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THIS GIRl...

This Girl...   3

This Girl...
SHE kNOwS HER wORTH

ANd ISN’T AFRAId TO lIvE up TO IT. 
SHE’S dETERMINEd TO lIvE IN HER 

zONE OF GENIuS.

She doesn’t strive to be perfect, she strives to be the 
best she can be and never loses sight of who she is. 

When things get tough, as sometimes they do, she reaches 
out for help to get her back on track and heading in the 

right direction.

This girl is living her life on 
purpose and is thankful for

her success.
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Natalie Alaimo // dIGITAl STRATEGIST

Natalie Alaimo is a digital strategist who teaches 
business owners and entrepreneurs how to leverage the 
power of social media and online marketing to create 
an avalanche of clients ready to buy from you. Natalie 
is an international presenter on social media marketing, 
Facebook strategy, building online communities and 
online marketing.  She has spoken at significant events 
including BNI International Member Conference, Self 
Storage Association of Australia, Ray White, Women’s 
Network Australia and Business Women Incorporated.  
She is also a blogger for Telstra and has been published in 
various national and international publications including 
The Sydney Morning Herald.

Natasha Vorompiova // SySTEMSROCk

Natasha Vorompiova is the founder of SystemsRock, 
architect of business systems that work and a Certified 
Book Yourself Solid Coach.  Her clients are small business 
owners who start their businesses with passion and a 
desire for freedom, but find themselves stuck and buried 
in day-to-day operations. Natasha creates systems that 
ensure clients get more done in less time and pave the 
way for greater profits and long-term success. Check out 
the FREE Systems Chick’s Guide to Transforming Busyness 
Into Business for simple ways to grow your business. 
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Anne Samoilov // lAuNCH ExpERT

Anne Samoilov is the creator of Fearless Launching, an 
online training program that teaches entrepreneurs how 
to successfully launch their businesses and programs. You 
can learn more about her at her website and grab the free 
launch toolkit here.

Nikki Elledge Brown // COMMuNICATION ExpERT

“The Communication Stylist” by day, proud military 
wife and toddler mom by night, Nikki Elledge Brown 
is a fun-loving communication expert who helps bright 
entrepreneurs attract their dream clients, one brilliant 
message at a time. Nikki created her free guide, The 
Conversational Copy Cheat Sheet, to help you write copy 
that sounds like YOU. Click to grab your free copy here!

Brigitte Lyons // MEdIA STRATEGIST

Brigitte Lyons is a media strategist with a passion for 
storytelling. She founded Unfettered Ink to help change-
makers, thought leaders and problem solvers get media 
attention for their bold ideas. Her team has experience 
working with popular bloggers like DailyCandy and 
Design*Sponge as well as top media like The New York 
Times, TODAY and CNN. Sign up here to receive free PR 
tips and immediate access to free trainings and resources to 
help you spread your story and build your business.

http://www.nataliealaimo.com/
http://systemsrock.com
annesamoilov.com
http://www.annesamoilov.com/launch-toolkit/
http://www.annesamoilov.com/launch-toolkit/
http://www.nikkielledgebrown.com/
nikkielledgebrown.com/conversational-copy
http://www.brigittelyons.com/
http://www.brigittelyons.com/pr-ideas-for-busy-people/
http://www.brigittelyons.com/pr-ideas-for-busy-people/
http://www.brigittelyons.com/pr-ideas-for-busy-people/
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 The past few months 
have been so crazy busy… 
I’ve been working my 
socks off on launching 
the Members’ Club and 
I’m so happy to be able 
to say that it’s now LIVE 
and I’m even more thrilled 
that the feedback has been 
amazing.  You can check it 
out here.

  ut I want to be honest  
  with you about the  
  journey leading up to the 
launch, because so often you just 
see the end of a person’s project, 
when everything is up and run-
ning and looking great and it all 
seems like an overnight success, 

but I want to let you know that this 
was not. This has been one of the 
hardest things I’ve ever done and 
I learned some really important 
lessons with you that I want to 
share with you…
 The past few months have felt 
like a massive rollercoaster ride 
(with big highs and big lows). First 
off, I’ve never felt so confused in 
all my life as I did when I first got 
started with the project. I just had 
no idea what I was doing. I didn’t 
know what the best software to 
use was, the best way to set it up, 
the best way to get it out there... so 
many questions that I didn’t have 
answers to.
 I made a massive plan for 
how everything would work out. 

A Note from Carrie

B

What a waste of time that was, well 
it probably wasn’t, but it felt like 
it was, because nothing happened 
according to plan. 
 There were delays, setbacks, 
days when I felt like it wasn’t going 
to happen, but I kept going and 
going and going. 
 When my plans didn’t work 
out I stayed flexible - I had to, 
otherwise I wouldn’t have made 
progress. When one plan failed 
I had to quickly come up with 
another one. I had to be willing to 
do things differently. 
 I kept going and going and 
going some more. I made more 
progress and I faced more setbacks, 
but as the days and weeks rolled 
by I started to go from having this 
idea to create a members’ club, to 
believing with conviction that it 
was possible, to knowing that it 
was going to happen. 
 That’s what happens when 
you keep taking little steps forward, 

you stop believing and you start 
knowing 100% that it is going to 
happen. 
 I persevered, even though I 
didn’t know what I was doing half 
the time, even when I felt so low 
I wanted to cry, even when things 
were going disastrously wrong, but 
eventually I began to see the light 
at the end of the tunnel. 
 And now I’ve reached my 
first goal: get the Members’ 
Club live, get people joining and 
loving it. 
 What a journey it’s been, 
but it was worth every second. 

A Note from Carrie  11

“That’s what happens 
when you keep taking 

little steps forward, you 
STOp BElIEvING &  

you START kNOwING 
100% that it is going

to happen.”

http://femaleentrepreneurassociation.com/membership-upgrade/


Here are the biggest 
lessons I learned:
lESSON 1: You have to be flexible 
(because things don’t always go to 
plan).
lESSON 2: You have to keep 
taking little steps forward… don’t 
worry about how to take step 60, 
70 or 80 when you’re only at step 3!
lESSON 3: You have to persevere 
like never before! Keep going, keep 
going, keep going! 
lESSON 4: You have to learn to 
love the adventure, because really 
that’s what it’s all about isn’t it?
lESSON 5: you have to keep the 
faith. Like Journey said, “Don’t 
stop believin’.” 

 So, wherever you are in 
the world, whatever you do, 
persevere like never before, 
stay flexible and keep taking 
little steps towards making 
your dreams come true.

 Hopefully the rest of this 
magazine will help to inspire you 
and fire you up, so you can keep 
making massive progress towards 
reaching your goals. Inside this 
issue you will find an interview with 
the amazing Danielle LaPorte, she 
talks about being a fire starter and 
how you can get what you want. We 
also have three incredible stories 
from women who really made 
it happen this year, so definitely 
check that out, and much more for 
you, so get stuck in!

I hope you enjoy this issue!

If you want to find out more about 
joining the Members’ Club and 
see a sneak peek then click here.

STAy INSpIREd,       

Carrie   
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Quote
OF THE

Month

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
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30 Days to Program
Your Mind for Success

   f the answer is yes then  
  amazing! But if the  
  answer is no, what 
happened? What stopped you from 
reaching your goals? I remember 
asking myself this question a few 
years ago and eventually realising 
that the biggest thing that was 
holding me back and stopping me 
from reaching my goals was myself. 
 I was constantly getting 
in my own way – the never-
ending doubts and worries left 
me feeling exhausted. I would 
question everything and over think 
everything to the point where I’d 
put myself off getting started. I 

ended up going round and round 
in circles. 
 But once I became aware of 
the fact that I was the reason that 
I hadn’t achieved my goals I knew 
that I could take control and do 
something about it. So I went on 
a mission… a mission to program 
my mind for success. 
 That decision changed my 
life. The thing is, you can have 
the best idea in the world, you 
can have all the skills and talent 
in the world, but if you don’t 
have the mindset to succeed then 
it’s hard to make it happen. That is 
why learning how to condition your 

The end of anoTher year is drawing To a close. did 
you achieve whaT you wanTed? did you make The 
progress you wanTed To make?

I

This monTh in 
The members’ 
club we are 

running a 30-day 
program your 

mind for success 
challenge. find 
ouT more abouT 

iT here & geT 
involved.

• Immerse yourself in learning about 
success and how to condition your 
mind for it!

• Surround yourself with like-minded 
people who you can learn from and 
pay attention to their attitude and then 
model it for yourself. 

• Take control of your mind. Focus on 
what you do want, not on what you 
don’t want. Remember, where focus 
goes energy flows. 

• Take time every day to visualise 
achieving what you want.

• Pay more attention to what you’re 
thinking and how you’re feeling. If you’re 
feeling low go and do something that 
helps you to feel good. Listen to a song 
that makes you smile, watch a movie 
you love, go for a walk, get on YouTube 
and listen to an inspiring talk!

30 days to program your Mind for Success  17

mind for success is one of the best 
things you can ever do for yourself.
 So are you ready to program 
your mind for success? Here are 
some steps you can take right away:

 Take control of your mind 
and start conditioning it for 
success and you will achieve the 
most incredible things.

http://femaleentrepreneurassociation.com/2013/11/sneak-peek-inside-success-months-bundle/
http://femaleentrepreneurassociation.com/2013/11/sneak-peek-inside-success-months-bundle/


Women Who
Made it Happen

By  NATASHA vOROMpIOvA // systemsrock
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  new year is nearly upon  
  us, it’s a time for setting  
  new goals, making new 
plans and dreaming big… the 
problem is that for so many people 
those new and exciting goals never 
end up becoming a reality. But to 
ensure that doesn’t happen to you 
in 2014 we’ve got three incredible 
stories about women who made 
it happen this year to help 
inspire you to make to it happen. 
 While they all made it 
happen in completely different 
ways, there is one thing they all 
had in common – they all made 
the decision to go for it and 
committed to making it happen. 

A

Intro by  CARRIE GREEN

women who Made it Happen  19

Making it happen by 
being committed
 
   I’ve got a pretty unusual 
launch story.
 At the start of 2013, I was 
a military wife and toddler mom 
with a master’s degree, happily 
earning “paychecks of the heart” 
as a part-time college professor 
and park ranger. I knew this year 
would bring some big changes for 
our family, so I chose a word as my 
resolution: FAITH.
 I started waking up before my 
husband and son each morning 
to take some quiet time. To greet 
the day before being jolted to 
consciousness by the sound of 
the baby monitor. To my surprise, 

after the first week or so, I started 
to look forward to getting out of 
bed each morning. I was inspired. 
 At that time, I’d been writing 
and sharing stories over on my 
personal blog for about a year. 
Since the start of it, I’d received 
all kinds of encouraging Facebook 
posts and comments from friends 
and family:
  

I started to see these sweet notes as 
divine confirmation. Breadcrumbs 
leading to a bigger path I was 
meant to take. 

Nikki Elledge Brown
// THE COMMuNICATION STylIST

“I love everything you write.” 
“When are you going to write a book?”

“You’ve really got a gift, Nik.”

http://systemsrock.com
http://systemsrock.com
http://brigittelyons.com
http://www.nikkielledgebrown.com/
http://www.annesamoilov.com/launch-toolkit/
http://www.annesamoilov.com/launch-toolkit/
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helping bright entrepreneurs 
attract their dream clients, one 
brilliant message at a time.
 I didn’t have a website at 
this point - just a splash page, an 
opt-in box, and a dose of Texas-
sized enthusiasm. I used my 
freshly acknowledged superpower 
of communication to share my 
offer in the Facebook community, 
guided folks to sign up for my 
list if they wanted the full details, 
and that’s when things got crazy. 

 I realized that throughout 
my whole life, my friends, family, 
professors, and colleagues had 
encouraged me to share my gift 
for communicating, connecting, 
and storytelling in a bigger way. 
And while it was scary to admit, 
I realized that “going big” wasn’t 
just an option anymore. It was an 
inevitability.
 I didn’t know if I was supp-
osed to start with a book, a blog, 
or a business, but I was committed 
to figuring it out. I read. I prayed. I 
Googled. I signed up for an online 
business course and got clear 
on what my first offer would be: 

“To say I dove 
headfirst into 

entrepreneurship 
would be an 

understatement.” { }
women who Made it Happen  21

Like over-700-subscribers-90-clie-
nts-and-$21,000-in-less-than-
four-weeks crazy. 
 To say I dove headfirst into 
entrepreneurship would be an 
understatement. Since launching 
in April, I’ve had the chance to 
work one-on-one with over 160 
bright entrepreneurs from all over 
the world. And while it freaks me 
out a bit to say this “out loud,” it’s 
very possible that I’ll break six 
figures by the end of my first year. 
 I may live in Hawaii, but it’s 

not all rainbows and butterflies 
over here. Please know that. 
 Through it all, I’ve had time 
to reflect. To doubt. To make 
typos. To be humbled by love. To 
be humbled by hate. To celebrate 
the wins and learn from the flops. 
 Most of all, I’ve had time to 
realize that while 2013 has been 
an extremely significant chapter, 
my real story is just getting started.
 I’m happy. I’m thankful. I’m 
living my purpose. And nothing is 
more motivating than that.

My Top 5 Tips for Making it Happen

1. kNOw yOuR vAluE. Figure 
out YOUR zone of genius, and 
WORK it.

2. TAkE THE FOCuS OFF OF 
yOu. Who needs your help? How 
can you be of service?

3. dON’T TRy TO BE pERFECT. 
Perfect is boring. YOU are not. 
Just put it out there already!

4. BuIld RElATIONSHIpS. Ev-
ery number represents a person, 
and every person has a story. Take 
a sincere interest.

5. REACH OuT. You are NOT 
alone out there! When you need 
a boost, reach out. We’re in this 
together, sister.
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Making it happen by 
leaving her job to focus 
on her own business
 
   Christmas 2012. I was 
thinking a lot about my business 
and the future…  
 My company Fearless Lau-
nching had survived and flourish-
ed through two launches all while 
working part-time on it, and I was 
getting more and more requests 
for strategic consulting gigs.
 I had pushed the business as 
far and as much as I could in the 
spare time I had from working as 
Director of Operations with Laura 
Roeder’s company LKR. It was 

clear that something had to give.
 All the while, it was Christ-
mas and images of me being the 
top elf, but never Santa Claus 
kept coming up - what can I say? 
I thought to myself, ‘I can’t keep 
being top elf.  This is as far as I 
can take it without becoming a 
partner in the company - and I’m 
not following what I want to do 
or giving Fearless Launching a 
chance to grow.’
 The seeds were planted.
 After a series of very honest 
conversations with Laura - I 
made the final decision. I have 
to give Laura props for really 
pushing me to make it happen, 
to make a decision. She gave me 

Anne Samoilov // FEARlESS lAuNCHING
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the push and said, “I think you’re 
afraid to admit that you want to 
focus on your own business 100%.”
 And she was right.
 But even after the decision to 
resign was made (giving 4 months 
notice and making the deadline 
to find and train a replacement), 
the journey was not a simple or 
easy one. I experienced emotional 
ups and downs as I untangled 
myself from the company. There 
were moments of doubt where I 
thought, ‘why am I leaving? We 
are so good together!!!’ And then 
finally the day came - the last day.  
 Nothing really amazing 
happened during this process of 
leaving a job I loved, for abusiness 
I wanted to grow and nurture. The 
steps were not “tough”, but they 
were far from easy. 
 I made a decision.
 I got my family on board 
before I gave notice.
 I gave LKR and myself a long 
notice. I made a plan and set a 

deadline. I made real money goals 
that I needed to establish for the 
months leading up to me leaving. 
 I stuck to my plan and didn’t 
back out, even when I had doubts 
during the process of hiring (and 
training) my replacement.
 By the time June 30th rolled 
around, I was ready to go.
 How are things now 6 
months later?  
 I still miss LKR - the team, 
the way we worked together, but 
I love that I’ve been able to 
replace and surpass the LKR 
income for myself within such 
a small period of time and I’m 
hopeful to experience more 
growth in the coming year.
 Most of all - the biggest 
takeaway from the process of 
leaping… I realized that I could 
do it on my own. Nothing has 
changed. I’m doing what I’ve 
done forever with OTHER 
people... and now I’m rocking it 
for myself.

http://www.annesamoilov.com


24   This Girl Means Business

Making it happen by 
building a team
 When I entered 2013, I had 
no intention of making it. I was 
resolved to quietly let my business 
drift away.
 It all started when I told a 
friend and mentor I wasn’t the 
right person to take on her project. 
When I made the decision, I was 
confident I was doing the right 
thing—for myself and for her 
business. 
 I wasn’t prepared for what 
would happen next.
 Typically, when I make hard 
calls, I feel calm and steady and 
even a little proud. This time was 

different. I felt as though my core 
had splintered. If I wasn’t helping 
the people I believe in the most, 
then what was I doing?
 I told my husband and closest 
friends I was done. Come January, 
I was starting that novel I always 
talked about, and we’d take it from 
there. And I meant it. 

Brigitte Lyons // uNFETTEREd INk

“If I wasn’t 
helping the 

people I believe 
in the most, then 

what was I 
doing?”

{ }
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 But before I could execute my 
plan, yet another friend intervened 
and invited me to join her new 
mastermind program. If it had 
been anyone else, I’d have said 
no. I didn’t want to fix my broken 
business. I just wanted to let it go.
 But I trusted her, so I joined. 
I made all the calls and worked all 
the exercises.
 In the process, I slowly came 
to the realization that unravelling 
my business was the last thing I 
wanted. 
 What I really wanted was to 
transition from being a solopreneur 
to building a team and running my 
own unconventional agency.
 So I abandoned my writer-
in-the-woods fantasy (I’m really 
too much of an extrovert for that 
anyway) and set about the task 
of righting my broken business 
model.
 The first thing I did was 
prepare to hire. I knew that if 
I brought someone on too fast, 

we’d spend all our time dealing 
with communication issues, since 
everything was in my head and on 
my hard drive. I hired Natasha, 
the SySTEMS CHICk, to help 
me pull apart my process, so my 
team would get up to speed much 
more quickly.
 The next step I took was hiring 
an attorney and HR consultant. I 
wanted to make sure my agency 
started—and stayed—on the 
right side of the law. I strongly 
recommend that anyone who hires  
a team (even if you’re just planning 
on hiring a VA or bringing on 
an intern). If you don’t want to 
retain an HR consultant, SCORE 
is a non-profit group of business 
counsellors affiliated with the Small 
Business Administration, and you 
can contact your local office to get 
free input from seasoned business 
owners.
 Once these pieces were 
in place, something magical 
happened. I had a chance 

http://brigittelyons.com
http://systemsrock.com
http://score.org
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 I’m looking forward to 
stepping into 2014 with my dream 
team by my side.

 SO, wIll yOu COMMIT 
TO MAkING IT HAppEN IN 
2014, TO HAvING THE BEST 
yEAR EvER? wIll yOu MAkE 
THOSE BIG dECISIONS ANd 
BECOME THE pERSON yOu 
NEEd TO BE IN ORdER TO 
REACH yOuR GOAlS NExT 
yEAR? •

Go for it!

conversation with the one person 
I’ve wanted to come work for me 
all along. And she wanted to work 
with me, too.
 I brought on Maggie Hassler 
in October as my first full-time, 
salaried employee.
 Within days of introducing 
her to my friends on my email 
list, we had enough new work to 
keep us busy through 2014. Now 
we’re working from a waiting list, 
and I’m hoping to bring someone 
on to support Maggie this coming 
spring.
 Our agency is still in its 
infancy, but for me, “making it,” 
is about owning the fact that I 
wanted to step-up and lead. 
 Solopreneurship was keeping 
me small. Not just the profit I’d 
receive or the projects I could take 
on, but more importantly, I was 
putting limits on the scope of my 
vision. My team energizes me, they 
inspire me to be a better leader, to 
do better work.

Masterclass

Learn how to 
get more leads, 
more traffic 
and more sales 
from LinkedIn 
in this LinkedIn 
training session

with Lewis Howes

Watch it here for FREE

http://igotowebinar.com/replay/cg/
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BuSINESS dEvElOpMENT

Words by  NATASHA vOROMpIOvA // systemsrock

HOw TO BE MORE pROduCTIvE 

AS A BuSINESS OwNER

 Ever catch yourself pondering 
the answer to the question, “How 
to be more productive?” Or feeling 
burdened by your business and 
wondering what happened to the 
visions of freedom that inspired 
you to launch your business?
 It takes a lot of work to run a 
small business.
 If you find yourself in a 
situation where your day is filled 
up to the last second and you have 
no time for yourself or your loved 
ones, look at the ways you could 
use technology to free yourself up.

 There are at least 5 areas in 
your business, where you can maj-
orly save time once you automate 
them at least to a certain extent:

 1. pAyMENTS — You need to 
get paid, and the most common
tool for payment processing is pAy-

pAl, which allows you to accept 
single payments or set up reoccur-
ring billing.
 Did you know you can create 
a PayPal button that will first take 
your clients to the payment page 
and then redirect them to another 
page—to a questionnaire or thank-
you page?

5 Things You
       Must Automate
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 What if a client doesn’t have 
a PayPal account or doesn’t want 
to create one? SElz or STRIpE are 
great alternatives.  
 If you are looking for a more 
robust payment solution, go with 
the e-commerce merchant acc-
ount options like 1SHOppINGCART, 
SHOpIFy, x-CART, and CuBECART, 
which allow you to accept debit/
credit cards online.
 This type of software takes 
automation and convenience to a 
whole new level, but it’s also a more 
costly solution.

 2. FINANCES — Knowing 
where your money is going, where 
it is coming from, and having all 
the supporting documents in one 
place is critical.
 Doing this work manually 
eats up enormous amounts of time.
 When it’s not done, it weighs 
on you every day and can cause you 
serious problems.
 Luckily, there are great 

inexpensive tools to automate most 
of our financials.
 Check out FRESHBOOkS, 
OuTRIGHT or xERO, which each 
specialize in different types of ser-
vices.
 They’ll help you automate 
the process of tracking money that 
comes in and goes out.
 An added bonus is that you’ll 
have your financial paperwork in 
one, easily accessible place and can 
send it off to your accountant when 
necessary.

http://systemsrock.com
http://www.paypal.com
http://www.paypal.com
https://selz.com/
https://stripe.com/
http://www.1shoppingcart.com/
http://www.shopify.com/
http://www.x-cart.com/
http://www.cubecart.com/
http://freshbooks.com
http://outright.com
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 3. SCHEdulING — Auto-
mating the process of scheduling 
your meetings is also important.
 You’re wasting time when-
ever you email back and forth with 
clients trying to come up with a 
day and time to meet. Besides, it’s 
not fun and it doesn’t make you 
look like a true professional. In 
fact, manual scheduling often leads 
to MISSEd MEETINGS ANd lOST 

ClIENTS.
 There are a plethora of great 
ONlINE SCHEdulERS to pick from. 
Many of them come with addi-
tional features like wEBSITE INTE-

GRATION, a “schedule-an-appoint-
ment” pOp-up and even payment 
processing.
 Even if your scheduler doesn’t 
have a payment processing option, 
you can still automate the process 
by including a link to your scheduler 
on the “thank you” redirect page 
when they make a payment. A truly 
hands-off process.

 4. CuSTOMER SuppORT —
Some aspects of customer support 
can easily be automated and save 
you a great deal of time.  I bet people 
often ask you the same questions.
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 Here’s what you can do if these 
questions are about. . . 
 • Your policies = Create an 
FAQ pAGE that addresses the most 
common issues
 • How people can contribute 
= Ask them to follow established 
guidelines.
 • The process of working 
with you = Find a CREATIvE wAy 

TO pRESENT IT.
 Also, if you’re writing the 
same messages over and over, cre-
ate templates and use tools like 
CANNEd RESpONSES (for Gmail) or 
TExT ExpANdER (for Mac).

 5.  SOCIAl MEdIA — No, 
I don’t suggest completely auto-
mating social media because 
actively and authentically building 
relationships with new and existing 
clients is crucial to turning them 
into raving fans.

 However, the process of getting 
noticed can certainly be automated.
 Come up with a list of updates, 
pop them into a SpREAdSHEET lIkE 

THIS ONE, schedule them in bulk 
using HOOTSuITE or BuFFER and 
reuse them every 2-3 months.
 Yes, this will require some 
prep work, but once that’s taken 
care of, you won’t need more than 
10 MINuTES A dAy per social media 
platform.
 As you can see, there ARE 
ways to moving from doing to 
managing even without hiring a 
team. •

“As you can see,
there are ways to 

moving from doing 
to managing even 

without hiring
a team.”

http://systemsrock.com/losing-clients-because-you-dont-have-an-online-scheduler/
http://systemsrock.com/losing-clients-because-you-dont-have-an-online-scheduler/
https://docs.google.com/spreadsheet/ccc?key=0AhYF67Lp67k_dE5UbFlfb1F2bUpIUkRVM3Jld0Q3aFE&usp=sharing
http://systemsrock.com/scheduler/
http://systemsrock.com/scheduler/
http://monicacrowe.com/
http://jenniferbbernstein.com/get-yourself-into-college/policies-faqs
http://systemsrock.com/work-with-me/work-with-me-package/
http://systemsrock.com/work-with-me/work-with-me-package/
https://sites.google.com/a/nhusd.k12.ca.us/appshelp/home/mail-tips/cannedresponses
http://smilesoftware.com/TextExpander/index.html
https://docs.google.com/spreadsheet/ccc?key=0AhYF67Lp67k_dERKQjlZbjcwVTMtQjNlSGV6WUp4b0E&usp=sharing#gid=0
https://docs.google.com/spreadsheet/ccc?key=0AhYF67Lp67k_dERKQjlZbjcwVTMtQjNlSGV6WUp4b0E&usp=sharing#gid=0
https://hootsuite.com/
https://bufferapp.com
http://systemsrock.com/ten-minute-twitter-workout/
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Interview by:  CARRIE GREEN

  hristine Stanschus had  
  a successful career in  
  investment banking, 
but after having her first child, 
Lukas, she decided that she 
wanted to be able to spend more 
time with him. So she quit her 
job and set up Little Kickers, 
providing football classes to 
pre-school children. Since then 
she’s turned the business into a 
successful franchise, with over 
100 franchisees worldwide. Here 
she tells us how she did it…

C

wHAT INSpIREd yOu TO START 
yOuR BuSINESS? 

 For as long as I can 
remember, I always wanted to 
set up my own business. Prior 
to setting up Little Kickers, I 
set up a few other businesses - 
with varying degrees of success 
– and was constantly coming up 
with new business ideas, much to 
the irritation of my friends and 
family, who I used as sounding 
boards for my many hair-brained 
schemes. It wasn’t until I had 
my first child – Lukas – that I 
had the opportunity to take some 
time out from my previous career 
in investment banking and really 
think about what I wanted to 
do in the future. I enjoyed my 

How She Did It
NAME: Christine Stanschus
COMpANy: Little Kickers
FOuNdEd: Toronto, Canada
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banking career, but felt that if I 
was going to spend time away  
from Lukas working, it needed 
to be for a more important 
reason than just earning money 
– I wanted to do something 
that would make a difference 
and have a positive impact. I 
could not see how my banking 
career would achieve this, so 
set up Little Kickers, with the 
objective of giving as many 
preschool children as possible a 
fun introduction to sport, which 
would hopefully fuel a lifelong 
love of exercise.

wHAT wERE THE FIRST FEw 
STEpS yOu TOOk TO GET THE 
BuSINESS up ANd RuNNING?

 Firstly, I researched the 
market. Was anyone else 
doing anything similar? Was 
there demand for what I was 
proposing? What price point 
should I adopt? Then I ran a 
pilot in my local neighbourhood, 
but asked my friends with kids 
of the same age as Lukas NOT 
to sign up, because I wanted to 
get a good handle on whether 
people were actually interested 
in paying for football classes for 
their pre-schoolers. I felt that 
my friends would have signed 
up to be supportive, and that 
would not have enabled me to 
properly gauge the feasibility of 
the business.  At the same time, 
I prepared cash flow forecasts to 
check that the business would be 
viable, and fortunately it was.

“I wanted to do 
something that 
would make a 

difference and have 
a positive impact.”
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 Once the pilot had been 
successfully completed, I got to 
work on the intellectual property 
aspects of the business – logo 
design, branding, domain name 
registration, website, etc. and 
the more mundane (but very 
necessary) things like registering 
the company, sorting out 
insurance.

HOw MuCH MONEy dId yOu 
NEEd TO GET STARTEd ANd 
HOw dId yOu FINANCE IT? 

 Little Kickers actually cost 
very little to set up.  There were 
a few unavoidable start up costs 
(registering a company, domains, 
trademarks, etc.) but the business 
model is such that customers sign 
up for courses in advance, so once 
the minimal start up costs had 
been paid back, the business was 
cash flow positive from very early 
on. Every penny the company 

generated was ploughed back 
into the business for the first 4 
years or so.  It was very tempting 
to take a salary when things 
started to go well financially, but 
we always took a long term view 
and invested in developing a 
world-class activity programme 
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(coaching guides and session 
plans blending football and 
early learning skills), branding 
(marketing collateral, website, 
merchandise), high-end, scalable 
infrastructure (IT booking sys-
tem, operating manuals, etc.), 
rather than “doing things on the 
cheap” and this was expensive.

HOw dId yOu RAISE AwAR-
ENESS OF yOuR BuSINESS?

 Word of mouth is critical 
in the marketplace in which 
Little Kickers operates. I was 
fortunate in that I was a typical 
Little Kickers’ target customer 
when the company first launch-
ed, so knew exactly where other 
parents would go to find out 
about classes like Little Kickers, 
and how to promote Little Ki-
ckers within their networks.  
This was fortunate, because my 
marketing budget was pretty 

much non-existent, so I spent 
lots of time wandering around 
playparks, nursery schools and 
shops chatting to people about 
Little Kickers, handing out 
flyers and trying to generate a 
buzz around the programme.

TwO yEARS AFTER lAuNCHING 
THE BuSINESS yOu dECIdEd 
TO FRANCHISE IT – wHy dId 
yOu dECIdE TO dO THIS ANd 
wHAT STEpS dId yOu TAkE TO 
MAkE IT HAppEN?

 By the time I took the 
decision to franchise Little 
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Kickers I was struggling to stay 
on top of the day-to-day runn-
ing of the business AND to 
continue to grow it in line with 
demand. The final straw was 
the discovery that the business 
would have to start paying VAT 
if we grew any larger, because 
to my surprise, children’s sports 
companies are not VAT exempt.  
At the time VAT was levied at 
a rate of 17.5% of gross revenue, 
so unless our turnover increased 
by approximately 50%, there 
would be no point growing the 
business any more. This was a 
sad realization at the time, but 
it prompted me to look into 
different growth models we 
might be able to adopt, and 
franchising seemed perfect. 
 I had run a successful 
pilot, so knew that the financial 
model worked, and felt that 
selling franchises would enable 

Little Kickers to expand rapidly 
through a network of business 
owners, whose success was dep-
endent on how well they ran 
their businesses and the quality 
of the classes they provided. I 
also felt that the rapid expansion 
franchising would minimize 
the likelihood of competitors 
successfully entering the market, 
(which was a big concern at that 

“By the time I 
took the decision 

to franchise Little 
Kickers I was 

struggling to stay 
on top of the day-
to-day running of 
the business and to 

continue to grow it in 
line with demand.”
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stage) and the more traction 
the business gained through the 
network of franchisees, the more 
we would be able to afford to 
invest in infrastructure to ensure 
that we remained market leaders 
in our industry.
 At that point we were still 
pretty small, and I realized that 
in order to be able to franchise 
Little Kickers successfully, we 
needed to be able to offer amb-

itious, intelligent people (the 
kind I wanted to take on as 
franchisees!) who were interested 
in setting up their own pre-
school football businesses, a 
compelling reason as to why they 
should take on a Little Kickers 
franchise rather than setting 
up on their own. We needed to 
develop barriers to entry and a 
strong USP.  
 We’d invested very heavily 
in infrastructure to this point, 
and had developed a strong, 
recognisable brand.We had 
automated much of the 
administrative side of the business 
and were still pretty much the 
only company operating in the 
space. We’d run a successful 
pilot, so had a wealth of practical 
experience around how to set 
up and run this type of business 
successfully, and the pitfalls we 
had encountered (and how to 
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overcome them!).  The only thing 
standing in our way was finding 
good franchisees!
 Fortunately, we were app-
roached early on by Julia, who 
became our first franchisee.  
Located in North London, 
she still runs a very successful 
franchise today, almost 10 years 
later. She was a fantastic first 
franchisee – not only did she 
bring a wealth of business exp-
erience to the table, but she 
also pushed us to make the 
modifications to the Operating 
Manual, systems etc., which 
were necessary to make it 
robust enough for the rapid 
expansion we had planned. She 
also fulfilled the most important 
criteria for the first franchisee of 
any network – she made a great 
success of her business from day 
one, so proved that the model we 
had created was repeatable.
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yOu NOw HAvE OvER 100 
FRANCHISEES OpERATING IN 
THE uk, IRElANd, SOuTH 
AFRICA, AuSTRAlIA, SAudI 
ARABIA, MAlAySIA, ECuAdOR, 
pERu, HONG kONG, CypRuS 
ANd CANAdA – HOw dId 
yOu MANAGE TO GROw ANd 
ExpANd? 

 Little Kickers has continued 
to grow through word of mouth 
- we very rarely advertise for 
franchisees. Most people who 
approach us about taking on 
franchises are familiar with the 
programme, because they have 
children who have attended 
classes/are friends of existing 

franchisees/are Little Kickers 
coaches. We’re also contacted 
by lots of people who have been 
searching for pre-school football 
classes in their areas but have not 
found any, and have found out 
about Little Kickers online.
 We’ve been careful only 
to take on franchisees who we 
feel will do a great job, and who 
will fit in with the company 
ethos and get on well with 
everyone else, and who are doing 
it “for the right reasons”. Our 
franchises are profitable, but we 
are not interested in taking on 
people who just want to set up 
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a Little Kickers franchise for the 
money.  We take on franchisees 
who genuinely care about young 
people and who are committed 
to giving very young kids in 
their community a great first 
introduction to sport.  As such, 
we’ve experienced very few 
failures – a level way lower than 
the franchising industry average.  
Since the upfront fee for a Little 
Kickers franchise is relatively 
low, we have a lot of people 
contact us who are interested in 
becoming franchisees, and this 
means we can choose the best 
people from a broad pool.
 We always give prospective 
franchisees a full list of all of 
our existing franchisees and 
ask them to choose as many 
as they want to speak to about 
their experiences, before they 
decide whether to go ahead 
or not. We’ve found that our 

existing franchisees are our best 
advertisement and, more often 
than not, a new franchisee’s 
decision to go ahead is based on 
their conversations with existing 
franchisees about the support 
Little Kickers provide and their 
experiences of setting up and 
running a franchise.  
 We recognize that as a 
company we are only as strong 
as our weakest franchisee – a bad 
experience at one class can easily 
get publicized nowadays through 
Facebook and Twitter – so we go 
to great lengths to continuously 

“We go to great 
lengths to 

continuously 
enhance what

we do.”
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enhance what we do, and ensure 
that our franchisees are given 
all the tools they need to run 
successful businesses and do 
our best to ensure that quality is 
maintained across the network.
 The overseas growth of 
the network has been amazing 
over the past few years, and 
the overseas business is now 
larger than the UK business. 
 We’re fortunate in that we 
now have classes running in lots 
of major international cities, and 
the populations of those cities 
are pretty mobile. As a result, 
we receive lots of enquiries from 
prospective franchisees who 
want to set up Little Kickers in 
overseas locations. Some of them 
are ex-customers who became 
familiar with the classes while 
they were living overseas and 
want to set them up when they 
return home, some of them are 
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coaches who have been working 
for Little Kickers overseas and 
some of them are members of 
the Little Kickers Head Office 
team who want a new challenge.  

wHAT ARE yOuR TOp TIpS FOR 
OTHER pEOplE lOOkING TO 
FRANCHISE THEIR COMpANy?

 • RuN A pIlOT to check 
that the business is viable.  If 
you can’t run a successful, 
profitable pilot then there’s no 
way you should be thinking 
about franchising the concept.
 • THINk ABOuT yOuR 

uSp.  Why would someone buy a 
franchise from you – what makes 
the package you are offering 
them a better alternative for 
them as compared to just setting 
up the business themselves?
 • REAlISE THAT FRAN-
CHISING IS NOT A “GET RICH 
QuICk SCHEME”.  Developing 

the infrastructure you need to 
support a network of franchisees 
is expensive and time-consuming 
and there are no short cuts.  

yOu STARTEd THE COMpANy 
SO THAT yOu COuld SpENd 
MORE TIME wITH yOuR SON 
– HOwEvER BuIldING A 
BuSINESS CAN BE SO TIME 
CONSuMING, OFTEN THE Op- 
pOSITE CAN HAppEN. SO, HOw 
dId yOu juGGlE BuIldING 
yOuR BuSINESS wITH SpENd- 
ING TIME wITH yOuR SON?

 I think it helped that be- 
fore I set up Little Kickers I 
worked in a very competitive role 
within an investment bank, and 
returned to work for 2 years after 
Lukas was born, before I decided 
to take the plunge and set up a 
business myself.  During the 2 
years I was back at work after 
maternity leave, I worked myself 
into the ground trying to prove 



44   This Girl Means Business

that I was still as committed to 
my job as I had been pre-Lukas. 
I worked very long hours and 
travelled a lot with work, rarely 
saw Lukas during the week 
and was too exhausted to have 
much fun with him at weekends.  
Once I started working for 
myself, I changed my childcare 
arrangements so I worked from 
home and Lukas was looked 
after at home by an au pair.  If 
I had a 5 minute break in work 
I could nip downstairs to see 
him (and his sister, who arrived 
a couple of months after we ran 

the first Little Kickers classes!)  
Now my children are older (10 
and 13) they are very involved in 
the business and it’s an important 
part of all of our lives.

wHAT dO yOu lOvE THE 
MOST ABOuT RuNNING yOuR 
BuSINESS?

 I love the fact that our 
product makes so many kids 
really happy (and healthy!) and 
that our customers, franchisees 
and coaches are so passionate 
about what we do.   
 I am not a fan of monotony 
or routine, so it’s great that at 
every new stage the business 
reaches there are always new 
things to learn, particularly 
as Little Kickers expands 
internationally.  We’ve had to 
continuously “tweak” what we do, 
to ensure that the business can 
continue to grow and enter new 

“I love the fact 
that our product 
makes so many 

kids really happy 
(and healthy!)”
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markets and I find that aspect 
of the business fascinating. I 
also love that I get to choose 
who I work with – many of 
the people involved with Little 
Kickers are family, and people 
I’ve been friends with for years, 
and it’s very liberating to work 
with people who I know I can 
trust 100%.

ARE THERE ANy SACRIFICES 
yOu’vE HAd TO MAkE AS AN 
ENTREpRENEuR?

 I sacrificed an excellent 
investment banking salary and 
job security to set up Little 
Kickers.  When I was first setting 
up Little Kickers everything the 
business made was ploughed 
back in, to pay for infrastructure 
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development and for a number 
of years I did not earn anything.  
Fortunately, building a business 
that I can be proud of has always 
been more important to me 
than money, so this was a small 
sacrifice to make.

wHAT dOES A TypICAl dAy 
lOOk lIkE FOR yOu?

 I start work in my office 
in Toronto at 7am so that I can 
speak to the UK team (they are 
5 hours ahead of me time-wise, 
so it’s midday there). I mostly 
deal with UK issues from 7am – 
10am.  I then head out to walk 
my dogs on the beach for 30 mins 
– I find this time really useful to 
think about the business, have 

ideas and make plans.
 I then work on the non-UK 
business until lunchtime – this 
could be dealing with trademark 
infringements, writing marketing 
materials, preparing budgets, 
reviewing contracts, chatting to 
franchisees – the list goes on!
 A few days each week I go 
out for lunch with my husband, 
Frank, who is Little Kickers’ 
Chief Operating Officer, and we 
talk about business strategy, IT 
or Operations related issues.  He 
claims that he never has time to 
speak to me in the office, so I have 
to tempt him out with lunch!
 I then work until my kids 
get home from school, mid-
afternoon.  I spend time with 

“I view the process of building the business as 
being like creating a sculpture.”
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them until about 6pm, at which 
point I usually have calls set 
up for a few hours with master 
franchisees located in Australia / 
Asia (this is their morning).
 By 8pm I am usually finished 
for the day, but continue to check 
my mails until about 11pm.

HAvE yOu GONE THROuGH 
pHASES OF FEElING OvER-
wHElMEd By yOuR BuSINESS 
vISION? IF SO, HOw dId yOu 
OvERCOME IT?

 I have always had a pretty 
clear picture in my head of how 
I would like Little Kickers to 
end up and that’s what I am 
constantly working towards.  
Sometimes the task does seem 
overwhelming and I get very 
frustrated when things happen 
more slowly than I would like.  I 
view the process of building the 
business as being like creating a 

sculpture.  Little Kickers started 
off as a large block of stone, 
and every day the head office 
team and franchisees chip small 
pieces off the block, through 
the work that we all do.  It’s not 
always clear at the time how 
what we are doing is contrib-
uting to the bigger picture, but 
from time to time it’s possible 
to step back and can see that 
progress is being made and that 
lots of small actions are resulting 
in the business taking the shape 
I want it to.

yOu’vE BuIlT A GlOBAl 
BuSINESS – HOw HARd HAS 
THIS BEEN ANd wHAT TIpS 
CAN yOu SHARE ON GOING 
GlOBAl?

 When I first decided to 
expand Little Kickers outside 
the UK, pretty much everyone 
I spoke to from within the 
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franchising industry told me 
not to.  They recommended 
focusing on the UK market and 
warned me about complex legal 
issues, the expense of upgrading 
systems so they work overseas 
(different currencies, time zones 
etc.), relative lack of profitability, 
the challenge of working with 
people in different countries etc.  
The points they raised are 
certainly all valid, and there have 
been lots of challenges.  But to 
me the extra work involved in 
“going global” has definitely been 
worth it.  
 For anyone considering tak-
ing their business outside their 
own country, I would suggest 
doing lots of research, working 
with good advisors (accountancy 
and legal), ensuring you have 
sufficient capital to fund your 
expansion and being flexible.  
Every new country we’ve ent-

ered has different characteristics, 
and we’ve had to adapt and 
refine what we do, so that the 
business will be successful in 
that market. •

wHAT’S yOuR TOp pIECE OF 
AdvICE FOR ENTREpRENEuRS?

 Never even contemplate 
giving up.  It’s very difficult when 
your business is small and it’s not 
100% clear whether it’s worth all 
the effort and attention you’re 
lavishing on it.  I used to get quite 
disheartened when things didn’t 
go according to plan, but then I 
decided that whatever happened 
I would not even consider giving 
up. This made things a lot easier 
- now I don’t mind when the 
business faces challenges because 
I know that they might put other 
competitors off doing what 
Little Kickers is doing, on the 
scale we’re doing it, whereas we 
will never give up.

http://thelittlegreenstudio.com
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DOs
1. dO set your financial goals and 
regularly revisit them to make sure 
you are on track.

2. dO create a business budget.  It 
will allow you to get clear where it’s 
reasonable to invest and where to 
hold off.

3. dO learn to manage your cash 
flows. Keeping your cash flows 
positive ensures that you have 
funds to cover your expenses and 
make necessary investments.

4. dO keep your personal and 
business finances separate.

5.  dO sign contracts with clients 
and make sure they cover in 
detail the payment policy and 
responsibilities of each party.

6. dO know what kind of reports 
and how often your government 
requires you to submit them for 
your company to comply with 
regulations.

DON’Ts
1. dO NOT begin working on a 
project until receiving at least a 
deposit for it.

2. dO NOT use more than one 
invoicing methods. Pick one and 
stick with it to avoid mistakes.

3. dO NOT commit to financial 
software tools before getting clear 
on your business model—the 
avenues in which the money comes 
in and in what currency (for those of 
you doing business internationally) 
and the easiest, most consistent way 
you can acknowledge its receipt.

4. dO NOT delay for too long 
hiring a professional, who’ll help 
you design the financial future 
of your company and shape your 
present activities so that you can 
reach your highest financial goals. 

Words by  NATASHA vOROMpIOvA

http://systemsrock.com
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Danielle 
LaPorte
Danielle 
LaPorte

an interview with
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  anielle LaPorte is a  
  force to be reckoned  
  with. She’s an inspir-
ational speaker, the best-selling 
author of THE FIRE STARTER 

SESSIONS and the creator of 
THE dESIRE MAp. But what I 
love most about Danielle LaPorte 
is her fun, bold, no BS style… 
she tells it like it is, which is 

refreshing (and also why over a 
million people have visited her site 
to read her advice!). She’s helped 
countless people to rekindle their 
spark and create successful lives on 
their terms. Here Danielle talks 
about her journey, overcoming 
self-doubt and how you can get 
what you want…

D

By  CARRIE GREEN
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in your book, The fire starter 
sessions, you share your story 
about how you’ve ended up 
where you are today and like a 
lot of people, you started out in 
a job that made you feel like you 
were ‘wilting inside’. can you tell 
us what happened and how you 
made your escape?

 I got fired from the company 
I co-founded. So I didn’t “escape”, 
I was booted. And it was divine. 
Best thing that could have 
happened. Painful and messy 
and litigious, but it was instant 
liberation — liberation that I was 
craving. I hit the ground running 

and reinvented myself. I started 
offering one-on-one strategy 
sessions for entrepreneurs, “Fire 
Starter Sessions”. And then I 
took my show on the road and 
did groups. After touring for a 
year, I had a book that was ready 
to be born of it all.

so many people feel lost and 
confused – they know that they 
want to do something great, but 
they’re just not sure what that is! 
after you left your job you were 
in a situation where you had to 
figure out what you were going 
to do that would be fulfilling and 

“You need to know how you want to 
FEEL. Getting clear on what I call 
your ‘core desired feelings’ is the best 

place to start - aLways.”{ }
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authentic to who you are. what 
helped you during this time? and 
what advice would you give to 
someone who’s feeling confused 
in their life right now?

 You need to know how you 
want to FEEL. Getting clear 
on what I call your “core desired 
feelings” is the best place to start 
- always.  Culturally, we’re trained 
to endure, and suck it up to meet 
our goals. But this is backwards. 
And it’s killing our spirits — and 
burning us out.  
 Maybe you don’t need to 
make six figures a year. Or be 
married by the time you’re thirty. 
Or be Team Captain. Or sit in an 
ashram watching your in breath 
and out breath. Or have a pension. 
Or maybe those are exactly the 
things that you need to have and 
do to feel the way you want to feel.
 When you get real about 
the feelings that you crave, you 

might surprise yourself with some 
new choices. You’ll sign up for 
workshops you’d never consid-
ered. You’ll quit stuff. You could 
realize that you don’t need to be 
VP to feel powerful or useful, you 
just need to volunteer at the youth 
shelter. Maybe you don’t need that 
award, you just need to take better 
care of yourself.
 Here’s the Big Thing: You’re 
not chasing the goal itself, you’re 
actually chasing a feeling.
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self-doubt is huge reason why so 
many people never manage to 
turn their ideas into a reality and 
build successful businesses – has 
there been a time when you’ve 
doubted yourself and if so, how did 
you overcome it and what would 
your top tips be to someone who 
is struggling to make progress, 
because of self-doubt?

 Doubt and fear are part of 
the creative process. It doesn’t 
matter how successful or strong 

you are, fear is unavoidable -- and 
natural. Once you accept that, 
you take the charge and the self-
judgement out of fear and you 
can look at it more clearly.  Every 
launch I do, every time I get on 
stage, every book I write — it all 
brings up doubts. But I’m devoted 
to my art and that devotion trumps 
the fear.
 Your desire to succeed —
however you define “success” - has 
to feel like a burning fire in your 
being. You’ve got to want it, really 
want it. You’ve got to tune into 
the feeling you want the most — 
and that will help you take fear 
out of the driver’s seat so your 
enthusiasm and devotion can take 
the lead.

Throughout The fire starter 
sessions you share strategies to 
help people create success and 
something you talk about is using 
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visualisations. why is it important 
and can you share some steps 
people can take?

 Visions, intentions, goals 
— they pull us forward into 
new realities. They’re essential 
for creating. Visualize that your 
dream as being a done deal. It’s not 
“possible”, it’s done. This way you 
create the sensation of satisfaction, 
a reason to celebrate. And the cool 
part about visualizing a “done 
deal” is that image of success may 
have something to tell you – a few 
pointers about how you can make 
it real.

why did you decide to create 
The desire map?

 I started it as a personal 
practice about eight years ago. My 
goals felt flat, not very inspiring. 
Desire mapping changed my life 
because it changed the way I made 
my decisions. I started taking an 

inside out approach to everything. 
My girlfriends were guinea pigs 
for The Desire Map and it was 
clear that this was working to 
reframe goal setting for people. I 
held off on releasing it for a long 
time, The Fire Starter Sessions 
needed to come first. But when 
it was time to create The Desire 
Map, it all happened very quickly.

“Your dEsirE to 
succeed - however 

you define 
‘succEss’ - 
has to feel like a 
burning fire 

in your being. 
You’ve got to 

want it, really 
want it.”

{ }
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The desire map helps people to 
get what they want – why do you 
think so many people struggle to 
actually get what they want?

 Most of us unconsciously 
pick up ambitions from our 
mother or father, celebrity culture 
and, or some imaginary “they” 
that we’re trying to impress. So we 
start off with a handicap, chasing 
dreams that aren’t even our own. 
It’s tragic. Your dreams need to 
match your soul — and your core 
desired feelings are the road signs 
to your soul.

what do you think is the most 
important thing people need to 
do in order to start getting what 
they want?

 Believe that you’re worthy 
of you desires. You deserve to get 
what you want, just because you 
showed up here — there’s nothing 
to prove. When you really feel 
into that divine truth, things start 
to shift.

Cover Story: danielle laporte    59

when i face a big chall-
enge i... Dance — very loud 
funk will happen in my kitchen. 
And ask myself which decision 
facing me feels “heavy”, and 
which feels “light” — and aligned 
with my core desired feelings. 
Works every time.

i love building my business 
because... Self-expression feels 
like service. And service satisfies 
my soul. I’m also addicted to the 
thrill of launching things.

my greaTesT fear is... I have 
a phobia of anaesthetic. 

The hardesT parT of 
building my business has 
been... Learning to say no to 
the opportunities that pull me 
away from my creativity.

if i could go back in Time 
To when i was 23, i would 
Tell myself... Algebra is 
useless.

i believe... That your true nature 
is luminous.

The biggesT lesson i have 
learned is... Too many to 
count. But this has come in 
handy: How things start is how 
they carry on. Pay attention to 
the beginning. Also: Speak up, 
speak up, speak up.

i’m happiesT when... I’m 
hanging with my awesome kid. 
When I’m laughing and listening 
deeply with friends. When I’m 
dancing. And making playlists.

in my spare Time i... See above.

my favouriTe quoTe is...  
Why put off today what you can 
straight up cancel.

my favouriTe business 
Tool or resource is...  My 
integrity.

my Top piece of advice To 
enTrepreneurs is... Ask. •

Finish these sentences...
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by  NATAlIE AlAIMO // dIGITAl STRATEGIST

BuSINESS dEvElOpMENT

4 TypES of CoNTENT To 
USE To INCrEaSE aNd

ENgagE yoUr followErS
(& gain new business as well!)

  hen social media sites  
  such as Facebook,  
  Twitter, Pinterest and 
Instagram became part of the 
marketing mix, they forget to tell 
us business owners that we would 
need to be creating content.  As 
a savvy business owner you have 
so much information about your 
products and services inside your 
head, but often it’s difficult, scary 
and a little time consuming to get 
it all out.
 To help you get this content 
out of your head onto a social 

W
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platform I’ve come up with four 
different types of content.  Instead 
of just posting what comes to 
mind, you can strategically use your 
online platforms to increase your 
followers, build a relationship with 
them, engage them and of course 
lead them to a paying client.  
 The four types of Content 
are; Attraction Content, Business 
Content, Interaction Content and 
Converting Content.  80% of your 
content should be divided between 
attraction, business and interaction 
and only 20% converting content. 
 The idea behind your 
attraction, business and interaction 
content is to find, attract, build 
rapport and engage your followers 
while the converting content is 
to move them through your sales 
process closer to become a paying 
client.
 You know that people only 
work with people they know, 
like and trust and your content 
(when used this way) can help 
you build those relationships. 

What makes marketing your 
business online super special is 
that you can use your content to 
leverage your time, marketing to 
many at once and then building 
relationships with individuals (as 
they comment and interact back).
 
Let’s cover the individual types of 
content…

ATTRACTION CONTENT
 When creating attraction 
content your main goal is to 
generate new followers from your 
existing community.  And when 
you get this content right, the 
process is very simple.
 When creating this type of 
content you must very specifically 
understand who your ideal client 
is, as this type of content is all 
about them, their life and what’s 
important to them.  It’s really 
nothing to do with you, your 
business or making a sale.  You can, 
and should however, add your own 
personal touch.

http://nataliealaimo.com


 Let’s say you are marketing to 
women who run their own business 
from home, have two small child-
ren (in daycare a few days a week) 
and are keen to stay fit and healthy.  
Then you could share the following:

 • I just remembered I left a load 
of washing in the machine - and I’m 
out. Has this happened to you?
 • Uniforms ironed, lunch boxes 
packed and then I realise it’s a student 
free day.
 • Men will never know the 
agony of childbirth, menstrual cramps, 
or taking off glitter nail polish.
 • Communicate fully and 
regularly. When you don’t open up, 
eventually you’ll blow up.

 Of course this content can be 
displayed as images on Facebook, 
text on Twitter or a video on 
YouTube. Match the media to 
the platform. The examples above 
are all from Facebook and have 
lots of comments, likes and, most 
importantly, shares. Each time your 

content is shared or retweeted you 
and your business are exposed to 
more of your ideal clients.

BuSINESS CONTENT
 The main goal with your 
business content is to build the 
know, like and trust factor with 
your followers.  This type of content 
is all about your business, but not 
sales related.  It’s about providing 
information on your business and 
industry, which is inspirational and 
educational.
 As a business owner you know 
your business and the industry 
inside out.  However often we don’t 
communicate this information to 
our clients.  Therefore I want you 
to sit down and break your business 
into bite size pieces.  Each one of 
these bite size pieces is a potential 
topic.  
 Start with brainstorming and 
then keep going deeper, right down 
to the really small details.  When I 
purchased my first house, I knew 
that I needed to pay a deposit to the 

62   This Girl Means Business

real estate agent.  I didn’t however 
know that this deposit came off the 
final purchase price, and therefore 
I had enough cash to pay another 
deposit to the solicitor. I know now 
it seems silly, but if you haven’t 
purchased property before then you 
don’t know how the system works.  
 Many of your clients don’t 

know your business like you do 
and therefore don’t know all the 
ins and outs. This can form content 
for your social platforms. Below 
I’ve outlined an example of how 
you can brainstorm and break your 
content down into bite size pieces.  
It’s for the hairdressing industry, 
which I do some work with.

I’m sure you get the idea. Keep going deeper and don’t throw out any ideas, even if 
you think your clients already know that about you, because not all of them will.

Cut
Perm
Style
Colour 
 Types of colour
  Foil
  Semi
  Ombre
  Permanent
   Why permanent colour
    grey coverage
    dark to blond
    stays fresh longer 
     Salon shampoo
      only need a small amount (last longer)
      doesn’t contain detergent
      locks in the colour
      keeps the hair looking better

START wITH yOuR pROduCTS OR SERvICES:

Example
Brainstorm

Session
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 From here you can create 
content for social media, either 
written, with an image, audio or 
video content.  For example it could 
be a simple as:

Here are some of the best ways to 
create interaction content:

 • Ask questions (simple 
questions are best - think yes/no, 
one word answers)
 • Ask for opinions (people 
love to share their opinion)
 • Use images (as these stand 
out more and grab their attention)
 • Use emotion - can you make 
them laugh or cry?
 • Run a competition 
(remember to follow the platform 
guidelines)
 • Include simple commands 
(do you agree? click like; share 
below)

 Almost any type of content 
can be made into interaction 
content.  Remember above we spoke 
about how using online marketing 
allows you to market to many 
and then build relationships with 
one, by adding more interaction 
content you are able to build those 
relationships quicker.
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INTERACTION CONTENT
 Your main goal with inter-
action content is to get, you guess 
it, an interaction. When your 
community is interacting with 
you, they are building a deeper 
relationship with you. While 
quotes and statements are awes-
ome; asking questions and getting 
conversations going is where it’s 
really at.

“When using a salon only 
shampoo you only need a 

small amount, like a 5 cent 
piece coverage, compared to 
a 50 cent piece for the super-
market brands. Not only is 
this better for your hair it’s 

lighter on the wallet as well.”

CONvERTING CONTENT
 Often when users are new to 
social platforms, they jump straight 
to the converting content and 
push their products and services.  
Your communities intention for 
being online isn’t to buy anything, 
it’s for a social connection and 
entertainment. Therefore direct 
selling doesn’t work for many types 
of businesses.
 Converting content should 
be used to move people to the next 
steps within your business, based 
on your sales process. If you are 
building your email list (so you can 
continue to market via email) then 
you can use this type of content to 
remind people to visit your website 
and sign up.  It could also be direct 
links to blog posts, your phone or 
website link.  
 It will depend on your busi-
ness and how you sell your products 
and services. A hairdresser could 
post about an open appointment 
spot, a consultant would post about 
a free e-book or upcoming webinar.  

If you offer a free consultation then 
you can share information about 
that. Your goal is to get people closer 
to making a purchase with you.
 Remember this content sh-
ould only be used 20% of the time.  
I’ve found it’s easier for clients to 
convert clients if they focus on 
highlighting one product or serv-
ice for a month, i.e. this month you 
will talk about salon shampoo, next 
month chemical hair straightening 
and another Mother’s Day specials. 
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dON’T lEAvE yOuR 
ONlINE CONTENT TO 

CHANCE. IT’S THE MOST 
IMpORTANT ElEMENT 

IN yOuR ONlINE 
MARkETING TOOlBOx. 
uSE THE FOuR TypES 

OF CONTENT TO 
CREATE CONTENT, 

wHICH wIll INCREASE 
ANd ENGAGE yOuR 

ONlINE COMMuNITy. •
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wHAT wE’RE REAdING

  hen I read the first line  
  on the back of the Wild  
  Courage book cover, 
I was hooked – I felt like it was 
speaking directly to me. “This 
book is for anyone facing change”. 
It was almost as if this book had 
found me just when I needed it 
most. 
 I had just finished my PhD in 
Child Psychology at the University 
of Cambridge. It had been a 
particularly challenging emotional 
experience, and I faced my 
impending career with incredible 

W

Wild Courage:
A jOuRNEy OF TRANSFORMATION

FOR yOu & yOuR BuSINESS

Author: EllE HARRISON / Book Review: EMIly SAvAGE-MCGlyNN, 
pHd & FOuNdER OF couva coffee couture
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uncertainty and immense self-
doubt. Needless to say, this book 
couldn’t have come at a better 
time. I wasn’t sure whether I 
wanted to follow the typical path 
of an academic, or if I wanted to 
forge my own way and become an 
entrepreneur. 
 Over the course of my 
education and in my work, I have 
done a lot of reading – I mean A 
LOT! Books, academic journals, 
blogs, websites, conference pro-
ceedings, consultation documents, 
parenting guides… you get the 
picture. But it’s not often that 
something I read that resonates 
with me, leaving me with electricity 
buzzing in my soul. 
 Wild Courage by Elle Harri-
son offers an inspirational and 
thought-provoking approach to 
work and leadership, challenging 
the traditional ways of thinking 
with new paradigms for business. 
But it’s so much more than just a 

book about business and leader-
ship; it offers a different approach 
to viewing things, to having faith in 
oneself and striving for the things 
that matter, illustrated by personal 
vignettes and illustrations from the 
author’s own life and from other 
prominent business professionals. 
 The book opens with the line 
“Sometimes we come to a place 
where the old ways no longer 
work”, and over the next 164 
pages, Elle takes you on a journey. 

“Wild Courage by 
Elle Harrison offers 
an inspirational and 

thought-provoking 
approach to work and 
leadership, challenging 
the traditional ways 
of thinking with new 

paradigms for business.”

http://www.amazon.com/Wild-Courage-Journey-Transformation-Business-ebook/dp/B00FIMWB2K/ref=sr_1_1?ie=UTF8&qid=1385930026&sr=8-1&keywords=wild+courage
www.couva.co.uk
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hard at school, go to university, 
find a career with a good company, 
work Monday to Friday 9am to 
5pm (if you’re lucky!), and then 
retire (which is when you’ll have 
time to do all the things that you 
really enjoy doing).  But what 
if that career model doesn’t fit? 
What if that leaves you feeling 
claustrophobic, constrained, stif-
led? What if you don’t want to wait 
until retirement to enjoy your life? 
 Wild Courage does not talk 
about making simple, superficial 
changes, like “to be more 
productive, only check your email 
twice a day”… We’re talking deep, 
transformational changes.

A journey that asks you to assess 
why things aren’t working any-
more, to be brave in the face of 
change, to trust your intuition to 
know what is best for you and your 
business right now, and to allow 
yourself to be vulnerable to new 
ways of doing and to a new version 
of your life. For those starting 
their own business, or for those 
tempted to make a significant life 
change, this book offers words of 
insight, support, challenge, and 
encouragement to follow. 
 Many people start their own 
business because they come to 
a point where they question the 
traditional career model: work 

“For those starting their own business, or for those 
tempted to make a significant life change, this book 

offers words of insight, support, challenge, and 
encouragement to follow.”
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We’re talking about looking at how 
you do things, why you do things, 
and what you want to be doing. 

 To examine these, you are led 
through 6 phases across 6 chapters:
 
 1. Dying (to the old ways of 
doing things to make room for 
change), 
 2. Stillness (trusting the 
space and emptiness as a place for 
change to grow and develop),
 3. Intuition (to listen deeply 
to one’s own internal compass), 
 4. Wildness (living beyond 
the old rules to spark creativity 
and authenticity), 
 5. Vulnerability (opening and 
exposing oneself to change), and 
 6. Surrender (giving oneself 
the permission to change). 

 At face value, each of these 6 
attributes could be seen as negative. 
For example, Stillness is often 

viewed as wasted time, Wildness 
is seen as an act of rebellion or 
danger, and Vulnerability is seen 
as a position of weakness. 
 Yet, Elle illustrates how 
each of these aspects offers the 
opportunity for transformation 
and growth, or in Elle’s words: 
“through the journey, we discover 
our essence: the full, pure expression 
of ourselves – what I call soul”. 
 One of the illustrative 
examples she uses is Apple’s 
founder, Steve Jobs. Here is an 
example of someone who em-
barked on the courageous journey, 
challenging the norms of our 
world, and followed his intuition, 
wildness, and vulnerability tow-
ards greatness.
 While the Wild Courage 
journey is not easy, the positive 
reward potential of personal 
transformation is immense. I can 
honestly say that reading this 
book has given me the courage to 
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Using stories and examples from 
her own life and professionals 
that she has worked with, along 
with structured exercises, this 
book offers a readable, accessible, 
and engaging journey towards 
meaningful change that is available 
to each of us. • >> GET THIS 
BOOk ON AMAzON HERE.

start following my entrepreneurial 
dreams to start my business, 
COuvA COFFEE COuTuRE, 
making accessories for coffee 
lovers.
 This book truly is inspiratio-
nal, and is for anyone embarking 
on a journey of personal or busi-
ness transformation and discovery. 

“And the day came when 
the risk to remain tight in 

a bud was more
painful than the risk it 

took to blossom.”
- ANAIS NIN

http://www.amazon.com/Wild-Courage-Journey-Transformation-Business-ebook/dp/B00FIMWB2K/ref=sr_1_1?ie=UTF8&qid=1385930026&sr=8-1&keywords=wild+courage
http://www.amazon.com/Wild-Courage-Journey-Transformation-Business-ebook/dp/B00FIMWB2K/ref=sr_1_1?ie=UTF8&qid=1385930026&sr=8-1&keywords=wild+courage
www.couva.co.uk
http://www.jamesstephengreen.co.uk/gallery-5/fea/
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THIS MONTH’S

TOP

10
TIPS

Ten Things to Remember 
ON YOUR JOURNEY
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1. Care more about 
yourself and others.

Evaluate your daily 
routine - are you happy? 
What’s going well? What 
could you do better?

6.

2.
Build up your group of 
business friends - they will 
help you along your journey.

Remember to celebrate 
your success, even the 
small ones count!

7.

3. Be consistent!
Trust more. There is so 
much uncertainty when 
you’re building a business, 
but the more you can trust, 
the less you will resist.

8.

4. Make your customers 
feel special.

Become the kind of 
person you need to be 
in order to succeed.9.

5. Create a work timetable 
for yourself.

Take time to work on 
your mindset - where 
focus goes energy flows.10.
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