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I N T R O D U C T I O N

THE MAP
AND THE VEHICLE

Creator Capitalist gives you the map.

It  is  one  of  the  most  clear-eyed,  well-constructed  frameworks  for
understanding how value is created in the modern AI economy. The authors
nail the shift from Knowledge Worker to Creator Capitalist, the compound‐

ing nature of the Four Capitals, the death of the generic expert, and the rise
of the category-defining practitioner.

It is the map for today.

This mini-book is the vehicle.

Specifically, it is the vehicle most Creator Capitalists overlook. The one
sitting in plain sight, underestimated by almost everyone who could benefit
from it most.

That vehicle is the podcast interview.

Not hosting a podcast. Not being a repetitive guest who shows up, tells
their story, and hopes something happens. A  strategic podcast interview,
designed  from  the  first  conversation  to  build  the  two  capitals  that
compound fastest: Reputation and Relationship.
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In the chapters that follow, you will  see the shift from megaphone to
magnet. You will see why most broadcast and get ignored with the noise,
while others strategically get heard and attract their superconsumers. You
will  understand the specific mechanics of Context, Conversation, Conver‐
sion,  and  Continuity.  These  are  the  four  moves  that  separate  a  podcast
appearance that disappears in the noise from one that compounds.

You already have the map. Let's get you moving.
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C H A P T E R  O N E

THE BIG
REFRAME

Most entrepreneurs have been told the same story about how to
build visibility.

Create content. Post consistently. Build an audience. Repeat.

It sounds logical. It is also, for the vast majority of B2B practitioners and
thought leaders, a strategy that takes years to produce meaningful results, if
it produces them at all.

Creator  Capitalist names the problem precisely.  The authors  describe
what happens when the flywheel is working: "Your visibility grows, and sud‐

denly,  you're  getting  invited  onto  podcasts,  webinars,  and  guest  articles,
reaching even larger audiences."

Read that again.

Even  in  the  book  Creator  Capitalist itself,  podcasts  are  where  the
flywheel accelerates.

So why wait to get invited?
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THE MEGAPHONE TRAP
Most  entrepreneurs  approach  visibility  the  same  way.  They  grab  a
megaphone and turn it to 11.

They start their own podcast. They launch a newsletter.  They post on
LinkedIn three times a day. They create content, more content, and more
content. They shout their message into the void, hoping the right people
hear them.

The diagnosis in Creator Capitalist is accurate. The authors are right that
Reputation  Capital  is  built  on  what  problems  you  solve,  not  on  self-
promotion. They are right that "personal branding" is a disease.

But here is what happens to smart entrepreneurs who internalize this
message:

They take the right idea and apply the wrong strategy.

They become one-person media companies. They invest thousands of
hours creating content for an audience they do not have yet. They build the
intellectual infrastructure: the frameworks, the point of view, the language.
But they have no distribution.

They have the engine. But no transmission.

The megaphone broadcasts to everyone. The
magnet attracts the right ones. 
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THE MAGNET ALTERNATIVE
There  is  a  different  approach.  Instead  of  broadcasting  to  everyone,  you
become a magnet for the right people.

Megaphone strategy: Create content. Publish it on your channels. Hope
your ideal clients find you. Compete with every other creator making noise
in the same space.

Magnet strategy: Show up on podcasts where your ideal clients already
listen. Have a real conversation with a trusted host who has already built
the audience you want to reach. Let the host's credibility transfer to you,
building your Reputation Capital.  Let the audience come to you because
they heard you think differently about their problem.

The megaphone says, "Hey, everyone, it's me."

The magnet says: Here is the problem you didn't know you had, and here
is how I think differently about solving it.

Creator Capitalist is relentless on this distinction. The authors call out
practitioners  who market  themselves  instead of  the  problem they solve.
They are right.

The irony is that the most effective vehicle for doing exactly what they
recommend,  marketing  the  problem  and  not  yourself,  is  the  strategic
podcast interview placed on shows where your superconsumers are already
listening.

The reframe: You do not need a bigger audience. You need access to the
right one. The stage someone else has already built, in a context where trust
has already been established.
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C H A P T E R  T W O

THE TWO CAPITALS
THAT COMPOUND

Creator Capitalist describes four types of capital that compound
for modern entrepreneurs: Intellectual, Reputation, Relationship,
and Financial.

All  four  matter.  But  two  of  them  compound  fastest  through  strategic
podcast interviews.

Understanding why changes how you think about every appearance you
make.

REPUTATION CAPITAL: THE BORROWED STAGE
Reputation  Capital  is  built  on  trust.  Not  your  trust  in  yourself,  but  the
market's trust in you.

Here is  the problem with building Reputation Capital  through owned
channels:  you  are  starting  from  zero.  Every  newsletter  subscriber,  every
LinkedIn  follower,  every  podcast  listener  has  to  decide,  from  scratch,
whether you are worth their attention.

A podcast interview inverts this dynamic entirely.
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When  a  host  invites  you  onto  their  show,  they  are  extending  their
credibility  to  you.  The  audience  already  trusts  the  host.  The  host's
endorsement is implicit in the invitation. Your appearance is a transfer of
trust. You do not start from zero. You start from the host's reputation.

Craig Cody is a CPA who helps business owners reduce tax liability. He
had  a  solid  body  of  content  and  a  list  of  the  ten  most  overlooked  tax
deductions for entrepreneurs. The content was great. The results were in‐

consistent.

When he stopped presenting it as generic advice and started contextual‐
izing  it  specifically  for  the  audience  of  each  show  he  appeared  on,
something changed. Same ten tips. Different title. Different frame. Different
language. Different result.

The content did not change. The context did.

Content without context is a gift left unopened. 

That  is  the  mechanism  behind  building  Reputation  Capital  quickly  with
podcast interviews. It is not just the content you bring. It is the context in
which you deliver it. Context amplified by the host's questions, framed for
the audience the host knows and has built, delivered in the language of that
specific community.

RELATIONSHIP CAPITAL: THE LONG GAME
Relationship Capital is the network of people who know you, trust you, and
think of you when the right opportunity arises.

Most guests treat podcast hosts as gatekeepers, the people to get past in
order to reach the audience. The practitioners who build real Relationship
Capital treat hosts as peers, collaborators, and long-term connections.
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Ari Galper, the world's number one authority on trust-based selling and
the creator of Unlock the Game, built a global reputation not by chasing
clients  but  by  creating  the  conditions  for  trust.  He  approached  every
podcast  appearance  the  same  way  he  approaches  a  sales  conversation:
with genuine curiosity about the host's world, not just the audience's.

The result was not just audience reach. It was a network of hosts, each of
them a credible voice in their community, who referred him, recommended
him, and thought of him when opportunities arose.

Creator Capitalist describes Relationship Capital as the most underrated
of  the  four.  The  authors  are  right.  And  targeted  podcast  interviews  are
among the most efficient ways to build it at scale.

THE COMPOUNDING INSIGHT
Every  strategic  podcast  interview  builds  two  things  simultaneously:
Reputation  Capital  with  the  audience,  and  Relationship  Capital  with  the
host. Most guests focus only on the audience. The best ones cultivate both.
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C H A P T E R  T H R E E

ONE CONVERSATION
AWAY

Here is a question most experts never ask:

What does my ideal client need to hear, in what
context, from whose mouth, to trust me enough
to take the next step? 

Not what do I want to say. Not what are my talking points. What does this
specific person need to hear, in this specific context, to move?

The  answer  to  that  question  determines  everything:  the  shows  you
pursue,  how you frame your  expertise,  what  you offer  at  the end of  the
conversation, and what happens after the episode goes live.

THE RIGHT SHOW
Not every podcast is an opportunity. Most are noise.

The right show is not the most popular show. It is the show where your
superconsumers, the people most likely to buy, most likely to refer, most
likely to become true believers in your category, are already listening.
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Barbara Turley runs The Virtual Hub, a virtual assistant and operations
company.  When  she  was  booked  on  a  podcast  with  a  physician-focused
audience, she had a choice most guests never consciously make.

She  could  deliver  her  standard  introduction,  the  one  that  works  for
general business audiences, and hope a few physicians found it relevant.

She did something different. Barbara tailored her entire introduction for
physicians. Her talking points addressed the specific operational challenges
that physicians face. Her examples came from her work with medical prac‐
tices. Her language matched the way physicians describe their problems.

The results were different, too.

Same expertise. Same offer. Same host. Different context. Different out‐
come.

THE RIGHT CONVERSATION
Creator Capitalist is clear that the Creator Capitalist does not compete on
knowledge  alone.  They  compete  on  perspective,  a  point  of  view  that
reframes the problem in a way that only they can frame it.

The podcast interview is the ideal format for demonstrating this.

Not a keynote, where you broadcast to an audience that did not choose
to be there. Not a LinkedIn post, where you have thirty seconds to interrupt
someone's  scroll.  A  conversation  with  a  trusted  host,  in  a  format  the
audience opted into, on a topic the audience specifically wanted to explore.

The  conversation  is  where  your  perspective  becomes  real.  Not  the
polished version in your book. Not the compressed version in your elevator
pitch. The alive, responsive, in-the-moment version that emerges when a
smart host asks good questions.

That is the version that builds trust. That is the version that converts.
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A great podcast interview is not a performance. It
is proof that you understand the problem your
ideal client is trying to solve, and think differently
about it. 

THE RIGHT NEXT STEP
The conversation is not the destination. It is the beginning.

Most guests treat the episode as the deliverable. It is not. The episode is
the invitation. The destination is whatever happens next: the call booked,
the resource downloaded, the relationship initiated.

The highest-converting podcast guests design the next step before they
record the episode. They know exactly where they want the listener to go,
what they want them to feel when they get there, and what they need to
find waiting for them.

That next step is not a generic website. It is a dedicated welcome page
built for the specific audience of the specific show, continuing the specific
conversation the guest started on air.

Paul McManus, author of Million Dollar Producer, focused exclusively on
financial advisors. When he appeared on a podcast for financial profession‐

als,  his  welcome  page  did  not  say  "Welcome,  podcast  listeners."  It  said
something specific to that show, that host, that audience, and what they
had just heard him discuss.

The conversion rate was not accidental.
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ONE CONVERSATION AWAY
Your ideal client is listening to podcasts right now. They are one well-placed,
well-framed, well-followed-up conversation away from becoming someone
who trusts you enough to take the next step.
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C H A P T E R  F O U R

THE
PLAYBOOK

The shift from megaphone to magnet is not a mindset shift. It is a
system.

Mindsets do not produce results. Systems do. And the Creator Capitalists
who  build  durable  Reputation  and  Relationship  Capital  through  podcast
interviews are not winging it. They are following a repeatable playbook.

The playbook has four moves.

M O V E  O N E

CONTEXT FIRST
Before you think about  what  you want  to  say,  think about  who you are
saying it to.

Every  podcast  has  a  community.  That  community  has  a  shared  lan‐

guage, shared problems, shared aspirations, and shared frustrations. The
guest who enters that community as a guest, curious, contextual, specific, is
received differently than the guest who enters as a broadcaster.
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Context first means: before you reach out to the host, before you outline
your talking points, before you decide what story to tell,  first understand
the community you are entering. What does this audience already believe?
What have they tried that hasn't worked? What would they need to hear to
believe that your approach is different?

A C T I O N
For every show you target, listen to three episodes. Not to learn about
the host, but to learn about the audience. What questions come up
repeatedly? What frustrations surface? What language do guests and
hosts use to describe the problem you solve?

M O V E  T W O

CONVERSATION AS PROOF
Your credentials do not build trust. Your thinking does.

The podcast conversation is the best opportunity most experts will ever
have to demonstrate  how they think. Not what they know, but how they
think.  The difference matters.  Anyone can memorize what you know. No
one can replicate how you think.

The guests who convert listeners into clients are not the ones who recite
their credentials most efficiently or present their keynote. They are the ones
who reframe the problem in a way that makes the listener think: I have nev‐
er heard it described that way. And now I cannot stop thinking about it.

That reframe is your Intellectual Capital made visible. It is the proof that
you are not just another expert with a framework. You are someone who
sees the problem differently, and that difference is exactly what makes you
memorable.
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A C T I O N
Identify your single most powerful reframe. The one idea that, when
you share it, makes people stop and say, "I never thought about it that
way." Build every podcast appearance around demonstrating that
reframe, not explaining your credentials or sharing your story.

M O V E  T H R E E

CONVERT THE CURIOUS
The episode goes live. Listeners hear it. Some of them are interested.

What happens next?

For most guests, the answer is: nothing deliberate. The episode exists.
The listener has to find them. The guest hopes, and hope is not a strategy.

The  magnetic  guest  intentionally  engineers  what  happens  next.  They
create a dedicated welcome page, not a homepage, not a bio page, not a
link tree. A page built specifically for the audience of the specific show they
appeared on.

The page continues the conversation. It references what was discussed.
It offers a genuinely useful resource to that specific audience. It makes the
next step obvious and easy.

Barbara Turley did not need more interviews. She needed one physician-
focused interview, built with precision, with a welcome page that continued
the conversation and an offer designed for that community. Craig Cody did
not need new content. He needed a new context.
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A C T I O N
Before your next podcast appearance, build a dedicated landing page
for that show's audience. Reference the conversation. Offer specific
resources relevant to that community. Give them one clear next step.
Then measure what happens.

M O V E  F O U R

THE THREE-YES LADDER
Not every listener is ready to buy. Most are not. The mistake is offering only
one path: the big yes, or nothing at all. Making it take-it-or-leave-it destroys
trust.

The Three-Yes Ladder gives every listener three ways to engage, calib‐

rated to where they are in their relationship with you:

THE QUICK WIN
A quick-win resource: a checklist, a guide, a framework they can use
immediately. Low commitment. High relevance. Demonstrates your
thinking without asking for anything significant.

THE DEEPER DIVE
Deeper proof of your expertise: a case study, a book, a short course, a
deeper guide. More commitment. More value. For the listener who
found the episode compelling and wants to go further.
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THE REAL CONVERSATION
A discovery call, a consultation, a first product. For the listener who is
ready. When they hear you and arrive with a credit card in hand, ready
to buy, don't slow them down in a funnel.

The ladder does not pressure anyone. It  simply makes the path clear for
people who are already moving in your direction.

THE PLAYBOOK IN ONE SENTENCE
Show up in the right context, demonstrate how you think, make the next
step easy, and give every level of interested listener a clear path forward.
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C O N C L U S I O N

YOUR DIFFERENT
MATTERS MORE
THAN EVER

We are living through the most  interesting and difficult  time in
history to build a thought-leadership business.

Interesting  because  the  tools  available  to  distribute  ideas,  to  reach
audiences, to build credibility at scale, are unprecedented. The barriers that
once  protected  mediocre  experts  from  real  competition  have  fallen.  The
floor has risen.

Difficult for exactly the same reason.

In a world where anyone can publish, and at scale, the question is no
longer whether you have something to say. It is whether you have some‐

thing worth hearing, and whether the right people hear it in the right con‐

text.

Creator Capitalist is right: the most valuable thing you can offer in this
environment is not your knowledge. It is your difference. Your perspective.
Your reframe. The specific way you see the problem that your ideal client
has been trying to solve.

That difference does not emerge from a megaphone. It does not reach
the right people by broadcasting to everyone.
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It  compounds  quietly,  consistently,  and  powerfully  through  strategic
podcast interviews that put you in the right context, in the right conversa‐

tion, with the right next step waiting for the right listener.

You are one conversation away.

The question is not whether you have something
worth saying. It is whether the right people are in
the room when you say it. 

That is the shift from megaphone to magnet.

That is the HOW.

Stay strong. The world needs to hear you now more than ever.

Tom Schwab
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Y O U R  N E X T  S T E P

ONE CONVERSATION
AWAY

You have the map. You have the vehicle. Here is the
on‑ramp.

TALK TO TOM BOT
Ask my AI clone anything about podcast interview
marketing, category design, or your specific
situation. Available 24/7. No calendar required.

interviewvalet.com/clone S C A N  T O  C H AT

BOOK A DISCOVERY CALL
Ready for a real conversation about whether
strategic podcast interviews are the right vehicle
for your business? Let's talk.

interviewvalet.com/dccal S C A N  T O  B O O K

https://interviewvalet.com/clone/
https://interviewvalet.com/dccal/


A B O U T

ABOUT THE
AUTHOR
Tom Schwab has been called the Godfather of Podcast Interview Marketing.
As the founder and Chief Evangelist Officer of Interview Valet, the first and
longest-running podcast interview marketing agency, he has helped hun‐

dreds of entrepreneurs, authors, and thought leaders use strategic podcast
appearances to build Reputation Capital, grow Relationship Capital, and
convert listeners into clients.

Before building Interview Valet, Tom ran nuclear power plants on U.S. Navy
aircraft carriers. That experience, where precision, preparation, and clear
communication were not optional, shaped everything he built afterward.

Tom is the author of Podcast Guest Profits and a sought-after speaker on the
intersection of category design, trust-based selling, and modern go-to-
market strategy. He is a member of Entrepreneurs' Organization and
coaches early-stage entrepreneurs through EO Accelerator.

In September 2024, Tom and his wife Karen walked the Camino de Santiago.
He describes it as one of the most clarifying experiences of his life. A 500-
mile reminder that the things that matter most are rarely the loudest ones.

He lives in Lawton, Michigan.
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R E S O U R C E S

KEEP
GOING
If this mini-book gave you a new way of thinking about podcast
interviews and visibility, here are the next steps.

TALK TO TOM
Visit IAMTOMSCHWAB.com to learn more about Tom's speaking, consulting,
and coaching work.

WORK WITH INTERVIEW VALET
If you are ready to build a strategic podcast interview campaign, visit Inter‐
viewValet.com. Interview Valet handles everything: show research, out‐
reach, booking, preparation, and post-interview strategy.

READ THE BOOK THAT INSPIRED THIS ONE
Creator Capitalist by Christopher Lochhead and Eddie Yoon (the Category
Pirates) is the map that inspired this mini-book. If you have not read it, start
there.

ASK TOM BOT
Tom has built an AI-powered resource, Tom Bot, at interviewvalet.com/
clone. Ask it anything about podcast interview marketing, go-to-market
strategy, or category design.

BOOK A DISCOVERY CALL
Ready for a real conversation? interviewvalet.com/dccal
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