved in that one are doing this one called The Sacred Plant. That we're
going to be doing ... I'm not sure if you, Jeﬀ, are going to be promoAng it, but we're
going to be promoAng their test launch. I sAll want ... I want to keep on talking about
this test launch idea, because none of us do it by the way. None of the three people here
have ever done a test launch. Have you done a test launch, Jeﬀ?
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Jeﬀ:

Well we referred to the Vaccines Revealed project that we did as a test launch.

Nick:

Okay. It was a test launch that unfortunately got away from you and turned into a ...

Jeﬀ:

Seven ﬁgure launch.

Pedram:

[inaudible 00:55:41] poor guy.

Jeﬀ:

But actually the Wince's did a test launch ...

Nick:

They did.

Jeﬀ:

And they did exactly that, where they ran that track. They did it with a few people. They
gathered their numbers, then when they went out to everybody, they had their ... All
their numbers in place.

Nick:

Something nice about having a community, once again, going into the legacy side of
things. Once you have a big audience, you have people like Manny who's going to be
doing the Sacred Plants. The agreement they have with us is, "Hey, if you do a test
launch, our test launch, then we'll do your test launch." So you start forming these
alliances. They're going to test launch our docu-series that's coming out early next year,
because we are doing that for them. So you start having this scratching each others back
kind of a thing.

Jeﬀ:

And no hype at all. Like literally, said, "If this doesn't work, to make at least dollar a click,
then we'll do a reciprocal with you. And we'll do it for no money."

Nick:

Yep.

Jeﬀ:

Again, it's taking the risk out the transacAon, so the people that you are asking ... Instead
of going out there with a An cup and asking people, "Please help me because I deserve
it, or because I need it. And you take all the risk." Everything is structured where you try
to take the risk out it for the person. Make it easy to do business with you.

Nick:

Yep. I think there might be a li_le bit of a sAgma around releasing something early. Is
that going to take the buzz away from my ﬁlm if there is a li_le mini launch of it? Six
months before it comes out. I think that's just a great myth to dispel right away. This is a
huge thing to get out in the open right now. The idea of the convenAonal movie launch,
where once the cat's out of the bag, then all of your momentum is going to go away
does not play here in the circles and the methods that we use. This is not about that.
This is about good tesAng and creaAng powerful content that people want to see.

Pedram:

Guy. Can I show this real quick? It took me a while to dig some of this up. Let me share
this real quick. I think it's for Audrey, who been talking about this for awhile. I can't put it
into the Academy yet, because a lot of it's proprietary info, so just run through it. Can
you guys see it?

Nick:

Let's see. Yep.

Jeﬀ:

Yeah.
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Pedram:

Okay. So, we have all these kind of major themes. This is kind of a big category dump of
learning how color code based on the diﬀerent themes that come through. And then we
have all of the diﬀerent, the container store, cuWng edge capital. So, what they do then
is they break down by color and Ame code where the clips are that we like. Then you can
just [inaudible 00:58:24] so the ediAng guys can go directly into the clips. You can tell
this guys got stuﬀ on purpose. This guys got stuﬀ on whatever yellow is. And it actually
gives you sort of short links to where it is for the whole thing. 'Cause then what you do
is, you just cross over into the actual things and be like, "Oh boom. This short link will
take you to yellow that has the descripAon of exactly what the comment it is, in what
category in blue. That's how the guys did the paper edit for the movie. They've got the
transcript re-dos. They've the transcripts. They've got them all aggregated into the
diﬀerent pieces, and then they just kind of worked into geWng all these categories
deﬁned and on paper.
Then once it's on paper, guess what happens? Then you go_a ﬁgure out if it friggen
works. If the delivery is there, the quality. The footage is there. The lighAng is there.
There's all kinds of crap that happens around that. And so this is the editor who went in
and took all those and did it. And I've got, obviously ... Look at all these. There's a ton of
these built in for thriving market. I have all sorts of second themes, secondary theme.
They just sit there and they ... We know how to just go directly to ... I forgot how to
actually go to it. CS6. It's a short code. There's some sort of command that you hit and it
just goes and opens the new one. But that's just an example of how this was done. If this
is interest to you, maybe we can create like a formula for this. Again, this stuﬀ's
proprietary part of the movie, so I can't keep showing it. 'Cause the movie hasn't come
out yet. But that's kind of what I've been talking about. How our oﬄine edit happened
before it even got into the edit suite. Then from the edit suite you ... Then you can look
at it and be like, "Yeah. That didn't work." Then you start moving clips around. But it
saved us hundreds of hours.

Jeﬀ:

[crosstalk 01:00:22]

Nick:

[crosstalk 01:00:22] Sorry.

Jeﬀ:

Who does that for you Pedram?

Pedram:

My ediAng teams. So Mark did it. We had a person based in Eastern Europe that did all
the research. So we have like research nerds. We have the director do it. This is a process
that we've developed in my team.

Nick:

We have to do a class on this. This is something that I think most people, including
possibly Jeﬀ and myself. I don't have a way that I absolutely love to really categorize
everything and look at things at a glance. You got to create ... You got to do a module ...
Not a module but a ...

Pedram:

No, happy to. I'm happy to. I'll do a play by play. I'll get my team to deconstruct it. I'll
desensiAze content that hasn't aired yet kind of thing. But I will do a class on this. I'll add
it to my list. Oh, no. I won't. Moline will. Moline, can you add it to my list please?

Nick:

I want to watch it. I'll watch it.
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Pedram:

Full disclosure. I am not an organized guy. That's why I have organized people doing this
stuﬀ. This is not my personality.

Nick:

Yep.

Jeﬀ:

And by the way. This is the process that I use. But the way I do it is so rudimentary
compared to that, that it's like, "Okay. I'm ready to up my game." So, well done.

Pedram:

Yep sure. I mean this is movie three. If we can, inside the Academy create opportuniAes
to help people not have to go through what I had to go through in the ﬁrst two movies,
then it's just quanAty right. You just get be_er and be_er at this stuﬀ. And by geWng
be_er it means it's cheaper for you. 'Cause paying producAon and post producAon
teams is incredibly expensive. For me, I've probably saved 30 grand in post producAon
costs in this process.

Nick:

Amazing.

Pedram:

Guys, I've got another live call downstairs. So, I've go_a jump. I will absolutely produce
this as soon as I can. Probably give me about three of four weeks, just because of the
Ame constraints I have. But like I said, what we know is yours, we just need to map it out
and get into new content. It takes a minute.

Jeﬀ:

Pedram, by the way I'll be having dinner at Maestro's in Orange county on Saturday
night.

Pedram:

Give me a break.

Jeﬀ:

If you're in the neighborhood.

Nick:

What? I don't get that invite?

Pedram:

You don't get that invite.

Jeﬀ:

Tomahawk steak?

Pedram:

Yeah. Come on. No my doctor didn't really clear me for this ﬂight to Havana in the
morning. I ruptured my eardrum, and I've had this ear infecAon from swimming. It's just
been a nightmare. So instead of going to Cuba tomorrow, maybe we'll go get some
dinner. And Bob's joining us it looks like. [crosstalk 01:02:57] All right, text me when your
in town, Jeﬀ. If I actually stay in town then, I get to see Jeﬀ. Hey, thank you everybody.
You guys. Great to see you.

Nick:

Awesome.

Pedram:

I will see you next Ame. And I'm running down to the other studio.

Nick:

Sweet. Later guys. Later Jeﬀ.

Jeﬀ:

See ya. Bye.
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How did Sandra do?
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