
Case Study - What
is Possible After 10
Years of Coaching
with James?  
Brenton Ford has worked on his business with
James for 10 years. And all things considering, it’s
paid off. Tune in and hear his story.   



 Brenton Ford

 

James: James Schramko here. Welcome back to SuperFastBusiness. This is episode
925. I've got a very special guest today. Brenton Ford from Effortless Swimming .
Welcome to the call.

Brenton: Hey, James, great to be back. Thanks for having me.
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James: Yeah, you say back, you have been on the show before, I'd say you're a
regular. Now this is your second appearance that we can find. The last time you
were on the show was quite some time ago, we just looked it up, it was Episode 116 
in 2012. So that makes it 10 years since you were on this show last. So yeah, what's
been happening?

Brenton: Yeah, to summarize the last 10 years in a sentence, it's all going well. I
think that's probably when I first started working, or not long after I probably started
working with you, 10 years ago. It's gone quick. But also, slowing in some ways.
Like, just, yeah, I'm just so glad I met you probably 11, 12 years ago and started
going on this journey together.

James: Yeah, I think maybe you’d possibly been in there a year or two by then. You
know, just what I find interesting, you are actually the longest current member of
SilverCircle . So you have been in that program for more than a decade. So firstly, a
huge thank you, from me to you for staying. I really appreciate that long-term
commitment in the program.

Your appearance here and what we're going to talk about today is really
representative of what can happen over the long term, in a slow and steady fashion.
When I think of you, what I see is, I've watched this young kid grow up into a family
man. We'll talk about some of the changes that have happened.

 

A drama-free maturation

 

But at no point I feel like you've ever pushed yourself over the limit or suffered a lot
of the problems that I see when I look outside in the market. Like, you don't strike
me as the guy who's been burnt out, overloaded, confused about what to do,
stressed out, or any of these. You've basically avoided a lot of the drama that
people have.

I'd like to think some of the way that we've approached our discussions has helped
you in some way. But at the same time, you've also, over the years, matured your
business. You've gone from essentially small information style thing to an in-person
service to a comprehensive sort of membership. And then over time, you've gained
some leverage in having time and stuff. So we'll sort of unpack some of that.
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But in short, you've gone from a kid to, you know, you're a dad now and you live in
a house by the beach, and you surf a lot. And I think that's absolutely awesome. For
me, that gives me massive satisfaction, to see that sort of growth unfold over the
years. That's what I used to enjoy in the dealership with my young salespeople, was
to watch them get married, and have kids, and buy a house, and to be able to
transplant that into this world is good. And we've just needed the benefit of time to
see that unfold.

So thank you for being a great example of what's possible. But let's talk about what
you have been up to. Maybe we'll just start back at the very beginning. I think you
saw me speak at an event, and that would have been probably around 12 years ago,
maybe sometime around then. And I think you were just at sort of early stages of
your information product. And I imagine we probably covered some of that last
time. But since then, there's been a lot of things going on. Let's talk about some of
those.

Brenton: Yeah, well, I originally started with a, as you said, like an information
product business. And originally, I thought, I just want to be behind the scenes. I
don't really want to put my face out there. But then fairly quickly, I've learned that
by being the face of the business and putting myself out there, you gain a lot more
trust that way.

And I quite enjoyed it once I started doing that with YouTube videos, with a
podcast, which I think you suggested I start about 10 years ago, and I'm so glad I
did. I'm not 900 episodes in, I'm about, what am I up to? I'm a bit over 200
episodes now. But in terms of starting that podcast, that was one of the best things
that happened for the business.

And as well as just along the way every month, I'd sort of pick up different things
from our coaching. And I might not implement them straightaway, might be six
months, it might be 12 months down the track. But when I did, I was ready for it,
and so huge rewards from it. And over that time, I think as a business owner, I've
matured.

 

 

 



The business and life Brenton did and didn’t want

 

When I first started working with you, I had no idea. I didn't even know how to
register a business, I think, when we first started. But yeah, now I've got a very
steady, very strong business. And I mean, I opened my cupboard the other day, and
I found some notes. And there's 10 points that I wrote down about 10 years ago and
it was like, what I want my life to look like in the future.

And one of those was living by the beach, earning a certain amount of income,
being able to surf when it's good. And I look at my life now and pretty much all
those things are ticked off. And a huge part of that is working with you. And I think
we're fairly similar in terms of the surfing and the lifestyle. And I think that's why I
resonated with your coaching and your style. It was the, you know, the Gary
Vaynerchuk, the grind, you know, putting all these long days, it just, it did not suit
me.

And when I was at uni, I did an entrepreneurship course. And we had these small
business owners come in. And the one thing I learned from that was that I don't
want to be working 12 hour days, six days a week, or seven days a week, because
they looked worn out, they looked tired, they didn't seem that happy. I'm like, That
is not what I'm looking to achieve, even if I make a lot of money that way, because
that's not a lifestyle that I'm going for.

 

A sport that made a difference

 

James: I wonder how you ended up being so different to a lot of the young guys,
you know, who, at the age you were, when we started working together, a lot of
them are really on this search for significance. They're really trying to build
themselves up in the eyes of society and manicure that, you know, all of the
material things and go chasing that.



I wonder, is it because you're a sports person, you have an athletic background? You
seem to have more discipline than some people. But at the same time, you're very
similar to me. These days, I'm more focused on a slower build out than trying to be
too fast. There's a lot of emphasis on speed.

[06:42] [05:54] You know, and partly my domain name SuperFastBusiness is reflective
of where I was back when I named that business in 2007 or eight. I don't think you
need to be super fast, so much as build for the long term. But I mean, of course, I've
always talked about building for the long term. But why were you different than
other young kids who just want to go chasing the bright, shiny objects?

Brenton: I honestly think it came down to surfing. And the reason I say that is
because when I was 18, I started surfing, and got hooked on it. And I just love that. I
love that feeling of being in the ocean, being outside, being away from technology,
and it's just the thing that I got hooked on. And then over the next couple of years,
as I started to do it more, it was the thing that was at the forefront of my mind. And
I'd be getting up at four o'clock in the morning to drive from Melbourne to get there
for a dawn session. And that was the thing I was chasing.

And I think over that time as I, you know, I always wanted to run a business, I always
wanted to have a successful business. And that was certainly a goal. And yeah, I
think early on, I wanted to make all this money and that sort of thing. But then I
think over time, I just thought, no look, if I'm doing that, but I'm not able to go
when the forecast is saying it's good, then I don't want it.

So I really think it was that. And as silly as it might sound, it's like, I'm so glad I went
for that. Because now if I look at the forecast for the week, and you know, I want to
make sure my calendar is fairly clear, and I can go when I want to go. But it's worked
out really well in terms of family as well, because I got two young kids, I see them
all the time during the week, I'm doing most of the pickups and drop offs.

And I didn't really, you know, I thought when I have kids, you know, that would be
nice. But before you have kids, you don't really fully understand what it's like having
them. And I thought, okay, I hear people say, like, they like to hang out, spend time
with their kids and all of that, and I'll take their word for it. But before kids, I
thought, I didn't really know.



But it's just worked out really well in terms of that time freedom that I've gotten
now, now that I've got kids and especially in this early time of their life when they're
under six, I think it's an important time to be around them, and I'm glad I'm able to
do it because of the business.

James: You're so level-headed. I mean, this is exactly what I hoped for when I put
together my program, was to hopefully help someone get through a better version
of living life than the way that I had to go through, the corporate hell, and grinding
away at night. And I often reflect back on that time. I really felt like that was pretty
much what I had to do to get to where I'm at.

But my goal was to make it a bit easier for people who come through the program,
and to help them avoid some of that. You are the first proper 10-year dedication of
that panning out. There are others out there of course, like Ezra, and Ryan Levesque 
, and so forth, who have benefited from a similar system, but the way you've
applied it with a family focus is admirable.

And just quietly, the last time I woke up at four-something in the morning was to go
surfing with you. This is a crazy story, but, you know, you and I went and surfed at
my now favorite place to surf, which is also something you look forward to when
you visit, where I live here in Noosa. That part of the reason I live here was inspired
by you, Brenton, because I remember you came up for a swim clinic here. And you
happened to be here at the same time as a cyclone.

And I remember seeing footage you took with your phone of people surfing very
good waves, past this iconic landmark here. And that was the first time I was aware
of how good it could be in this place. And it just planted a seed. And I kept thinking
about, like, my dream would be to be up here surfing those sort of waves. And it
took a while to unfold, but it ended up happening.

And then on the first of January 2022, when I got my first cyclone swell, and I got
my first proper barrel . And it was like, you know, really, I want to thank you for
showing me this place and what it was capable of through your own eyes and your
vision. And then it was special when you came up to visit and we got to surf
together. So hopefully, there'll be plenty more of that.
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Is there a five-year plan?

 

I wanted to just understand what changes happened to your business. You had your
information product, you started a podcast, you did some in-person stuff as well.
And then you started going broader afield from your local market. And then you
started getting leverage in terms of not having to do all the personal stuff yourself.
And then you did some repackaging of your membership.

And at some point, you brought on a little bit of team. And I know all of this
because obviously I've been involved in a lot of these discussions, and I've seen it
evolve. But do you just figure out, Okay, I'm going to work on one thing at a time
now, or do you have some five-year plan that you're ticking off boxes?

Brenton: I think earlier on, I probably had a longer-term plan, but these days,
because the business is so consistent, and yeah, I've got into this habit of running
things that are working and just continue to improve those and refine them, I don't
need to look that far ahead. I'm more looking that far ahead in terms of lifestyle and
those sorts of things.

But yeah, over the time, like I started clinics, these in-person clinics, I don't know,
maybe seven years ago, and now sort of these bigger group clinics, and then I've
refined them down to smaller group clinics. We charge a higher price, give more
value and get a better result with people. And that's worked really well.

And then I started to bring on a few more coaches to help run those. And it's a very
small team that works with me on those, because I want to keep the quality up. But
I'm okay with that. I found it was stressful having - I had maybe six or seven coaches
working for me at one point, but I didn't have the quality there that I liked. So I
ended up bringing it small.

And on weekends, I was stressed. I had my phone on me waiting for a call, like the
coach didn't arrive or something went wrong. And I thought, Nah, this is not what I
want. So I just kept it to a much smaller team. And then we started running overseas
camps, which we ran for about five years there before 2020. And yeah, they were
really enjoyable.



So I just kept adding these different fitness products along the way and things that I
really wanted to do, and things that just tied in really well with my market there.
And it's just been a very consistent run from there. And in the background the whole
time, the membership was sort of running, and it's changed and evolved over that
time.

And it was probably 12 months ago, close to 12 months ago, where we shifted over
to using 10XPRO  from just a previous forum software that we were using. And it was
like, in my head, it's a big thing, I shift the whole membership over. And look, it
certainly takes some time to transfer things across. But I'm very glad we did move
across to 10XPRO. It runs really, really smoothly.

And in that time, I just offered more value without a membership. So like, one of the
things we do is a monthly call, people can send in their videos of them swimming,
and I'll analyze them on that call. So, higher value with that. And they've got access
to all of our courses and these sorts of things.

And so, just over time, I've sort of increased the prices, I've added a bit more value
with what we've done, and just, I guess the revenue of the business has just steadily
grown, and I'm not looking to go out there and just go really hard for three months
and put out all these new products or courses or anything like that.

I'm just looking for the consistent thing, because that, I think it suits my personality.
It suits what I'm willing to do in terms of workload. And it's worked really well so far.
And I know some of the things, like, you've mentioned some things on calls, 12, 18
months before I've actually implemented it, but yeah, you know, I wouldn't say I'm a
fast implementer. But yeah, I just do it when I'm ready.

James: You know, that's more the phase I'm at these days. So you're not doing
massive launches.

Brenton: No, not at all.

James: Do you have affiliates?

Brenton: No.

James: Are you major into summits and joint ventures and those sort of things?

Brenton: No, not interested in it.
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James: And what about, are you doing massive amounts of paid traffic?

Brenton: No, the last probably four months, I've had a customer jump on board
who runs paid ads. And I've started working with him. And he just contacted me
and said, I think I can do something here. And that's worked out really well. But I'm
not doing really anything with that at all. Like, he looks after it, makes sure that it's
profitable. And that's it.

Because I tried to run a few ads here and there myself, and occasionally, I would do
it before our clinics got a lot of word of mouth. But it was frustrating. It's not my area
of expertise. I did not want to be spending even an hour a day doing that. So yeah,
only the paid ads this customer of mine is doing, but I'm not spending any time on
it.

James: It's extraordinary, just how much overlap we have in the way that we
approach it. I mean, you surf, you seem calm, you've got a low-pressure business. I
know I talk about it. Some people have different goals. And that's totally fine. I'm
not going to get in the way of someone who wants to have a $10 million business or
needs to have a big team or sophisticated business model. I can work with those.

 

The things that keep a simple business running

 

But I love the simplicity of your business. I know you did a fantastic interview with
my fellow podcasting friend and previous co-host, Tim Reid, on Small Business Big
Marketing, who also lives up here, and I'm going to have a coffee with him this
week. I saw that, and I read, I thought that is just a masterclass in business. I'm not
sure what episode number that was. But that was a great opportunity. And I think he
was attending some of your swimming classes.

Brenton: Yeah, I ended up doing some work with Timbo, because he's an avid
swimmer, he loves to swim up where you live. And yeah, it all just sort of tied in
really well. And you know, this is that podcast quite a bit as a business owner. And
that was really cool to sort of come full circle and be a guest on it.



And I remember, like some of the things you've said along the way, and some of the
things I've got from other people on calls. Like, they just struck a chord. And one of
those was, this was a couple years ago, but you had a student who, in a similar, the
music industry, and just talking about the consistency of producing YouTube videos,
and was saying, you know, If you just do it week on, week out, and he was doing
maybe two or three a week, but I just thought, Okay, for the next year, I'm just going
to make a YouTube video, maybe two each week, and just see where that takes me.

And over that time, the business just went, like, just exploded, because of that one
thing that I heard. And so there's been things like that along the way where I've
just, yeah, just picked it up and it's made a huge difference. Like, there was the
original one was the podcast, and it was consistency with the YouTube videos. Just
some different ways on marketing to people. So yeah.

James: Remember we were writing our press release headlines and stuff?

Brenton: Yes.

James: And I think a couple of times, you've said, Please don't go into the
swimming market. You know too much about this, when I'm just making up pretend
headlines and stuff. But I always laughed. You do something that's very clever. It's
rare. I've only seen this a few times in the whole time I've been coaching, but you
have this great skill, this technique, and I think this could be applied to anyone
who's getting coached on anything.

And you sometimes turn up to a group call. And you might say, Listen, I don't have
a burning problem or a challenge right now - of course, why would you, because
you've got such a low-drama business model? But you say, I'm just curious, James,
what have you seen that's working well for other people who you're coaching?
What things are you doing for your own business? What are you seeing go well for
other people?



And that's such a great question. It's like, you're just tapping into the mothership,
you're like R2D2, just plugging into the mainframe, and just downloading the 80:20
or the 64:4. And then I've seen you take some of those suggestions and just use it to
mold your thinking process. And because I know how it works, you probably go and
you surf on it a bit. And at some point, it floats to the top of your awareness of what
you should be doing now, and then you do it.

So I think you're the best example I can think of of someone who's just gradually
applied tactical things over a long period - you've got the right goals, basically,
you're a family first, low-pressure business guy who's doing a substantial income,
living a dream life, and serving your community very well.

 

Is OwnTheRacecourse still an influence?

 

Now, interestingly, when you talk about social media, you've talked about the
YouTube success you've had. I've also seen some of your Facebook content go quite
viral. You've struck a formula there. Back when we last spoke , 10 years ago, we were
talking about OwnTheRacecourse  - do you still have some of those
OwnTheRacecourse elements? Has it changed much in a decade for you?

Brenton: Yeah, I mean, the biggest thing that's changed is I think social media is
taking a, like, that's where people go for everything, and probably less so your own
website. But that said, we've obviously still got our own website, we still post those
things on our website. But it's definitely, people are checking Facebook or
Instagram for it.

But for me, it's another thing where, like, I'll make, let's say, a piece of content, it
might go for five to 10 minutes, and that'll be my piece of content for the week. And
plus, I'll do a podcast as well. But for that piece of content, I'll post the same thing
on YouTube, and Instagram and Facebook. And sometimes, I'll get my team to
splice it up and do something specific for that platform with that piece of content.
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But there's times where I'm just like, I don't want to be just spending lots of time
doing all these different things, different pieces of content for different platforms.
And so I'll just sort of post it out there. And sure, our Instagram growth might be
less, but at the end of the day, it's like, well, this is still sustaining us. It's still getting
good interaction; it's still getting a lot of use.

  

 

And sometimes, like, you couldn't guess which platform it will take off on.
Sometimes it goes really well on Facebook, sometimes on Instagram. Yeah. But
then the thing that comes from doing the content is you get all these opportunities
come your way. Like, I've had Olympic swimmers, I've had professional triathletes
come to me asking for advice and to work with them. And you get podcasting
opportunities.

So like, that one thing underlying is just being a publisher, just publishing content,
being an expert, and just being consistent with it. And I think that honesty, like truth
and honesty about maybe what they can expect from, say, building a business or
swinging, like, it's not going to happen overnight. And I think, you know, then you
resonate with the right people and attract the right people.
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So the people who come to my clinics, for example, they know exactly the things
that I'm going to teach them about, and they know the approach I'm going to take,
and then it's just a much better fit when they get there. They haven't been hard sold
into, you know, come to this clinic, and then it's different than what they're
expecting. No, it’s like, it's a really good fit. And then I enjoy working with those
people, because they already sort of know what you teach and what you're about.

James: So in short, you're good at what you do, and you have clear and honest
marketing to attract people. You've got a fairly simple system for providing the
value, either through the online experience, or in some cases, the in-person
experience. You've got a nice blended business. You've got a consistent marketing
approach, and most of the things that you're doing are eventually leading people
back to the point where they can purchase something from you. And it's working
out great for you.

Brenton: Yeah, yeah, that's right. And, again, one of those things you said a couple
of years ago was, like, just seeding. Like, I'll teach quite a bit on my videos. And
then occasionally, I'll mention a course where they can learn more about it or when
to sit out at our clinics, and that's the kind of sales style I really like.

And I think that's what attracted me to your coaching early on, was at this event,
you were the only speaker where you seem genuine, where there just wasn't this
hard sell and bonus this, bonus that, it's like, now, this is the only guy who seems
honest up on the stage there. And it's, yeah, it's turned out to be the case. Like, I
haven't heard much from the other guys who were speaking there 12 years ago.
And yeah, just that thread of honesty and being real has led me to here, which I'm
very, very glad about.

 

How big a team is Brenton’s?

 

James: So how big is your team, Brenton?



Brenton: I'd say two and a half. I've got two full-time staff in the Philippines, a
husband-and-wife team. And then I've got the husband's sister, she works on the
weekends, she's doing support. So we're fairly quick at getting back to people with
the support. So very small team, but yeah, we sort of don't need any more than
that. And yeah, they've been with me for probably four, what are we up to, maybe
four years now, three or four years? And yeah, just a great team and yeah, but found
them out through the service that your wife offers.

James: Through VisionFind.com .

Brenton: Through VisionFind, yeah, and that was great. So, yeah, glad I sort of
went through that process. And yeah, I've been with this ever since. And they're
great. I met them in the Philippines, when was it? Maybe 2019 it was now. But yeah,
and that was one of the things you said, is just go and meet them, becomes a lot
more real. And I will eventually get back and see them again.

But yeah, and the question I know a lot of people have when they run a business
like this is, you know, where do you find people? And how do you go about it? I
know, back in the day, people were treating them like they're not even humans, you
know? It's just like, Well, no, they're real people. They have family, they have these
lives. And they're just like us, basically. And but you were really the only person
talking about it that way. They're not this, just like, service to be used.

James: They're not cogs in a machine.

Brenton: Yeah, exactly. Exactly. So that's helped massively in having them stick
around.

James: I think for you and I, that's really the major difference when you have a little
team, is you stop doing the things that were sort of, probably not ideally suited for
you. Like, you want to talk to people about swimming rather than edit your podcast,
probably. I know I'd rather talk to you, and then go and have a surf and then upload
all my media, than try and hack away at piecing together the audio, which I did for
hundreds of episodes, I was too slow for this.
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Like what was the tipping point for you to say, Okay, I think I'm going to get a
team? Because you started off as a micro solopreneur, like all of us. You had a little
info product. And it was just you. And then at some point, you think, I think it'd be a
good idea to just put some of the revenue towards a team to support me in my next
stage of growth.

Brenton: Yeah, it was the customer support tickets, the emails that I was getting. I
would have get a heap.

James: That's what it was for me, like the absolute first thing I got outsourced was
support.

Brenton: Even four or five emails a day to me was like, too much. I'd take three or
four days to get back to them. And they'd still be sitting there, I'm like, Oh, I just
don't like it. And then I see how many tickets we get these days. And I'm like, I do
not want to know about it. Send me the ones that you can't answer. And I'll get back
to them.

But yeah, to me, that's just, it's anxiety-producing, looking at the amount of tickets
there. So one of the team members will do the customer support. And then just, all
the backend stuff for our clinics and moving people around. It's like, when people
need to transfer clinics, or they have to cancel, it's just like, Yeah, I don't want to be
dealing with that.

And then the other team member, he does all the backend content stuff. So I'll
make the video and send it off to him. And he'll post it, and then a podcast and all
of that. So it's like, yeah, just a team of two, really. And we added someone on the
weekends, because on one of the calls that we had, one of the people was saying,
Well, you know, what do we do here? Like Saturday, Sunday, I don't have anyone
on.

He said, Just get someone on to do Saturday, Sundays, you'll get back to them
within 12 hours, usually. And then people are much happier. And then there's not
that backlog on a Monday. So that's helped a lot just to keep the customer service
up and be on top of things. And yeah, it seemed like a big thing at the start. But
yeah, once it's all set up, you look back and go, Geez, that was easy.



James: I know we take it for granted. You know, I brought this from the industry I
came from. I was in a seven-day-a-week industry. And just because it's a weekend,
doesn't mean people don't want to buy things. It's funny, if you go down the main
street here on a Sunday, everything will be shut. I'm like, that's the one day when
people aren't at work and they're trying to buy stuff and they're all shut. So they all
end up of course down at the point trying to surf with each other.

 

 

But the thing is I thought, you can't really lose by out-servicing all of the market.
Like, if people can get a response to their request from your support team seven
days a week, that's such a great way to invest some money as you're growing.
Because support's what usually bogs you down. Apart from being a little bit
repetitive, and not the highest use of your time, it's where if you don't support
people properly, they probably won't buy from you.

It's actually killing you more than you realize, and I actually know people teach this.
They say, Listen, before you go and spend big bucks on a program, ask the business
a question, and gauge them based on if they respond to you or not. And I think
that's a fair test. That is a fair test. If they don't care enough about responding to
you, you'd have to wonder, what are they going to do when you come into the
program?
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Achieving the work-life balance

 

So I know you've overlaid all these fantastic values, and you've never looked back.
And the thing is, I've watched your revenue increase each year. You're just gradually
adding and adding, and it has enabled a better lifestyle for you. I love seeing your
pictures on Instagram and stuff of, you know how you've incorporated the balance
between work and life.

And some people, you know, I've seen some of these big entrepreneurs. They say,
There's no such thing as work-life balance, it's an illusion, you've got to be all in.
Right? You have to choose. But I contend that you can absolutely have it all. You
know, the one thing you've said that I think resonates the deepest with me is you're
spending your time with your kids. There's no money that can put a price on that.

I can tell you as someone who's further down the track, I've had two rounds of kids
now. And missing out on that first round of that time, I can't go back and get it. But I
made sure it was available the second time around, and you fix what you can.
Nobody listening to this or watching this should have to miss out on their kids if
they apply themselves, and they have a good product or service, and they want
some help.

I'm strong about that. I feel that's probably one of the biggest lessons that I've
learned, as you've said before, you don't know until you're a parent. But it's when
you have to be very leveraged with the things that you do. You're not doing that
many things, but you're doing them so well and you're getting other teams to help
you that you've got a really great business. And I think it's super encouraging.

 

 

 

 

 

 



What’s in the future for Brenton?

 

What's next for you, Brenton? When we have our next chat, and hopefully not 10
years away from now, I would have probably sold my business, and I'll just be full
time surfing in 10 years from now, probably, but let's just say, apart from our
Maldives trip coming up - and you make sure you bring two boards, will you, this
time?

Brenton: Oh yeah, I'm thinking three, just to be safe. I don’t want to be stuck there.

James: How many did you bring last time? Did you bring one?

Brenton: I brought two, but snapped one fairly early on.

James: Snapped one fairly on, and you quite liked riding mine.

Brenton: I did. I didn’t mind borrowing your boards. Thanks for that.

James: So aside from that trip, which I know I'm excited about too, what are you
going to be doing in your business, if anything?

Brenton: Yeah, so same thing as we've always done, just keep that going, continue
to grow the membership, because that's the most scalable thing. And I'm excited
about a couple of new courses and stuff that we've got coming up there. And to me,
that's the thing that allows you to have the time to do what you choose to.

If you've got that recurring income, then you can basically decide whether or not I
run clinics or camps and those sorts of things. I'm looking at maybe setting up one
or two camps this year, maybe something around before our Maldives trip, actually.
It'd be cool to run a swim camp over there.

But then outside of that, there's sort of one or two products that I'm either helping
develop or that I'm working with another company on, so yeah, just a few
opportunities have come my way with things related to swimming, but in the sort of
more product space. So yeah, just more of the same plus one or two other things
and just see how they pan out.



So nothing, you know, well, breaking that’s super exciting, or will require a heap of
time or anything like that. But yeah, I just like being at home, running the business
and choosing to do what I like with my time. And it's just been really fun.

And it was only about a year ago that we moved to the beach. And as an 18-year-
old, I said that's where I want to be and with family and work and all that stuff, you
know, it takes time to get there. But yeah, I'm glad with your help, I managed to get
there, and it's just funny how aligned I think we are with our paths.

James: Yeah, and you're always helping me as well. I appreciate - I never got to say
thanks on the podcast yet, because we haven't recorded episodes since, but you at
one point introduced me to Nam Baldwin , and I got so much from that episode.

He used an acronym to deal with difficulties that I've used over and over again in
coaching, full credit to him. And you introduced him to me. I think having him on
the show probably also helped open up the pathway for others. I've had my
neighbor at the time, Layne Beachley , came on the show.

Brenton: That's right. I heard that one. That was good.

James: Super inspirational for me because of the massive success she's achieved in
her career. I know she listens to this show as well, which is amazing. So a big shout
out. And I feel like it'd be interesting for someone listening to this. If you could sort
of share with us, who is a good fit for what you do? Like if someone is actually a
swimmer, where can they go and get information that could help them improve
their swimming?

Brenton: Yeah, so my business is Effortless Swimming. And the best place to find
out what we do is at effortlessswimming.com . If you are a swimmer or a triathlete,
and you want to get fast, you want to get more efficient, then that's who I primarily
work with, mix of men and women, but basically adults who are swimming once or
twice or more a week and they just want to get some help with it.
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And I think the approach that we take is like, just over the years, I've tried to make
it as simple as possible, because there's just so - it's like, business, there's so much
to think about, so many different moving pieces. But in reality, it's really just a
couple of key things that will make a difference going forward for people.

So I feel like we're good at condensing down the information into those big rocks
that will actually make a difference to people, focusing on those, and then having
an approach that will help people actually make those changes to their stroke in
the next two, three, four months’ time. And actually just letting people know what to
expect as well.

It's like with running a business, like, you're going to run into some things along the
way. But if you've got a coach alongside you, there's like, they can direct you. So
with swimming it's not necessarily going to be faster straightaway. It's not
necessarily going to feel better straightaway. But that sometimes comes with time
when you're changing any sort of movements that you've got.

The good thing about surfing, you know, it's like for me, that's kind of like my
swimming for other people. Like, I'm just learning how to surf better. And I can see a
lot of correlation between that and learning these new movements and that sort of
thing. So I quite enjoy that side of it, too. So you can always sort of link it back to
what you do.
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James: Yeah, that's amazing. Well, hopefully, you'll pick up a few swimmers from
this episode. Whatever you're doing with the swimming, it's obviously helping your
fitness. When I go surfing with you, you never say, Oh, let's go in now. That usually
happens when I go surfing with someone, they're like, Okay, I'm ready to go in. But
not with Brenton. Brenton's the extended session guy. Love it.

Well, here we are. Thanks so much for coming back. I mean, what a journey, hey, for
both of us, really. I mean, I've known you for a good chunk of my life, a good chunk
of your life. I appreciate your friendship, your commitment to gradual improvement,
your family focus. You're really a benchmark of a good human, really.

This episode's been something I've looked forward to for a while. We've had a few
attempts to get you back, but the waves have obviously been running. So this is
episode 925. We're going to put it up at superfastbusiness.com. There's some great
tips there in case you want to highlight. I really feel like there's some valuable
lessons, we'll put them into some show highlights.

But I think some of the takeaways are, have a simple business model. Decide what
your focus is going to be and ignore what everyone else thinks your goal should be.
Have a good website platform, focus on the marketing channels that work well for
you. Be realistic about what can be achieved.

Keep your team fairly trimmed and don't over complicate it. And also, get someone
to help you along the way if you feel that that could be probably… Brenton, you
would say that it's been nice having someone to chat to from time to time over the
years?

Brenton: Oh, it's made such a difference. It's just helped me sort of correct, you
know, steer the ship one or two degrees each time. And then that's sort of how I
ended up here.

James: There you go. And use Brenton's special question for any kind of coaching
scenario, you'll extract the good stuff. Maximum value for minimum effort. total
leverage. Love it. I'll catch you in the surf, Brenton.

Brenton: Thanks very much, James. Appreciate it.
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