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Welcome to
The Virtual
Evolution!

If	you	are	reading	TVE	Magazine	for	the	first	time,
Welcome!

Year-end	is	a	good	time	to	reflect	on	the	past	12	
months;	how	is	my	business	really	doing?	What	
worked	well	this	year?	What	didn’t?	It	is	also	a	good	
time	to	thank	our	loyal	clients	for	their	support	-	
although	we	should	be	doing	that	year-round,	not	
just	at	the	holidays!		As	we	approach	a	new	year,	
remember	to	take	some	time	to	re-evaluate	your	
strategies	for	growing	and	evolving	your	business	in	
2011.		And,	of	course,	to	join	the	TVE	Forum!
 
Being	a	Virtual	Entrepreneur	demands	persistence,	
dedication,	time,	and	patience.		The	Virtual 
Evolution	cannot	help	you	with	any	of	that!		But, 
we	CAN	help	you	by	providing	information	and 
resources to assist you in reaching your goals.

Do	not	hesitate	to	contact	us	with	any	questions 
or suggestions you may have for future articles.  
And,	we	are	always	happy	to	review	YOUR	articles	
for		possible	publication.		In	fact,	TVE	is	always	
seeking	new	writers	to	join	our	team.

Wishing	you	and	yours	a	joyful	holiday	season!
Sincerely,

                                                      Lily Chambers
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By: Lily Chambers

Is Your Business Evolving? 
Why Or Why Not?

Cover 
Story

The	Free	Dictionary	(http://www.thefreedictionary.
com/evolve)	defines	the	word	‘evolve’	as	a.)	
To	develop	or	achieve	gradually	b.)	To	work	
(something) out; devise.

We	all	became	entrepreneurs	for	different	reasons,	
“I’m	tired	of	working	for	idiots.	I’m	gonna	be	my	
own	boss!”	or	“My	job	isn’t	going	anywhere;	I	
HATE	my	job!”	or	“I	need	the	freedom	to	take	
care	of	…”	or	“This	product	will	change	the	world!”	
and	hundreds	of	other	reasons	that	led	us	down	
this	path.		So,	we	know	WHY	we’re	going	to	do	
it,	decide	on	WHAT	we’re	going	to	do,	research	
HOW	to	do	it,	cross	our	fingers	and	jump	in!		Now	
what???		Oh,	wait!		We	never	got	that	far!

Now	we	have	all	these	questions	about	setting	
up	the	business,	running	the	business,	handling	
the	bookkeeping,	finding	clients,	and,	what’s	
SEO,	anyway?	(search	engine	optimization	-	but	
you	knew	that,	right?	*smile*)		AAAARGH!		O.k.,	
deep	breath!		Where	is	the	best	place	to	find	
support	while	I	figure	out	this	mess?		So	we	search	
online	and	find	bits	and	pieces	to	help	us	muddle	
through…		Why	can’t	I	find	what	I	need	in	just	one	
place?  Why?

Over	time,	we	have	to	make	multiple	decisions	
on	how	to	run	and	grow	our	business	–	financial,	
physical,	ethical,	and	yes,	even	emotional	
considerations	come	into	play.		Every	decision	we	
make,	good	or	bad,	affects	our	business.		Is	your	
business	static,	or	even,	heaven	forbid,	gradually	
dying?

Introducing The Virtual Evolution (TVE) 
Magazine Forum for entrepreneurs!

Another	forum?		O.k.,	I	hear	you!		Why	do	I	need	
to	spend	time	on	another	forum?		The	answer	
is	simple.		The	TVE	Forum	is	a	truly	unique	
experience compared to the rest of them (and 

don’t	get	me	wrong,	I	‘hang	my	hat’	at	quite	a	few	
on-line	forums,	myself).		I	have	had	many,	many	
comments	about	how	useful	and	informative	folks	
find	the	articles	that	are	published	in	TVE.		Well,	
here’s your chance to discuss them!  Amplify good 
thinking!		Make	it	better!

There	will	be	a	section	dedicated	to	each	issue	of	
TVE	Magazine	(from	the	beginning!)	as	well	as	
sections	specifically	related	to	the	issues	that	affect	
entrepreneurs,	both	new	and	established:	Business	
Planning	&	Development,	Branding	&	Marketing,	
Website	Development,	Client	Relations,	‘Log	Your	
Blog’,	Classifieds,	etc.		We	welcome	suggestions	
for	any	additional	sections	that	you	feel	would	be	
useful	for	your	business	growth.

The TVE Forum isn’t designed to REPLACE any 
of	your	current	‘support	networks’	but	rather	to	
ENHANCE	them!		This	is	YOUR	forum	to	help	YOU	
grow!		So…	back	to	the	original	question…		Is	your	
business	evolving?		Why	or	why	not?	

*	*	*

The TVE Forum will be officially ‘unveiled’ on 
December 1, 2010.  Come join us at http://

tvemagazine.com/forum and help your 
business and others like you evolve.

Lily E. Chambers, CPS, CQU is the Publisher/Editor 
of TVE Magazine, owns The Virtual Office Goddess, 
LLC, specializing in bookkeeping and office support 
services, and teaches a ‘how to do your own 
bookkeeping class’ for entrepreneurs through the 
Academy of Virtual Education.  Lily has over three 
decades of experience in an office environment 
and has mentored many new and growing 
entrepreneurs.

Lily is known on many forums as “Office Goddess” 
and can’t wait to see you on the TVE Forum as well!  

Office Goddess’s Avatar

http://www.virtualofficegoddess.com
http://www.virtualofficegoddess.com
http://www.virtualofficegoddess.com
http://www.aove.org/bookkeeping
http://www.aove.org/bookkeeping
http://www.aove.org
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By: Maria Marsala
Gifts	aren’t	about	you,	although	you	purchase	
them.		In	this	case,	they	are	about	your	clients.		
Learn	how	to	give	a	gift	they	will	want	to	keep.

Advisors	and	coaches	often	know	more	things--
big and small--about their clients than their family 
members	know.		That’s	usual	after	they	complete	
page	after	page	of	assessments.		And	that’s	why	
much	of	the	work	we	do	is	kept	confidential.

However,	they	still	wonder	why	I’m	asking	them	to	
tell	me	about	their	favorite	cartoons,	flowers,	places	
to	shop,	fragrances,	stores,	types	of	books,	etc.		
There	is	more	to	it	than	me	driving	them	nuts	while	
completing	my	intake	process!

While most of the assessments help me and my 
clients recreate their business models around the 
lives	they	want	to	lead,	the	section	of	the	form	
about their personal preferences helps me decide 
what	sort	of	gifts	they	would	appreciate.		Below	
are	some	low-cost	gifts	or	freebies	I’ve	sent	to	my	
clients.

Buy	slightly	used	books	at	thrift	stores	and	1. 
include	a	handwritten	note	that	says,	“Enjoy	
the	book.		We	just	saved	a	few	trees.”		Ship	via	
media mail for more savings.

Purchase	vintage	jewelry,	new	office	items,	or	2. 
candles	at	thrift	shops,	too.

Send articles that can help them or their 3. 
families personally.

A	handwritten	thank	you	or	congratulations	card	4. 
is	always	appreciated.

Create a CD of your podcasts or teleclasses and 5. 
send them in a special edition CD.

Send them a referral - referrals are ALWAYS 6. 
welcome!

Call a client and chat about something that has 7. 
nothing	to	do	with	business.

Send	them	a	gift	certificate	for	“x”	minutes	8. 
of	your	services	(and	have	gift	certificates	
available	for	sale	on	your	website,	too).

Send	a	booklet	or	product;	yours	or	someone	9.	
else.  (I love Bob Burg’s Success Formula 
Booklets	(you	purchase	them	in	packages	of	
10),	and	I	also	send	my	Serenity	Cards	for	
Business	Owners	in	a	box).

Send them samples of someone’s products or 10. 
your	own	samples	for	no	reason	other	than	
as	a	gift.		(I	sell	AVON,	so	my	clients	end	up	
with	lots	of	samples	to	try	on	or	use	when	they	
travel.)

Today,	consider	what	additional	questions	you	want	
to	put	on	your	intake	form	to	learn	more	about	
your clients personally. 

© 2010 Elevating Your Business.  Maria 
Marsala helps remarkable women CEOs get a 
life and future from their business by providing 
accountability, support and a (gentle) ‘kick in the 
rear’ when needed. Quickly learn which areas of 
your business scream for your immediate attention 
and which areas deserve a hurrah!  Take our 
Business Checkup today at www.CoachMaria.com

10 SIMPLE Inexpensive Gifts To Send Your 
Clients

http://www.CoachMaria.com
http://www.list2closeassistant.com
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Top Tips To End 2010 Strong And Drive Into 
2011 With Momentum

By: Serita Diana
Many	times	we	tend	to	slow	down	toward	the	
holidays	when	we	think	in	terms	of	reaching	our	
goals,	or	perhaps	we	have	met	our	goals	and	feel	
we	can	slow	down	and	take	more	time	for	the	
holidays.	What	inevitably	happens	is	we	slow	down	
for the months of November and December and 
when	January	finally	rolls	around	we	have	lost	our	
momentum,	our	focus,	and	struggle	just	to	form	
goals	for	the	New	Year.

Instead	of	slowing	down	and	losing	that	
momentum,	how	much	more	joyous	could	the	
holiday	season	be	if	we	focus	harder,	drive	harder,	
and	just	take	the	time	to	enjoy	the	holidays	
themselves	instead	of	taking	a	2	month	mental	
leave	of	absence?	In	the	spirit	of	the	holidays,	enjoy	
a gift of 10 tips to help you end 2010 strong and 
keep	you	rolling	forward	into	2011.

Schedule	time	to	work	and	time	to	play.	If	1. 
you	schedule	it	in	(and	stick	with	it)	you	can	
enjoy	success	in	business	and	still	find	time	
to	enjoy	all	the	holiday	traditions	you	love.

Start	working	on	a	business	plan	for	next	2. 
year.	I’m	not	talking	about	a	business	plan	
that lays out every single aspect of your 
business.	I’m	talking	about	one	that	takes	
a	realistic	look	at	goals	you	can	set	for	
yourself.	How	many	deals	you	plan	to	do	for	
the	year	and	how	many	per	month.

Create	a	list	of	projects	you	would	like	to	3. 
implement	to	grow	your	business	in	the	New	
Year and either spend time investigating 
what	you	want	to	do	to	implement	them,	
or	work	with	a	virtual	assistant	to	help	you	
realize your visions.

Clean	out	your	desk	of	all	the	clutter.	You	4. 
know	it’s	there!	This	clutter	hampers	your	
productivity	and	makes	it	less	likely	you	

will	reach	your	goals,	or	even	spend	time	
setting them.

Start	and	finish	work	on	time.	Don’t	cut	out	5. 
early	or	work	over.	You	scheduled	those	
hours	to	work	because	it’s	what	will	create	
the best results.

Make	time	to	call	your	past	clients	and	6. 
make	sure	they	have	what	they	need.	
Calling	to	wish	them	a	joyful	holiday	season	
may	be	overdone,	but	it	works.	That’s	why	
people do it.

Create a holiday greeting for those you do 7. 
frequent	business	with	to	wish	them	a	very	
personalized happy holiday. It’s the little 
touches that they remember.

Looking	to	really	impress?	Schedule	8. 
a holiday get together for those that 
consistently bring you business. They are 
helping	you	and	it’s	a	great	way	to	not	only	
say	thanks,	but	also	to	see	if	they	have	
more business for you.

Do	not	take	an	entire	week	off	just	because	9. 
it’s	Thanksgiving,	Christmas,	New	Year’s,	
and etcetera. People still expect you to be 
working.	

Spend	time	with	your	loved	ones.	There	is	10. 
nothing more important to you mentally 
than	making	time	for	those	you	care	about	
during this special time of year.

From	my	office	to	yours,	I’d	like	to	wish	you	all	a	
very blessed Holiday Season! 

Serita Diana specializes in the real estate industry 
and is the owner of List 2 Close Assistant, 
specializing in real estate virtual assistance and 
assistance to the small business owner. In addition 
to her real estate experience, Serita also has an 
AA in Business Management. For more information 
visit www.list2closeassistant.com.

http://www.list2closeassistant.com
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Today’s popular money saving trend for small 
business	owners	is	to	outsource	your	work	
overseas.		Your	only	work	is	to	assign	your	work	
to a virtual assistant located overseas.  You pay 
a	fraction	of	what	a	U.S.	based	virtual	assistant	
charges	and	then	you	relax	while	they	perform	your	
work.		Sounds	like	a	dream	come	true	for	a	small	
business	owner,	but	this	“cost	saving”	tactic	may	
be a very costly choice in the long run.  Business 
owners	need	to	be	aware	of	the	risks	involved	with	
outsourcing overseas.

Quality.		Probably	the	biggest	challenge	to	quality	
is the language barrier.  The fact that overseas 
virtual	assistants	are	not	native	speakers	of	English	
can	significantly	affect	the	quality	of	their	work,	
especially	written	or	phone	work.		Your	customers	
may	look	elsewhere	if	they	cannot	understand	
what	your	overseas	assistant	is	trying	to	say.		In	
addition,	there	is	a	much	higher	chance	that	they	
will	mess	up	your	database	or	accounting	records	
because they misunderstand the instructions.
 
Efficiency/Accessibility.  While having an 
overseas	assistant	do	your	work	while	you	sleep	
sounds	like	an	efficient	business	decision,	trying	to	
catch	up	with	that	assistant	while	you	are	awake	
may	prove	to	be	quite	a	chore.

Accountability.		Remember,	the	laws	of	the	United	
States do not extend to your assistant’s country 
of	residence.		So	trying	to	recover	confidential	
documents or other important information from 
your assistant may be a lost cause.

Convenience.  In the event you need to send 
something	via	regular	mail,	it	will	take	significantly	

longer	to	reach	an	overseas	assistant,	if	they	
receive it at all.

Now,	there	are	small	business	owners	who	will	
swear	by	their	inexpensive	choice	and	point	out	
that	there	are	U.S.	based	virtual	assistants	that	
will	present	the	same	risks	or	challenges.		This	is	
true and is the reason you must do your research 
no	matter	where	your	virtual	assistant	lives.		
Partnering	with	a	virtual	assistant	is	a	wise	business	
move,	but	don’t	put	your	business	at	risk	by	cutting	
corners. 

Kathleen Vargas is a Virtual Assistant and the 
owner of The Office Virtuoso.  Kathleen has been 
assisting senior-level management for over 15 
years.  To find out more about Kathleen or how 
partnering with a Virtual Assistant can assist your 
business, visit http://www.theofficevirtuoso.com/ or 
email Kathleen at kvargas@theofficevirtuoso.com.  
Articles are free to reprint as long as the author’s 
bio remains intact.

The Pitfalls Of Outsourcing Overseas
By: Kathleen Vargas

http://www.theofficevirtuoso.com
mailto:kvargas@theofficevirtuoso.com
http://alliancesvbs.com
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Affiliate Marketing Using Networks & More

What Is Affiliate Marketing?

Affiliate	Marketing	is	a	form	of	online	marketing	
for	which	you	are	compensated	for	directing	
your	website	visitors	via	links	to	someone	else’s	
website.		You	are	paid	a	commission	usually	based	
on	a	certain	value	for	each	visit	(Pay-per-click),	
registrant	(Pay-per-lead),	or	for	each	customer	
or sale (Pay-per-Sale).  Commissions can run 
anywhere	from	a	few	pennies	to	thousands	of	
dollars	for	just	one	click	or	sale.	

During	the	past	years,	we	have	seen	an	upsurge	in	
customers	choosing	to	make	purchases	online.		This	
naturally	caused	an	increase	in	online	marketing	
and	advertising	by	business	owners,	which,	in	turn,	
sparked	an	increase	in	affiliate	marketing	and	the	
birth	of	affiliate	marketing	networks.	

What is an Affiliate Marketing Network?

An	affiliate	network	is	a	third	party	system	that	
acts	as	an	intermediary	between	affiliates	and	
affiliate	programs.		It	offers	access	to	many	
different	affiliate	merchants,	products	and	services	
all at one location.  According to Wikipedia “For 
merchants,	affiliate	network	services	and	benefits	
may	include	tracking	technology,	reporting	tools,	
payment	processing,	and	access	to	a	large	base	of	
publishers.		For	affiliates,	services	and	benefits	can	
include simplifying the process of registering for 
one	or	more	merchant	affiliate	programs,	reporting	
tools,	and	payment	aggregation.”

Affiliate	networks	like	Clickbank.com,	
CommissionJunction.com,	or	Linkshare.com	are	
among	the	largest	affiliate	networks	available;	
however,	there	are	also	others	that	shouldn’t	be	
overlooked	when	looking	for	products	to	sell.		They	
include: Shareasale,	Performics and Pepperjam	
Network and more.

By:	Mattie	Hayes	Stokes Here’s	a	brief	overview	of	four 
of	the	networks	mentioned	above:

Commission Junction Share A Sale 

Has both digital and 
tangible products.

Advertiser approval 
required	for	each	
product.

Pays once a month via 
check	or	direct	deposit.
Minimum payout is $25

Offers everything from 
clothing to cosmetics 
and nutrition

Pays once a month via 
check	or	direct	deposit.
Minimum payout is $25

ClickBank Linkshare
Mostly digital products.  
Easy to use.

No approval needed 
from merchants to 
promote their products.

Pays	twice	a	month	via	
check	or	direct	deposit.	
Minimum payout is $25

Everything from 
flowers	to	books,	music	
and fashion. 

Advertiser approval 
required	for	each	
product.

Pays out monthly.

Choosing The Right Affiliate Network

There	are	numerous	affiliate	networks	on	the	
internet,	so	you	should	be	able	to	find	one	that	
meets your interests and needs.  Do your due 
diligence,	of	course,	because	your	time,	money	
and	reputation	are	valuable.		Search	the	internet,	
go through the sites carefully and read them 
thoroughly.  Some things to consider:

Google the company and search for them in 1. 
forums	and	blogs	on	network	marketing.

Establish	exactly	what	their	products	and/or	2. 
services are.

Determine	the	level	of	support,	the	3. 
availability of promotional tools and process 
guidance you could expect from the company. 

Determine	if	you	would	be	able	to	track	4. 
visits	and	conversions	to	your	unique	affiliate	
website(s).	

Determine	the	setup/integration	fees,	5. 
minimum	monthly	fees,	and	other	charges.		
Analyze these data and compare differences 

http://en.wikipedia.org/wiki/Affiliate_network
http://www.shareasale.com/
http://www.performics.com/
http://www.pepperjamnetwork.com/
http://www.pepperjamnetwork.com/
http://www.cj.com/
http://shareasale/
http://www.clickbank.com/
http://www.linkshare.com/
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between	various	networks.

Find	out	what	additional	capabilities,	tools	6. 
and	technologies	are	available.		For	example,	
phone	order	tracking,	video	creatives,	data	
feed	import	tools,	dynamic	product	and/or	
coupon	feeds,	etc.	

Get a feel for the general level of merchant 7. 
and	affiliate	support.

Choosing The Right Affiliate Product/Service

Before	you	select	products	or	services	to	promote,	
you	must	first	determine	what	type	you	want	to	
promote.		Determine	what	would	align	most	with	
your	passion,	expertise	and	business	interests.		
Once	you	have	determined	what	category	of	
products	you	wish	to	promote,	you	are	ready	
to do your due diligence to select a product to 
become	affiliated	with.		Just	as	there	are	many	
good	products/services	out	there,	there	are	truly	
some	awful	ones	as	well.		Find	out	exactly	how	the	
affiliate	program	works	and	how	other	affiliates	
feel	about	the	program.		Remember,	your	time	and	
reputation is very valuable.

Some	of	the	things	you	may	want	to	pay	attention	
to include:

Amount of demand for a product•	

Do	the	products	offered	align	with	your	•	
passion and business interests

Commission	base:	percentage,	amount,	•	
residual

Level of Conversion Ratio  •	

Layout and content of sales page  •	

Merchant Terms and conditions •	

Payment Terms •	

Level of support and the availability of •	
promotional tools

Level	of	ability	to	track	visits	and	conversions	•	
to	your	unique	affiliate	ID

Want to know more?  Want To Start Your Own 
Affiliate Program?

Besides	using	affiliate	marketing	networks,	business	
owners	who	are	considering	affiliate	marketing	

have several other solutions available including:  
standalone	software,	hosted	services	and	shopping	
carts	with	affiliate	features.		Here	is	some	related	
reading	to	start	you	on	your	journey.

Affiliate	Software	HQ	-			Want	to	start	your	own	
affiliate	program?		This	site	gives	you	“getting	
started”	information	including	a	comparison	list	of	
the	‘top’	affiliate	software.		

Passive Income Guide	-		I	think	you	will	find	this	
free	download	a	good	read.		According	to	the	
author Denise O’Berry,	this	guide	is	a	collection	
of resources she found helpful in creating passive 
income	for	her	small	business	along	with	her	
experiences	as	an	affiliate	marketer.		You	might	
want	to	check	out	her	web	site	as	well.		Just	click	
on	her	name	above.		BTW,	I	have	no	affiliate	
connections.  :)

Here’s to your success! 

Mattie Hayes Stokes is an Online Small Office 
Business Operations Analyst and Principal of Just 
In Time! Virtual Assistant. She helps self-employed 
professionals solve operational problems and 
streamline business processes. Check out her 
website, www.JustInTimeVA.com for free resources 
and a valuable ebook called “Can Your Business Run 
Without You? Business Operations Manual Quick 
Start Guide: Just Fill-In the Blanks”.

Affiliate Marketing Using Networks & More 
Continued...

http://affiliatesoftwarehq.com/
http://www.whatspossible.com/passiveincome.html
http://www.deniseoberry.com/
http://www.JustInTimeVA.com
http://www.theofficevirtuoso.com
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A	social	media	calendar	is	a	great	way	to	get	your	
online	presence	known	and	seen.		These	days	
nearly everyone has a social media calendar.  They 
are	created,	changed,	rebuilt,	enhanced	and	fixed	
on a more or less ongoing daily basis to assure that 
our blogs can be better managed and our online 
presence is better seen.

A	social	media	calendar	is	exactly	what	it	says	that	
it	is.		It’s	a	way	in	which	you	can	schedule	the	social	
media that you put up in order to assure that your 
site has a better online presence.  Being visible and 
reviewed	consistently	is	the	way	that	you’re	going	
to	continue	to	grow.

How	important	is	a	social	media	calendar?		Several	
different	types	exist,	but	having	one	is	nearly	
imperative	these	days,	particularly	for	those	
companies	with	multiple	sites	and	social	media	
outlay.		It	will	give	you	a	rock	solid	base	upon	which	
to	grow	and	will	help	you	to	manage	your	outreach	
efforts	in	social	media	in	order	to	make	your	
company far more visible than it has been and to 
give you your best chance to offer your content to 
the internet at large.

Some smaller companies offer their social media 
calendar	in	a	very	small	format.		They	will	set	out	
a	way	to	lay	out	and	alternate	their	social	media.		
Planning	the	social	media	and	breaking	it	down	into	
different	days,	weeks,	and	months,	as	well	as	laying	
out the content in some additional categories gives 
you	the	best	bet	for	really	defining	what	you	have	
in	mind	for	your	marketing	campaign.

You	might	consider	changing	tactics	on	a	weekly	
basis,	or	scheduling	for	alternative	days,	and	then	
changing	your	topics	weekly.		The	social	media	
calendar is a clear-cut schedule that everyone can 
follow	for	what	type	of	social	media	will	be	going	up	
on	the	internet,	where	that	media	should	be	placed,	
what	kind	of	content	will	be	placed	and	even	what	

may	be	the	keyword	focus.

The	elements	of	a	good	social	media	calendar	will	
include	the	following:

The person responsible for the media •	
events	and	when	they	should	be	updated	
on	the	calendar.		What	tasks	the	client	is	
responsible	for	and	when	those	will	be	out	to	
you.

What the consultant or employee is •	
responsible	for	and	how	long	he	or	she	has	
to	accomplish	them	--	also	what	each	task	
will	entail	and	what	smaller	components	are	
part of it.

The Blog or the center of the universe for •	
the media campaign.  The middle in an 
outward	rippling	effect,	the	blog	or	the	
website	is	the	hub	to	the	wheel	or	the	
disturbance	in	the	water	that	makes	the	
outward	ripples	if	you	will.		This	is	where	it	
all	will	begin	and	everyone	needs	to	know	
with	each	social	media	calendar	the	main	
place that they are going to see the changes 
and	to	what	it’s	all	pointing	back.

The	Deadline	that	will	exist	for	each	of	your	•	
campaigns.		The	deadline	will	be	when	all	
of	the	work	needs	to	be	out	and	when	you	
should start seeing some real results for it.

Date of Publishing -- This aspect of the social •	
media calendar layout is a fairly critical one.  
The	calendar	needs	to	reflect	the	dates	that	
you’re	going	to	publish	and	when	everything	
should be active online and the other steps 
in	the	media	marketing	should	be	up	and	
moving.

The Social media calendar that you are using can 
be	remarkably	complex	when	it	comes	to	multiple	
sites or multiple blogs.

They	can	be	quite	simple	as	in	the	case	of	the	
single	sites	or	very	few	components	to	your	
media	marketing	campaign,	or	they	can	be	very	
complicated	and	vastly	full	when	it	comes	to	
those	for	larger	sites	with	a	vast	media	marketing	
campaign	and	multiple	consultants	working	on	it.

Getting The Most Out Of Your Social Media 
Calendar

By: Rebecca Thompson
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Getting The Most Out Of Your Social Media 
Calendar Continued...

To be effective your social media calendar has to 
be	more	full-featured.		The	tasks	must	be	assigned	
and	the	assigned	party	for	each	task	must	know	
that	the	task	is	theirs.		Designate	the	tasks	that	
you	want	each	person	to	achieve	clearly	and	make	
sure	that	they	understand	what	is	expected	of	them	
when	it	comes	to	designations.

Set	realistic	goals	for	completion	of	the	tasks.		You	
can’t	pass	out	deadlines	of	“yesterday”	to	people	
and expect them to be met.  Goals and deadlines 
for the social media calendar need to be clearly laid 
out and realistic for everyone.

A	final	setup	where	people	can	log	that	their	aspect	
of	the	task	has	been	completed	and	that	the	social	
media calendar portions that they are responsible 
for are done and ready.

All	in	all,	the	social	medial	calendar	will	be	a	clearly	
laid	out	plan	of	attack	that	tells	everyone	else	on	

the	team	what	they	are	responsible	for,	precisely	
what	will	be	accomplished,	how	long	they	have	
to	accomplish	it,	and	what	the	purpose	will	be	for	
doing so.

Expectations	for	the	campaign	are	laid	out	clearly,	
tasks	are	designated	and	goals	are	met	and	
finalized	on	the	social	media	calendars	so	that	the	
entire campaign has a much better chance of being 
a success. 

Rebecca Thompson is the Owner of CLR Virtual 
Connection. She works with Coaches on their Social 
Media, is a Certified Social Media Specialist and a 
Master Certified Microsoft Office Specialist. Rebecca 
is also one of the few Certified Traffic Geyser Virtual 
Assistants. She has strong skills in social media, 
web 2.0, data entry, internet research (market and 
competitor

VA TIP OF THE MONTH

Marketing	and	networking	are	the	keys	to	getting	clients.		Have	you	decided	what	services	you	
want	to	provide?		Once	you	have	done	that,	the	next	step	is	to	determine	WHO	you	want	to	
have	as	clients	(target	market).		Then	start	sending	out	marketing	materials,	going	to	local 
networking	meetings	(try	meetup.com	for	groups	in	your	area),	join	your	target	market’s 
forums	and	post	answers	to	their	questions	(this	portrays	you	as	an	expert	in	your	field.).		Place	
business	cards	and/or	postcards	in	fish	bowls	and	on	bulletin	boards	everywhere	you	go. 
Experts	say	80%	of	sales	are	made	on	the	5th-12th	contact!		And,	don’t	forget	to	practice	your	
‘elevator	speech’	until	it	feels	comfortable	and	natural	to	you.

 
A being of supernatural administrative powers and attributes of business 
acumen with a particular talent for small enterprise support through 
virtual assistance.
Why hire a mere mortal when you have access to a Goddess?

Virtual Office Goddess: (vûr ch - l) (ŏf ĭs) (gŏd ĭs)

http://CLR Virtual Connection.
http://CLR Virtual Connection.
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As	a	service-based	business	owner	do	find	yourself	
offering	your	client	a	discount	to	influence	them	
into	investing	in	your	program	or	package?	Or	do	
you	cave	in	and	offer	a	discount	when	your	prospect	
asks	for	one?

If	you	have	answered	yes	to	either	one	of	those	
situations you are certainly not alone. I admit that 
this is something that I’ve done in the past too. 
However	over	the	years	I’ve	realized	that	this	is	
not	one	of	the	best	ways	to	make	a	sale,	while	
remaining true to my personal values and business 
growth	goals.

Here	are	3	reasons	why	you	shouldn’t	resort	to	
discounting your services and the 3 strategies you 
should implement so that clients step up gracefully 
and	confidently	when	investing	in	your	services,	
packages	and	programs.

1. Discounting devalues your services
Unfortunately	whatever	way	you	look	at	it,	
discounting your services does little other than to 
lessen	the	significance	and	worth	of	your	program,	
as	well	as	the	benefits,	outcomes	and	overall	value	
your	clients	will	receive	through	investing	in	you.

Unlike	a	product-based	business	that	can	mass	
produce	their	wares	and	offer	discounts	on	bulk	
purchases,	a	service-based	business	owner	cannot	
and	should	not	offer	bulk	purchases	discounts	on	
their time. Your time is one of your most valuable 
assets; so don’t devalue this priceless commodity 
by discounting it.

Remember,	your	client	does	not	pay	you	for	the	
hours	you	spend	with	them,	but	for	your	knowledge	
and	expertise,	AND	for	the	results	and	outcomes	
they	will	receive	through	working	with	you.	

By: AnneMarie Cross 2. Discounting can impact negatively 
your self-belief 
I	don’t	know	about	you	-	but	in	the	past	whenever	
I’ve reduced the prices on my services as the only 
way	to	have	a	client	say	‘yes’	to	my	offer,	that	little	
voice	inside	my	head	said	‘See,	the	only	way	a	
client	is	going	to	invest	in	you	is	when	you	lower	
your	prices,’	which	is	a	self-belief	I	did	NOT	want	to	
encourage.
Thank	goodness	I	know	now	that	my	clients	are	
investing	in	me	because	of	my	wealth	of	knowledge,	
my expertise and the results and outcomes they’ll 
generate	through	working	with	me.	

By discounting your services as a last (or only) 
resort	will	not	only	continue	to	impact	negatively	on	
your	self-belief	and	self-worth,	but	will	also	prevent	
you from building a thriving successful business. 

3. Can establish a negative precedent 
Offering	discounts	as	a	way	to	get	clients	into	your	
programs	can	establish	a	disempowering	precedent	
or	business	standard	that	will	only	serve	to	block	
you	from	achieving	your	income	goals,	because	of	
the	negative	impact	it	can	have	on	your	self-worth	
and	subsequently	your	income.

Do	you	want	to	continue	to	attract	clients	that	will	
only	work	with	you	if	you	offer	them	a	discount?	Do	
you	want	to	continue	having	to	justify	your	value	
and	worth	to	every	client	who	asks	you	to	reduce	
your prices?

Having these continued conversations because you 
have	established	this	precedent	will	only	serve	to	
undermine	you	and	your	business’s	growth.	

Instead,	here’s	what	you	should	do:

1. Create packages 
A	strong	business	model	that	will	allow	you	to	
increase	your	income	without	having	to	increase	the	
amount	of	time	you	spend	with	clients	is	to	offer	
packages	and	programs	that	include	other	elements	
other	than	just	your	hourly	services.

Offering	value-added	packages	that	will	provide	

Discounting Your Services to Make A Sale?
3 Reasons Why You Shouldn’t...
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solutions	and	support	for	your	clients	will	be	far	
more	exciting	and	empowering	for	them.	It	also	
continues	to	add	value	and	credibility	to	the	work	
you	are	doing	with	your	clients.

For	instance,	in	my	Sapphires	coaching	program	
(which	I’m	launching	next	year)	I	will	include	
coaching	as	part	of	the	program,	however	this	is	
only	a	small	part	of	the	package.	My	program	will	
also	include	group	mastermind	coaching,	weekly	
audio/video	laser	coaching	strategy,	online	take	
action	journal,	access	to	webinar	recordings,	
forums	and	opportunity	to	network	with	others	in	
the	group,	so	it	will	be	value	packed	with	lots	of	
resources	and	goodies	other	than	just	my	time.		

So	what	could	you	add	to	your	packages	that	will	
create value for your clients?  

2. Add bonuses to make the offer 
irresistible 
Bonuses,	and	offering	that	extra	special	‘gift’	to	
your	clients	for	investing	in	you,	can	make	your	
program	or	package	irresistible.

One	of	my	colleagues	was	offering	a	program	that	
was	focused	on	time	management	for	stressed	
business	owners	who	were	struggling	to	keep	up	
with	their	hectic	schedules.	

One	of	the	bonuses	she	included	was	a	half-
hour	free	massage	from	her	colleague	who	was	
a	massage	therapist.	The	massage	therapist	was	
highly	skilled	in	what	she	did	and	was	also	very	
good	at	sales	and	marketing	so	each	person	who	
had	the	free	massage	felt	so	wonderful	that	they	
signed	up	for	additional	massage	sessions.	A	win-
win-win	situation.	

My	colleague	was	able	to	add	a	bonus	to	her	
package	which	she	knew	her	clients	would	love	and	
that	fit	perfectly	with	her	topic;	her	clients	would	
benefit	greatly	from	having	the	massage;	and	the	
massage therapist had an opportunity to provide a 
hands-on	experience	of	her	service	while	on-selling	
that	client	into	one	of	her	massage	packages.

So,	what	bonuses	can	you	add	to	your	packages	to	
make	them	irresistible	to	clients?

3. Offer ‘quick decision’ offers
I’m	a	firm	believer	in	focusing	on	the	outcome	you	
desire	and	creating	a	positive	and	empowering	
environment and mindset. 

So,	rather	than	offering	a	discount	(which	lessens	
the value of your services) you can change the 
entire	focus	and	energy	by	offering	a	‘quick	action’	
saving	when	your	client	makes	a	quick	decision	and	
takes	decisive	action	by	booking	into	and	paying	for	
your	program	within	a	certain	timeframe.

Doing	this	will	reward	your	client’s	‘positive	
behavior’	in	taking	decisive	action	and	investing	
in	themselves	and	the	outcomes	they	want	to	
generate.	You	are	rewarding	this	quick	action	–	and	
not	rewarding	their	ability	to	get	you	to	lower	your	
fee. See the difference? 

As I roll out my Sapphire and Diamond coaching 
programs	next	year,	you’ll	see	me	offering	these	
programs	at	various	pricing	points.		The	first	group	
of	people	to	sign	up	into	these	programs	will	be	
rewarded	with	‘quick	decision’	savings.	This	is	
because	a	business	owner	who	has	this	attitude	is	
one	I	know	will	be	successful	because	they’re	driven	
and	ready	to	take	action.

So	how	can	you	integrate	this	strategy	into	your	
marketing	and	launch	calendar?

Remember,	if	your	goal	is	to	attract	high	quality	
clients then don’t resort to offering discounts but 
rather	offer	special	packages/programs	offerings;	
make	your	offer	irresistible	through	bonuses;	or	
offer	‘quick	decision’	pricing	to	reward	them	for	
stepping up and investing in themselves. 

Me,	I	love	them	all	and	will	continue	to	integrate	all	
three	when	marketing	my	programs?	What	will	you	
do? 

Annemarie Cross is a Branding & Business Coach 
helping ambitious business owners get noticed, 
hired and paid what they’re worth!  Are you doing 
these 7 must-do business building strategies? Find 
out here: http://www.AnnemarieCross.com and 
access our free audio mini-series ‘7 Easy Steps to 
Build Your Brand, Your Biz, and Your Income.’ 

Discounting Your Services To Make A Sale? 
Continued...

http://www.AnnemarieCross.com
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3 Secrets Of High Performance Selling

Warren Moon and the Oilers had the 1993 NFL Playoffs in hand 
when, two minutes into the third quarter, the score was 36-3.  A 

complete blow-out.  With a depleted Buffalo offense (Jim Kelly and 
Thurman Thomas were both injured), the Bills had little chance to win 

this game.  That is, until the Bill’s backup quarterback, Frank Reich, 
began an unthinkable series of amazing plays.

With the score 35-10, Buffalo recovered an onside kick and Reich threw 
a 38-yard bomb to Don Beebe to make it 35-17.  It didn’t stop there. 
Five unanswered Reich touchdowns put the Bills up, but at the last 

minute, the Oilers tied it up with a field goal.  In overtime, Nate Odomes 
picked off Warren Moon to set up the most improbable of victories and 

the greatest NFL comeback in history.

    Final score: 41-38 for the Bills.

High performance.  You know it when you see it.
It’s one of those stories you can tell a dozen times and still be excited each time.  It’s captivating to 
watch.		More	of	an	experience	than	just	an	event	or	an	occasion.		Remember	this	one?

 

1. Failure starts to look more like success.  
When	you	fail	and	it	starts	to	look	like	success	
to	your	peers,	you	know	that	you	are	a	high	
performance seller.

Look.		Let’s	get	real	frank,	real	fast.		Life	isn’t	a	
competition	with	anyone	other	than	the	rock	star	
that	you	were	intended	to	be.		If	you	think	that	I	
am	advocating	that	you	look	around	and	compare	
yourself	to	anyone	else,	you	are	dead	wrong.		You	
know	better	than	that	already.		That’s	a	complete	
waste	of	time.

Here	is	what	I’m	trying	to	say.		High	performers	
look	at	failure	as	a	step	closer	to	success.		It’s	
not	an	act.		It’s	a	way	of	life.		Rejection	and	loss	
are not end points.  They are guideposts.  High 
performance	selling	requires	the	discipline	to	look	
at	each	opportunity	and	say,	“What	could	I	have	
done	differently?”		Here’s	a	reality—sometimes	
there is nothing you could have done better.  (But 
I haven’t had one of those moments yet.)  I have 
always	found	3-4	(to	a	dozen)	tiny	mistakes	that	all	
contributed	to	my	failure.		It	was	by	adjusting	and	
re-launching	that	I	was	able	to	turn	that	failure	into	
outrageous success.  

High performance.  Most of us don’t know how 
to describe it any other way.
Is	it	a	comeback?	An	underdog	story?		Pure	
passion?		The	truth	is	that	it	looks	like	a	lot	of	
things.		That’s	why	it	can	be	so	hard	to	explain.		
Even	harder	to	do.		Which	brings	us	back	to	
selling—high	performance	selling.		What	is	high	
performance	selling?	And	how	can	you	do	it?	
Here are some observations for you about high 
performance selling:

You are baking a cake not scoring a 
touchdown. 

Not	sure	how	to	say	it	any	other	way.		This	applies	
to	anything	you	do.		By	now	you	probably	have	
all	the	right	ingredients.		You	know	how	to	build	
rapport.		How	to	qualify	your	prospect.		How	to	
close the deal.  You have a recipe that you go to for 
your selling process.  If you don’t already have the 
basics of the selling process then you need to go 
grab	a	brand	new	book	by	my	friend,	Jill	Konrath,	
that	comes	out	in	a	few	days—SNAP Selling.		(And,	
by	the	way,	I	am	in	no	way	paid	anything	to	heartily	
recommend	that	book	to	you).		

Here’s	the	key	thing	to	remember—you	are	creating	
art.  You’re aren’t grabbing a ball and running as 
fast as you can for the end zone.  There are factors 
outside	your	control	that	require	you	to	adapt.		You	
need to recognize that.  And even if you ace the 
baking	part	(don’t	burn	out),	you	still	have	to	add	
your	own	icing	to	what	you	create.		You	have	to	
make	it	your	own.		

By: Dan Waldschmidt

http://snapselling.com/free-chapters/
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Master your failures.  

2. Extreme behavior is expected activity.  You 
have	to	know	going	in	that	it’s	going	to	be	rough.		
Rougher and tougher than anything you have 
ever	allowed	yourself	to	imagine	before.		There	is	
a	reason	that	we	call	this	the	top	1%.		The	air	is	
thin at the top.  And not because your nose is out 
of	joint.		Because	you	are	pumping	your	knees	
so hard you can barely breathe.  You have to be 
ready	to	work	harder	than	you	ever	imagined	(and	
then	double	that).		Listen,	you	can	lead	a	balanced	
life	by	working	a	guaranteed	35	hours	a	week	at	
Target.		You	will	have	plenty	to	time	for	all	your	
hobbies	without	the	stress	of	having	to	change	
the	world.		But	high	performance	requires	working	
smarter	and	harder	–	both.		

You need extreme:
Effort—you	put	in	more	value,	more	passion	than	

anyone
Creativity—you	care	more	about	your	prospect,	

about your ability to provide a solution
Discipline—you	don’t	let	your	immediate	feelings	

stop you from realizing your long-term goals

In	this	age	of	tolerance	and	equality,	it	is	almost	
heresy to suggest that you need to be different.  

3 Secrets Of High Performance Selling 
Continued...

That’s the only path to high performance selling.  
There	is	no	other	way.

It starts (and stops) in your mind.

You	can	only	achieve	what	you	believe.		The	battle	
for	high	performance	is	won	long	before	you	ever	
go	through	the	motions	of	winning.		It’s	all	in	your	
head.  Your dreams.  Your fears.  They are all part 
of	what	you	will	ever	achieve.		High	performers	
think	about	high	performance.		It’s	that	simple.		
They	think,	they	obsess,	and	they	plan	for	high	
performance selling.

They don’t fear—they act.
They don’t wonder—they discover.

They don’t doubt—they try.

It’s	a	fundamental	difference	between	those	who	
envy	and	those	who	are.		It’s	all	in	your	head	long	
before it ever happens.  And because that is all that 
is	in	your	head—no	fears,	no	doubts,	no	questions	
--	that	is	all	you	have	time	to	act	on.		And	what	
a	powerful	difference	that	makes.		You	truly	are	
invincible.  You are a high performance seller.  
Remember	Frank	Reich	we	talked	about	earlier?	He	
actually had a history of high performance.

Reich was drafted by the Buffalo Bills in the third round (57th overall) in 
the 1985 NFL Draft.  The Bills already had drafted future Hall of Famer Jim 

Kelly in 1983 and when Kelly signed with the Bills in 1986, Reich’s only 
option was as backup QB.  Reich got his first start when Kelly went down with 

a shoulder injury in 1989 - after more than three years of only playing a 
supporting role.  And he took advantage of the opportunity.  In front of a Rich 

Stadium crowd of more than 76,000 fans and a Monday Night Football 
audience. Reich led the Bills to two straight victories.  He rallied the Bills in 
the fourth quarter by throwing two drives down the field for a 23-20 victory 

over the previously unbeaten Los Angeles Rams.  Reich returned the 
following season, however, when Kelly was injured again late in the season.  
Reich provided the Bills with another two key wins, clinching them the AFC 
East title and home field advantage throughout the playoffs.  He is now a 
coach for the Indianapolis Colts where he expects high performance from 

the quarterback he trains -- Peyton Manning.

Dan Waldschmidt is a former technology CEO, one of the founders of IntroMojo, a popular inspirational 
speaker, and a sought-after strategist on creating edgy conversations in the marketplace.  He blogs 
regularly on his popular motivational selling blog Edge of Explosion and is the husband to a cute 
gal named Sara and the father to two energetic boys.  He’s just an ordinary dude who happens to 
have an outrageous vision.  And he wants to help you change the world.  For more information, visit 
edgeofexplosion.com

http://edgeofexplosion.com
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We	all	realize	how	Virtual	Assistants	have	
revolutionized	the	way	we	work	today.		Most	
businesses	now	count	on	their	Virtual	Assistant	
the same as they used to count on their 
secretaries,	only	so	much	more.		VA’s	are	a	
prized	and	respected	part	of	their	client’s	team,	
and	unlike	secretaries,	who	often	were	taken	
for	granted,	Virtual	Assistants	are	praised	for	
their	professionalism	and	skills.		Most	businesses	
today	can’t	imagine	where	they	would	be	without	
their VA.  And as the potential for success in a 
virtual	assistant	business	continues	to	explode,	
so does the need for good Virtual Assistants. 

Today’s	Virtual	Assistants	need	to	take	pride	in	
their business and also to learn as much as they 
can	about	their	niche,	which	is	the	specialty	
they have chosen to specialize in.  One niche 
that I highly recommend is to offer publicity 
and	marketing	services	to	clients.		This	is	an	
area	that	is	growing	in	leaps	and	bounds	as	
more	and	more	authors,	businesses,	and	other	
professionals	realize	the	need	to	market	their	
business to get good publicity.  A business can 
expand	tremendously	when	hiring	a	Virtual	
Assistant	to	help	them	spread	the	word	about	
their	products	or	services.		Also,	authors	today	
aren’t	aware	that	once	they	write	a	book,	that’s	
when	the	real	work	begins.		They	need	to	get	the	
word	out	about	their	book	in	order	for	it	to	be	
successful.		That’s	where	a	good	Publicity	Virtual	
Assistant comes in.

Publicity	and	marketing	is	thrilling	to	say	the	
least.		There’s	such	a	great	rush	when	your	client	
gets	recognized	in	national	magazines,	or	a	TV	
station	wants	to	do	a	segment	on	them	and	you	
helped	them	achieve	this	success.		Or	better	yet,	

when	your	efforts	start	resulting	in	substantial	
increased	sales	for	them.		Clients	will	not	only	
keep	using	your	services,	but	also	tell	others	
about	this	new	positive	addition	they	have	to	
their	business.	And	best	yet,	you	too	get	to	feel	
that satisfaction as you are helping them achieve 
their goals.
One	of	my	most	successful	tips	is	learning	how	
to effectively use any publicity that a client 
receives.  When clients get national attention in 
a	magazine,	newspaper,	or	TV	segment,	or	even	
on	a	popular	website,	it’s	important	to	make	sure	
that	everyone	is	aware	of	this.		A	press	release	
should immediately go out to announce their 
accomplishment.  This release should be added 
to	their	website	and	should	go	to	all	their	local	
papers,	radio	stations,	and	TV	networks.		Media	
loves	to	highlight	a	success	story	of	their	locals,	
so	make	sure	you	get	this	out	there	as	soon	as	
you	can.		And	you	don’t	have	to	wait	for	the	
publicity	to	happen.		If	your	client	lands	a	major	
TV	segment,	you	can	start	sending	this	press	out	
beforehand	in	order	to	get	more	media	for	when	
the	event	happens.		You	just	want	to	make	sure	
that	the	client	is	fairly	confident	the	segment	
will	air.		Also,	don’t	worry	if	the	segment	gets	
bumped	back,	that	often	happens	as	breaking	
news	takes	priority.		This	can	almost	be	a	
blessing,	as	then	you	get	to	do	more	publicity	
before the airdate.

It’s	also	important	to	follow-up	with	the	reporters	
and	let	them	know	how	much	you	appreciate	
the	acceptance	of	your	quotes	for	an	article.		
When	you	go	the	extra	step	to	show	them	your	
appreciation,	they	remember	you	when	the	next	
article	comes	up	and	they	need	help	with	more	
expert	advice.		Many	reporters	work	for	multiple	
magazines so one good ally can lead to lots 
of	media	exposure.		Always	keep	your	PR	hat	
on.		Learn	to	take	any	situation	and	turn	it	into	
good press for your clients and your business 
as	well.		Stay	on	top	of	current	events	and	see	
if you have anything to offer.  Whenever a story 
hits	the	press	that	any	of	my	clients	would	have	
a	connection	to,	I’ll	send	it	right	away.		Having	
press releases already prepared for clients on 
their	business	is	always	a	great	help.		How	
do	you	know	about	these	events?		Sign	up	
for Google Alerts under the topics of interest 

By:	Diana	Ennon	&	Kelly	Poelker

Virtual Assistants Excel In The Publicity & 
Marketing Niche
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VAs Excel In The Publicity & Marketing Niche 
Continued...

and	then	whenever	a	story	is	written,	you	can	
follow-up	with	your	press	release	or	article	to	
the	reporter.		It	works!		I	also	use	ProfNet	from	
PRNewswire,	which	allows	me	to	get	daily	leads	
from	major	news	outlets.		You	can	also	consider	
PRLeads.  

It’s	also	important	to	learn	how	to	write	a	good	
press	release	and	article	and	also	where	to	send	
those.		Make	sure	that	your	press	releases	and	
articles	are	newsworthy	and	also	something	that	
interests	the	readers.		When	I	write	a	release,	I	
always	think	would	I	read	this	release?		Would	it	

interest	me?		If	not,	I	doubt	your	target	audience	
would	be	reading	it	either.		Plus,	be	careful	to	
sound too promotional.  You can easily get your 
message	across	without	sounding	like	an	ad.	
Publicity is a great niche for Virtual Assistants.  
To learn more stop by my site at www.
virtualwordpublishing.com or contact me for 
a free 10 minute call on PR tips or my free PR 
Informational	Package.	

Diana Ennen and Kelly Poelker are the co-authors 
of numerous books including Virtual Assistant: 
the Series, Become a Highly Successful, Sought 
After VA and accompanying Virtual Assistant the 
Series Workbook, and Virtual Assistant - The 
Series: Working Virtually, A Guide to Working 
Remotely as an Employee.  For complete 
information on starting your own VA business, 
stop by http://www.virtualwordpublishing.com 
and http://www.vatheseries.com.  Article is 
free to be reprinted as long as the author’s bio 
remains intact.

http://www.virtualwordpublishing.com
http://www.virtualwordpublishing.com
http://www.virtualwordpublishing.com
http://http://www.vatheseries.com
http://tvemagazine.com/advertising-rates
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Subscribe to TVE Magazine

Get Involved With TVE Magazine

Advertise In TVE Magazine!

This	ezine	was	created	to	assist	both	Virtual	Entrepreneurs	and	brick/mortar	entrepreneurs.		 
Whether	you	are	just	starting	out	in	your	new	business	or	you	are	a	veteran	entrepreneur,	you	will	
benefit	from	the	TVE!

You	will	find	helpful	tips,	tricks,	and	how-to’s	as	well	as	up-to-date	articles	written	by	entrepreneurs	
just	like	you.		These	articles	will	encompass	all	facets	of	working	virtually	and	of	being	an
entrepreneur.		We	are	dedicated	to	helping	promote,	assist,	and	create	new	avenues	for	your	needs.		
To	get	the	most	recent	ezines	as	they	are	published,	sign	up	at	www.tvemagazine.com/subscribe.

We	are	always	looking	for	new	articles	to	publish	in	future	issues	of	the	magazine.		The	article	sub-
mission specs are located at:

www.tvemagazine.com/article-submission/

We	are	seeking	articles	written	by	entrepreneurs	of	every	stripe!		Submitted	articles	can	range	
from	specific	niches	to	tech	reviews,	tips/tricks,	etc.;	anything	that	is	of	interest	to	entrepreneurs	
(virtual	or	brick/mortar).

Your	ad	will	be	seen	by	over	1200	readers	each	month	and	both	the	Virtual	Professional	Directory	
and Resource Directory are also online at www.tvemagazine.com.

The	advertising	rates	are	as	follows:

1/4	page	(3.5”w	x	5”h)	OR	(7.5”w	x	2.5”h)	-	$15.00	per	issue
1/2	page	(7.5”w	x	5”h)	-	$25.00	per	issue
Full	page	(7.5”w	x	10”h)	-	$45.00	per	issue

Virtual Professional Directory - $6.00 per year (includes	1	category	listing,	addt’l	categories	$1.00/ea)

Resource	Directory	(1.3”	square	box	or	4.88”w	x	.63”h	banner)
12	month	listing	-	$90
9	month	listing	-	$78
6 month listing - $54
3 month listing - $28

For more information email advertise@tvemagazine.com or visit www.tvemagazine.com to sign up!

http://http://www.scry-bi.com/shop/detailsStartGuide.php
http://www.tvemagazine.com/article-submission/
www.tvemagazine.com
mailto:advertise@tvemagazine.com
http://www.tvemagazine.com
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What’s Holding Back Your Success?

By: Jeannine Clontz
Make the Decision to Move Forward!

If you’ve been in business for any amount of 
time,	you	know	that	this	is	not	easy.		There’s	no	
immediate	success	without	very	hard	work.		You	
have	to	really	want	to	have	your	own	business,	and	
want	it	badly.

You	need	to	be	totally	committed	to	doing	what’s	
necessary	to	make	your	business	work.		It	also	may	
mean	you	have	to	make	some	sacrifices,	making	
certain	that	your	business	comes	first	and	that	you	
set	boundaries	for	family,	friends,	and	clients.	

If	you	want	to	be	an	entrepreneur,	if	you	want	to	
make	a	good	income	and	eventually	have	more	
time	for	family	and	fun,	you	will	have	to	start	by	
making	some	hard	decisions	about	what	you’ll	need	
to do to succeed.

Having	a	business	means	no	excuses,	and	no	
complaints.  Either you have the drive and 
motivation or you don’t.

Make	the	decision	now	to	take	the	steps	to	grow	
your	business	with	the	knowledge	that	you	will	need	
to	immerse	yourself	into	making	this	a	top	priority,	
and	doing	things	that	may	now	be	‘outside	the	box’	
for you. 

Talk	to	other	successful	VAs	and	change	something	
to	take	your	business	where	you	may	not	have	
considered	going.		Try	a	new	marketing	plan;	put	
together	a	system	to	reach	past	clients	as	well	
as	prospective	clients.		Drag	yourself	away	from	
something	that’s	taking	too	much	of	your	time	and	
not	producing	results,	and	make	the	decision	to	
move	forward.

Surround Yourself with Supporters

Starting	and	growing	a	successful	business	isn’t	
easy.		You	need	to	surround	yourself	with	like-
minded	people.		And	that	means	people	who	
encourage and support you in starting and 
maintaining a business.

As	hard	as	this	is	to	say,	you	may	have	to	minimize	
connections	with	family	and	friends	who	are	not	
supportive	of	you	in	a	positive	way.	It	is	detrimental	
to the health of your business to be in the company 
of	anyone	who	will	encourage	you	to,	‘get	a	real	
job’,	or	insinuates	that	your	job	is	less	important	or	
not	making	a	contribution	to	the	family	finances.		
This	can	really	chew	away	at	your	resolve	and	

determination	to	own	your	own	business.		You	have	
to	maintain	a	positive	attitude	and	only	like-minded	
friends,	family,	and	peers	will	keep	you	on	your	
game.

That’s	why	making	time	to	continue	growing	and	
learning	whether	by	reading,	participating	in	
seminars	and	groups	like	the	Elite VA Insiders are 
so important to continual business success.

Make	the	commitment	to	surround	yourself	
with	positive	supportive	people	as	you	start	and	
grow	your	business.		Join	one	or	more	industry	
associations and get involved by volunteering or 
participating regularly in forums.  Join several 
well	respected	social	networking	groups	and	set	
aside	a	minimal	amount	of	time	each	day	or	week	
that	you’ll	participate	in	these	forums.		This	will	
increase	your	network	of	‘positive’	support	and	help	
you	strengthen	your	resolve	to	grow	a	profitable	
business. 

Jeannine Clontz, provides professional business 
coaching to established and start-up virtual 
assistants (VA’s).  Learn more about Time 
Management for Virtual Assistants by downloading 
her FREE report “A Fresh Look at Time Management 
for Virtual Assistants”, or request her FREE audio 
CD “What’s Holding Back my Business Success?”,  
and more by visiting:  http://www.VAbizcoach.com; 
or contact her at: coach@VAbizcoach.com.

http://www.justintimeva.com
http://vabizcoach.com/free-test-drive.html
http://http://www.VAbizcoach.com
mailto:coach@VAbizcoach.com
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Since	I’ve	been	self-employed	for	almost	two	
decades	now,	I’ve	seen	several	economic	cycles	
come	and	go.	What	I	notice	about	these	“down”	
periods	is	that	people	who	frequently	struggle	to	
get	clients	typically	think	these	are	bad	times	to	
market.	On	the	other	hand,	people	who	have	been	
consistently successful at landing clients seem to 
believe	that	there	is	never	a	bad	time	to	market.	
Personally,	I’d	vote	to	follow	the	lead	of	those	who	
are succeeding.

Professionals	who	have	built	successful	long-term	
businesses	have	learned	that	continuing	to	market	
pays	off	in	both	the	best	of	times	and	the	worst	
of	times.	But	you	may	not	be	able	to	produce	new	
results	by	marketing	in	the	same	old	way.	Here	are	
six	suggestions	for	how	to	keep	your	marketing	up	
when	the	overall	business	climate	is	down.

1. Turn up the volume. When people are distracted 
by	bad	news	or	economic	concerns,	you	may	
need to communicate more often or more visibly. 
Where	an	email	might	have	done	the	job	before,	
now	you	may	need	to	pick	up	the	phone	or	send	
a	postcard.	Instead	of	just	one	follow-up	call,	you	
may	need	to	make	two	or	three.	If	your	business	is	
slowing	down,	make	use	of	the	extra	time	you	have	
available	to	ramp	up	all	your	marketing	efforts.

2. Become a necessity. When clients are cutting 
back	on	discretionary	spending,	they	need	to	
perceive	your	services	as	essential.	Look	for	ways	
to	“dollarize”	the	value	of	your	services.	How	can	
you	help	your	clients	save	money,	cut	expenses,	
or	work	more	efficiently?	Will	your	services	help	
them	gain	more	customers,	increase	their	income,	
or experience less stress in tough times? Tell your 
prospects	exactly	why	they	need	you,	and	why	they	
shouldn’t	wait	to	get	started.

3.	Make	use	of	your	existing	network.	It’s	always	
easier	to	get	your	foot	in	the	door	when	someone	
is	holding	it	open.	In	a	slow	market,	referrals	
and	introductions	can	be	the	key	to	getting	new	
business.	Seek	out	opportunities	to	propose	repeat	
business	with	former	clients,	too.	Uncertain	times	
encourage more reliance on trusted sources and 
known	quantities,	so	warm	approaches	and	existing	
contacts	will	pay	off	better	than	cold	calls	or	mass	
mailings.

4.	Explore	partnerships.	Working	with	a	partner	

can create more opportunities for both of you. By 
sharing	contacts,	you	each	increase	the	size	of	your	
network.	Together,	you	can	multiply	your	marketing	
efforts	and	share	expenses.	A	partner	with	a	
complementary	business	can	allow	you	to	offer	
a more complete solution than your competitors 
can.	A	photographer	could	team	up	with	a	graphic	
designer,	for	example.	And	you	can	help	keep	each	
other’s	spirits	up,	too.

5.	Meet	people	where	they	are.	In	a	down	economy,	
prospects are even more price sensitive than usual. 
Instead	of	slashing	your	rates	to	get	their	business,	
propose	a	get-acquainted	offer.	A	professional	
organizer or image consultant could offer a 
reduced	price	half-day	package	for	new	clients.	A	
management consultant or executive coach could 
propose a staff seminar instead of consulting/
coaching	work.	Once	clients	see	you	in	action,	
they’ll	be	more	willing	to	spend.

6.	Find	the	silver	linings.	When	companies	cut	back	
on	staff,	opportunities	are	created.	With	fewer	
people	on	the	payroll	to	handle	essential	tasks,	
downsized	organizations	present	possibilities	for	
project	work,	interim	assignments,	and	outsourced	
functions. Economic changes beget other needs. 
People	who	are	out	of	work	need	resume	writers	
and	career	coaches.	Folks	concerned	about	their	
finances	need	investment	advisors	and	financial	
planners.

Landing	clients	during	a	down	period	requires	not	
just	more	marketing,	but	more	strategic	marketing.	
So	instead	of	getting	depressed	by	the	news,	
get inspired by it. When you hear about coming 
layoffs,	consider	how	your	services	could	benefit	
those companies. When you read about negative 
consumer	attitudes,	use	those	words	to	better	
target	your	marketing	copy.	When	prospects	say,	
“not	this	year,”	craft	a	proposal	that	ensures	your	
place in next year’s budget.

For	the	successful	independent	professional,	there’s	
no	such	thing	as	a	bad	time	to	market.	

Copyright	©	2008,	C.J.	Hayden	C.J. Hayden is the 
author of Get Clients Now!™ Thousands of business 
owners and independent professionals have used 
her simple sales and marketing system to double or 
triple their income. Get a free copy of “Five Secrets 
to Finding All the Clients You’ll Ever Need” at www.
getclientsnow.com.
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Is This A Bad Time To Market?
By: C.J. Hayden

http://www.getclientsnow.com.
http://www.getclientsnow.com.
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stop	them	in	their	tracks.		It’s	actually	YOUR	job	
to	help	get	them	out	of	their	own	way	so	they	can	
experience success.  You do this by ANTICIPATING 
and	then	BREAKING	DOWN	the	objections.

Knowing	the	5	most	common	objections	people	
have	allows	you	to	be	prepared	when	they	come	
up.  You’ll certainly have more (dozens and dozens 
more,	trust	me)	but	it’s	key	to	start	with	at	least	
the ones that come up most often.  These are the 
predictable	ones,	not	in	any	particular	order:

   1.      It costs too much.

			2.						It	won’t	work.

			3.						I’m	different;	it	won’t	work	for	me.

			4.						I	can	wait;	my	situation	is	not	that	bad.

   5.      It’s going to be hard.

Chances	are,	you’ve	thought	about	these	too	when	
someone tried to sell you a service or a product 
before.		But	think	about	it.		Each	time	you	HAVE	
purchased the service or product and gotten great 
results,	you	kick	yourself	for	not	doing	it	sooner!

Since	you’re	not	in	the	business	of	selling,	but	
rather,	problem	solving,	it’s	your	DUTY	to	break	
down	these	objections	so	a	prospect	doesn’t	wait	
a	minute	longer	to	work	with	you,	so	not	too	much	
time	passes	that	they’ll	regret	being	without	your	
solution	to	their	problem.		As	a	problem	solver,	it’s	
your	most	important	task.		Makes	sense?

Your Client Attraction Assignment

Go	back	through	your	notes	and	list	the	1. 
objections	people	have	given	you	in	the	past.		

“A	desire	can	overcome	all	objections	and	
obstacles.”		—Anonymous

You’ll	always	get	objections.		Let’s	face	it.		You	may	
have	the	world’s	best	service,	the	best	product	
available	in	your	category	or	industry,	but	no	matter	
what	you	do,	no	matter	how	good	you	are,	you’re	
always	going	to	have	to	deal	with	objections.

What’s	the	nature	of	objections,	anyway?		I	believe	
most people simply have limiting beliefs of some 
sort;	old	conditioning	that	often	keeps	them	from	
succeeding.		It	may	be	fear	of	failure,	fear	of	
success,	fear	of	being	ripped	off,	fear	of	overwhelm,	
etc.		Problem	is	that	these	objections	keep	them	
from	finding	the	solutions	that	solve	their	most	
pressing	problems.		Their	self-doubt	gets	in	the	way	
of their success.

Objections	are	actually	a	good	sign	that	you’re	
close	to	the	sale.		I	didn’t	believe	this	at	first,	but	
over	the	years	of	talking	to	prospects	and	having	to	
answer	their	questions	(i.e.,	objections),	I	see	how	
true	this	is	today.		Here’s	why.		If	someone	were	
completely	NOT	interested	in	what	you	have	to	
offer,	they	wouldn’t	even	BE	on	your	website,	much	
less	talking	to	you.		They	wouldn’t	waste	their	time.

If	they’re	asking	you	questions	and	offering	up	
objections,	there’s	a	large	part	of	them	that’s	
interested.		And	that	means,	all	you	have	to	do	is	
answer	the	questions,	reassure	them,	and	you’re	on	
your	way	to	a	sale.		Better	yet,	by	hiring	you,	the	
prospect	is	FINALLY	on	their	way	to	a	solution	that’s	
probably been plaguing them for a long time.

Objections	are	a	way	for	the	prospect	to	
acknowledge	the	self-doubt	or	limiting	beliefs	that	

Break Down Their 5 Most Common 
Objections And You’ll Sign On More Clients
By:	Fabienne	Fredrickson
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Note the ones that come up most often.

Create	a	short	rationale	paragraph	as	to	why	2. 
each	objection	is	not	valid	and	list	any	other	
ways	to	overcome	these	objections.

Practice	saying	these	out	loud,	so	you	come	3. 
off	confident	next	time	you	talk	to	a	prospect	
with	objections.		(Feel	free	to	keep	that	script	
near	your	phone	if	talking	to	a	prospect.)	

Sprinkle	your	marketing	materials	with	these	4. 
rationales,	as	I	do	on	my	Interview	With	
Fabienne.

Do	this	and	I	guarantee	you	will	attract	more	clients	
and	make	a	lot	more	this	year.

Now	that	you’ve	handled	the	objections,	how	
exactly do you get them to sign on the bottom 
line,	97-98%	of	the	time?		I’ve	outlined	every	
secret	in	detail,	and	it’s	all	in	my	Client	Attraction	
Home	Study	System,	so	you	can	start	using	it	all	
right	away	to	get	similar	results.		In	addition	to	

the	exact	techniques	that	have	worked	for	me	
(nothing	sales-y,	I	promise!),	the	System	includes	
everything	you	need	to	know	to	prioritize	what	to	
work	on	first,	clear	the	decks,	and	set	up	simple,	
solid	systems	to	consistently	fill	your	pipeline	and	
continually	get	new	clients.		It’s	all	step-by-step,	
not	a	big	mishmash	of	things.		So,	you	do	step	one	
of	the	system,	and	when	you’re	done	with	that,	you	
move	on	to	step	two,	and	so	on.		That’s	why	my	
customers have gotten such great results from it.  
All	the	tools,	scripts,	templates,	and	examples	are	
handed to you on a silver platter.  So easy.  You can 
get	yours	at	www.theclientattractionsystem.com.	

2010 Client Attraction LLC. All Rights Reserved. 
Fabienne Fredrickson, The Client Attraction Mentor, 
is founder of the Client Attraction System™, the 
proven step-by-step program that shows you 
exactly how to attract more clients, in record time...
guaranteed. To get your F.R.E.E. Audio CD by 
mail and receive her weekly marketing & success 
mindset articles on attracting more high-paying 
clients and dramatically increasing your income, 
visit www.ClientAttraction.com.

Break Down Their 5 Most Common Objections 
Continued...

http://www.ClientAttraction.com
http://www.fantabulousfanpages.com
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Annointed Assistant 

Christine Davis 
Byranm NS 
Phone: 601.206.0431 ext 11 
Email: Christine@AnnointedAssistant.com 
Website: www.AnnointedAssisstant.com 
 
Deadline Met Virtual Assistant Services 

Marie Fitzgibbons 
Irvine, CA 92604 
Phone: 888-508-1580 
Email: marie@deadlinemet.com 
Website: http://www.deadlinemet.com 
 
Samurai Office Services 
Fiona Rodgers 
Cedar Creek, QLD Australia 4207 
Phone: +61 488676782 
Email: fiona@sosva.com.au 
Website: www.samuraiofficeservices.com.au 
 
Strictly Typing 

Linda Morro 
Cranston, RI  02910 
Phone:  401-743-2656 
Email: business@strictlytyping.com 
Website: www.strictlytyping.com 
 
The Alliances 
Sylvia Mesaros 
Anderson, SC  29622 
Phone: 864-965-8355 
Email: sylvia@alliancesvbs.com 
Website: www.alliancesvbs.com 
 

The Office Virtuoso 
Kathleen Vargas 
Midlothian, IL 60445 
Phone: 708-385-2920 
Email: kvargas@theofficevirtuoso.com 
Website: www.theofficevirtuoso.com 
 

 

 

The Virtual Office Goddess  
Lily E. Chambers 
Boulder, Colorado 80308 
Phone: 303-437-3712 
Email: info@virtualofficegoddess.com 
Website: www.virtualofficegoddess.com 
 

Typing Bug VA Services 
Deneen Wilson 
Thomasville, GA 31792 
Phone: 229-378-0521 
Email: deneen@typingbug.com 
Website: http://www.typingbug.com 
 
Virtual Assistance by Roxie 

Roxie Desort 
Fairfield, NJ 07004 
Phone: 862-210-9379 
Email: roxiedesort@gmail.com 
Website: www.VirtualAssistancebyRoxie.com 
 

Virtual Personal Assistant 

Erika Yocom 
Albuquerque, NM 87121 
Phone: 303-522-3221 
Email: erika@vp-assistant.com 
Website: www.vp-assistant.com 
 
Virtual Writing & Communications Solutions 
Mary H. Ruth 
Snow Camp, NC 27349 
Phone: 336-376-6757 
Email: mary@writingVA.com 
Website www.writingVA.com 
 
Your Virtual Wizard 
Janine Gregor 
Ellenton, Florida 34222 
Phone: 559-492-7348 (55-Wizard4U) 
Email: info@YourVirtualWizard.com 
Website:  http://www.YourVirtualWizard.com 

 

  

General Administrative Support 

http://www.tvemagazine.com/advertising-rates
http://www.annointedassisstant.com/
mailto:marie@deadlinemet.com
mailto:fiona@sosva.com.au
http://www.samuraiofficeservices.com.au/
mailto:business@strictlytyping.com
http://www.strictlytyping.com/
mailto:sylvia@alliancesvbs.com
http://www.alliancesvbs.com/
mailto:kvargas@theofficevirtuoso.com
http://www.theofficevirtuoso.com/
mailto:info@virtualofficegoddess.com
http://www.virtualofficegoddess.com/
mailto:deneen@typingbug.com
http://www.typingbug.com/
mailto:roxiedesort@gmail.com
http://www.virtualassistancebyroxie.com/
mailto:erika@vp-assistant.com
http://www.vp-assistant.com/
mailto:mary@writingVA.com
http://www.writingva.com/
mailto:info@YourVirtualWizard.com
http://www.yourvirtualwizard.com/
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MG Virtual Office Solutions 
Margie Gibson 
Salem, OR 97304 
Phone: 877-242-1504 
Email: margie@mgvirtualofficesolutions.org 
Website: www.mgvirtualofficesolutions.org 
 

 
 

Strictly Typing 

Linda Morro 
Cranston, RI  02910 
Phone:  401-743-2656 
Email: business@strictlytyping.com 
Website: www.strictlytyping.com 
 
The Alliances 
Sylvia Mesaros 
Anderson, SC  29622 
Phone: 864-965-8355 
Email: sylvia@alliancesvbs.com 
Website: www.alliancesvbs.com 
 

The Virtual Office Goddess, LLC 
Lily E. Chambers 
Boulder, Colorado 80308 
Phone: 303-437-3712 
Email: info@virtualofficegoddess.com 
Website: www.virtualofficegoddess.com 
 

TMS Bookkeeping and Business Services 
Teresa Smith 
Crandall, Tx 75114 
Phone: 214-789-9937 
Email: Teresa@smithteresa.com 
Website: www.smithteresa.com 
 

Shore Office Services  
JoCarolee Carpenter 
Toms River, NJ 08757 
Phone: 732-820 - 1391  
Email: jocarolee@comcast.net 
Website: www.shoreofficeservices.com 
 

 
 

CLR Virtual Connection 
Rebecca Thompson 
Pasadena, Texas 77505 
Phone: 281-727-0479 
Email: clrvirtualconnection@gmail.com 
Website: www.clrvirtualconnection.com 
 

Shore Office Services  
JoCarolee Carpenter 
Toms River, NJ 08757 
Phone: 732-820 - 1391  
Email: jocarolee@comcast.net 
Website: www.shoreofficeservices.com 

  

Internet Marketing 

Concierge Services 

Bookkeeping & Accounting 

Bankruptcy Support 

mailto:margie@mgvirtualofficesolutions.org
http://www.mgvirtualofficesolutions.org/
mailto:business@strictlytyping.com
http://www.strictlytyping.com/
mailto:sylvia@alliancesvbs.com
http://www.alliancesvbs.com/
mailto:info@virtualofficegoddess.com
http://www.virtualofficegoddess.com/
mailto:Teresa@smithteresa.com
http://www.smithteresa.com/
mailto:jocarolee@comcast.net
http://www.shoreofficeservices.com/
mailto:clrvirtualconnection@gmail.com
http://www.clrvirtualconnection.com/
mailto:jocarolee@comcast.net
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List 2 Close Assistant 
Serita Diana 
Sebring, OH 44672 
Phone: 330-851-3042 
Email: serita@list2closeassistant.com 
Website: www.list2closeassistant.com 

 

 
 
 
 
 
 

 
 

CLR Virtual Connection 
Rebecca Thompson 
Pasadena, Texas 77505 
Phone: 281-727-0479 
Email: clrvirtualconnection@gmail.com 
Website: www.clrvirtualconnection.com 
 

Shore Office Services  
JoCarolee Carpenter 
Toms River, NJ 08757 
Phone: 732-820 - 1391  
Email: jocarolee@comcast.net 
Website: www.shoreofficeservices.com 
 

Shore Office Services  
JoCarolee Carpenter 
Toms River, NJ 08757 
Phone: 732-820 - 1391  
Email: jocarolee@comcast.net 
Website: www.shoreofficeservices.com 
 

 
 

Starr Paralegals 
Pamela J. Starr 
Marietta, GA 30062 
Phone: 404-317-0129 | Fax: 678-668-7954 
Email: pjstarr@starrparalegals.com 
Website: www.starrparalegals.com 

 

The Virtual Office Goddess  
Lily E. Chambers 
Boulder, Colorado 80308 
Phone: 303-437-3712 
Email: info@virtualofficegoddess.com 
Website: www.virtualofficegoddess.com 
 

 

 

 

 

 

Virtual Legal Consultants 
Lori J. Paul, AACP 
Rohnert Park, CA 94927-1175 
Phone: 877-310-1372 
Email: lori@virtuallegalconsultants.com 
Website: http://www.virtuallegalconsultants.com  
 
 
 
 
 
 
 
 

 
 
 
 
 

Virtual Paralegal Services 

Translation Services 

Social Media 

Real Estate Support 

mailto:serita@list2closeassistant.com
http://www.list2closeassistant.com/
mailto:clrvirtualconnection@gmail.com
http://www.clrvirtualconnection.com/
mailto:jocarolee@comcast.net
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http://www.virtualofficegoddess.com/
mailto:lori@virtuallegalconsultants.com
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CLR Virtual Connection 
Rebecca Thompson 
Pasadena, Texas 77505 
Phone: 281-727-0479 
Email: clrvirtualconnection@gmail.com 
Website: www.clrvirtualconnection.com 
 

Website Services 

mailto:clrvirtualconnection@gmail.com
http://www.clrvirtualconnection.com/
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Printing 

Logo Creation 

Domain Administration/Hosting 

Communication 
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Software 
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