
A simple way to step out 
of your comfort zone and 

transform your life.

KALEY CHU

 100
LUNCHES 

with
STRANGERS







What 
some 

people 
are saying 
about this 

book.



v

Testimonials
“Kaley has uniquely combined entertainment, knowledge and effi  ciency in 
an inspirational manual that is easy for everyone to read. Her personality 
shines through her words which ultimately creates a caring core that 
is diff erent from all other inspirational guides. 100% recommend.”
Vinay Samuel Entrepreneur. Founder and CEO of Zetaris 

“She had a genuine belief in helping other. The fact that Kaley is learning from 
others and passing on lessons is inspirational. I hope her lessons and learnings 
reach far and wide as we need people like Kaley to succeed and inspire.”
David Klingberg Director and Principal at Smart Planning and Design 
Town Planner

“I had experimented with stepping outside of my comfort zone several 
times along the years. But what Kaley did sounded out of the ordinary. 
Until I read her journey. It’s not an impossible achievement. It’s doable, it’s 
approachable, and most of all, it enhances the power of human connection, 
which we all seem to lose day by day connected to our smartphones.” 
Catherine Wong International Pianist and Ambassador of British-Chinese 
Co-music 

“I can pick who will make it, and I believe Kaley will. The concept of 100 
meetings with interesting and successful people will benefi t her in 
spades. If Kaley knew or could learn what we know now, but at her young 
age, with her passion and enthusiasm – she would own the free world.” 
Ray Malone CEO of AMA Group

“Take a leaf out of Kaley’s book. Put yourself out there and try to meet as many 
strangers as you can in a year, or in a lifetime. Some will become friends, some 
acquaintances, and some you won’t see again, but at least you’ll enjoy the ride.”
Nicolina Lademann Principal at marshalls+dent+wilmoth
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Testimonials

“Anyone can come up with a great idea, yet taking action on the idea and 
following through is a totally different game. It takes discipline, sacrifice, 
great belief in oneself and a will to succeed. Kaley, just like a champion 
athlete, was able to put in the effort and hours in order to better herself.” 
Tansel Ali Four-time Australian Memory Champion

Kaley’s “100 Lunches With Strangers” is a refreshing and inspirational read. 
Kaley offered her personal journeys as practical guidance for everyone to 
meet new friends, exchange new ideas, build connections, explore possibilities 
and welcome challenges. I highly recommend you read Kaley’s new book! 
Jackie Cheng PhD – Drug development professional 

“It takes a tremendous amount of awareness to firstly identify your own 
blind spots, and an equal amount of resourcefulness to do something 
about it. Kaley clearly has both. Identifying a blind spot to her circle 
of influence, and utilizing not only an impressive idea and top gun 
execution has resulted in Kaley becoming the influencer in her circle.” 
James Grima CEO at Positive Training Solutions Pty Ltd

“I am a true believer that relationships make the world go around. Well 
Kaley took this to another level with 100 lunches with strangers. Kaley at a 
very young age, has learnt more than what most learn in a lifetime and 
now she is sharing it with the world. Truly inspirational young lady who took 
going outside your comfort zone to another level and now Kaley shares her 
learnings with us all. Definitely get on board, read the book, learn and take 
action! As Kaley says, ‘Step out of your comfort zone and transform your life’.” 
Simon Rabl Director at LBARS Pty Ltd

“Meet new people. Cultivate relationships. Dedicate and invest time in 
learning from others. To acknowledge that WHO you know is not limited 
or fixed in life. Kaley set a fantastic example of being a super-networker 
and super-connector. Constantly expanding who she knows. The huge 
results of this will multiply like compound interest for decades to come.” 
Derek Stewart Founder of ‘Future of Australia Podcast’
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“Kaley’s adventurous experimentation reminds us the power of having a 
growth mindset and stepping outside of our comfort zone. This book is a 
practical guide that inspires us to explore life and discover our inner potential.” 
Dr. Regina Choy PhD – Scientist, pharmaceutical industry professional

“Inspiring read! The power of networking on display. Kaley shows us 
that life begins at the end of your comfort zone with her book 100 
Lunches. This is a smart and entertaining story detailing Kaley’s 
personal journey, and each chapter contains useful learnings, tips, 
reminders and insight. Nothing ventured, nothing gained - give it a read.”  
Kim Booth Career and Performance Coach at Coach Kim

“Kaley’s introduction unexpectedly popped up in LinkedIn and her 
inspirational story of a once shy introvert and now a bold, confident 
networker really impressed me and I just had to meet with her. Kaley’s story 
gets even more inspirational and it’s impossible to resist befriending her.” 
Shannon Hautot Founder and director at OrderMate



When 
was the 

last time 
you did 

something 
for the 

fi rst time?
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Sometimes you win, sometimes you learn. Either way, it’s 
an experience. The most important thing is we continue 
to challenge ourselves, step out of our comfort zone and 
enjoy the journey.
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I would like to dedicate this book to my boss, my 
mentor, and my best friend, John Di Natale, who gave 
me the first glimpse of my potential and offered me 
invaluable support, opportunities and encouragement 
throughout my struggle to realise it.
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Disclaimer
This is the true story of Kaley Chu, (that’s me!) and my experience of 
having lunch with 100 strangers. I endeavoured to be as accurate as 
possible while documenting my journey. All stories, dates, photos 
and screenshots are real. However, for privacy reasons, some of the 
names in the stories have been changed.
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I first met Kaley Chu at a property expo in Melbourne. As a 
regular at these events, I’ve met some pretty good business people 
and, of course, salespeople and promoters; but it was clear to me 
right from the outset there was something special about Kaley.  She 
was friendly and sincere with an obvious passion for what she was 
doing. I was so impressed, I made an offhand comment that one 
day we would end up working together.

We crossed paths a few years later, and as fate would have it, I was 
looking for a new team member and Kaley was looking for a new 
opportunity… so, she invited me to lunch. I could see there was 
real potential lurking below the surface for her to go on and do 
great things - which got me thinking: If we could create the right 
environment, provide the right opportunities, and give ongoing 
encouragement and support, maybe that potential could grow into 
something amazing.



John bought me a 
cake to celebrate 
my fi rst working 
anniversary.
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I’m pleased and proud to say, she has certainly proved me right.

Not long after that lunch, she joined my team in a business 
development role. Working with Kaley is an experience! She has 
seemingly endless energy and a thinking style that cuts through the 
fluff and finds the shortest path to achieving the desired outcome.

I have observed her natural ability to connect with people, and 
when she expressed a desire to broaden her network, the idea of 
100 Lunches within her LinkedIn network was born. Unlike most 
people who have good ideas, Kaley took action immediately and 
stuck with it to the end. I don’t think either of us had any idea how 
life changing her journey would be.

Over the past year, I have watched Kaley develop both professionally 
and personally into a confident young woman with big aspirations, 
with the drive and determination to bring them to fruition. I hope 
her story, and the lessons she has shared from these 100 Lunches, 
inspire you to reach out, connect with more people, grow, and live 
the life you truly deserve.

John Di Natale
International Speaker / Author / Director of Equi Wealth
www.equiwealth.com.au
www.johndinatale.com



Preface

Preface
by

Kaley 
Chu.
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Don’t be scared of the word stranger. In my experience, 
they are pretty harmless and certainly not as scary as our parents 
made them seem when we were young. In fact, they don’t even 
stay ‘strangers’ for long. My secret is: have lunch with them.

After lunch, there is one less stranger in the world, and endless 
possibilities for new opportunities, along with a chance to meet a 
better version of yourself.

In 2018, I had lunch with 100 strangers and my life was transformed. 
I’m not talking about getting rich or famous. I’m talking about 
creating a happier, more meaningful and fulfi lled life, for myself 
and those around me.

I had an idea I put it into practice, which turned into an obsession, 
which turned out to be a life-changing experience.
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If you met me in 2017, you could have described me as shy, timid 
or nice. As a girl born in Hong Kong, where English was not my fi rst 
language, I lacked confi dence and never dared to step out of my 
comfort zone. I had a good job that paid reasonably well, and life 
was fi ne on the surface. However, if you looked deeper into my 
life I didn’t have a goal for where I wanted to go, and I wasn’t sure 
about what I wanted. Life was like a cycle of work, home, Facebook, 
dinner, sleep, repeat.

Fast forward to a year later and I honestly cannot believe I’m 
sometimes described as a ‘social butterfl y’ or ‘the girl who can’t 
stop talking’. My whole life has changed – including my mindset, 
confi dence, social network, goals, and plans. I feel like a brand new, 
more vibrant version of myself.

How did this happen? I had lunch with 100 strangers and the result 
was more than I could have imagined.

I am sharing this journey with you in the hope it will inspire you 
to step out of your comfort zone and do something unexpected 
to meet people from diff erent backgrounds. You will be amazed 
at how much you can learn from each person, and how the 
interactions will make you a better person. If you are not convinced 
to have lunch with 100 strangers yet, I hope you will be by the end 
of this book.

I promise the experience will transform your life as well.





Who is 
Kaley 
Chu?
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Come to think of it, I wasn’t that shy when I was in my 
hometown. Born and raised in Hong Kong, I went to a local 
government school and I loved talking. However, talking or active 
participation wasn’t encouraged in Hong Kong and I was labelled 
the ‘naughty kid’ because I talked too much and disrupted the peace 
in class. The teacher talks, the students listen - that’s how the Hong 
Kong education system works. Like every parent in the world, my 
parents wanted to give me the best opportunities, so they decided 
to send me to study in Australia. believing that the education system 
would be more suitable for my personality.

However, in a foreign country, a different environment, and with 
all my friends and family more than 7500 kilometres away, my 
confidence was smashed. Even though I began learning English at 
the age of three, I realised I could barely communicate as everyone 
spoke too fast, had different accents, and used slang which  made 
their English seem like a different language. “G’day mate, gonna 
have a smoko then I might go to Maccas this arvo, and tonight I’ll 
head down to the local for a schnitty and bevvy with the missus and 
the fam.” What does that even mean?
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With my positive attitude, I thoroughly enjoyed my time in Melbourne 
and made friends with the same background as me. In those first 
four years in Melbourne, I  completed my commerce degree at the 
University of Melbourne, and felt so happy and proud… except for 
one big problem. I loved Melbourne and wanted to stay for good, 
but all the friends I had made while studying were returning to 
Hong Kong after graduation.

Despair, sadness, and loneliness. ”What a great time to step out of 
my comfort zone and make some local friends and be a real Aussie,” 
my logical mind said.

“No way, that’s scary. Your English is not good enough and you mix 
up ‘him’ and ‘her’ half of the time. Don’t embarrass yourself,” my 
emotional mind said. (In Chinese, there is no ‘him’ or ‘her’, just one 
‘ta’ that can be used for both genders). Every time I had that debate 
in my head, my emotional mind would win.

With a bit of luck, I got my first job as a sales coordinator at a 
financial planning firm, with Asians and Indians as the primary 
market. My main role was talking to people on the phone as well as 
face-to-face at expos. My confidence grew, but only in a professional 
environment where the conversation was almost scripted. I could 
easily talk to people about financial planning, superannuation, 
investments, or anything finance related, but found it difficult to  
really engage with people on a personal level. I was still able to 
make some sales with my hard work and knowledge in the field, 
however, without the ability to talk to someone on a personal level, 
there’s no real connection. I had lots of clients and colleagues who 
would give me an excellent reference for my work, but I still didn’t 
have anyone that I could call a ‘friend’.
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Life carried on and I married the best man in the world, Vincent (from 
Hong Kong of course), and I was blessed with two healthy boys. Life 
was pretty hectic balancing a full-time job and raising young kids, 
but we managed. We went to work during the day, spent time with 
the kids at night, and had family days on the weekends in museums, 
parks and indoor play centres. 

Life was great, but I still felt like there was something 
missing. I just had to discover what it was…



How 100 
Lunches
Started.
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In 2017, when my second son had just turned one, I was 
looking for a new job when someone came to mind. John 
Di Natale. He had promised to give me a job four years before after 
meeting at an expo, so I sent out my very first lunch invitation via 
LinkedIn, and to my delight, he said yes.

It was after our second lunch that John offered me a job as a 
Business Development Manager at Equi Wealth. I was excited by 
the job offer, but also nervous. I had good knowledge of financial 
planning, and had been a Business Development Manager before, 
but my previous roles were organising marketing campaigns, not 
getting out there to meet and talk with people and make real 
connections.

“You can do it, Kaley! I can see the potential in you and I know you’ll 
be a superstar,” said John.

“Thank you. I promise I won’t disappoint you,” I replied. But how was 
I going to do it? Didn’t he know I couldn’t talk to locals? I wasn’t sure 
I could do the job well, but there was no turning back.
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John promised to train me, and he did. He took me to every meeting 
so I could learn how to speak. He also took me to all the networking 
events where I would stand next to him so I could learn how to 
network with people. He spent an hour training me every single 
day, building up my confidence. My English improved and my 
pronunciation and accent got better and better. One day, he said, 

“Kaley, I think you’re ready. Why don’t you explain our company 
process to our client at the next meeting?”

“Sure.” I replied

The time came, and when the client walked in the door and they 
started talking, I thought to myself, “I can do this. I have heard this 
conversation so many times before. I can do this.”

“Now, I’ll let Kaley explain our company process to you,” said John.

“Umm…” Those 10 seconds of silence felt like an hour until John took 
over. Then, the client looked at me and asked me a question. What 
it was exactly, I don’t remember. All I remember is my reply, which 
was “Umm…”

All the answers were in my head, and if it were an email, I could have 
given him a thorough and professional reply, but face-to-face, I had 
nothing. It was disastrous. John was a little embarrassed, but still 
supportive. I knew I had to do something. I couldn’t be a Business 
Development Manager if I couldn’t speak to people.

By the end of 2017, I had attended a few business meetings over 
lunch and enjoyed those meetings a lot. The more relaxed setting 
made me a lot more comfortable, and brought out the friendly 
side of people. I decided I needed to do more lunch meetings  
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and knew as in any business endeavor, waiting for people  
to reach out to me was not the best approach. I needed to get out 
there because no one is going to enter your shop if you keep the 
door closed and the blinds down.

In January 2018, during a casual discussion with John, I made a New 
Year’s Resolution – I was going to have lunch with 100 strangers.

This book is the bringing together of the lessons from my 
interactions with each guest. Each chapter explores the  
moments and people that brought me to where I am now. 

Enjoy!

So, the story begins...





1
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Lesson 1
To have 

interesting 
conversations; 

have an 
interesting 

life.
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“Don’t live the same day over and over again 
and call that a life. Life is about evolving 
mentally, spiritually, and emotionally.” 
Germany Kent

On January 15, 2018, committed to my new plan, I sent out 30 lunch 
invitations via LinkedIn. I introduced myself, explained what I did 
and most importantly, asked if they would like to have lunch with 
me. I used to send lots of the usual, standard marketing messages, 
and my reply rate was less than one percent. Because of that, I 
didn’t have high hopes for my 30 invitations. To my surprise, I 
received a lot more ‘yes’ answers than expected. I got three people 
agreeing to lunch, which was a much better response rate than my 
previous marketing campaigns. I was happy, but nervous at the 
same time. It was happening.

My very first lunch was with the director of a small firm. He was 
a very nice guy, and I’m grateful he was my first lunch guest. It 
was a while ago now but I still remember every single detail. His 
name was Dan. I arrived at the restaurant 15 minutes early, waiting 
outside at the door, wondering what time Dan would turn up. At 
1pm sharp, he arrived. In his mid-40s with an Italian background, 
he wore a blue shirt and jeans; casual but nice. He walked straight 
toward me with a friendly smile and a handshake. We walked into 
the restaurant, and sat down together. Dan was a very successful 
businessman who was curious about my random lunch invitation. 
Despite how friendly he was, I still felt awkwardly shy. Dan ordered 
a burger and because I was following the low carb diet at that time, 
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I ordered the only ‘low carb’ option on the menu - buff alo hot wings. 
We shared chit chat about the weather and the holidays, but it was 
still so awkward and I began to question why I thought this was 
a good idea: two strangers with apparently nothing in common, 
stuck at a table, having lunch together.

Here’s a photo of the chicken 
wings I ordered

When the food arrived, the 
situation got even more 
awkward because no matter 

how hard I tried, it was messy to eat the wings. So, there I was, 
a shy girl and a messy eater trying to eat some fried wings with 
a fork, in front of a stranger. To alleviate the awkwardness, Dan 
asked me lots of questions. He asked me about my work and family, 
and shared a little about his life. It felt like an interview - not a job 
interview - but a life interview. I knew I was failing, not only because 
my communication skills were not ‘up there’, but also because my 
life was pretty average and as a result, I didn’t have many exciting 
or interesting stories to share. I was once again relying on my 
standard answer: “Umm…”

He asked me a lot of simple questions I didn’t know how to answer.

“Hey Kaley, what do you like to do on weekends? What’s your hobby?”

“Um... I don’t know.”

I didn’t even have a hobby. I don’t do sports; I can’t play any musical 
instruments, and I can’t swim so watersports are out of the question. 
He looked at me a little confused and I stared back at him with a 

Lesson 1
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blank face. That was the moment I decided I needed to broaden 
my experiences. That was the tipping point where I realised I really 
should try more new things. As the saying goes: You don’t know 
how boring your life is until someone asks you what you do for fun.

Without hesitation, I decided to get a life, get some hobbies, and 
try something new. It was a long lunch, not because we had a lot to 
talk about, but finishing a plate of chicken wings with a fork takes 
a long time. I thanked Dan for agreeing to have lunch with me; he 
gave me a hug, wished me all the best with my project and left. As 
far as productive lunches go, this one was pretty bad. If it was a 
date, I’m sure there wouldn’t have been a second one, but hey, I 
did it. I stepped out of my comfort zone and I was one percent 
complete on my new year’s resolution.

As soon as I got back to my office, I wrote a very long bucket list. I 
proactively started to tick them off – one at a time. I signed up for 
swimming classes, I bought a guitar and began taking lessons, I 
tried boxing classes... Wow, they were fun! I found myself asking 
, why hadn’t I tried all this earlier? What had I done to myself by 
spending all my time mastering Candy Crush instead of getting 
some real lessons from some real hobbies?

I’m very proud to say in 2018, I read more books, I tried more new 
activities, and I talked to more people than I did in the past 10 years 
combined. My life was way more interesting than I could have ever 
dreamed. Lesson number one – only you have the power to make 
your life a great story.

One of my lunch guests told me, none of us knows how much time 
we have left to live, which got me thinking. It could be a few days, it 
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could be a few years, it could even be a few decades. It’s unrealistic 
to ‘live every day as your last day’ because we should have our long-
term goals, but at the same time, we can’t just focus on the future. 
Why don’t we choose a day each month and live that day as our last 
day on Earth? Don’t wait until you know you’re dying to start living. 

Let yourself do something fun, something crazy, spend the time 
with the ones you truly love, and tell them how much they mean to 
you and how much you love them. 

Once a day. Every day.

Just like me trying 
ice skating, pistol 
shooting, guitar, and 
hot yoga, all for the 
fi rst time in 2018

Lesson 1
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Questions for YOU
If you had unlimited time and money, what would you be doing? 
What experiences would you like to try?

Are there any hobbies you had in your childhood that you are 
missing, or you want to pick up again? What were you good at when 
you were younger?

Do you have a bucket list? Is there anything you want to do, places 
you want to go?
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Start writing down a list of things that give you pleasure (as many 
as you can think of) and start doing them now.

What is the hobby you are most passionate about? Do you make 
time for this hobby?

Lesson 1







2
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Lesson 2
Understanding 

more about 
myself.
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“If you begin to understand what you are 
without trying to change it, then what you 
are undergoes a transformation.” Jiddu 
Krishnamurti
The lunches continued but they were way more interesting  
as I now had some fun experiences to talk about. I shared  
my progress with guitar and swimming lessons, and  
because I was excited, my guests were excited for me too. The 
conversations then went a little bit deeper and the constant flow 
of questions got me thinking a lot about my life. They would ask 
me questions such as: “So what do you want to achieve out of this? 
What do you want in life? What are your goals? What do you like? 
What are you good at?”

Life is busy and it felt like I was constantly pedaling hard  
just to get things done. Work, kids, family, household chaos... 
When was the last time I sat down and thought about what I really 
wanted in my life? I didn’t know. Possibly never.

“How do you know where to shoot the arrow (or shoot a gun for that 
matter) if you don’t even know where your target is? And how do 
you know where to focus your energy if you don’t know what you 
want?,” one of my lunch guests asked me.

He was probably right. As the famous saying goes: If you fail to plan, 
you plan to fail.

I have a very clear vision now. This is in fact my biggest takeaway 
from having lunch with 100 strangers. 
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The whole process became less about understanding 100 strangers 
and more about understanding myself.

This was not an event, or even a series of events, but a journey. 
Every time I speak with someone, they inspire me in some way. The 
more people I talk to, the clearer my plans become. Now, not only 
am I clear on my goals, I have a vision board and I’m turning those 
visions into reality.

I remember the CEO of AMA Group, Ray Malone, once told me, 
“Understanding yourself and being true to yourself is the number 
one rule for being successful in life. Understand yourself so you can 
build on your strength and improve or outsource your weaknesses. 
Be true to yourself so you can be truly happy in life. Don’t live on 
other people’s terms, live life on your terms, live it the way you 
want it, so you can be truly happy. You only live once, don’t make 
yourself regret.”

This is my vision board for 2019. This is what I want to achieve this 

year. What do you want to accomplish?

Lesson 2

MY VISION BOARD FOR 2019. 
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Questions for YOU
Below are some of the questions I was asked a lot and which helped 
me think about my life more clearly. What are your answers? 

What do you love/hate to do?

What are you good at? 

What are your biggest strengths?
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What are you most proud of in your life?

What are you passionate about? What gets you excited?

What do you want more or less of in your life?

What’s your dream? Where do you want to be in 5, 10 or 20 years?

Lesson 2
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What does success mean to you? How do you defi ne a successful 
life? Be specifi c.

Who do you want to help? Whose life do you want to change?





3
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Lesson 3
Be grateful.
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“The secret to having it all is knowing you 
already do.” Anonymous

Most people in their 20s assume they have decades to live. We take 
life for granted and I was no exception. Then I met Paul Wetherall 
and he truly touched my heart. Looking at Paul, you wouldn’t 
be able to guess what he had been through. He looked like the 
happiest man on Earth with a big smile on his face; you could see 
him radiating gratitude.

 As a casual observer, you would probably assume he has the best 
life without many ups and downs. This assumption unfortunately, 
couldn’t be further from the truth. Paul had Acute Myeloid 
Leukaemia (blood cancer). After being tortured by the illness and 
dealing with many rounds of chemotherapy and treatments, his 
doctor told him he had no more than two months to live. Devastated 
by the news, his perspective completely changed, but in a positive 
way. He treasured every day, and lived every day as though it was 
his last. Instead of complaining, he decided to be grateful for what 
he had and to live life to its full potential. “Quality, not quantity,” he 
said.

Then, a miracle happened. His blood marrow was matched with a 
stranger’s in Germany. Long story short, with the stranger’s help, 
he lived. He beat cancer. He survived. I was so happy for him and it 
was not where the story ended. He proudly showed me a picture 
of his baby boy. He said: “This is the photo of my miracle baby. I’m 
probably a bit old to be a dad now, but I’ll try my best to be the best 
dad in the world.” 
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“I’m sure you will,” I replied, with tears in my eyes. This was a 
beautiful story with a beautiful ending and it inspired me to register 
as a bone marrow donor.

Paul’s story was not an isolated one. I’ve met many people with 
similar stories to share. Some struggled with infertility for more 
than a decade. One man told me his wife was hit by a truck and 
was constantly suff ering from pain that medical professionals had 
been unable to manage. 

Lunch with Paul Wetherall. His story has now 
been featured by Bupa to encourage more 
people to register for bone marrow donation.

Lesson 3
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Another lunch guest told me his wife had a brain tumor and had 
been very sick for years and how it changed their lives completely.

We assume time is working in our favour and we have decades left 
to achieve our dreams, but we just don’t know. Life is so fragile. 
Things happen that are out of our control, and it only takes a few 
seconds to completely crash our life.

I didn’t know how powerful it was to speak with someone who had 
faced trauma at that level. I’d read many similar stories online, but 
they never touched my heart in the way these people did. I felt 
their pain. I felt their joy. They changed my perspective and I don’t 
take that for granted. I feel grateful and I treasure life a lot more. I 
value my time a lot more. 

I think that’s one of the main reasons I achieved so much in 2018; 
I stopped wasting time. I stopped procrastinating and became 
proactive in chasing what I wanted in life. Instead of responding to 
life, I created one. Stories such as Paul’s are empowering, especially 
hearing them first hand.

To see Paul’s amazing story, please go to 
http://bit.ly/PaulWetherall
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Questions for YOU
Who do you love most in your life? Who are the most important 
people to you? What would make them happy? What little bit extra 
can you do today to put a smile on their faces?

What are you most grateful for in your life?

Can you think of three moments you are deeply grateful for?

Lesson 3
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If you knew you had limited time, what would you do, where would 
you go? (Well, you do have limited time. Get to work!)

If you knew the people you love had limited time, would you behave 
diff erently, or would you treat them diff erently?





4
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Lesson 4
Think BIG. 

It’s 80% 
mindset, 

20% 
mechanics.
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“If you think small, your world will be small. If 
you think big, your world will be big.” Paulo 
Coelho

Two months into the journey, I had lunch with a billionaire. He 
would prefer I didn’t disclose his name, so let’s call him Mr R.

Mr R is the founder and director of a listed company. When I looked 
at his LinkedIn profile, I questioned inviting him, sure he wouldn’t 
agree. I’m glad I went through with it because that three-and-a-half 
hour lunch took my life to another level. Yes, you read that right, it 
was a three-and-a-half hour lunch.

Mr R made a reservation in one of the most delightful restaurants 
near my office. I was nervous on the day and arrived at the 
restaurant 10 minutes early. To my surprise, Mr R was already there. 
The food was sensational. We had entrée, main, sides, dessert and 
a different wine to accompany each dish. The company was even 
better. He told me his success story of how he started more than 
20 different businesses, of which only three were successful, and 
one got him to where he was today, but each moved him closer to 
his goal.

“So, what’s your goal, Kaley?”

“Umm… I’d like to work in the same company, maybe in a more 
senior position, get my wage, enjoy life, live happily ever after,” I 
said, like a standard job interview answer. He didn’t say anything, 
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but in his eyes, I could see disappointment. I could see disapproval. 
A few seconds later, he slowly replied.

“Have you ever been curious about what your full potential is? Or do 
you think working in a management role at your current company 
is the best you can achieve?”

I was speechless. I had never really thought about my full potential, 
let alone reaching it. He inspired me to think bigger. Instead of 
thinking in thousands, how about millions? Billions?

“Hey, maybe I can do better than this. Maybe I have underestimated 
my potential my whole life and maybe I haven’t lived my life to the 
fullest yet. We only live once. Let’s think bigger, try harder and 
maybe one day, I can be as successful as him.”

I want to be clear about something here. The reason I described him 
as successful is not just because of the amount of money he has 
but the lifestyle he was living. It turns out that our lunch that day 
was the only meeting he had for the whole day, and after lunch he 
just went home to play with his kids. Meanwhile, I was still working 
hard in the office to catch up with work after the long lunch.

Money gave him fulfillment, but it also gave him the freedom to 
enjoy life and do what he wanted to do. In his 40s, with three young 
children and a beautiful wife, he enjoyed spending time with young 
people inspiring them to think bigger. “Money is NOT the root of 
all evil. Money doesn’t change you, it only magnifies who you are, 
it allows you to do things on a bigger scale. I can see that you’re a 
nice girl, and I’d love to see you make a bigger, positive impact to 
the world,” he said.

Lesson 4
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That’s how our lunch ended. This also how my small mindset ended.

Think big. Dream big.
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Questions for YOU
Do you think you have reached your full potential? Why or why not?

Are you happy where you are currently at? Have you tried your 
best?

What would you be doing now if you were guaranteed 100% 
success?

Lesson 4
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What would you be doing if you achieved your absolute maximum 
potential? Not just in your career, but also in physical fi tness, 
relationship, fi nance, contribution to people around you, and to 
society?

Who can you help and whose life can you transform when you 
reach your full potential?





5
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Lesson 5
Open up to 

diversity 
to enrich 
your life.
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“Diversity is about all of us, and about us 
having to figure out how to walk through 
this world together.” Jacqueline Woodson

I opened up to diversity. I invited people from all sorts of 
backgrounds. Before starting this project, I had lunch with my co-
workers. I had dinners and went out with close friends, all from 
similar backgrounds. I didn’t have any friends who were not from 
Asian backgrounds (literally, none) and thanks to confirmation bias, 
my view on life and things around me was very limited.

However, I soon had friends and connections from different 
backgrounds and my view of the world changed entirely. I had so 
much fun talking to people of different races and from different 
cultural backgrounds. For example, one of my Italian guests 
showed me photos of them making homemade salami. I learnt 
traditional Greek Christmas traditions and the meaning behind 
Indian wedding customs.

During lunch with a guest who was a recent immigrant from France, 
we talked about stereotypes people apply to different cultures. I 
asked him if French people only shower once every three days. He 
laughed so hard he almost fell off his chair. Embarrassing for me, I 
know, but I was glad he found it funny and now I know that was a 
myth, or a truth that only applied to my friend’s boyfriend, and not 
all French people.

Another great example is during a lunch I had with a Jewish 
businessman. My first exposure to the differences in our culture 
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was his refusal to shake my hand – because he couldn’t. He 
apologised and expressed his hope I was not offended. I wasn’t, I 
was extremely intrigued.

It was mind-blowing to hear him talk passionately about his religion 
and practices, which started as a topic of discussion as I was the 
only one eating lunch at our table because the restaurant didn’t 
serve kosher food. He drank his beer while watching me eat.

We discussed the different rules Jewish people must follow and 
why, including the specific details about what can be eaten, how 
to prepare food, how often he prays, and why he is not allowed to 
use his phone on Saturdays. He can’t touch his wife (not even her 
hands) or share the same bed when she is menstruating.

I was fascinated. I really enjoyed that lunch because it broadened 
my understanding of the world. Did you know there’s a special 
dating app for Jewish people because they are only allowed to date 
other Jewish people?

On the other hand, I also loved sharing things about my background 
and culture, such as how we have a Chinese calendar based on the 
moon cycle, and other traditions. I enjoyed watching the faces of 
my guests when I told them how much I enjoyed eating chicken 
feet, chicken giblet and pork intestines, as well as showing them 
photos of a plate of ants that was served at my cousin’s wedding.

Having lunch with people from diverse backgrounds opened up my 
mind and created awareness of the differences in people. Sharing 
stories about the range of traditions we have, made me reflect a 
lot upon who I am, what I value, and what is important to me. It 
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is important to break the stereotypes and accept people for who 
they are.

On the other hand, it’s funny to hear about the stereotypes in my 
culture from other people too. I remember having lunch with a 
guest, and he asked a very simple question.

“Kaley, where were you born?”. To which, I asked him to guess. We 
then we had an hour-long conversation about different parts of Asia. 
It turned out he worked in Asia for a decade and he told me how he 
feels about girls from different parts of Asia, their similarities and 
differences, and how they differed to Australian girls. It was a really 
fun conversation.

Speaking with people from a variety of backgrounds took me 
further out of my comfort zone, but on the upside, the more I 
understood about different cultures and backgrounds...

...the easier it was for me to connect with and understand 
people.
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Questions for YOU
Who are you? What national, cultural, linguistic, religious and 
educational groups do you belong to? How much do you know 
about your ethnic/racial background and heritage?

When was the last time you had a meaningful conversation with 
someone different to you in terms of background, age, industry, 
values?

Looking at your closest friends, are they all similar to you or 
different?

Lesson 5
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Have you ever tried to change a person who is diff erent to you in 
terms of values or culture? What was the outcome?

What are some of the stereotypes you have heard about people 
from diff erent backgrounds? (These stereotypes don’t necessarily 
have to be something you believe, just something you may have 
heard at some point in time.) Write down as many as you can. Be 
open and honest.

Are these stereotypes true in your experience? Do you know 
anyone who is actually from those backgrounds so you can fi nd 
out the answers for yourself?
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Lesson 6
 Great 

communicators 
are developed, 

not born.
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“You can have brilliant ideas, but if you can’t 
get them across, your ideas won’t get you 
anywhere.”  Lee Iacocca

I have always admired people who appear to have a natural ability 
to connect with others, and who can enter an unfamiliar social 
situation and engage with complete strangers. It’s something I 
never could have done before my lunches. Sit me with two people 
I’m not familiar with, and I would have been silent for hours.

I used to assume it was due to my personality – I told myself I was 
shy, an observer. I thought I was one of the unlucky ones who 
wasn’t born with that ‘natural talent’. Perhaps it doesn’t sound too 
surprising, but knowing how shy I was, I was really surprised to see 
myself grow to become a people connector.

One lunch at a time, building a connection with someone and 
having a good flow of natural conversation became second nature 
to me. Now when I meet someone, I can usually click with them 
instantly and we comfortably talk non-stop. I’m not going to teach 
you how to show interest like the many communication books 
available by: leaning forward, using active listening, keeping eye 
contact, smiling, and so on…  

There’s no point in pretending you’re interested by learning all the 
techniques. Instead, you need to be genuinely interested in what 
your guest is saying, and then you won’t need to worry about 
whether or not your body language communicaticates the same 
message.
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What if you are not interested in the topic your guests keep babbling 
on about? You can always redirect the conversation by asking the 
right questions. Ask questions you are interested in hearing the 
answer to, so you can be a good listener again. 

After all, as Tony Robbins said: “Quality questions create a quality life.”

In order to get the most out of each meeting, I really needed 
to listen. Listen to discover, to learn and to open myself. More 
importantly, if I had tried to lead the conversation all the time, my 
lunches would have been 100 repeats of the same discussion with 
different people, right? As someone who likes uncertainty, I would 
never let this happen. Therefore, I let my guests talk more than 
me so we could have a different conversation every time. After all, 
the beauty of having a true conversation with someone is that you 
never know what to expect, and you never know what you might 
learn.

One guest told me we were given two ears and one mouth because 
we are supposed to spend two-thirds of the time listening and one-
third of the time talking. So how could I make sure my guest spoke 
more than me? Ask lots of open questions. Yes, we have all heard 
this good old advice, but it takes a conscious effort to do it when 
you first start, before it becomes a habit.

A good talker does not always make a good communicator. More 
often than not, good communicators are good listeners rather 
than good talkers. Being a good listener is an important aspect of 
communication as well as a social skill we all should learn. People 
primarily like to talk about themselves – their interests, their 
achievements, their experiences. I love to give back to people and I 
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remember asking one of my lunch guests, Simon Rabl, who has been 
a Senior Manager in a large corporate for decades. “Simon, thank 
you so much for offering all the great advice, I really appreciate 
it. Can you tell me how I can repay you other than buying you this 
lunch?”

“Kaley, first of all, this lunch is on me, it has been a great pleasure to 
have lunch with you and I enjoyed it so much. Secondly, other than 
financial planning advice, I think what you have, a great listening 
skill, is already a great gift that you can offer people. The deepest 
principle in human nature is the craving to feel important and to 
be appreciated; active listening is one of the ways to show your 
appreciation. People like us don’t really want material rewards and 
we certainly didn’t come for a free lunch. What you have given 
me has been great, positive energy. You can offer to help people, 
help people connect to others you know; that might be helpful for 
them. Offer advice, offer compliments, offer love and help spread 
positive energy”.

“A good listener is not only popular everywhere, but after a while, 
he knows something,” said Wilson Mizner.

To be a good listener, the first step is to focus on your guest and 
really listen to what they are saying. No distractions, so put your 
phone away and don’t look at it. Don’t listen to reply, listen to 
understand. We don’t need to reply straight away. I learnt that you 
can just listen, try your best to understand, think, and then reply. 
You’ll find that pausing for one or two seconds won’t ruin the flow 
of the conversation, but rather, it helps. Be genuinely interested in 
what your guest is sharing. Ask lots of questions.
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It might sound a bit too pragmatic, however I am just sharing my 
personal experience on how to make people like you quickly. When 
you have been asked the same questions again and again, you 
become really good at sharing those same stories. You know the 
interesting points that draw people’s attention, and know which 
story and which point will make people laugh. So you focus a little 
bit more on the interesting bit, refining these stories every time 
you tell them. Soon, you will have lots of interesting stories to 
share that will make people like you quickly because they think you 
are ‘one of those natural communicators’. It’s like writing multiple 
drafts of a book; you eventually cut out the unnecessary parts that 
slow it down and craft it into something far more fluent.

Yes. Great communicators are developed, not born.

Lesson 6
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Questions for YOU
Do you usually listen more, or talk more?

When was the last time you gave someone the gift of active 
listening?

How often do you have face-to-face conversations that last more 
than 20 minutes and are completely undisturbed?
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Do you feel like you have the ability to communicate well with a 
stranger?

Can you think of fi ve interesting/funny stories of yours that you 
can share with strangers?

Lesson 6
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Lesson 7
  Feel the 

fear but do 
it anyway.



71

“I’d rather attempt to do something great 
and fail than attempt to do nothing and 
succeed.” Robert H Schuller

June 18, 2018. Another life-changing day. I met with an interesting 
guest named Hemi Hossain, winner of the Young Entrepreneur of 
the Year 2017 Award in Bangladesh and the Best Business Award 
from Small Business Australia 2018.

We had a nice lunch and a good chat about his work, his family, etc. 
At the end of the conversation, he said: “You got me at the right 
time. I need someone to look at my fi nances, and I think you can 
do a good job.”

I was excited. No sales, no pitch and four days later, Hemi met with 
us at our offi  ce and became a new client. He was so happy with us, 
that he invited our director, John Di Natale to attend his event, The 
Employee to Entrepreneur Summit, as a guest speaker.

My First Lunch with 
Hemi Hossain.
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What’s even more interesting? I got the opportunity to be the MC 
for this event. “You can do it Kaley, it’s not that hard, all you need 
to do is get the audience excited about the speakers, and stand up 
and clap.” 

Part of me wanted to say ‘Impossible,’ but I realised I had changed. 
“Feel the fear and do it anyway. Embrace it and dance with it.”

John, Hemi and 
I at Hemi’s event 
– Employee to 
Entrepreneur 
Summit

I remembered an earlier lunch guest, Mark Chen, who had said 
to me, “Kaley, never say no to opportunities because of your fear. 
Some fears are natural and healthy and keep us from trouble. 
Others hold us back and stop us growing. Keep growing.”

The day arrived. I was freaking out. I was literally trying to escape. 
“Time’s up, Kaley, time get up on the stage,” Hemi told me.

“Can I go to the toilet fi rst?” I asked. I had zero need of actually using 
the toilet, I just wanted to escape from the audience’s attention.

John looked at me and said: “Kaley, you can do it.” He then hugged 
me and literally pushed me on to the stage.

Lesson 7
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And… I did it! I was scared, but I did it anyway. The moment the 
audience actually stood up and clapped, I felt like a butterfly 
coming out of its cocoon. Part of the old me died at that moment 
and part of the new me was born. My comfort zone was expanded 
yet again. I can do it, and I did it. I went from a girl who couldn’t talk 
to one person, to speaking in front of a room full of strangers. I was 
so happy and proud of myself.

I had transformed once more.
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Questions for YOU
When was the last time you did something that terrified you? How 
did you feel when you accomplished it?

How different would your life be if you stepped out of your comfort 
zone and did something that scares you every day?

If you had no fear, who would you be, what would you do, and how 
would you live?
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What’s currently outside your comfort zone, which if you did it, 
would enrich your life and take it to the next level?

What’s something important you know you should have done, but 
you have been avoiding because it’s outside your comfort zone?
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Lesson 8
Your limiting 

beliefs 
and self-

perception 
stop you 

from growing.
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“Do just once what others say you can’t do, 
and you will never pay attention to their 
limitations again.” James Cook
Many times, what you think is a huge problem only exists in your 
head. As an immigrant from Hong Kong with English as my third 
language, I was always conscious of my ‘less than perfect accent’.

Because of that, I had the expectation that people would like me 
less or even discount my ability, because of my accent. Then I 
realised how wrong I was. 

All of these ‘huge problems’ are just mental blocks instead of real 
problems. I’m not sure if I was lucky, or if Melbournians are just 
wonderful people, but of the 100 people I had lunch with, not one 
of them treated me any less than amazing.

When I first began having my lunches, one of my own perceived 
barriers was the way I sometimes say things incorrectly. Once I 
overcame that mental barrier, my confidence level grew, and the 
conversations instantly got much better.

I realised I was no longer the shy girl from the year before. I even 
proactively talk to strangers on the street now because I feel good 
about myself. What a transformation!

Right now, I’m considering inviting the ‘unlucky’ few who accepted 
my first invites to have a do-over, because they will see the 
difference. Being confident doesn’t mean I can do everything 
without problems. However, as my confidence in myself grew, I 
learnt to trust my ability to handle whatever came my way. 



80

I remember the story of Stella, one of my lunch dates and a loving 
mum of two young boys. She has suffered from Ophidiophobia (an 
extreme fear of snakes) since she was little. Even seeing a picture 
of a snake would make her heartbeat race and want to cry. She 
told me she could never imagine being able to touch a snake in her 
entire life. 

As it turned out, her sons loved snakes and one day she took them 
to a reptile show on a farm. There was a huge snake as part of the 
show and both her sons wanted to take a photo with it, but she 
couldn’t imagine anything worse. However as her 5-year-old son 
ran up to the zoo keeper, full of excitement, she also found she 
couldn’t say no to his huge smile. 

He wanted her to hold a snake. Stella let the zoo keeper place the 
snake around her shoulder and take a photo.

Stella shared the photo with me over lunch and I had to laugh. 
There was a zoo keeper, a giant snake, a young boy with a bright 
smile, and a grown-up woman looking terrified. Stella was proud 
of herself, however, she is still not a big fan of snakes but she 
overcame her fear.

A year after later she took another photo; this time with her 
younger son and another snake around her neck, but she looked 
much more relaxed the second time around. 

Problems predominantly exist in our perceptions and 
understandings. Our belief in things makes them real, which makes 
me wonder: how many ideas have I believed have prevented me 
from doing better in my life, but might not be accurate? How many 
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times have I given up on things just because I believed wasn’t good 
enough to achieve them? How much have I missed out on because 
I was convinced I couldn’t have it?

Public speaking was something I thought I could never do, simply 
because I thought I was shy. If you told me I would be the MC in 
front of a crowd of people, speaking in my third language last year, 
I wouldn’t had believed you. What a self-imposed limiting belief!

Other limiting beliefs I proved wrong last year included:

–  I’m too busy to exercise because I have a full-time job and two 
young kids.

  WRONG! I exercised every morning before the kids got up and lost 
nine kilograms in a year.

–  New immigrants can never make friends with local Australians.

  WRONG! I can and have.

The only limiting belief I haven’t yet proven wrong is that a young, 
Asian woman can’t be successful in a foreign country and they can’t 
be a leader. I’m on my way to proving that wrong too.

I have learnt that limiting beliefs come from lack of confidence and 
a lack of self-love. If you are confident and love yourself, nothing 
can stop you. It’s our constant fear of being ‘not enough’ or that 
‘something is wrong with me’ that is stopping us from achieving our 
maximum potential, and is our biggest block to joy. 

Truth is, nothing can stop you, and your life will reflect this 
belief.
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Questions for YOU
What beliefs do you have that are limiting your potential?

What are those beliefs costing you? And how much more will it cost 
you if you don’t change your beliefs for the next 5, 10, or 20 years?

 

What is a better, more empowering belief you can use to replace 
this old, destructive and limiting belief? How would your life be 
better with the new belief? 
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What was the last mental barrier you overcame? Were you proud 
of doing so?

What would the best version of you do? 
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Lesson 9
Rejections, 

attitudes and 
judgements.
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“Most fears of rejection rest on the desire 
for approval from other people. Don’t base 
your self-esteem on their opinions.” Harvey 
Mackay

I was aware rejection would be inevitable while I worked on this 
100 Lunches project, but I didn’t expect what would come my way. 
This project taught me how to deal with rejection and rudeness. Of 
course, both of these things occur on a daily basis in real life – and 
the internet enhances them.

One of the most common questions I was asked after posting my 
half year review was: ‘Why have all of your lunches so far been 
with men?’ Well, I never planned for it to be that way, it’s just how 
it turned out. 

When I sent out my first lot of invitations, the reply rate from men 
was significantly higher. I had five women who said yes in the first 
half year, but they all cancelled for different reasons. I felt very 
discouraged and wanted to give up on women altogether.

To make matters worse, halfway through the journey, I posted my 
half-year review. While I got lots of positive feedback, there were a 
few who did not understand my intentions and replied rudely, sent 
nasty messages, judged me, and even reported me. I am not sure 
if it was a coincidence or not, but all of those people were women.

I felt really discouraged and upset when I first received replies 
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like these and sometimes, I wanted to send them a long reply, but 
an earlier lunch conversation taught me that ‘weak people seek 
revenge, strong people forgive, and intelligent people ignore’. 

My decision? – I sent them a very short ‘thank you’, message and 
ignored them. At this stage, I had an overwhelming desire to give 
up, but I stayed strong because I knew it couldn’t be the end. I had 
worked so hard, and I wasn’t going to just stop.

I wondered what the successful people I look up to do in this 
situation? Would they just give up on 50 percent of the population 
because of a few negative comments, or would they keep trying? I 
chose the second option and I sent another lot of invitations to lots 
of successful women across different industries. 

Lesson 9
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I finally met my first female lunch guest: Jodie Broadbent. She was 
amazing. She was so supportive and she made me feel hopeful 
again. After my lunch with her, I felt more confident about inviting 
women to lunch, and I kept going, sending invitation after invitation. 
Sure enough, I soon had lunch with more women – 11 more to be 
exact and they were all wonderful.

I learnt you are going to face rejection no matter what you do in 
life. Successful people are the ones who ignore these rejections 
and believe in their vision, even when it gets tough. Interestingly, 
rejection and negative comments are much more common online. 
Most people aren’t that rude in real life but when they are hiding 
behind a screen, they just lose their manners. 

Jeremy Limn says: “Rejection gives you more power to push forward,” 
and I completely agree. Even Walt Disney was once rejected when 
he was fired from Kansas City Star for ‘lacking imagination and 
having no good ideas’. He sure proved them wrong. 

If I had listened to the negative comments, I would have 
missed out on so many amazing connections.
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Questions for YOU
Do you seek approval from strangers online? If so, why? Is getting 
‘likes’ in social media important to you?

Do you feel like you take things personally when rejection happens?

When was the last time you were rejected? How did you feel about 
it and how did you deal with it?
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Are you willing to continue pushing forward, even if you receive 
negative comments?

When was the last time you persisted after being rejected? How 
did you feel afterwards?
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Lesson 10
Every person 
you meet has 
the potential 

to open a 
door to new 

opportunities.
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“Luck is what happens when preparation 
meets opportunity.” Roman philosopher 
Seneca

“Tell me, why are you doing this? What are you trying to get out of it? 
Are you trying to sell me something?” I was asked these questions 
all the time.

“Nope. No agenda, nothing to sell.”

This was my standard reply, and it was true. Every time I went into 
a lunch meeting, I went in with zero expectations. The only thing I 
was looking for was an opportunity to learn, connect, explore and 
grow. I realised that with no expectations, I got way more out of it 
this way.

One of the best examples was my lunch with Vinay Samuel. Vinay 
was named one of the Top 30 Entrepreneurs of 2017. He was the 
founder and CEO of Zetaris, a Top 10 APAC Data Analytics Solution 
provider in 2018, and winner of the Deloitte Fast 50 Technology 
2017 Award. An absolutely amazing man.

My fi rst lunch with 
Vinay Samuel. 
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When I met him for the fi rst time, I wanted to listen to his story, and 
learn from him with zero intention of trying to sell anything. We 
had a great conversation. Despite his success in business, he was 
one of the friendliest guests I had met. He was soft-spoken with a 
good sense of humor and was very encouraging and positive. 

He gave me lots of useful tips about business and life. I invited him 
without any expectations for sales, because I knew he would have 
had a team of fi nancial advisors already helping him. I was right.

“You know what, my fi nances are all organised, but I don’t think 
that’s true for my team. They are mainly IT developers, and as a 
responsible boss, I’d love to have someone educate them and help 
them with fi nancial planning. Would you like to talk to my team?”

BOOM! With no sales pitch, no expectations for making any sales 
for my business, we actually got to meet and present to his team 
at their annual planning meeting at a beautiful winery. I was very 
grateful for the opportunity, not only because I unexpectedly 
signed a few new clients, but it also showed me the importance of 
just being yourself, and letting the right opportunities come. 

Annual planning 
meeting for Zetaris.

Lesson 10
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After the event, Vinay was even kind enough to invite us to his 
Christmas party and referred us to his personal friends as “my 
favorite fi nancial planners in the world”. What a great honor. And, 
it turns out that both Vinay and my director, John, are quite musical. 
The photo below is of them both singing on stage and playing in the 
band together at the Christmas party.

I also uncovered many other opportunities: coaching sessions with 
some fantastic coaches, job off ers, and speaking opportunities. All 
without focusing on selling anything. 

As a side note, I had at least fi ve solid job off ers from my 100 
Lunches, and I didn’t accept any of them. I remember one of my 
guests even said me: “I think you could be a good team member for 
our company, just give me a price.”

“Sorry, you can’t aff ord me,” I replied.

“What do you mean I can’t aff ord you?” he said, looking hurt.

“I’m sorry but I’m not driven by money, I know that money is just a 

Zetaris’s Chrismas Party 
where John and Vinay 
perform together.
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natural consequence for doing the right thing and offering value to 
people. What I get from my current job is way more valuable to me 
than money. Thank you for the offer though, I really appreciate it”.

“They are very lucky to have a team member like you,” he said 
smiling.

“It goes both ways, I’m very lucky to work in a firm like Equi Wealth,” 
I replied.

As Tony Robbins says...

“Trade your expectations for appreciation, and your whole 
world changes in an instant.”

Lesson 10
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Questions for YOU
What sort of opportunities do you want to attract? Who can help 
you get those opportunities?

Are you ready to take that opportunity if it comes to you?

How often do you expect things and how often do you appreciate?
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Do you enjoy and value your current job?

When was the last time you pushed yourself into a situation that 
lead to an opportunity? Have you considered pushing yourself 
more often?

Lesson 10
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Lesson 11
I found patterns 

of success & 
learnt that 

nothing happens 
without action.
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“Successful people do what unsuccessful 
people are not willing to do. Don’t wish it 
were easier; wish you were better.” Jim Rohn
One of my best friends, Jenny, likes to say ‘oh, they are just lucky’, 
whenever she sees successful people sharing their stories; perhaps 
trying to feel better about her own life and blaming her situation 
on being ‘unlucky’.

Luck is important, but luck can only get you so far. You can’t become 
the CEO of a big firm, or live a fulfilling life by luck alone. “Oh, I’m 
just lucky.” This is sometimes what successful people tell you to be 
humble, but this is indeed far from the truth.  They must have done 
something right.

Slowly but surely, I found patterns. Patterns in successful people 
compared to most people. By talking to so many successful people 
and hearing their stories, I realised most of them haven’t had a 
smoother journey than the rest of us. They are just more persistent 
and resilient. They fail, but they don’t give up. They try again. 

Remember my billionaire guest I mentioned earlier who failed 
in more than 20 businesses and only four of them made him 
successful and rich? Jenny imported lots of small gadgets from 
China once and tried to sell them online. She failed miserably and 
blamed the market and Australia Post for the high shipping cost. 
Did she learn from the mistake? Maybe. Did she try again? Never.

Another interesting pattern is many successful people seem to 
wake up early; 5am is the average time to start the day, and they 
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enjoy working without distractions for a few hours. Most people 
start work at 9am. Many successful people have told me they get 
more done between 6am and 9am than 9am to 5pm, because they 
avoid the constant daytime disruptions. 

Thinking of Jenny and me, we sometimes joked about how many 
times we press the snooze button before we actually got up. We 
also joked about how proud we were for being able to sleep until 
midday on the weekends. Maybe that’s one of the reasons we 
haven’t achieved as much as we could have. Maybe there’s more to 
it than just ‘being unlucky’.

Successful people also commonly take responsibility for their 
actions. They own their mistakes and failures, and most importantly, 
learn from them. Don’t blame your results on external things just 
to keep your self-esteem intact.

Another vital thing to know is that you can talk about it all day, but 
if you don’t take action, nothing is going to happen. Opportunities 
don’t magically come to you, you have to make those opportunities 
possible. A good personal example of this is that I tried losing 
weight for years. Well, I say I tried… 

For years I would plan to do things but took no action and hence, 
I got no results. It wasn’t until this year that I actually lost nine 
kilograms because I took action. I started to work out and changed 
my diet, and I never looked back. In summary, you have to take 
action, big or small, in order to get to the place you want to be.

The final pattern I’ve noticed is successful time management. 
Treasure your time and use it wisely. Many people complain they 

Lesson 11
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do not have enough time. But everyone has the same 24 hours a 
day. People should actually be asking themselves - How do I spend 
my time?

Keep asking questions, keep trying, keep changing, keep developing, 
keep pushing forward, keep putting yourself out of your comfort 
zone and never give up.

Success will happen if you are persistent.
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Questions for YOU
What pattern or habit would you like to form to help you to achieve 
your goals?

In what area of your life do you need more discipline? And what 
action should you take? 

How long have you been procrastinating on something you should 
put massive and consistent action into?

Lesson 11
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Are you confi dent and eff ective in your current daily time 
management? Is this something you could easily improve?

How much hard work and how many hours are you willing to put in 
to achieve your goal?





12
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Lesson 12
Finally, I made 

real connections. 
I made friends. 

And my network 
is growing 

exponentially.
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“Connection doesn’t care about the laws of 
the land. Your soul will be pulled to the place 
it belongs.” Anonymous

By listening to and opening up to others, I not only made new 
connections online but I connected in real life. And this is not 
something just flicking through social media could have given me. 

Katrina Bourke is a perfect example of a friend I made through the 
lunches. Katrina and I are a very different people in almost every 
single aspect. Different backgrounds, different age group, different 
life experience, different industry, distinct personality. If we were 
both at a party I don’t think either of us would approach each other. 

However, LinkedIn got us connected (thanks LinkedIn!) and we 
had lunch together. Surprisingly, despite so many differences, we 
clicked and got on well. We laughed so much during the lunch and 
we just couldn’t stop talking. 

We were amazed by the similarities we found between two people 
who seemingly had nothing in common. The lunch was almost 
three hours long. We then caught up again, and again. 

Each meeting was full of laughter, funny discussions and interesting 
ideas. She once studied psychology and human behaviour. She 
even gave me tips on how to convince my husband based on his 
personality traits.

Professionally, because of my lunches, I was invited to lots 
of networking opportunities I had never been to such as BNI, 
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entrepreneur groups, Facebook groups and networking evenings. I 
felt like I built up my little network very quickly. From only knowing 
a handful of people, to having lots of connections in a variety of 
industries, it felt good and I found I also enjoyed connecting people. 

A few successful examples include introducing a good lawyer to 
a business owner. A nutritionist needed a new website, and so I 
introduced him to a brand marketer and they rebranded his whole 
business. Last but not least, I introduced a man who needed funds 
for his IT start-up to another person who specialised in raising 
capital, and that introduction got him the funds he needed to 
continue to build his business.

Listen to others’ stories – you never know what you might learn 
from them. Put in the effort to connect with those around you 
and you’ll form amazing friendships. I have also received so much 
helpful advice that has improved my life.

I can’t thank everyone enough.

Lesson 12
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Questions for YOU
When was the last time you made a conscious effort to connect 
with or even make friends with a stranger?

Are you always friendly, even to strangers?

How many times have you pushed yourself into a situation you 
weren’t comfortable with, only to be glad you did it?
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When was the last time you made a new friend in person, not 
online?

Are you confi dent in your communication skills? What are you 
actively doing to improve these skills?

Lesson 12
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Lesson 13
Love. There’s 
nothing more 

important 
than the 

people 
you love.
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“The best and most beautiful things in this 
world cannot be seen or even heard, but 
must be felt with the heart.” Helen Keller

If we had to choose the single most important factor that can 
significantly affect our happiness, it would almost certainly be love 
and relationships. More specifically, the quality of our relationships 
with the people we care about – spouses, family, friends and 
colleagues. 

If you want love, you have to make time for it. You need to be the 
person who makes enough time to share the love you have to give, 
to then feel love in return. Spend quality time together. Be in that 
moment.  Show appreciation for each other.

It is important to value our relationships and put them at the top 
of our priority list in order to be happy and successful. I remember 
Louis, a multi-millionaire whose hourly rate is more than $1000. 
He told me he finishes work at 3pm every day, no matter what, 
to ensure he could pick up his daughter from school, because it 
was the most important thing to him. Business, money, success… 
nothing is more important than family and the ones you truly love. 
At the end of the day, whether you are making $20 per hour or $2000 
per hour, we are human beings. We need love and connection and 
cannot be truly happy on our own.

I was guilty of not prioritising love for years, but the best thing about 
having these lunches, was that they put things into perspective so 
I could see what I cared about, clear as day. 
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As a result, I made an active change and started a date night every 
week with my husband after five years of not doing so. Once a 
fortnight, I also arranged to have a one-on-one ‘date’ with each of 
my sons, where we spent time talking, watching movies and doing 
activities together. I put my phone away and we really made the 
most of the time we had together. 

During that time, nothing else in the world mattered. By doing 
this, I not only noticed a dramatic increase in my happiness, but 
in theirs too. It gave me a feeling like no other, and it’s hard to put 
the exact feelings into words. My marriage was stronger than ever, 
which positively affected everything else in my life.

I also made sure I called my mum once a week for at least an hour 
to have a quality conversation, no matter how busy. I started 
making a conscious effort to do this with my other family members 
too, who I’ve rarely been able to see in recent years.

You need to give love to get love. As Morrie Schwartz says: “The 
most important thing in life is to learn how to give out love, and let 
it come in.” Make the people you love feel loved. Make them feel 
significant, cherished and special. There is nothing more beautiful 
in life.

One final important lesson I have learnt, is to love yourself. Be 
proud of yourself and celebrate your achievements. To have a 
strong, long-lasting, healthy relationship, you need to be able to 
love yourself first. As Lucille Ball says: “Love yourself first and 
everything else falls into line. You really have to love yourself to get 
anything done in this world.”

Lesson 13
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Really treasure your relationships. We often take them for granted. 
There are a lot of lonely people in the world, so be kind and show 
love to everyone you meet.

It might not make a big difference to you, but to those who 
are lonely, it will mean the world.
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Questions for YOU
Are there people you take for granted? What can you do to change 
this?

Who do you value most in life? What makes these relationships so 
great?

Do you feel you spend enough quality time with the ones you love?

Lesson 13
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Do you make a conscious eff ort to see or speak with the people you 
love - friends or family?

When was the last time you reached out to an old friend you haven’t 
seen for years?
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Lesson 14
Meaning  

of life: 
fulfilment 
will come 

from helping 
others.
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“Success without fulfilment is the ultimate 
failure.” Tony Robbins

It is no secret that helping others is the key to true fulfillment and 
success, yet I have noticed people still chase their dreams with 
the wrong goal in mind, and are never truly satisfied. There is no 
satisfaction in reaching the top if you don’t have anyone to share 
the success with. I believe true satisfaction and fulfillment comes 
from helping people and making other people’s lives better.

A good example of this is when I had lunch with another very 
successful businessman, who prefers not to be named here. He 
was surprisingly young and full of energy. At first, I was expecting 
him to talk about his wealth and how he had climbed the business 
ladder for years. Of course he did speak about his business, but he 
also declared how proud he was of his family – which is something 
I instantly connected with. 

He spoke about sports, movies and all the hobbies he was 
passionate about. I was actually delighted however, to discover 
that his face only truly lit up when he was telling me how he helped 
hundreds of children in a developing country receive an education. 
He even showed me a photo of their smiling faces.

This made me realise that success does not depend on your wealth, 
but how you can positively affect another person’s life. I was so 
inspired. I was motivated. We often don’t realise that a lot of people 
do not have the small things we take for granted.
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That was possibly one of my favourite lunches. Life without 
fulfilment is meaningless. You can’t live a meaningful life by being 
selfish, so make a conscious effort to help those around you.

The best thing about this lesson is that an act of kindness does not 
have to be a big gesture. Start small and by helping those closest to 
you: help your family, help your partner, and help your kids. Then 
focus on helping those around you: help your friends, help your 
community, help colleagues, and most importantly, help strangers. 
Something as small as complimenting someone, or giving up your 
seat on the bus to someone who needs it doesn’t seem like a big 
gesture, but these actions surely can make their life and your day 
better.

Isabel Allende stated: “We only have what we give.”

I couldn’t agree more with this.

Lesson 14
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Questions for YOU
If you had all the time, money and resources in the world, who 
would you want to help?

When was the last time you helped someone?

Can you remember a time when you went out of your way to help 
someone?
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Are you comfortable asking for help when YOU need it?

Do you consider yourself to be a spiritual person?
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Lesson 15
I’m motivated. I 

feel unstoppable. 
My self-

development 
journey has 

officially begun.
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“Some people want it to happen, some wish 
it would happen, others make it happen.” 
Michael Jordan

It’s no surprise that lunch has become the favourite time of my day; 
something for me to look forward to everyday. Having meaningful 
conversations every day and seeing so many successful people, 
really keeps me motivated, which pushes me further.

One thing that helped me was asking for feedback. I realised  
most people are more than willing to share their wisdom and help 
young or less experienced people like me to succeed. The more I 
asked, the less scared I became, and it almost became a ‘routine’ 
for me to ask every person for constructive feedback and advice. 

I understood more about my own strengths and weaknesses, how 
people thought about me in ways I had not considered. I had a 
range of good books recommended to me, was told of events 
I should attend, and was also given practical advice to help me 
become a better person.

Feedback and constructive criticism are the fuel of improvement. 
Learn to cherish them and take action to improve, rather than 
waste time being offended or stubborn. The most successful 
people are those who openly act upon feedback, no matter how 
big or small. Feedback won’t just come to you naturally, you’ll need 
to ask. Go out and seek it. Just ask. It’s that simple.

I like to ask people what they think is my best quality and the 
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most common reply has been, my willingness to learn, and my 
growth mindset. A willingness to learn is the fi rst step to becoming 
truly successful. Stay curious and keep going. You can never stop 
learning.

Another useful tip is to understand the person you are getting 
advice from. There’s no point getting advice from a broke person 
on how to get rich, or fi tness advice from an unfi t person. Chances 
are that advice won’t get you very far. Always aim to receive wisdom 
from qualifi ed people who have done what you want to achieve. 
Learn from the best, and you will become the best.

Last but not least, I’ve learnt the importance of investing in myself. 
It is truly the best investment I could make, and the best return on 
investment I’ve ever experienced. The satisfaction I felt from the 
continual growth is indescribable. 

Tony Robbins’ 
Unleash Your 
Power Within 
event.

Lesson 15
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I won a fi tness 
challenge by losing 
6.2kg in 28 days.

I’m still learning and growing now, and I feel like I can never get 
enough. In order to grow, I now have mentors and coaches. I 
read, I listen to podcasts, I attend seminars, retreats, conferences, 
support groups, and completed my formal study qualifi cations and 
signed up for more courses to improve my skills.

I feel like my life will never be the same and will only get 
better from here.
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Questions for YOU
When was the last time you spent money and invested in your own 
self-development?

Do you ever ask people for feedback? If so, do you listen to and act 
upon this feedback?

How often do you learn something new?

Lesson 15
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When was the last time you were proud of learning something?

Is there anyone who particularly inspires you? What is it about 
them that you fi nd so inspiring?





Conclusion
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Having lunch with 100 people in 11 months has been life-changing. 
I have never been so motivated and I feel unstoppable. With my 
new mindset, new found passions and all the breakthroughs I’ve 
experienced, I have discovered a brand new, empowered Kaley. 
Kaley 2.0.

Just to give you a visual. Both photos below are of me, 11 months 
apart. The fi rst photo was taken in January, just before I started 

this lunch journey. The 
second photo was taken 
in December, just after I 
fi nished the 100 Lunches. 
Both are the raw me, 
unedited – same person, 
same inside but more 
defi ned, more focused and 
less distracted. And yes, 
despite having 100 Lunches, 
I lost nine kilograms by 
eating healthy and working 
out.

This is THE most successful project I’ve ever done in my life so far. 
The outcomes were much better than I could have imagined. My 
future has never been brighter. I have much bigger dreams, a solid 
plan, big goals waiting to be accomplished, a better network, lots of 
cool stories to share, and my life will never be the same.

Everything happened so quickly that I honestly don’t know how it 
happened. I have written a book, and I didn’t see that coming. The 

Conclusion
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idea for writing a book wasn’t even in my mind until maybe a month 
before. I was typing my end of year summary, and I planned to type 
a few hundred-word articles to share my lunch experiences, but I 
had so many flashbacks that reminded me of the whole journey. I 
typed and typed and typed. Before I knew it, my essay was already 
20,000 words long. There was so much in my head that I had to 
share. I decided it was too long for an article, so I thought, let’s turn 
it into book. And that is how this book was born.

The whole idea of 100 Lunches started with a New Year’s Resolution, 
a challenge, a mission with little expectation of what would happen 
and certainly without seeing this book coming when I first started 
my journey. Life is interesting.

My final tip: start now. There is no excuse. Always remember that 
no one starts at being the best. They learn and become successful 
after putting in the work. Don’t worry if your first lunch is terrible; 
keep going and I promise it will get better. You can only improve. 
Learn from your mistakes. I can’t guarantee you will have 100 great 
lunches, but I can guarantee that you’ll have a better and more 
fulfilled life after having 100 Lunches with Strangers.

Back to the question I asked on page one. When was the 
last time you did something for the first time?
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John McFadden
Group Executive Chef and 
Culinary Director for Criniti’s, 
Head Judge at Chef of the 
Year 2018 Foodservice Show 
Australia, life cooking segment 
on Channel 10.

Ryan Ebert
Named twice in Australia’s Top 
30 Entrepreneurs under 30. 
Co-founder and director of 
PHW Group.

Stephen Harper 
Luncheon with the Former 
Prime Minister of Canada, 
(2006-2015) and a signed copy 
of his latest book.
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When was the first and the one-hundredth lunch?

	 	I	sent	out	my	first	round	of	lunch	invites	on	January	15,	2018,	and	
had	my	first	 lunch	on	 January	17,	 2018.	My	one-hundredth	 lunch	
was	on	December	1,	2018.

On average, how long was each lunch? What’s your longest lunch 
record?

  Most lunches took around an hour. The longest lunch was almost 
four hours long; the conversation went so deep that we basically felt 
like	old	friends	by	the	time	we	had	finished.	We	covered	everything	
from	childhood,	first	job,	current	job,	family	and	much	more.

Did you copy this idea from someone else or is that your original 
idea?

  One-hundred percent an original idea. I am not aware of anyone 
else doing the same thing.

Did anyone else copy this idea?

  Yes, and she totally made my day. A woman read my half year review 
LinkedIn	post	and	was	inspired.	She	even	invited	me	to	be	the	first	
of her 100 Lunches. We had a great conversation and she wrote me 
a thank you card. On the envelope, she wrote ‘stranger no.1’ and on 
the	back,	she	wrote	‘stranger	no	more’.	Definitely	one	of	the	happiest	
days in my life knowing I inspired someone to get out of their comfort 
zone to do something that is going to transform their life.
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Why 100 Lunches? Why not 50 or 200?

  Repetition creates masters. Practice makes perfect. And in order to 
truly learn and gain something out of a challenge, you need to do the 
same activity constantly, again and again. I wanted to meet as many 
people as possible, but at the same time, I needed to set a goal that 
was challenging and yet, achievable. 100 Lunches meant around 
two lunches per week. Take into account other lunch commitments, 
repeat lunches, and cancellations, this is realistically the maximum 
I felt I could do in a year.

What’s the percentage of people who accepted your lunch invites?

	 	When	I	fi	rst	started,	my	reply	rate	was	only	about	10	percent,	and	
of those who did reply, I’d say the majority of them were positive 
and said yes. After half-year review the number got higher because 
people could see that I was legitimate and committed to the journey, 
and many other people did the same, so my reply rate doubled to 
around 20 percent.

FAQs

The card she gave me
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Have you had any bad experiences so far?

  Honestly, I think I’m extremely lucky that my overall experience so 
far has been very positive. Some lunches were more amazing than 
others but there are none that I would describe as ‘bad’. I guess that 
comes to step one, which was selecting who to have lunch with in the 
first	place.	 I	only	 invited	someone	 in	whom	I	could	see	something	
special, so the conversation was always enjoyable and fun.

What was the biggest surprise from your experience?

  I couldn’t tell who was rich and who wasn’t. Someone came in a 
T-shirt and shorts, and it turned out he’s an owner of a national 
business earning more than everyone in the restaurant combined. 
Appearance is not everything, and successful people often avoid big 
wealthy displays. Never judge a book by its cover.

Who pays for lunch usually?

	 	Since	I’m	the	one	who	sends	the	invitation,	I	always	offer	to	pay	for	
lunch.	Despite	that,	I	think	I	only	paid	around	50	percent	of	the	time	
because sometimes my guest would insist on paying for me. I don’t 
have a formal record of it, so I don’t know the exact percentage but 
either way, it didn’t bother me in the slightest. Even if I had to pay for 
all of them, the experience was well worth the money.

Who is the most inspirational person you have met?

	 	To	be	completely	honest,	every	single	person	inspired	me,	in	different	
ways. I learnt so much from each person that I don’t think I could 
credit a single person as being the most inspirational.
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How did you make your selection on which strangers to ask? Was 
there a common theme among them?

	 	When	 I	 looked	 at	 each	 person’s	 LinkedIn	 profile,	 I	 looked	 for	
something special. Whatever that might be. In the beginning, I 
was	just	trying	to	invite	people	from	different	industries,	so	I	could	
hear	from	different	perspectives.	I	had	lunch	with	business	owners,	
electricians, teachers, engineers, graphic designers, IT programmers, 
and truck drivers. Sometimes I purposely looked for people who had 
done what I wanted to do. For example, I was looking to improve 
myself	by	signing	up	for	a	USD	$2500	course	by	a	guy	named	Dan	
Lok. I invited two people who had already completed the program 
and it was great to hear their experience. And right after joining the 
Tony Robbins event, I was really into personal development, and I 
had lunches with four life coaches in a row because I just enjoyed 
talking to them so much. If I had to pick a common theme, it would 
be ‘I see this is someone I can learn from’.

Do you keep in touch with these ‘strangers’ or are these all one-off 
events?

  I’m proud to say; I’m still in touch with most of my guests in one 
form or another (second meetings, messages, emails, social media, 
etc). That was also one of the main challenges of reaching my 100 
Lunches target - the repeat lunches. Among the 100 Lunches, I met 
at least 40 of my guests for a second lunch.

FAQs
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Where did you have lunch?

  Usually around my workplace. I’m incredibly grateful that most 
people are amiable and willing to come to me. I remember there was 
one	guest	who	drove	1.5	hours	just	to	come	and	have	lunch	with	me	
and went straight back home afterwards. However, sometimes we 
would meet in the city or somewhere closer to my guests’ workplace.

How does the conversation usually go? What do you talk about?

  I always start by thanking them for coming to have lunch with me. 
Then	often	 the	conversation	 just	flowed.	To	avoid	repetitive	 topics,	
I usually let my guest lead the discussion and let them talk about 
whatever interested them. Hobbies, holidays, their family are the 
most common topics, but most people seem to have something they 
are especially passionate to share.

How come there are way more males than females in the picture? 
What is the male/ female ratio?

	 	Of	the	100	lunch	guests,	there	were	89	males	and	12	females.	One	
lunch guest brought his male friend because his friend was in the 
same	 industry	 as	me	 and	 he	 thought	 it	would	 be	 beneficial.	 This	
is another question I got asked a lot, especially after my half year 
review	 when	 all	 the	 photos	 were	 males.	 Honestly,	 the	 significant	
discrepancy is not from lack of trying. It’s just the way it worked out, 
without any intention. See Lesson 9 for more details.
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Are you trying to sell people your financial planning service?

	 	While	I	did	gain	some	new	clients	from	the	lunches,	this	has	definitely	
never been my plan. However, this is part of the natural outcome 
after you have a friendly conversation with someone. In fact, not 
only did people I had lunch with engage with my services, but I have 
engaged them for their services too.

Why lunch?

  It’s cool that lunch can be as short as 30 minutes and as long as 
three hours. If it’s terrible (luckily, that never happened), we can eat 
fast and end in half an hour. If it’s nice and we enjoy each other’s 
company,	 we	 can	 have	 dessert,	 coffee	 and	 spend	 three	 hours.	
It’s not too overwhelming but its long enough to have a deeper 
understanding	of	each	other.	Plus,	I	hate	coffee,	so	I	can’t	do	coffee	
catch-ups as most people do.

How much weight have you gained by eating out and having all 
these yummy lunches?

	 	None.	 In	 fact,	 In	 2018,	 I	 lost	 nine	 kilograms	 in	 total	 by	making	 a	
conscious	effort	to	eat	healthier	and	exercise	regularly.

Are you still going to have lunches with people in the future?

	 	Absolutely!	As	my	confidence	grew,	I	invited	a	lot	more	famous,	and	
known people. By improving my skills in asking the right questions 
and	connecting	with	a	variety	of	different	people,	the	conversations	
got more in-depth and more interesting. I’m sure that if I continue 
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to do this, my next 100 Lunches will be even more interesting and I 
honestly cannot wait to see what my next 100 Lunches will bring.





Feature 
Stories



Feature
Story 1

Tansel Ali
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One day in August 2018, I was randomly browsing on LinkedIn, I 
saw this post – and it grabbed my attention.

Who can remember random numbers like this? I clicked on his 
profi le, and I was even more impressed. Tansel is the four times 
Australian Memory Champion who had memorised two Yellow 
Pages Phone Book in 24 days!

I was so impressed I knew I had 
to meet this guy. But how? Surely, 
someone like him would be too 
busy to meet a random girl like 
me. Unasked questions remain 
unanswered. With an ‘I have 
nothing to lose’ attitude, I sent 
Tansel a LinkedIn message to 
introduce myself. To my surprise, 
Tansel replied to my message in 
three hours with a ‘YES’!

I was excited and nervous, and thought I would have to be careful 
of what I told him because he would remember every single word 
I said. Tansel arrived with a big smile and a laugh. “Hi Kaley, nice to 
meet you, I almost forgot our meeting.”

He was so friendly and funny. He probably sensed my nervousness, 
but quickly made me feel calm. He was positive and encouraging. 
We talked about family, work, guitar, travel... just like any friends do. 
At the end of the lunch, when I mentioned my goldfi sh-like memory, 
he was even kind enough to give me an autographed copy of his 
best-selling memory book, Yellow Elephant.
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We caught up again and again; and I realised I really liked this guy 
and we shared lots of similar values. I’m very proud to announce 
I offi  cially became Tansel’s mentee and started learning from him 
in 2019. 

Tansel’s side of the story

When I was approached by Kaley about her project to have lunch 
with 100 people, it immediately reminded me of the mental 
training I had done as a memory athlete. In order to get to a high 
competitive standard, I needed to train for hours on end to get 
better fast. For example, instead of memorising fi ve decks of 
playing cards in practice, I knew I had to really push it to 10 times 
that actual number. This is so that after 100 tries of memorising 
cards, it gives me the feedback I need to analyse, assess, and 
improve at a greater scale than ever before. The breadth of data 
of 100 tries in a short period is extremely useful. The process also 
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gives me greater confi dence, trust, and belief in my ability on what 
I can do, as well as my pitfalls and how I can overcome them.

Kaley’s lunch with 100 people enabled her to accumulate a large 
set of data in a short space of time. From the very fi rst person 
to the last, she experienced exponential growth in confi dence, 
communication, and people skills, among many other exciting 
things to which she discovered along her journey. Including great 
lunch spots in Melbourne. Anyone can come up with a great idea, 
yet taking action on the idea and following through is a totally 
diff erent game. It takes discipline, sacrifi ce, great belief in oneself 
and a will to succeed. Kaley, just like a champion athlete, was able 
to put in the eff ort and hours in order to better herself. In a world 
of social media where we can grow our following into the hundreds, 
Kaley has actually met 100 strangers in person. I’m excited to see 
Kaley’s growth from all of this as I believe it will open many doors, 
give confi dence for greater challenges, and most importantly enjoy 
life and help humanity. As she says – life is meant for living.

Tansel Ali
Four time Australian Memory Champion
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Lunch with Mark Chen was another life changing one. 

21st August, 2018, I sent out my invitation for lunch to Mark. Within 
an hour, I got my reply.

A week later, we met at a Japanese restaurant for lunch. Mark is 
a ‘marketing guru’. At the age of 24, he was the Creative Head of 
the animation house that produced the initial conceptual work for 
Jackie Chan’s animated TV series and he is now the principal of his 
own marketing and branding consultancy.

He is not the richest person I have met, nor the most successful 
person by the standard social defi nition, but he’s defi nitely one 
of the most creative people I know who made a diff erence in my 
life. In my opinion, he’s a genius with a very unique perspective on 
things.

When I fi rst met Mark he had so many original, great ideas. He was 
extremely friendly and super supportive of me. Most importantly, 
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he kept encouraging me to think BIG. He gave me ideas on what 
to do in 2019, he encouraged me to document and share my 100 
Lunches journey. What an idea that turned out to be.

His next project is a retail tech startup that he’s co-founded. When 
I heard the pitch, I was quite impressed at the originality of his 
proposition. It is truly a unique idea that has the potential to have 
a big global impact. I believe that Mark will be very successful with 
his new venture and he will have my full support for sure.

Mark’s side of the story
Like most of Kaley’s guests, I only heard of her 100 Lunches when 
she sent me an invite on LinkedIn. “What an amazing idea...” I said 
to myself. Closely followed by, “Bloody genius.” A quick reply and 
the meeting was set.

The first meeting was pretty run of the mill, as far as first meetings 
go. I won’t bore you with the details, but I got to understand a bit 
more about Kaley and vice-versa.

However, what struck me about our conversation was the drive 
that Kaley brought to table (figuratively, of course). There was a 
certain fire that burned behind her eyes that alerted me to the fact 
that I was sitting across from a kindred spirit. One that has yet to 
fully spread her wings.

Her immigrant story also struck a chord. As a fellow transplant, 
albeit from different countries of origin – I connected with her 
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sense of disconnection, as all migrants feel when they first arrive 
on new shores.

Her determination to break through and create connection, was 
what sold me on offering to coach her. Frankly, it wasn’t too hard 
a decision.

So, fast forward six months and here we are. Publishing a book.

That is what I call inspirational.

Mark Chen
Entrepreuneur, Marketer and Podcaster
www.linkedin.com/in/mark-chen
www.destroydigital.com.au
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Ray Malone, the CEO and the entrepreneur behind the rise of AMA 
Group from a $2.4million company eight years ago to a fi rm with 
a value of $700million. I am very honoured that I had Ray as my 
one-hundredth lunch guest, and it beautifully wrapped up my 100 
Lunches project.

Back in April 2018, I had lunch with a guy named Nicholas Benbow, 
a director of William Bucks. We had a great talk and after, he invited 
me to an IPO networking event his company organised in June. Ray 
Malone was the speaker that day, and shared his success story. He 

had my full attention for the entire 
two hours, and I was inspired and 
fascinated by his story. I decided 
I wanted to have lunch with him. 
At the end of the presentation, I 
approached him to introduce 
myself. Ray was really nice, and 
he gave me his business card and 
said: “Kaley, I’m fl ying overseas 
for work for the next few weeks, 
keep in touch and we’ll fi nd a time 
to meet.”

Arranging a lunch meeting wasn’t 
easy. Ray is indeed a very busy 

person who travels around the world for business all the time. It 
took me close to fi ve months to confi rm a date. Saturday, December 
1 was the only day he was available in between his trips, and I only 
found out two days prior. Without any hesitation, I cancelled all 
my appointments on the day and went to lunch with Ray. I wasn’t 
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disappointed. It was one of the best lunches ever.

To be honest, when I fi rst sat down, I was a touch intimidated. 
Sitting opposite me was probably one of the smartest men I had 
ever met, and I was a young woman who had just started out in 
my career. To be at his level of success, you might assume him to 
be very arrogant, but in reality, he was the complete opposite – 
humble and friendly.

“Always be humble and you can’t be too humble,” he said. He gave 
me 10 practical tips on 
how to be successful. At 
the end of the lunch, he 
told me, “Kaley, you can 
have anything you want in 
the world. You just need 
to be realistic. You need 
to work on it and you will 
eventually get it, whatever 
it is you want, be it money, 
fame, contribution, 

experience, business. But you need to be realistic. You can’t get it 
tomorrow, you might not even get it next year. Never give up and 
give it some time. In fi ve, 10, 20 years you’ll get whatever you want.”

That lunch was almost three hours long. Despite the signifi cant 
diff erence in our social status, I genuinely believe that I made a 
new friend and a great connection. Thank you Ray, you made me 
believe that anything is possible in life.
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Ray’s side of the story
Kaley came to the door and was instantly memorable. She oozed 
confidence and was very easy to talk to over lunch. She was an 
awesome listener, clearly very intelligent, interesting, extremely 
driven and captivating.

I can pick who will make it, and I believe Kaley will.

The concept of 100 meetings with interesting and successful people 
will benefit her in spades. I instantly felt at ease, and I would back 
her to be successful.

If Kaley knew or could learn what we know now but at her young 
age, with her passion and enthusiasm – she would own the free 
world.

Ray Malone
CEO of AMA Group
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Katrina Bourke
When Kaley’s message arrived 
inviting me to lunch, my very fi rst 
instinct was to thank her politely 
and then give her a convincing 
reason as to why I couldn’t possibly 
make it. You see, the introvert in 
me couldn’t believe that someone 
would willingly, with no-strings-

attached, want to have lunch with someone they had never met 
before. I mean, there would be small talk. There were bound to be 
awkward silences and polite laughter. 

Thankfully, my curiosity got the better of me, and a couple of weeks 
later I found myself sitting across the table from the eff ervescent 
ball of energy that is Kaley Chu. 

What a gift unexpected moments so often turn out to be. I had 
arrived with a carefully constructed plan to extricate myself quickly 
should our lunch turn into a sales pitch or an invitation to some 
guaranteed-to-make-a-million MLM scheme. Instead, I found 
myself drawn into an animated conversation that covered human 
nature, creative concepts, and which seats are the safest on a bus. 

Naturally, I had plenty of questions to ask her about her 100 
Lunches experiment: how did she select people? What had she 
learnt? Most interesting lunch? Most boring? What had surprised 
her? Would she do it again? Would she do it diff erently? 

What I most appreciated was Kaley’s positivity about her 
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interactions. She had met with people from a diverse range of age 
groups, backgrounds, careers, belief systems, and experiences. 
It would have been easy for her to focus on the differences, the 
curious, and the downright strange. Yet Kaley simply didn’t go 
there. She talked to me about the wonderful people who had left 
an imprint with her, she quoted me a line or two that had stuck 
with her from conversations, she talked about incredible strengths 
and achievements that people had shared with her and she shared 
some of the inspiring friendships and projects that had blossomed 
out of these simple meetings. 

And that’s when I really appreciated the experience Kaley had 
invited me to. It wasn’t just the opportunity to have lunch with 
someone from a different career or to meet with someone 
courageous enough to invite total strangers to lunch. It was an 
opportunity to broaden my own perspective, to experience the 
excitement and joy of connecting with others. To know that I was 
contributing to this rich experiment Kaley had created and at the 
same time to benefit from all the lunch conversations she had had 
before me. 

Three-and-a-half hours after we met, I walked away from that lunch 
feeling inspired, empowered and delighted with the knowledge that 
life has great opportunities to offer if only we are brave enough to 
say - Yes.

Katrina Bourke 
Life and Leadership Coach 
at Katrina Bourke Coaching

What do my lunch guests think
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Simon Rabl
My Mum often tells me 
‘everything happens for a 
reason’. In my early 20’s a 
great motivator, Anthony 
Robbins also told me 
‘It’s the diff erence that 
makes the diff erence’. 
Recently, both these 
raised their head again, 
and I’m so glad they did. 

Out of the blue, I get an invite to lunch from Kaley, a young, energetic 
lady on a mission to have 100 Lunches in a year. Why me, I ask 
myself? Is this a scam, is it a marketing ploy or is it even something 
more sinister? Isn’t it crazy how our minds go to the negative rather 
than the positive in many instances? Maybe it is the fi ght or fl ight 
mechanism. 

Anyway, then my Mum’s advice rings loud in my head, and I decide 
to fi nd out more. Kaley tells me more of her mission and simply 
put, I’ve had a privileged life, and if I can share my experiences and 
learnings to help just one other person, that’s good enough for me. 
Also, I have to eat so why not combine both, so I take the plunge 
and agree to catch up for lunch. 

We meet, have lunch and talk heaps, learning about what we’ve 
each learnt and achieved. Lunch was delicious, the company was 
great and the conversation even better. I’m even more inspired to 



174

give back more to a world that has served me well. 

Then Anthony’s words ring true again; it really is through doing 
different things, with different people in different circumstances 
that make the difference. Everyone needs to do something different 
to make a difference. 

One thing is for sure, Kaley is a special person who is going places, 
and the world really is her oyster. Watch this space as Kaley conquers 
whatever she sets her mind to. Thanks, Kaley and all the very best 
for you, your family and your life pursuits and experiences. 

Simon Rabl
Performance & Productivity Leader
Director at LBARS Pty Ltd

What do my lunch guests think
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Jodie Broadbent
 It’s a dull day. I check into 
my LinkedIn account, to 
respond to messages and 
make more connections. 
There’s a message from 
someone called Kaley Chu. 
I don’t know her, so I’m 
immediately guarded. Is 
this yet another request 
to check out a ‘wonderful 

business opportunity’ that promises to help me ‘become fi nancially 
free’? Instead, her opening line is ‘Would you like to have lunch with 
me? :)’

This immediately appeals to me. Food. Yum. And a smiley face. How 
cute. So, I read the rest of the message. Seriously, what harm can it 
do? It’s a dull day, remember?

One of Kaley’s resolutions for 2018 is to expand her network and 
have lunch with 100 new connections. Whoa! 100 Lunches! What 
a goal! Who has time for that? I check out her profi le, which is 
impressive, and I like that she has a growth mindset to expand her 
knowledge and her network. I know how hard it can be to set aside 
time to hit personal goals, my own for 2018 was to help others 
more. I decide to accept and we work out a tentative date, which 
seems a long way off  in the distance.

In the ensuing time, we chat a little over LinkedIn, and Kaley reveals 
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she has invited over 100 women, and I’m the first one to accept. 
Seriously, my fellow lady-folk! What IS going on?

We don’t need to worry about sexism destroying us, we appear 
to be doing a pretty good job of it on our own. Kaley says some 
women were even rude in their response – why do they even 
bother to respond? Why be nasty to someone who’s just trying to 
hit a goal?

I simply don’t understand it, and it makes me further realise we 
have a long way to go toward supporting our sisterhood, before we 
dare harp on about gender equality. As women, if we cannot even 
treat each other equally and respectfully, how do we have the gall 
to expect men to do so?

I’m determined to demonstrate to Kaley that not all women are like 
those who have rejected her invitation, that there are some of us 
out there who cheer each other on.

After a couple of rainchecks, the day has arrived. I admit to myself 
I’m a bit nervous. What if this is a rouse to show me a network 
marketing opportunity? What if she’s really awful? What if her 
breath stinks? What if MY breath stinks? I’m really busy at work, 
maybe I could just take another raincheck?

I give myself a stern talking to. This person has made time in her 
day to meet me, so it’s only respectful of her time that I reciprocate. 
It’s only an hour or thereabouts, I need lunch anyway, so I convince 
myself to go. My inner child is having a tantrum, upset at being torn 
away from a task that was really interesting; my outer grown-up 
pulls up her big girl panties and heads in to Melbourne’s Southbank.

What do my lunch guests think
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The day is warm, with a light, cool breeze. It’s perfect for dining 
outdoors, and I find myself wondering if Kaley likes to eat 
outside. I hope she’s not one of these women who orders a salad, 
without dressing, and only eats half. I would just about die from 
embarrassment. I love my food!

I figure out where the restaurant is, and wait at the front. The 
waitress asks if I’d like a table, and I say I’m waiting for a friend. She 
asks if we’d like to sit inside or outside. I respond, “I’m not sure, I’ll 
wait until my friend arrives,” and then I realise how desperate that 
sounds.

I must look like I’m waiting for a blind date. I mean, I kind of am, 
but I’m not, but it’s weird, right? I’m sure the waitress gives me a 
sympathetic look, and my tummy knots in worry again. What if she 
doesn’t show up? How silly would I feel. This was a stupid idea.

I open LinkedIn and send Kaley a message letting her know I’ve 
arrived. She says she’s walking there, and asks if I’ve got a table. I 
let her know I’m sitting near the entrance, and to look for my red 
glasses (which are on my face, obviously). I have butterflies, and 
haven’t felt this stupid since I was a kid.

When she arrives, I feel awkward. Kaley is so petite, but so friendly. 
I remember that I’m not her first lunch partner, she’s done this 
before and probably knows I’m nervous and don’t know what to 
expect. I try to relax, and we chat comfortably while checking out 
the menu.

I order the gnocchi, and Kaley orders a burger. I wonder where 
she’s going to put it, and tell her so. She laughs and we fall into 
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normal, friendly conversation, like we’re old friends who haven’t 
caught up in a while.

I ask her about her work, her family, the usual things, and she’s a 
very interesting person, and works in the wealth advisory sector. 
She asks about my work and family, and she’s excited that I’m 
involved in the trucking industry. We talk about trucks and she 
asks lots of intelligent questions, expressing surprise and awe 
about what truck drivers do, how clever they are at manoeuvring a 
B-double, and she admits having trouble not getting a scratch on 
her little car.

It’s a lovely lunch, and it’s over too soon. I really enjoyed the 
opportunity to step outside my comfort zone and meet someone 
new. I can see why Kaley does it now, it’s quite a buzz to engage 
with another person in such a way, and I learnt a lot about a new 
person.

We have kept in touch since our lunch, and one day we will get our 
families together so her family can go for a little drive in a truck. 
What a great way to promote my industry, while learning about 
another. I still can’t believe other people have rejected such an 
opportunity. It wasn’t terrible in any way, especially given my initial 
apprehension.

I am hopeful that Kaley continues to share her open friendship 
with new people, teaching them to not be afraid of new challenges, 
to be aware that not all invitations to lunch have an ulterior motive.

It makes me wonder though, have we forgotten the true art of 
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networking? Sure, we have thousands of connections on LinkedIn, 
but how well do we use this tool? As a society, we are quite happy 
to jump into a stranger’s car on our own (think: Uber) and yet, we 
are cautious about having lunch with a person, in a public place, 
because… well, what could possibly happen? You learn about a 
different industry to your own? You identify a procedure or method 
that might work in your own business? Or, *gasp* you have an 
enjoyable time? We can’t have any of that. Back to staring at your 
screens, you heathens!

Thank you Kaley for inviting me to lunch, it was lovely and I really 
enjoyed your company. I can’t wait to introduce your family to a 
real, live, working truck, and I hope I can help you achieve many 
more amazing goals in the future.

Jodie Broadbent 
National Transport Compliance Manager 
at Americold Logistics, LLC.
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Aileen Hiskins
 I have been in the Learning and 
Organisational Development fi eld 
for more than 30 years and have 
witnessed over and over again the 
magic that happens when someone 
steps outside of their comfort zone 
and into the learning zone. 

I fi rst learnt of Kaley’s personal challenge to have lunch with 100 
strangers in 2018 in July of the same year. At that point Kaley 
had achieved 60 percent of her goal. From my viewpoint Kaley 
was defi nitely stepping outside of the comfort zone and into the 
learning zone, and I for one was intrigued. I contacted Kaley and 
booked a lunch. I was lunch number 99. 

On the bright Melbourne day that we were to meet I was feeling 
unusually anxious. This feeling took me by surprise especially 
considering how many 100s of people I have coached over the 
years, and equally how many networking lunches I have attended. 
Why was today diff erent? 

Maybe I was feeling anxious for Kaley, or maybe given that Kaley 
had 98 lunches before mine and no doubt met so many interesting 
people, I may be a bit boring. Who knows where the anxiety came 
from but it was immediately dispelled when I met Kaley. She was 
so engaging, so humble, so warm and so interesting that within 
moments it was as if I was having lunch with a long-time friend. 

I walked away from the lunch with Kaley fi rm in my belief that magic 
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does happen on the other side of the comfort zone, I was more 
sure than ever because today I stepped outside of mine.

I am so looking forward to watching Kaley’s career unfold and I am 
sure she will be unstoppable.

Aileen Hiskins
Director at Strategic Alignment Training
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Derek Stewart
It all started with a LinkedIn 
message asking me to lunch.

My initial thought was it was like 
many generic LinkedIn requests 
I got. Looking more closely I saw 
it was unique.

Kaley was not mass mailing 
everyone in an industry or with 

a certain job title. She was not selling anything. She was using a 
curated approach to achieve a specific goal of meeting and lunching 
with 100 strangers.

So I immediately said ‘YES’.

The lunch exceeded my expectations. We had a diverse and 
interesting conversation covering work, self-improvement, 
entrepreneurship, relationships, parenting, real estate investing 
and Asian culture, which is a very rare level of depth and scope. 
Especially with someone you have just met.

There is a common wisdom that “It is not WHAT you know, it is WHO 
you know.”

Some people say it because it sounds good, and others say it with 
deep resentment and frustration.

Very rarely does anyone hear that, and then ask themselves “How 
can I get to know more people?”

What do my lunch guests think
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To proactively expand their network. Meet new people. Cultivate 
relationships. Dedicate and invest time in learning from others.

To acknowledge that WHO you know is not limited or fixed in life.

Kaley set a fantastic example of being a super-networker and 
super-connector. Constantly expanding who she knows.

The huge results of this will multiply like compound interest for 
decades to come.

Derek Stewart
Founder of ‘Future of Australia Podcast’
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Dave Robinson
As many of us do, I tend not 
to pay too much attention 
to random requests from 
strangers on LinkedIn. So it was 
to my own surprise that I found 
myself responding to Kaley. 
Perhaps it was her friendly 
approach. Perhaps it was the 
novelty of her suggestion. 

Either way, I was intrigued, and decided to agree to a lunch. I met 
Kaley near her offi  ce in Southbank and we settled into an easy 
conversation after obligatory small talk.

The hardest part of building anything is keeping momentum after 
making a start. It’s easy to imagine, daunting to commence, and 
hard to keep going. So it is with admiration that I congratulate Kaley 
on completing her task. 100 Lunches with complete strangers has 
been a perfect career starter – she has built a network, gained 
confi dence and now has some experiences she can share. What a 
fantastic achievement so early in a professional life. It will be fun to 
see what Kaley does next. I am inspired to try new things by Kaley, 
and energetic people like her.

Dave Robinson
Director at Night & Day Communications

What do my lunch guests think
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David Klingberg
Kaley and I are in the 
same industry – helping 
people realise their 
development dreams. I run 
a town planning, landscape 
design and urban design 
consultancy.

I met Kaley when I just 
‘dropped into’ the Equi 

Wealth office and Kaley invited me to lunch. She told me her aim 
was to have 100 Lunches in a year. At the time I was - and still am – 
on my own fast-growth path and I thought this was very admirable, 
to say the least. 

I am a big believer that the growth of a business is a numbers 
game; sure you have to provide great and superior service to the 
client, without doubt but you also have to get to meet them. The 
more people you meet, the more opportunities you have to create 
a meaningful relationship and a potential new client.

I remember thinking John Di Natale was a very lucky man as the 
owner and manager of Equi Wealth, and that he had found himself 
some ‘gold dust’ in Kaley. A bright and motivated person who is 
invested in the success and growth of someone else’s business. 
Having run businesses for nearly 20 years I knew people such as 
Kaley were hard to find.
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We had a pleasant lunch at Southbank. We spoke a little about 
our businesses and got to know how we could help each other. I 
was interested in what Equi Wealth did, and in particular how they 
could help my clients realise their development goals. We aimed to 
make our clients development journey easier and as such knowing 
great people in the development industry is vital for our clients 
and collaborators.

What I was mainly interested in was Kaley’s ambition. I knew 
that I was sitting in the presence of a unique individual and I was 
interested in what made her driven and strive for her goals. We 
talked about her family and background growing up and I realised 
she was someone who was always striving for better things.

Striving for better things not just for herself and her family but for 
others. She had a genuine belief in helping others and she knew 
that if she did that for herself, she would also help John and Equi 
Wealth to succeed. That really resonated with me. The other thing 
I learnt was that she was learning so much that would make her a 
leader in her field. It was too good an opportunity to pass up and I 
thought she should document her journey and told her so.

The fact that Kaley is learning from others and passing on lessons 
is inspirational. This is a great industry we are in – the development 
industry - and I hope her lessons and learnings reach far and wide 
as we need people like Kaley to succeed and inspire.

David Klingberg
Director and Principal 
at Smart Planning and Design Town Planner

What do my lunch guests think
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Stuart Sharman
I would estimate that I receive 
about 10 invitations a week 
from total strangers to attend 
a ‘lunch meeting’. I have never 
accepted one. In all cases there 
is an invitation to have lunch but 
always attached is a sales pitch 
to invest in a new project or 

business or be amazed at how a particular product can ‘transform’ 
my business.

So the first reaction when Kaley’s invite appeared was: “yeah, nah”. 
However, I did glance through and saw that there was no sales 
pitch attached and in fact that the 100 Lunches project appeared 
genuine (thank you Facebook). I figured I had nothing to lose and 
was intrigued to find out more about a clearly young and ambitious 
person who would take such an interesting initiative.

The day of the lunch came around and I had several strategies 
ready to use in case I needed to make a quick extraction. Perhaps 
this was going to be a very well disguised invitation to take on a 
timeshare. If a PowerPoint deck came out at any stage, I was out 
of there.

However, the time flew past and Kaley turned out to be inspiring, 
fun and also attentive. So often and especially in young people, 
ambition and initiative takes precedence over listening. Absolutely 
not the case with Kaley! Which makes her unique in my experience.
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She asked me a lot about my children, my job, my successes, my 
failures and clearly wanted to know what made me tick. I was able 
to share some pretty personal parts of my life and felt totally at 
ease doing so. She returned the favour and we laughed as we 
looked at our pasts and talked about a future for our lives.

I was inspired and still remember the hour very clearly. I remember 
the food I had (open beef burger) but above all, the way that Kaley 
made me feel stuck with me. I felt listened to, I felt like I mattered, 
and I felt important. I knew that I had just met a unique individual.

To top it all off, while she was speaking about her work and her 
role there, it reminded me I had been putting off reassessing my 
finances. I asked if she thought her company could help me. Two 
weeks and several meetings later and I have now cut my investment 
fees literally in half and have a financial plan for my future. 

If that wasn’t the greatest way to sell, I don’t know what is. No 
PowerPoint deck, zero push, no intention to do anything other 
than connect with people. She wasn’t meeting me for lunch to sell 
a damn thing, and yet I am now a very happy customer.

Given her drive, ambition, attentiveness and personable nature, 
Kaley will reach significant heights of that I have absolutely no 
doubt. I will be proud one day to say: “I had lunch with her”.

Thanks Kaley.

Stuart Sharman
Solution Sales Manager
of Comscentre
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Next Step!
Now that you fi nished reading my book and my journey, I have a 
challenge for you.

100 Lunches with 
Strangers Challenge
Don’t worry, I will give you the tips you need to get started and you 
can join our community to support and encourage each other to 
step out of your comfort zone.

Go to www.100lunches.com for more info!
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Step-by-step, how to do it
1.  Set a budget.

2.  Think of who you want to invite. Start with people working 
around you.

3.  Research the restaurants around you.

4.  Start thinking about who you are, and something interesting 
about you. What is your introduction.

5.  Type your lunch invitation template.

6.  Read the profile for the target lunch guests and when you find 
someone you want to invite, take note on one to two interesting 
points from their profile.

7.  Send the invitations! Mention the interest point, explain to them 
your intention, tell them who you are and why you want to meet.

8.  Ta-da! You’ve got your first lunch. Be there on time!

9.  Take a selfie when the food arrives, but before you start eating.

10.  Enjoy your meal and the company.

11.  Send you guest a thank you message with the photo after lunch.

12.  Keep in touch with your new friend.

13.  From time to time, share your journey on LinkedIn, it really helps 
to build your story and makes it easier to invite other guests in 
the future.
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Tips on inviting guests
• Be you. Be genuine. Be authentic. 

•  I don’t believe the phrase ‘fake it till you make it’. Just be honest, if 
you’re nervous, say you’re nervous. 

•  If you don’t know something, say you don’t know. People appreciate 
honesty, and being true to yourself means you will have a more 
meaningful relationship.

• Read their profile, research them, send a personalised invitation 
message. 

• Have a nice photo and a professional LinkedIn profile/bio.

•  Who to invite? People with long lunch hours like directors, 
freelancers, senior executives etc.

Tip: Invite people who work near you to minimise travel.

•  Think about who you want to meet, and invite people with 
diversified backgrounds.

•  Be consistent, follow up, if you’re going to meet cool people, maybe 
go to events and ask those keynote speakers.

•  With the permission of your guests, post the photos on your post 
so people can see you are genuine (my success rate doubled when 
I included my half-year review post in the invitation).

•  Don’t be discouraged by no replies or rejections. Just keep inviting 
people.
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•  Make sure you exchange phone numbers once the lunch is 
confirmed. I had a situation where I couldn’t find my guest and 
I needed to call their office and ask for his phone number, and 
caused a bit of drama.

•  Things happen. People will cancel, postpone the lunch for different 
reasons and that’s normal. If you want to have 100 lunches in a 
year, you probably need to aim for 4 lunches a week and hopefully, 
2 or 3 will happen.

Sample invitation templates
Below is a sample invitation template you can use. It is the template 
which helped me lock in my 100 Lunches. You’re welcome to use it 
or edit it to your style.

Hi (First Name),

Would you like to have lunch with me? :) Thanks for connecting.

I connected with you on LinkedIn / sending this message to you 
because… (reasons why you found this person interesting)

One of my new year’s resolution was to expand my network and 
have lunch with 100 new connections.

Or simply:

I was inspired by this girl, Kaley. This is her post (add link) and I want 
to do the same.

Then share a bit of your progress or how you’re tracking.

Appendix
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You’re	the	first	one	that	I	invited	because...

or

I’ve had lunch with <number> people already and would love you to 
be my <number> lunch guest.

Share a link or a photo of your past lunches if you can.

If you are liked-minded, love to meet and talk to new people, please 
don’t turn down this friendly lunch invitation.

I work at <your company> and usually have lunch around <time>. I 
am	very	flexible	with	lunch	hours	so	if	you	are	in	the	area	anytime,	
please let me know and we can have lunch together and talk about 
how we can help each other.

Just	a	 little	bit	of	 info	about	me,	 I	work	as	a	<your	title>	at	<your	
company name>. We <a bit info on what you do and some interesting 
fact about you>.

Hope to meet you soon.

Cheers,
<Your Name>



Meet 
Kachu.

Do you like 
the little 

illustrations 
at the end of 

each chapter? 
Her name 
is Kachu.
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Kachu is a bubble of positivity to combat negativity. It is so easy to fall 
into a negative mindset and lose motivation, which is why I created 
Kachu – who is actually a mini me. 

She is a bubble of happiness and is my way to share positive vibes 
and motivation. Her smile is infections and she fi nds the rainbow 
in every situation. I hope she put a smile on your face. To see more 
of her, you can go to: 

www.kaleychu.com/kachu
I update the page regularly with new, inspiring illustrations of her. 
If you have ideas on what quote to use, please feel free to email me 
and let me know. 
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Meet Kachu



199



SPECIAL
THANK 

YOU



201

‘A truly great mentor is hard to fi nd and 
impossible to forget.’
There’s one special person in my life who is so important that I 
have to dedicate this whole chapter to him.

Thank you for your support, my boss, my mentor, my best friend: 
John Di Natale.

Having the opportunity to work with John and become his 
mentee was one of the best things that ever happened to me. His 
unconditional support and encouragement helped me so much, 
and I am forever grateful.

John told me that he saw the potential in me that I didn’t even know 
was there. He spent hours and hours coaching me, helped me grow, 
helped me learn, gave me all the physical and mental support that I 
needed and countless opportunities.

You raise me up, so I can stand on mountains
You raise me up to walk on stormy seas
I am strong when I am on your shoulders
You raise me up to more than I can be
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Ladies and gentleman, please mark my words here, if one day I 
become successful (or not, it doesn’t really matter), I will never ever 
forget this amazing man and I will do whatever I can within my 
power to make this man happy because I have never seen a more 
beautiful soul and he deserves nothing but the best in life.

From the bottom of my heart, THANK YOU John, because of you, 
my life will never be the same. I appreciate you more than you’ll 
ever know. Thank you for being my mentor. 

Thank you for becoming the dear friend I never knew I needed. I 
hope our friendship will continue to grow and we can achieve 
something bigger and better in the years to come.
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