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I was on the verge of losing a big contract with a client
who had suddenly passed away (causing his business to
go into upheaval, as I’m sure you could imagine) and
was talking to a friend who worked at a large oil and gas
company in downtown Calgary. She said to me “you
could always come work here”.

A chill went up my spine – and I knew in that moment
I would never wear pantihose again and have a boss
dictate how I spent my time each day. 

But what I didn’t realize is that I might find myself with
a worse boss – ME!

When you are in business for yourself you are 100% in
charge of everything – you are the boss. You have to get
clients. You have to do the client work. There is no end
to all the things that need to be done in your business,
and if you aren’t careful you could find yourself in a 
worse trap than you ever were in a job.

I talk to many entrepreneurs who started their business
with the dream of freedom – to be able to work when
they want to work, do the work that they love and make
a great income. And for many this simply isn’t reality. 

A RECENT SURVEY OF MY LIST REVEALED THAT:

• 53% of respondents are working
over 40 hours a week

• 76% are regularly working on
weekends

• 51% want to hire a team but aren’t
sure how or if they are hiring the
right people

I knew that I was unemployable
back in 2003 . . .

Beware
of GOING From
TRAPPED in a
JOB toTrapped
in a BUSINESS
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• Only 9% are happy with their
current return on investment
(ROI) for the amount of time
they are working (yipes!)

I’m on a mission to change this. And I want to share
with you a simple first step that you can take right now.

It all starts with knowing what should (and should not!)
be on your plate – what I lovingly call your YES! List. 

Once you know what should be on your plate, then you
can take steps to get the right systems & team in place
to do the rest (woo hoo!)

THE 2 TYPES OF THINGS THAT SHOULD BE ON

YOUR YES! LIST ARE:

• The stuff you love doing – This may
be obvious, but I want to make sure
that you are able to do the things
you love in your business.

• The stuff that grows your business
(even if you don’t love it) – You
need to own the marketing and sales
activities that will continue to grow
your business, even if you would
rather not do them.

Go ahead and write out your own YES! List based on
the above criteria. And then for the next week keep
track of the things that you are doing that are NOT on
this list and how much time you are spending on those
things. 

You have now created a “job description” that can be
delegated to someone else. 

This is the first step in
taking back your time –

let me know how it goes k?

Tina Forsyth

TINA FORSYTH is the author of The Entrepreneur’s Trap and creator of the
Automate Your Growth Formula, where she teaches entrepreneurs her proven
step-by-step process to set a strong foundation for business growth. As a formerly
overwhelmed entrepreneur and recovering control-freak,
Tina is passionate about sharing her experience
and helping other entrepreneurs setup the right
systems, team and leveraged revenue streams
that allow them to stop working so darn hard
and have a business that can run without
them. (woo hoo!) Learn more and get your
free Systems Toolkit at
www.automateyourgrowth.com/miki

To have the freedom to do
what I want to do, when I
want and with the people

I want to work with.
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How’s that for motivation to make time
to map out your vision?

Actually writing it is a key part of the success factor.

When you have a written vision it becomes tangible and
it serves as the foundation for the growth of your busi-
ness. It will permeate and align to everything you do. 

When you create your written vision, dig deep and
imagine the possibilities. Dream big. Play. Explore.
Tap into your inner child. 

Then bring it back. Get real again. Refocus. 

And write it down. 

Once written, it can be shared and it will become reality. 

So you’ve documented your vision.
Now what?

If your business were a movie, the vision
serves as the script and from which the
costume directors, the actors, and the
producers can all build from to make

the movie actually come to life. 
Don’t slap that vision up in a blog post and never look at
it again. 

Make it beautiful and visible so it is never forgotten and:

• Team members will be able to rally around it and

drive results accordingly

• Your give-back strategy will complement your vision

• Systems and processes you create will support it

• Decisions made daily will align with and serve the

greater vision

• Implementation plans will have purpose and meaning

Speaking of Implementation....

So many business owners get stuck in training, learning
new skills, creative cul-de-sacs, networking, social
media, and marketing plans that they never actually
take action and realize their vision in the way they desire.

Having a vision for your growing enterprise is
non negotiable for long term growth and success.

In fact, companies with a written vision for their business grow 50%
faster than those that don’t and they take home 25% more money.

So you
have avision
NOW
WHAT?
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Don’t get me wrong, training is important. 

Gathering new skills keeps you fresh. 

Creativity is critical. 

Without it you are just an average jane. 

Community is a driver. 

You really can’t do this alone. 

And mindset matters. 

However, implementation is the missing piece when it
comes to making your vision reality. 

The rubber meets the road and the magic happens at the
time of implementation. 

Make magic! 

Are you ready to go forward and make it happen? 

Set your vision and get it in writing. Then answer
these questions to ensure you are set to effectively
implement: 

• What steps need to be taken to make your vision
a reality?

• Who do you need to share your vision with so they
can support you in achieving it?

• Who will you be accountable to?

• What key milestones do you have to hit as you
move to realize the vision?

• When will each of those milestones be met?

• What key metrics will you track to measure
progress?

With your written vision in hand and your game plan
set, there is just one thing left to do. 

Go make it
happen!

Amber McCue

AMBER McCUE is an established business operations professional who
loves helping businesses run better to sweeten their bottom line. She
has partnered with start-ups and multi-million dollar
organizations to implement systems, resource
management, organization development,
and communication strategies that drive
results. She’s 20% fun + 80% results as
CEO of NiceOps.com

Destiny
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Let me repeat this in case you missed it: we all hit
the brick wall. 

The wall is that horrible feeling you get when you see
that something isn’t working.

Your niche isn’t right. Or your product isn’t right.
Or your clients are cuckoo and you’re convinced that
you’re just not cut out for this business-owning thing.
You’re sure that it’s time to throw in the towel and go
back to your J.O.B.

Don’t do it. 
The way over, under or around that wall is through a
little thing called iteration.

That's a word you want to get to know and get com-
fortable with.

It's a process that every start-up business goes
through and you really can't skip over it.

In fact, things will go a LOT easier for
you if you learn to expect it, plan for it
and embrace it as part of growing your
business.

All successful entrepreneurs iterate while creating
and delivering a product or service for a particular
type of customer.

First we do our research. We get to know our target
market inside and out. We put together an offering
that we believe fills a gap and will solve their
problems.

And then we gather feedback—from our customers
AND ourselves.

Did that offering do what you expected it to? Did
people respond to it? Was it satisfying for you to
deliver it? Or did it create more headaches than
you'd expected?

We take all of that input and we refine and/or shift
the offering to make it more appropriate for the
customer and/or ourselves.

In English, that just means you won't get it right your
first time out of the gate. Even if you're an experienced
business person with tons of real world experience .

The brick wall. We all hit it. And usually somewhere
in our first 6-12 months of self-employment.

Yes,
Virginia.

There is a
Profitable
Business
in Your
Future...
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Here's how I
know that's true...

The first version of my business looked a lot different
than it does now. It had a different name and a different
model and different clients.

It went from being a full-blown agency with employees
and contractors to a solo operation. And it did that
because I learned a few truly important lessons along
the way:

1 Assumptions about your prospective customers
(based on experience) usually don't pan out in new
places. Your ideal clients will think and act
differently from location to location. Cultural
differences can be significant – even within
the same state or region. Don’t assume that
because you’ve had success in one place,
you can replicate that in another.

2 Needs won't necessarily translate into Purchases.

Just because you know that your clients need

something, doesn’t mean they do. And often

times, even if they do know they need some-

thing, they might not be willing to pay for it.

Sell them what they want first, and include

what they need along with that.

3 Just because you can, doesn’t mean you should.

Your talents and expertise aren’t always the

best things on which to base a business.
You can be really good at something, but if you
don’t love doing it, it will still suck the life out
of you. Make sure you follow your heart.

4 Good iteration requires that you pay continuous

attention to your market. Listen to what they’re

saying. Every comment on your blog, every

response to an email, every post on social

media is a potential clue. Look for patterns.

What things keep coming up over and over?

What problems or complaints keep recurring?

Look for common threads and then use those

to develop new products, services and even

marketing content. And then go back to listening.

Did it work? What needs to shift? How can you

make it better?

Sometimes things flop. That's okay. But don't just
throw your hands in the air and walk away. Try
to look at the situation like a scientist or a CSI
detective. Ask questions. Try to determine what the
cause was of the “failure.”  See what results you get
if you change one thing. Test it again. Iterate. Test
it again. Iterate...

And don’t give up!
Your profitable business is

just around that wall.

Tea Silvestre

TEA SILVESTRE is one of the top marketers in the world of micro business.
She’s the author of “Attract and Feed a Hungry Crowd: How Thinking Like
a Chef Can Help You Build a Solid Business.” Tea specializes in teaching
solopreneurs how to find their own Secret
Sauce, how create their best and most
authentic branding story, and how to put
all of that together in a way that brings
them more clients, more prosperity and
more joy. www.thewordchef.com I decided to use my mar-

keting super powers for
good and start my

own business.
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—During that time I’ve met incredible, internally rich

people, who have so much to offer the world I’m often

left awe-struck by Who They Are.  

During some of these conversations I’ve even thought

to myself, “Why do they even need a coach?  They are

brilliant!  They are totally on track and aligned with

Who They Really Are.”

But of course, me seeing that in them and them actually

seeing it in themselves is quite different.  Even when the

world can so obviously see what our

gifts are it can feel harder to recognize

them for ourselves.  Our gifts elude us.

Or we never think of them.  Or, even worse, we feel

we’re not all that remarkable.  

But we are.  YOU are.  You, in your unique vibration,

have a way about you that is unlike anyone else on this

planet.  You see things about life others don’t.  You

understand things about life others seem to be clueless

about.  You express yourself as only you can.

And ALL of your unique perspectives and expressions

and thoughts and ways… everyone of them is

VALUABLE and they lend value to the world.

For years I’ve coached and mentored
clients for the sake of helping them get

from point A to point Z . . .

IDENTIFY
YOUR
Brilliance!
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As business women, at the end of the day, all we really

have is our brilliance.  Beyond our ideas, strategies and 

branding lies something so much richer and that thing

is the place from which we create magic.

If you haven’t already done so I’m going to give you a

big loving nudge to Identify Your Brilliance.  I’m going

to ask you to take the “know thyself journey” and put

your brilliance into words so that you can fully articu-

late what makes you remarkable and unique.  Doing so

has so many benefits.  It’s the first step to identifying

your niche.  It must come before you work on your

branding.  Your brilliance is what you should be building

your business around so if you don’t have clarity 

about what yours is how can you expect to get and

keep yourself on track? 

You can’t.  Until you do.  And then your world will open

wide!

To get you started do this quick exercise.  Imagine for a

moment one of your favorite people.  Who is that? Now,

list all the characteristics you love and admire about

them?  Why do they stand out to you? 

Now, take a look at those characteristics and realize

this one truth:  you can only recognize their brilliance

because you yourself possess those same qualities.

You must or you’d never recognize them in someone

else.  That person you admire is your MIRROR.  They

are showing you your potential too!  

Here’s the bottom line:  if you want to get and keep your

business on track… if you want to build the most

authentic, true-to-you business possible then you must

put “first things first” and identify and then embrace

your brilliance.  When you infuse your life and business

with your brilliance you’ll stand out as a “one and only”

and the value you bring to your clients and the world

will be abundant. 

What kind of impact
could that make?

Cari Vollmer

CARI VOLLMER, The Passion Into Profit Mentor, specializes in helping
you Identify Your Brilliance so you can identify your niche, ideal clients,
sweet spot, and build your business on the
strongest foundation possible.

To learn more and get her Intuition for
Business Tips visit
www.PassionIntoProfit.com

A deep desire to fully
express and own Who

I Really Am.
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“And why do I care?” Yes, I am that blunt when it
comes to understanding the introduction being made by
entrepreneurs at networking events, or workshops, or
even when meeting at a coffee shop.

Most often, after hearing an introduction, I have
NO idea what you (the entrepreneur) are saying.
Seriously, only when you are able to state your name,
business and solution/results/outcomes clearly – will
you be able to attract me as an ideal client. I have
money – but when I am confused, I will move on to
someone else who can provide for my needs.

Clarity attracts clients and cash. So, let me help
you with this. Here’s my simple approach to the Who
Am I? What do I do? dilemma………

1 Picture your ideal client. Who are they and what
do they need? What do you have to offer? Let’s simplify

it by comparing it to a shopping experi-
ence. I am confident many of you can 

relate to this. Your ideal client is standing at the
door of a major book store. That book store contains
a ton of resources…….and you are one of those
resources.

2 Once your prospect walks through the door
of the bookstore, you want them to find YOU.
A bookstore is typically divided into resource sections
– Cooking, Travel, Health, Business, etc. I, for
example, would be found in the Business section.
So, I trust that my ideal client would move on over
to that section to find me. But now……..there are a
gazillion business books in that section. So, how
does my ideal client find ME?

3 What makes me/you unique? That’s the next step.
Among all those business books, how will my ideal
client find me/you? Well, when it comes to the topic 

“What is it you do?” This was a question
I asked repeatedly of the entrepreneurs at

our Increase Sales and Profits
workshop this week . . .

Clarity
Attracts
Cash and

Clients!
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of business, what is my point of view. For me, it clearly
is all about the practice of ‘stop compromising and
make all the money you want’. So, you would find me
in the Money section on the Business books – not
Leadership, not Marketing, etc. What about you?
Where would an ideal client find your book/resource?

4 Next steps to attract the ideal client include
helping them to narrow down the selection of
resources. There’s still a ton of resources from which
to choose when it comes to Money in the Business sec-
tion of a bookstore. So why would anyone be attracted
to me and my topic? The ‘draw’ would be my unique
point of view on the topic of Money – and that would
be my personal story. THAT is what makes me stand
out in the crowd of resources. THAT is what attracts
my ideal client. THAT is why people want to work with
me. My unique point of view is clear – entrepreneurs
compromise when it comes to ‘settling’ for working
with less than ideal clients – and that ‘costs’ them.

• Entrepreneurs compromise when it comes to setting
fees for products and services – and that ‘costs’ them.

• Entrepreneurs compromise when it comes to grab-
bing opportunities to promote themselves and their
products and services – and that results in missed
opportunities.

• Entrepreneurs ‘settle’ – and make less than what they
deserve and get paid less than what they deserve!

5 Clarity attracts ideal clients and cash. When you
consider who you are and what you do in terms of
being found in a bookstore, it simplifies the process
and your messaging.

It’s a simple process and one that you can practice
starting today! Get to work on this and see how much
easier the whole client attraction process becomes for you.
It’s simple – it’s fun – it’s easy – and it works. Become a
client magnet – because of your clarity and confidence!

How will this process help
you to become confident in

attracting  ideal clients
and to make more money?

Pat Mussieux

PAT MUSSIEUX is quickly becoming known as the Business Coach to

Canadian Women Entrepreneurs! In less than 4 years, Pat created a multiple

six-figure home-based business after having moved across the country,

leaving her 22-year marriage with virtually nothing

–at age 55. She is an undisputed expert on

mindset and marketing, and teaching

women how to make BIG money doing
what they love – so they can live the
life that they want.

To make all the money I wanted
so as to have financial

freedom…..when I wanted
…..how I wanted.
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Years ago I never would have believed that this would
be an area I’d excel in. What you may not know about
me is I am a success-driven INTROVERT.

I used to think this was a barrier to success but I’ve
realized there are traits I possess as an introvert (and
that anyone can adopt and strengthen) that super-
charge my networking prowess both online and offline.

The big one is… I am a connector.

And the first step to being a great connector is to be a col-
lector of fascinating facts about the people you meet.

Dale Carnegie, Author of How to Win Friends and
Influence People said:

“You can make more friends in two months by becoming
interested in other people than you can in two years by
trying to get other people interested in you.”

Read it a few times. Absorb it. This is a
golden nugget of building advice.

Or, think of it this way…

“You can attract more clients in two
months by becoming genuinely inter-
ested in your prospects than you can
in two years trying to get them to be
interested in you.”

And here’s how:
Discover what truly matters to people.

What are their goals and aspirations?

How can you help them right now?

Make note of it and be someone who adds value and
increase to the lives of others without expecting
anything in return.

Don’t hold out until they become a client. Find ways
to add value NOW.

One of my areas of expertise is Relationship Marketing
and through the years I’ve become known as a go-to expert

on topics like business networking, word of mouth,
referral strategies and joint venture marketing.

How to
Win
Clients
and
Influence
Prospects
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Caveat: I’m not saying give away the farm… just help
them up one or two steps on the stairway to success.
One of the most memorable ways to do this is to connect
them to other people that can add value and increase for
them too. It has a beautiful ripple effect for everyone
involved.

Your action steps:

• Think about the people you know and start to
make note of the common ground that exists
between them.

• Identify two or three people that you think
should meet.

• Make that connection for them TODAY.

• Tell them why you’re bringing them together to
get their conversation started and provide the
common ground you already know exists.

• Step back and allow them to connect.

• Follow up to see how you can support them
further, do they see value in the connection?
Can you connect them to someone else they
know you know and have been secretly
wanting to meet?

You’ll be amazed by how good it feels to add value and
increase to others. In time, you’ll begin to see the
rewards of the reciprocity you are generating. The key
is taking action without expectation.

Do you know someone you think that I should meet?
Do I know someone that you’ve been dreaming about
connecting with?

Let’s get a conversation
started and see

what kinds of magical
connections can unfold.

Gina Bell

GINA BELL is a Freedom Catalyst and Joint Venture Marketing Strategist to

women in business online, Author of the #1 Best-Selling book Success
Rituals 2.0 Winning Habits of High-Achieving Women
and Co-Founder of ExtraMileWomen.com

You’ll find her online at Gina Bell Inc leading

the quest for profit and joy because when

women navigate their true business desires

– radical shifts happen.
Freedom is my
ultimate priority.
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No connection = no cash flow.
You with me here?
Oh, but when you're deeply connected,

to your work, to your clients
to your creativity & inspiration

and owning the value you provide and the
difference you make in your clients'  lives, then

your business  feels like a luxury.

"Do what you love and
the money will follow." 
More than just a cliché - it's

a way of being in business.
And it's the heart of a

lifestyle business ...

Truth: connection is everything
— in love & business. 

And if you're not loving your
business you're not connected.

to Falling Head
Over Heels inLove with

Her Business
&Clients
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A Spiritually-Rich &
Financially-Rewarding
Lifestyle Business
A business where you're doing work you love, with
clients you adore and being paid handsomely for
the value you provide - guilt free.

Where you have balance INSIDE your business so
you have a life outside your work. 

Balance inside your business? Time for client
work, creative projects, and joyful collaboration
with your business girlfriends.

Sound like dream come true? Oh. So. Doable!

Here's how ...

Do the Work You Love
Is your work fulfilling? Does it excite you? Do you
feel you're doing your best work? Are  you filled
with inspiration and creative ideas you can't wait
to explore?

Yes? You're on the right track! 
No? You need a clarity intervention: 

• What's on your 'not-to-do' list? Write down

everything in your business that you don't like

doing, drains you of energy, or eats up way

too much time. 

• What's on your "Heck Yes" list? Write down

the work you love doing, that fills you up,

gets you excited and makes you feel alive.

• Commit to delegating or ditching everything on

your 'not-to-do' list - the sooner the better.

• Create offers that showcase your expertise

and create amazing results for your clients.

With the Clients You Adore
Most people will tell you to choose a client profile
that's profitable and matches your offers. That
feels somewhat "bass-ackward" … your uniqueness,
your 'you-ness' draws your 'right people' to you
like a magnet. So get clear on who YOU want to
work with:

What's important to her?

What does she value?

How does she spend her free time? Her
work time?

What are her core beliefs?

What are her characteristics? Is she
sassy, smart, fun, playful, outspoken,
quiet?

Is she an introvert or extrovert?

How does she like to "show up" in the
world?

What does she love?

Who does she want to become?

What are her deepest desires?

This is the client you
adore … and she'll

adore you too!
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Price for the Value You
Provide
If there's one place that women get all tied up
in knots, it's how to price her products, pro-
grams and services. I get it. Been there, done
that, have the t-shirt to prove it. But I'm SO
over it … and it's time you are too.

KNOW THIS: Pricing has nothing to do with
your worth. YOU are immensely valuable.

Your clients are paying you for your wealth of
expertise;

Your knowledge,

Your insights, ideas, creativity,

Your information,

Your skills & talents,

Your life experience,

Your failures,

Your successes.

Your clients are paying you for the value you
provide to get the outcome she's looking for.
You are her solution. And she values that more
than you know.

If you're undercharging, you're undervaluing
her. Make sense?

So let me remind you … you are immensely
valuable and nobody can put a price tag on your
gifts. But if you have to put a price tag on your
gifts, it ought to be a darn high one.

Value yourself. Value your clients. Price to
express that value.

Design a Business Model
That Fits
Have you ever tried to cram a square peg into
a round hole? That's what it feels like when
you're delivering your programs or services in
a life-sucking, energy-draining way:

Offering one-to-one services when
you prefer groups

Facilitating large groups when you
prefer a smaller, more intimate
ambiance

Charging per session when you prefer
longer-term commitment

How do you do your best work? How do you
best guide your
client to the great-
est results? 

Design a business model
that fits you like a

little black dress...

REMEMBER to LIKE US on FACEBOOK!UnemployableWOMAN.com
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Create Your Client
Attraction Plan
There are six ways from Sunday to market a
business, and just because you can, doesn't
mean you should. Keep It Strategically Simple. 

If you're an introvert, you're likely drawn to
marketing strategies that help you connect with
your ideal client in deeper, more intimate ways.
You're an observer and deep thinker. Choose
marketing strategies that give you the freedom
to be you.

If you're an extrovert, you're likely drawn to
wherever people gather and meeting someone
new is on the agenda. You're highly social
and talking is your thing. Choose marketing
strategies that showcase your ability to mingle.

Avoid 'slotting' yourself as either/or - most of
us are a combination of the two. Choose two or
three marketing strategies that feel natural, put
you in front of your ideal client, and that you
can do consistently.

Shifting just one of these areas in your business
will spark your inner-fire. Shifting all five is
how you will fall—

head over heels
in love with your

business and
clients!

Miki Strong

When it comes to teaching women how to create a business designed for and
around personal freedom, Miki Strong is a bona fide master. 

But really? Miki’s work is all about connection. As
a writer, speaker + sought-after consultant, she
connects you to your voice, your value +
worth, your most enticing offer (ever), and
what your people (really) want.

Now in her 25th year of entrepreneurship,
Miki is thoroughly unemployable — and
proud of it. Meet Miki + find your Profit
Connection, at MikiStrong.com.

Freedom! To make
my own rules – do

it my way.
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That's what your business can provide. Doing
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gildedcage - or maybe a not-so-gilded
cage - then let’s talk. Schedule a complimentary
Business {re}Design Strategy session at:
mikistrong.com/business-redesign-strategy-session







On this particular day, the framework for three of the
exterior walls was being completed and erected. It
became apparent that if any one of us attempted to lift
the walls on our own, we never would have been suc-
cessful in lifting them into place.

With the joint efforts of each and every person lifting
the frames, we were able to lift them into place with
ease. 

It’s the same with marketing a book. An author who
attempts to get word out about her book solely on her
own efforts will be nowhere near as successful as one
who understands the power of partnerships. 

I wrote my first book over 15 years ago. Like many
authors, I was under the mistaken belief that writing the

book was the most important part of the
process. As a result, the sales of my first
few books were lukewarm at best.

When I embraced the power of partnerships, I quickly
realized how much more visibility my book would
receive.

By partnerships I’m not referring to a bunch of people
who don’t know me and have not read my book sending
out a bunch of promo emails, I’m referring to colleagues
who embrace the message of my books. 

Developing these kinds of relationships takes time and
effort. These are people who are aligned with my mes-
sage, have a similar market reach and are eager to
endorse the book because they believe in its significance
to their tribe. 

Collaborative efforts have greater significance than
those authors who try to go it alone. To achieve the 

Recently I had the opportunity to volunteer with
several of my colleagues for an afternoon at

a Habitat for Humanity building project. 
From the minute we arrived on site, I recognized the power of

all of us working hand in hand on the project.

Collaborative
Relationships

CREATE
Win/Wins
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greatest results from this type of scenario you need to
build the relationships before you need them. 

Your greatest result will come from those who know,
like and trust you. The following process is one that any
author can use to get the word out about your book.

1 Plan a few months ahead to have a streamlined
book launch via social media, interviews, and guest
blog postings.

2 Create a list of those people in your immediate
circle of influence who would be willing to tell
others about your book. This is the first group
of people you will ask to promote your book.

3 Develop what is referred to as a sell sheet about
your book. This should be professionally devel-
oped. The purpose of the sell sheet is for others
to quickly know what the book is about, a bit
about you and includes endorsements for
the book.

4 Outline the various ways someone can help you
spread the word about your book. This could be
with articles, blog posts, tweets and interviews. 

5 Ask those on your list if they would be willing to
help get the word out about your book. 

If you have built solid relationships with the people you
are approaching, many will gladly help. However, some
may not be in a position to do anything. It’s important
to realize that not everyone can jump on board. But
those who can will make all the difference to the success
of your book sales.

Start now to build collaborative relationships that are a
win/win/win.

Win for the reader,
win for your partner

and win for you.

Kathleen Gage

KATHLEEN GAGE is the “no-nonsense, common sense” online marketing strate-
gist, speaker, author, product creation specialist, and owner of Power Up For
Profits. She helps entrepreneurs make money online.

Her mission is to help people understand that
their business is merely a means to get their
message out to the world. She teaches
that it’s not just about what you do, but
the reasons behind why you do it. To make a great living and

make a positive difference
to my clients.
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Kathleen Gage is the “no-nonsense, common-sense”
online marketing strategist, speaker, author, product
creation specialist and who helps entrepreneurs make
money online. Successfully self-employed since 1994,
she gives her clients the tools to create businesses 
that last and make a difference at the same time. 

Access Kathleen’s video series on Product Creation at
http://www.kathleengagetrains.com/
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It’d be easier, let’s face it, for my introverted self to
stay cloistered indoors, scribbling in my Moleskine
Smart Notebook—and not say “boo” to a, er, goose
(or the checkout gal at CVS, or the postman, or that
entrepreneur who-shall-not-be-named- who-I’d-
rrrreally-like-to-say-hi-to).

But a wise person once told me that, the more you
practice something, the better you get at it—and
over the years, I’ve found that to be true. 

So much so, in fact, that people have LAUGHED at
me mid-convo when I tell them I can be shy. Words
are a’ flowin’ and I’m holding my own, so as far as
they’re concerned, there’s no problem.

The thing is it’s not the conversation I struggle with; it’s
making the connection in the first place. 

It’s taking that leap. 

Reaching out & opening up. 

Here’s the clincher: 

The ONLY way to forge lasting connections
with others . . . is to become vulnerable.

And that’s the difficult part, isn’t it? 

We fear exposing ourselves to someone else’s judgment,
and it’s easier to keep schtum. 

It’s that same kinda fear that keeps us from writing a
regular e-mail to our subscribers, or blogging about the
things that matter and that people want to read about—
we worry we’ll fall short, and we don’t want to let people
down. 

And that’s understandable.

But what you have to remember is that:

Writing copy means having a conversation
with the people you MOST want to do
business with. 

When it comes to forging connections with other
people, I’ve always found it . . . well, hard.

THEArt OF

CONVERSATION:
3 Ways TO
ARTICULATE What
You WANT TO SAY
WITH GRACE

&APLOMB
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In juuuust the same way as I’ve learned to talk shop
over the counter with local grocery store clerks, you can
write copy in a way that feels natural, not forced. 

It doesn’t have to feel daunting. And it doesn’t have to
feel like a big deal. 

Here are three ways to get your words pouring forth:

1 WRITE EVERY DAY.

Morning, noon or night—it doesn’t matter when. But
write. 

Write when you don’t feel like it. Write when you don’t
feel like you CAN. 

And practice, practice, practice. 

2 WRITE FIRST, EDIT LATER.

You’ll never get anywhere if you edit as you go. Stamp
out THAT bad habit, pronto. 

Instead, practice stream-of-consciousness writing
(Virginia Woolf did it oh, so well) . . . grab a pen &
notepad (preferably a gorgeous hard-backed journal
with ivory colored paper), and allow the words to
cascade out onto the page. 

Any words’ll do. This isn’t the time for perfectionism. 

Can’t think of anything to write? Scribble ANYTHING
until things get moving upstairs again. 

It doesn’t matter WHAT; the point is you’re writing
something.

Give yourself free rein to express yourself.

3 Strip out & replace words that aren’t doing
you any favors.

Now’s the time to edit—so edit away, my friend. 

Using intensifiers like “really” or “very” are lazy, let’s
face it. 

So look at your verbs & adjectives. What words could
articulate what you’re trying to say EVEN BETTER?

Remember: the thesaurus is your friend. 

Connections come in the midst of conversations. 

Each one is priceless.

So go forth and converse.

I promise you won’t regret it.

Nikki Groom

NIKKI GROOM is an ink-slinger & digital scribe who writes extraordinary copy for
extraordinary women entrepreneurs. Touted as “THE Copywriting Artist to Watch”,
she's written for online luminaries, bestselling authors, and a hoard of relationship
experts, transformative artists, spiritual coaches,
business strategists, and inner-beauty
advocates. She believes that financial
independence is sexy as hell and that
EVERY woman deserves her own success.
You can find her online at:
http://www.nikkigroom.com and
on twitter @NikkiGroom.

The thrill. The challenge.
I'm no longer just another

employee.
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I had recently spurned the academic life I had aspired to
since I was a child and taken my BA in Religion into the
real world. Now you've heard it said before that English
majors have it rough in the job market. Religion majors
have it worse. 

Oh, I had skills. I had strengths. I had knowledge that
was useful & productive. But try as I might, I couldn't
get an employer to recognize me for any of those things.
The only 2 job offers I received were from other retailers
for other management positions; I was stuck.

I was unemployable.

It wasn't until much later that I realized what was at
play, that I had a You Economy mindset in a Them
Economy world. It wasn't until the birth of my daughter
in 2008 that I discovered, quite by accident, that there
was a whole new economic world emerging where being

unemployable wasn't just an asset but
an imperative.

The You Economy needs you to be unemployable. To
create the value, disrupt the status quo, or dream up the
next world-changing innovation, our society needs you
to harness your soft skills, connect disparate dots,
organize fluidly, evolve with technology, and determine
your own direction. Much more than any degree or
credential, these are the must-haves of our age. 

"Now, what is the You Economy?" you ask. The You
Economy is the market where you hold the most coveted
assets: ideas, experience, creativity, personal relation-
ships. It's not about Their assets (financial wealth, land,
or machinery) anymore. Those assets that have made
you unemployable in the past are actually the building
blocks of our collective economic future.

The year was 2005.
The job was bookstore manager.

The goal, find a new job. 

THE YOU
Economy
—We —
Need YOU

TO Be
Unemployable
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have more dots to connect.



First, You Economy skills don't fit neatly on a resume.
The skills that make the biggest impact aren't the
ones you went to school for or can be measured on
standardized tests. Soft skills rule the You Economy.
Being able to take the perspective of a customer or
client, communicating concisely & convincingly, seeing
the opportunity in every problem or frustration, the
ability to connect with diverse groups of people: these
are the skills that get you ahead in the You Economy.

Those that thrive in the You Economy are also those
with a diverse background of experiences—again,
something that doesn't fit neatly on a resume. Being
armed with varied experiences means that you have
more dots to connect. And since creativity is a key
indicator of success, having more dots to connect means
that you have more ways to be creative.

Secondly, You Economy opportunities turn on a dime.
Each change in the marketplace, each new advancement
of technology, each new trend represents a new oppor-
tunity. And each of these comes fast & furious. Teams
are fluid and the strengths you exercise in the team
environment are flexible as well. While the employable
are used to sticking to a path, it's the unemployable
that are willing to venture into new territory with
vim & vigor. 

Finally, the You Economy requires self-determination.
The unemployable are willing to act without direction or
guidance from a higher authority. They're willing to
start the projects that should be started and quit the
projects that shouldn't be finished. They're willing
to connect, collaborate, and contribute without an
outside force to steer them. 

We are truly moving to a time when old models of
employment are less & less viable because we're moving
into an economy that, while capitalist, is based on
different kinds of capital. Flexibility, creativity, and
self-determination are assets that make You the engine
of economic growth.

The You Economy
—We—need you to

be unemployable.

Tara Gentile

TARA GENTILE is a business strategist and recovering religious studies major.

She works with New Economy entrepreneurs to build sustainable, social

businesses through The Customer Perspective

Process(TM). Her thoughts on the New Economy

have been featured at US News & World

Report, DailyWorth, Etsy, Design*Sponge, and

the New York Times bestselling book,

The $100 Startup. 
Because my

skills don't fit on
a resume.
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REMEMBER to LIKE US on FACEBOOK! UnemployableWOMAN.com

http://www.facebook.com/unemployablewoman
http://www.unemployablewoman.com
http://www.taragentile.com/map/
http://www.twitter.com/mikistrong


from Shannon Cherry

“Carpe Diem.”

— Latin Proverb

from Nadine Nicholson

“Your time is limited, so don’t
waste it living someone else’s life.

Don't be trapped by dogma - which is
living with the results of other people's
thinking. Don't let the noise of other's

opinions drown out your own inner voice.
And most important, have the courage to

follow your heart and intuition. They
somehow already know what you
truly want to become. Everything

else is secondary.”
— Steve Jobs





It was new at the time and I found I had a knack for
using it to market some of the part-time enterprises
I’d begun outside of my job. I loved making connections
with many women entrepreneurs who served as inspira-
tion to me during this time.

Seeing them succeed on their own terms showed me
I could do it too, and I began seeking out mentors via
the social networks I was spending time on. 

A Pivotal Decision
My life changed when I decided to take a huge financial
leap of faith to hire and work privately with a successful
mentor. (Of course I had initially found her through
social media!)

It was not an easy decision—but I realized that no one
who is truly successful got there alone. 

Although the financial investment was considerable, the
shortcuts and support I was getting was
priceless. 

My confidence continued to soar and I finally knew
I was going to achieve my dream of having my own
successful business. It wasn’t always easy, but it was
exhilarating, as I had gotten even clearer on what it
was I loved to do: helping others simplify and implement
online marketing and social media as business-build-
ing strategies.

Social Media “Salvation”
Not only was I teaching others how to reap the benefits
of social media in their businesses, I was a perfect
example of those benefits myself. 

I began growing my business by leaps and bounds, and
in addition to the coaching I was getting, I attribute that
success directly to the relationships I was cultivating
through social media.

On this journey, here’s what I’ve discovered about
connection, collaboration, and contribution in the social
media age.

Before I started my own business, I spent
much of my time on something that had become

a passion of mine: social media.

Finding YOUR
Voice and
Forging YOUR Path
in the Social
Media AGE
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What it’s All About 

1 YOU CAN’T DO IT ALONE.

Pursuing your dreams and forging your own
road can be lonely.  It’s also a lot more challeng-
ing to do it on your own.

Enlisting support is key—whether that’s hiring a
coach, building a “tribe” via social media or just
having a trusted friend to lean on.

2) YOU DON’T HAVE TO REINVENT THE
WHEEL.

So often we try to do things the hard way. It’s so
much easier to model others who have paved the
path before us. The shortcuts they’ve discovered
are ours for the taking.

3) REMEMBER THE RULE: “MORE YOU,
LESS ‘ME TOO.’”

While modeling others to speed up your results
is smart, don’t lose yourself in the process.
Sharing your personality and being authentic
aren’t just good rules of thumb in social media,
but in business and in life in general.

Final Thoughts
Whether I’m sharing my story or relating lessons
learned, it comes down to learning to trust that voice
inside. It’s not always easy to do, but when you do so
and you’re rewarded with opportunities, success and
confirmation that you’re on the right path... 

There’s
nothing sweeter

than that!

Christine Gallagher

CHRISTINE GALLAGHER is CEO of ShesGotClients.com, a company dedicated
to teaching women entrepreneurs all over the world how to use authentic
relationship marketing and online strategies to attract raving fans, enroll more
clients, and enjoy more income and freedom in their
business, all while sharing their message in a
much bigger way. After applying Christine’s
proven online marketing methods, her clients
typically experience a significant increase in
subscribers, clients, traffic, and lucrative
joint venture opportunities.

Freedom: to serve more,
make more, live my

best life!

24

ANSWER TO:

What is the #1 reason
you became an
entrepreneur?

...be sure to follow us on twitter

RESOURCES

REMEMBER to LIKE US on FACEBOOK! UnemployableWOMAN.com

To get Christine’s popular, free CD “The Top 10 Secrets
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her weekly e-zine on success,
marketing and mindset for
entrepreneurs, visit
ShesGotClients.com.
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And I was a victim myself.

Check out any entrepreneurship book, blog or magazine—
and you’ll see the talk is all about client attraction, web-
sites, list generation, social media, branding, money,
selling, marketing… The list goes on.

I’m certainly not saying these things aren’t needed. 

They’re vital to business success.

However, the entrepreneurial conversation is missing
something equally, if not more, vital.

Here’s a personal example to set the stage. 

When I first started my coaching business, I immersed
myself into learning everything I could about build-
ing a successful business. I became a student of
entrepreneurship. 

I created a professional website, hired a business coach
and a virtual assistant, did a list building telesummit,
learned marketing and selling, created a virtual group

program, networked online and offline,
built relationships with business
partners, and blogged every week.

I did all the “right” things.

However, at first I completely missed the boat for what
had to be in place for all the “external” factors to work. 

I realized to be successful in business meant I had to
have strong inner prosperity—and this was not a one-
time event; it was a daily practice.

What is inner prosperity? 

My definition is inner peace—a feeling of being grounded,
clear, whole and free of inner conflict. 

Inner prosperity is the one success secret that no one is
talking about—because they’re too busy talking about all
the externally-focused factors, like websites and sales.

However, while these are important, the foundation of
success is being missed.

When inner prosperity is not present or is in short supply,
it doesn’t matter how good your website looks or how
much networking you do—these external factors are
virtually meaningless and have no legs to stand on.

I’m disturbed by a trend I see in the world of
entrepreneurship, especially online business.

Revealed !
THE Success
Secret
NO ONE
Talks About
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Having your own unique inner prosperity practice is
the means to success as an entrepreneur. Strong inner
prosperity will enable all the external factors to work.

So, how do you get your own inner prosperity practice?

It’s actually simple. You decide what will give you a
regular feeling of inner peace—a feeling of being
grounded, clear, whole and free of inner conflict—and
you make it a routine in your day.

Here are some ideas for you from my own daily practice:

•Walking meetings. Movement helps get your
blood going and brain juices flowing. Back when
you had a job, you had “meetings” with co-workers,
so why not have a meeting with yourself now? Plus,
the fresh air is good for you too! Pick a route, grab
your iPod and every day head out for 30 min-
utes halfway through the day. You’ll be amazed
how much clarity you get and how motivated you
feel throughout the day.

• Daily meditation. I’ve recently added this to my
inner prosperity practice and wish I had learned
it 20 years ago! Twice a day I meditate for 20
minutes using Transcendental Meditation. You
will calm your mind and get immeasurable clarity.
There are many meditation techniques. For more
information on the one I use, see:
http://tmwomenprofessionals.org/.

Nadine Nicholson

NADINE NICHOLSON, ABC, CPCC is the Founder of MeJane and known as the
Entrepreneur’s Freedom Expert. She is a sought-after, internationally certified
coach and expert in self-leadership for women entrepreneurs in Canada, and
around the world. Nadine created the exclusive
MeBoss Blueprint ProgramTM for women entrepre-
neurs to finally get the freedom they’ve been
waiting for—by intentionally becoming their
own best boss in the best workplace they
ever had. Want more freedom in your busi-
ness? Start here: www.MeJane.ca/Strategy. To be the leader

of my own life.
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• Positive focus. By reflecting on what you HAVE
done versus focusing your energy on the gaps, you
will naturally see you ARE making progress and get
more inner prosperity. Every day, write down all
you’ve achieved, and WHY they’re achievements.
Then, write down further progress and next
actions.

So, based on what you’ve learned about inner prosperity
what’s ONE practice you will make part of your daily
routine? 

What will this regular practice in your business and life
give you? What’s in it for you?

Creating more inner prosperity is the means to success
as an entrepreneur. It’s the success factor no one is talking
about—and I believe the entrepreneurial conversation is
missing a vital ingredient to business success.
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I’ve sold a million dollar condo on the phone, $100k of

stuff in a day and $40 million worth of sales have

passed through my hands and the one thing I know is

that sales is about connecting with people. (I also hap-

pen to know that saying that works every time.)

The truth is that half the reason people buy from you

has nothing to do with what you sell ~ and everything to

do with how they feel about their relationship with you.

At base, people truly want love (be it a swift kick in the

pants, or a warm puppy) and that’s what they’re search-

ing for when they’re buying. If you can figure out what

your tribe really comes to you for then you can rely on

constantly delivering it and then you have the secret to

making even more sales.

I am fortunate to have a healer who reminds me that my

people come to me for love. (Yes, I sell “selling” and the

reason people buy from me is because

they want love. Interesting, right?)

Truthfully, the biggest stumbling block

in my business is fear, and isn’t it brilliant that the uni-

verse has give me an opportunity to love more?

Business, I find, can absolutely be a path to healing.

At root most people who struggle with sales struggle

with people, and often it’s the fear of people that under-

lies their difficulties. So, if that’s you, here’s exactly

what you must do to have more sales:

1. Connect with people who need
you every day. If you’re afraid of
rejection this one will be hard. But if
you get into the practice of doing it
daily it will begin to get easier ~ and
in order to make sales you do need
consistent connection.

The most powerful sales tool I know
is simply saying this:

“God, please send me the people who need me.”

Send ME
THE People
Who NEED Me
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2. Ask your potential buyers what they
want from you. This is one of the
ways to grow your sales in huge
ways and when I ask my clients to
do it I usually meet resistance. Don’t
be afraid of the people you’re here
to serve. They need you! And there’s
nothing more they would like than
for you to fulfill their needs.

3. Ask your present buyers why they
bought. If you really understand
what draws people to you then you’ll
be able to draw in more people!

4. Deliver what people ask for if it resonates
with you as truth. No, we are not here
simply to deliver what people want.
However in my experience, if you
allow yourself to be led by the people
who need you they will often ask you
to be more than you ever imagined
you could be!

I once had a coach who said “You’ll never talk about

God in front of potential clients.” I realize that my 

introductory sentence above might have turned people 

away from reading the rest of what I’ve written. But

here’s the thing - if your courage is bigger than your fear

of people or money then you can sell stuff. If you’re

really lucky you’ll be sent the people that need you.

... And if you give them
what they need, they’ll

change your life!
They certainly have

changed mine.

Lindsay Wilson

LINDSAY WILSON makes entrepreneurs money. She’s overseen $40 million

in sales and teaches a system of sales techniques that always works,

and feels good. From training 2000 people in sales

to privately mentoring business owners she

is constantly a part of miracles in her

client’s lives.

I needed to make money,
and knew no

better way.
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But here's the thing: if you do any kind of promotions

for your business –whether online or offline, you're

leaving money on the table if you aren't benefitting

from sponsorships.

Even big name celebrities have sponsors. People

including Madonna, Kobe Bryant, and Justin

Bieber... And we know they aren't charities.

Okay, so you're not nearly big rock star or sports

legend…yet.  Is it possible for you, a small business

owner, to get sponsorships? 

Yes! You see, the reasons why a company would

sponsor a celebrity are the same reasons they would

sponsor you. 

It used to be that companies would underwrite the

costs of a sponsorship for good will.

Times have changed. Today, sponsor-

ships are now a valuable marketing

tool, and corporations looking for a

better return on investment than just that it 'feels

good' to help out.

But why would a company be interested in you? It’s

all about your connections!

You have a 'tribe', that is a target audience, whether

big or small, that you have a particular influence

over. This tribe may include:

• individuals on your list

• followers and friends in social media

• customers and clients

• visitors to your blog

This tribe listens to you. You have what's called

'influence' and that's WHAT a corporation wants to

use as part of a sponsorship since they know that 

Most individuals think that corporate
sponsorships are only for nonprofits,

associations and little leagues...

GET PAID
for MARKETING
AND MORE
With
SPONSORS!
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you and your brand is considered a friend to your

target audience.

What do I mean by 'friend?' It's when your tribe

really feels trust, dependability, understanding, and

caring from you and your business.

Once your brand is a friend to your audience, it's

easier to find a match in a sponsor. You just need

to show possible sponsors how you can engage and

reach your audience on their behalf.

And if you can answer these questions, you can get

support for something you are already—or planning

on—doing: 

• Do you have a visible following? If you can
clearly prove you have a following sponsors
will be interested – NO MATTER WHAT
THE SIZE!  It's the quality of the following
not the quantity that makes a difference.

• Can you show an affiliation with your
following? Sponsors will want to see if
you have a bond with the people in your
'tribe.' Influence means you can give them
a call to action, and they will respond.
This is exactly why the quality of your
following is more important than the
quantity. There's no return on investment

if you have 50,000 followers on Twitter but
only 2 people are actually reacting to your
tweets.

• Are YOU willing to invest in a sponsorship
relationship? If you think the sponsorship
is over as soon as the company has handed
you the hard or soft money, then you're ill
prepared for sponsorships.

The key is
building a lasting

relationship.

Shannon Cherry

Business and marketing pro, SHANNON CHERRY, helps business owners

create a powerful presence to make more money. She founded her business,

ShannonCherry.com, in 2002 to help

experienced and ambitious entrepreneurs,

coaches and consultants to create and

grow the business they desire– without

compromising on their sincerity and

principles.

FREEDOM.
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She wants a business that supports the life she wants
to live - a lifestyle business. Whether that's globe-

trotting while she's supporting her clients, working less
so she has lots of quality time with her growing

family, or wanting to make it up as she, and her
business grows.

Her deepest desire is to be profitable, doing meaningful
and fulfilling work. To make her own rules&define
her business based on her values and what’s most
important in her life. To have balance: inside her business

for client work&creativity&business growth;
outside her business for time& money to enjoy

family, friends, fun& rich experiences.

But she's inundated with cookie-cutter templates, me-too
messages, products and services that are fluff-full and

don't deliver on their promise, and worn-out models of
doing business that plain don't feel good.

THE Unemployable WOMAN is a leader—a maverick
—a risk-taker...Driven to follow a path that feels right

for her, outside the confines of a J.O.B.

She's SO done with that!
She craves REAL. And she's ready to

define success on her own terms.

DOWNLOAD a copy of

THE Unemployable WOMAN
MANIFESTO

—and claim your "I'm an Unemployable
Woman" digital badge—

for your website, social media,
desktop or phone.

DOWNLOAD
HERE!

http://www.mikistrong.com/unemployable-woman-1-downloads
http://www.mikistrong.com/unemployable-woman-1-downloads
http://www.mikistrong.com/unemployable-woman-1-downloads

	Untitled
	Untitled



