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Welcome to
The Virtual
Evolution!

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

This issue of TVE is a departure from the usual 
‘fare’ of tips, tricks, and motivational articles; we 
will return to the standard format next issue (for 
the most part, anyway!). The business world as we 
know it is changing rapidly and it is important as 
entrepreneurs that we change rapidly, as well. Both 
the cover story and the article starting on page 5 
are my attempt to help you with the process of  
adjusting from ‘business as usual’ to the ‘new world 
order’ with which we are all being faced. The best 
way to start is by evolving our thought processes.

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.

To Your Success!
Sincerely,

                                                   Lily E. Chambers
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By: Lily E. Chambers

Cover 
Story

Being a High Performance Organization (HPO) is 
a goal which every company, big or small, should 
strive to reach.  What exactly is a high performance 
organization?  Deborah Castellano, author of the 
article	“Definition	of	High	Performance”	(http://
www.ehow.com/facts_6830280_definition-high-performance-
organization.html),	defines	a	HPO	as	follows:

“A high performance organization is a 
company that is considered more successful 

than its competitors in areas such as 
profitability, customer service and strategy.”

Wow!  Sounds like a pretty lofty goal, right?  But 
it isn’t that hard to achieve if you make ‘being the 
best’ part of the focus of your day-to-day activities.  
So how do you achieve this without tearing your 
hair out?  First you have to determine your baseline 
of where your business stands now.  Start by 
answering these three simple questions*:

What’s the process?•	
How do we know that?•	
Who are our customers and what do they •	
require?

*These three questions came from a free 
downloadable	guide	called	“The	Baldrige	Edge”	
(http://www.baldrige.com/), which is a great way to 
get the information you need to understand and 
begin the process of becoming a HPO and an ultra 
successful company.  (You have probably never 
heard of Baldrige.  Don’t feel bad, most people 
haven’t!)

But wait, there’s more!

Every year, the Malcolm Baldrige National Quality 
Award is presented by the National Institute of 
Standards and Technology (NIST) (http://www.
nist.gov/baldrige/) to one organization each from 
business, education, and healthcare systems that 
have reached the highest level of excellence.  
These organizations must complete an intensive 
application process and be judged on their merits 
to be considered for the award.  The Baldrige Award 
criteria questions are listed below and may be 
useful to you, as well as the Baldrige Edge guide, 
in determining what changes are important to your 
business in your quest to become the best.

Ready to start the journey 
toward becoming a HPO?

Once you have considered the original three 
questions, thoughtfully answer the Baldrige 
questions from your perspective.  Take some time 
to complete these questions.  If you are a business 
of one, regard yourself as the ‘senior leader.’

Now step back and try to see yourself and your 
business from an outside perspective.  Review the 
responses you made to the Baldrige questions; do 
these still apply to your business if you were the 
customer rather than the owner?  What do you 
need to change to make the viewpoints align?  This 
is a good starting point towards becoming the best 
and	fulfilling	the	potential	of	your	business.

Baldrige 18 Criteria Item Questions plus 
2 Organizational Profile Questions

Organizational Description: What are your 1. 
key organizational characteristics? 

Organizational Situation: What is your 2. 
organization’s strategic situation? 

Senior Leadership: How do your senior 3. 
leaders lead?

Becoming A High Performance 
Organization.  Are You Ready?

(http://www.ehow.com/facts_6830280_definition-high-performance-organization.html)
(http://www.ehow.com/facts_6830280_definition-high-performance-organization.html)
(http://www.ehow.com/facts_6830280_definition-high-performance-organization.html)
(http://www.ehow.com/facts_6830280_definition-high-performance-organization.html)
(http://www.ehow.com/facts_6830280_definition-high-performance-organization.html)
(http://www.baldrige.com/)
(http://www.nist.gov/baldrige/)
(http://www.nist.gov/baldrige/)
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Governance and Societal Responsibilities: 4. 
How	do	you	govern	and	fulfill	your	societal	
responsibilities? 

Strategy Development: How do you 5. 
develop your strategy? 

Strategy Deployment: How do you deploy 6. 
your strategy? 

Customer Engagement: How do you 7. 
engage customers to serve their needs and 
build relationships? 

Voice of the Customer: How do you obtain 8. 
and use information from your customers? 

Measurement, Analysis, and Improvement 9. 
of Organizational Performance: How do 
you measure, analyze, and then improve 
organizational performance? 

Management of Information, Knowledge, 10. 
and Information Technology: How do you 
manage your information, organizational 
knowledge, and information technology? 

Workforce Engagement: How do you 11. 
engage your workforce to achieve 
organizational and personal success? 

Workforce Environment: How do you build 12. 
an effective and supportive workforce 
environment? 

Work Systems: How do you design your 13. 
work systems? 

Work Processes: How do you design, 14. 
manage, and improve your key 
organizational work processes? 

Product Outcomes: What are your product 15. 
performance results? 

Customer-Focused Outcomes: What are 16. 
your customer-focused performance 
results? 

Financial and Market Outcomes: What 17. 
are	your	financial	and	marketplace	
performance results?

Workforce-Focused Outcomes: What are 18. 
your workforce-focused performance 
results? 

Process Effectiveness Outcomes: What are 19. 
your process effectiveness results? 

Leadership Outcomes: What are your 20. 
leadership results?

I also recommend reading “Five Secrets of High 
Performing	Organizations”	from	Six	Disciplines	
Corporation (http://www.scribd.com/doc/30527/Five-
Secrets-of-High-Performing-Organizations).  Although some 
of their tactics may not apply to you if you are a 
single person business, the sound advice provided 
throughout will help boost your goal of becoming a 
HPO.

Success doesn’t happen for anyone overnight, and 
it certainly isn’t easy, but any business can become 
a top leader with the right attitude, tools, and 
strategies.  Adding the Baldrige proven strategies to 
your ‘toolbox’ will help you to be more successful in 
the long run. 

Lily E. Chambers, CPS, CQU, owns and operates 
The Virtual Office Goddess, LLC., is the Publisher/
Editor of TVE Magazine, the bookkeeper for a 
criminal justice research company, the treasurer 
on the board of a Boulder, CO non-profit, and is 
a co-owner and teaches a class at the Academy 
of Virtual Education. Lily has over three decades 
of bookkeeping, executive secretarial, office 
management, and office support experience in the 
criminal justice, legal (criminal and immigration), 
water engineering, funeral service, property 
valuation, landscaping, water/oilfield pipe and 
supply, manufacturing, food service, hospitality, 
and retail industries.  She can be contacted through 
info@virtualofficegoddess.com.

Becoming A High Performance Organization
Continued...

(http://www.scribd.com/doc/30527/Five-Secrets-of-High-Performing-Organizations)
(http://www.scribd.com/doc/30527/Five-Secrets-of-High-Performing-Organizations)
mailto:info@virtualofficegoddess.com


THE VIRTUAL EVOLUTION© PAGE 5

Although we normally do not publish research 
articles in TVE Magazine, I feel that the lessons 
embedded in this article are just as valuable to 
entrepreneurs as the corporate business sector as 
a whole.  Whether you choose to be a one-person 
show, strive to have a mega-corporation, or want 
to be somewhere in between, this article contains 
content that I believe can assist you in your thought 
processes, if only as a catalyst toward changing the 
way you perceive your business and industry and 
how you approach them.

Due to the size and intensity of the information 
contained herein, this article is being published in 
two parts; be sure and look for the second half in 
the April issue of TVE magazine.

I hope you get some valuable information from this 
article.  Come share and discuss your thoughts at 
the TVE forum – www.tvemagazine.com/forum

We are in the midst of the most severe recession 
in the memories of most anyone alive. Many 
experts estimate that the causes of this recession 
are more severe than those that created the Great 
Depression in the late 1920s. Because the downturn 
is unprecedented, few clear guidelines exist for 
leaders about how to effectively respond to the 
unparalleled challenges. 

In this article, I rely on two decades of empirical 
research	on	organizations	that	have	faced	difficult	
economic situations but achieved unexpected and 
exceptional levels of success. Carefully examining 
these organizations has helped uncover some 
unusual leadership strategies that can serve as 
guidelines to leaders facing trying times. These 
unusual strategies supplement the oft-prescribed 
leadership truisms that appear in the popular press 
and are less often recognized by leaders facing 
trying times.

These strategies focus on the positive, and they 
have	emerged	from	the	newly	developing	field	of	
positive	organizational	scholarship.	This	field	of	
study focuses on positively deviant organizational 
performance, or successful performance that 
dramatically exceeds the norm in a positive 
direction.	It	investigates	affirmative	dynamics,	
or an orientation toward strengths rather than 
weaknesses	and	abundance	rather	than	deficits	
in organizations. It examines virtuousness and 
eudaemonism	[definition:	eudaemonism	in	ethics,	
a self-realization theory that makes happiness or 
personal well-being the chief good for man], or the 
best of the human condition and that which people 
consider to be inherently good.

It is not unusual for positively biased areas 
of	scientific	investigation	to	be	dismissed	as	
saccharine, naive, or irrelevant in the face of 
threatening economic conditions. In fact, positive 
terms such as virtue, caring, compassion, and 
goodness have appeared rarely in the business 
press in the last 20 years, whereas negatively 
biased	words	such	as	beat,	fight,	win,	and	compete	
have increased fourfold in the same period. 
Business leaders give more attention to the 
negative than to the positive, especially in trying 
times.

Crises, threats, inadequate resources, deterioration, 
and stress characterize trying times. The most 
frequent reaction to such conditions is hunkering 
down, protectionism, problem orientation, and 
defending against anxiety. Common human 
experience,	as	well	as	abundant	scientific	evidence,	
supports the idea that emphasizing the negative 
is necessary and adaptive in such circumstances. 
Negative news sells more than positive news, 
people react to negative feedback more than 
positive feedback, and traumatic events usually 
have a greater impact on humans than positive 
events, and for good reason.

Moreover, it is clear from research that human 
beings respond more strongly to negative 
phenomena than to positive phenomena. They learn 
early in life to be vigilant in responding to negative 
events and stimuli because such factors could 
be dangerous or harmful. Thus, in trying times, 
reacting to and protecting against negativity tend 
to predominate in leaders’ actions. Two decades of 
my	own	research	have	confirmed,	however,	that	

By: Kim Cameron

Five Keys To Flourishing In Trying Times

www.tvemagazine.com/forum
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successful positive responses are not dependent on 
completely positive conditions, just like languishing 
and failure are not dependent on completely 
negative conditions. Positive strategies are highly 
effective in threatening as well as in benevolent 
situations.

One	key	finding	from	my	research	is	that	a	focus	
on the positive produces the heliotropic effect. 
This	effect	is	defined	as	the	tendency	in	all	living	
systems toward positive energy and away from 
negative energy. Because all living systems have 
an inclination toward the positive—for example, 
plants lean toward the light, people remember 
and learn positive information faster and more 
accurately than negative information, positive 
words predominate over negative words in all 
languages, and human brains are activated more by 
positivity than by negativity—leaders who capitalize 
on the positive similarly tend to produce life-giving, 
successful outcomes in organizations. A focus 
on the positive is life-giving for individuals and 
organizations in the same way that positive energy 
in nature enhances thriving in living organisms. 
This is especially so in circumstances that seem 
threatening, stressful, and worrisome.

My studies of organizations that have downsized, 
faced bankruptcy, experienced loss of mission, 
and	encountered	fiscal	disasters	have	produced	
at	least	five	keys	to	flourishing	in	trying	times.	
These keys all have emerged from investigations 
of organizations that achieved unexpected and 
extraordinary	success	when	facing	difficult	
economic circumstances.

Key #1: Capitalize on the Heliotropic Effect

Because all human beings have an inherent 
inclination toward positive energy and toward that 
which is life-giving, leaders who capitalize on this 
heliotropic tendency can help their organizations 
flourish,	even	in	trying	circumstances.	For	example,	
a study of the cleanup and closure of a nuclear 
weapons production facility near Denver, Colorado, 
illustrates the power of leading positively even in 
the face of overwhelming obstacles.

In	the	1990s,	the	facility	was	rife	with	conflict	
and antagonism. The site had been raided and 
temporarily closed by the Federal Bureau of 
Investigation in 1989 for alleged violations of 
environmental laws, and employee grievances had 
skyrocketed. More than 100 tons of radioactive 
plutonium were on site, and more than 250,000 
cubic meters of low-level radioactive waste were 
being stored in temporary drums on the prairie. 
Broad public sentiment existed that the facility 
was a danger to surrounding communities, and 
demonstrations by multiple groups had been staged 
from the 1960s through the 1990s in protest of 
nuclear proliferation. Radioactive pollution levels 
were deemed to be so high that a 1994 ABC 
Nightline broadcast labeled it the most dangerous 
building in America. The Department of Energy 
estimated that closing and cleaning up the facility 
would require a minimum of 70 years and cost 
more than $36 billion.

The	engineering	and	environmental	firm	that	won	
the contract to clean up and close the 6,000-acre 
site, consisting of 800 buildings, completed the 
assignment 60 years ahead of schedule, $30 billion 
under budget, and 13 times cleaner than required 
by federal standards. Antagonists such as citizen-
action groups, community mayors, and state 
regulators changed from being adversaries and 
protestors to advocates, lobbyists, and partners. 
Labor relations among the three unions (i.e., 
steelworkers, security guards, building trades) 
improved; a culture of lifelong employment and 
employee entitlement was replaced by a workforce 
that enthusiastically worked itself out of a job as 
quickly as possible; safety performance exceeded 
federal standards by twofold; and more than 200 
technological innovations were produced in the 
service of faster and safer performance. These 
achievements far exceeded every knowledgeable 
expert’s predictions of performance.

Two excerpts from interviews with employees 
at the facility illustrate the emphasis on positive 
leadership:

From an executive at the Department 
of Energy: “The leadership from the 
organization was very important. . . . They 
poured their corporate heart into what 
we were trying to do. They brought some 
fabulous	positive	leadership	to	the	site.”

Five Keys To Flourishing In Trying Times 
Continued...
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From	the	CEO	of	the	firm:	“The	biggest	
difference I see between now and 1995 
is that, if we went into a building or went 
around the site . . . the employees weren’t 
proud of what they were doing. They didn’t 
care. There was negativity all around. You 
go into the buildings now and it’s a totally 
different feeling. The energy that people put 
into their work is obvious. The involvement, 
the pride, the humor, the positivity—you 
wouldn’t even know this was the same place 
it	was	in	1995.”

Virtually all human beings desire a positive work 
environment, and in trying times, capitalizing on 
the heliotropic effect is especially crucial.

Key #2: Manage Economic Downturns 
                      Virtuously

A study of the U.S. airline industry revealed that, 
after the tragedy of September 11, the number of 
passengers	flying	on	U.S.	airlines	topped	out	at	80	
percent of pre-2001 ridership levels. Because the 
economic model of the airline industry was based 
on	86	percent	seat-fill	rate,	all	of	these	companies	
were losing money. They were all faced with at 
least 20 percent too many pilots, gate agents, 
mechanics, and so forth.

As expected, the decision to downsize was almost 
universal across the industry, but companies 
approached the task in very different ways. One 
company that emphasized short-haul routes, for 
example,	declared	financial	exigency	and	eliminated	
almost 25 percent of its employees with no 
severance	benefits.

Southwest Airlines, also a short-haul carrier, chose 
to eliminate no jobs. Despite losing several million 
dollars per week in the weeks following the attacks, 
Southwest refused to lay off employees. This 
decision was explained by former CEO Jim Parker: 
“Clearly	we	can’t	continue	to	do	this	indefinitely,	but	
we are willing to suffer some damage, even to our 
stock	price,	to	protect	the	jobs	of	our	people.”	The	

rationale was explained as follows: “You want to 
show your people that you value them, and you’re 
not going to hurt them just to get a little more 
money in the short term. Not furloughing people 
breeds loyalty. It breeds a sense of security. It 
breeds	a	sense	of	trust.”

Southwest	had	built	up	healthy	financial	reserves	
for	just	such	a	contingency,	and	the	firm	had	
resisted Wall Street pressure to take on more debt 
in order to be able to respond virtuously in just 
such a crisis.

It is unrealistic, of course, to assume that 
companies can avoid downsizing in the current 
economic downturn. However, my research on 
downsizing over the last 20 years has found that 
the way downsizing occurs is more important than 
the fact that it occurs. In a study of a large number 
of	downsizing	firms	in	16	different	industries,	
strong	and	statistically	significant	relationships	were	
found between virtuous practices—characterized 
by high levels of compassion, forgiveness, 
gratitude, integrity, optimism, trust, and so on—
and	both	objective	outcomes	such	as	profitability,	
productivity, and quality and subjective outcomes 
such as morale, customer loyalty, and employee 
engagement. Organizations that implemented 
virtuous	practices	performed	significantly	better	
than those that did not. 

The second half of this article will be published in 
the April issue of TVE Magazine.

Kim Cameron is the William Russell Kelly Professor 
of Management and Organizations at the University 
of Michigan’s Ross School of Business and is 
cofounder of the Center for Positive Organizational 
Scholarship. His current research focuses on 
virtuousness in and of organizations and their 
relationships to performance. He and several 
colleagues teach two weeklong Executive Education 
programs sharing the practical tools and techniques 
that have emerged from their investigations of 
positive leadership and positive organizations. You 
can learn more about these programs and about 
positive leadership at http://execed.bus. umich.
edu/Subjects/Leadership.aspx.

Five Keys To Flourishing In Trying Times
Continued...
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I started re-reading ‘Think and Grow Rich’ by 
Napoleon Hill this week and I got to the part 
where he is discussing what came after the Great 
Depression.  He writes, “We who are in this race 
for riches, should be encouraged to know that this 
changed world in which we live is demanding new 
ideas, new ways of doing things, new leaders, 
new inventions, new methods of teaching, new 
methods of marketing, new books, new literature, 
new features for the radio, new ideas for moving 
pictures.”		As	I	read	this	I	couldn’t	help	thinking	
that almost 100 years later we too are in a new 
and changed world.  It’s what we whom are paying 
attention to the new consumer realize every day.

Your new consumer is looking for a changed way of 
doing business and the same ‘new’ that Napoleon 
Hill wrote of many years ago.  As professionals, 
it is in our best interest and the best interest of 
our consumer to give them what they are looking 
for.  We see it every day in the way that social 
media marketing has grown, in the single property 

websites, in the video marketing, and the focus on 
a virtual way of doing business.

What	“new	thing”	are	you	bringing	to	your	
consumers	to	gain	their	confidence?		What	are	you	
willing to do to improve the way you do business 
on a daily basis?  I read that passage and thought, 
“Wow!	How	fitting	is	this	for	where	we	are	now	and	
what	ways	have	we	seen	this	taking	shape?”	We	are	
seeing e-books and nooks, social media marketing, 
web presence development, new experts, video 
marketing, etc.  Take the words of Napoleon Hill 
and create something new for your consumers 
today.  Don’t wait or you won’t win the race.  In 
fact, you’ll come in dead last. 

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.

By: Serita Diana

Napolean  Hill Is More Relevant Than Ever

www.list2closeassistant.com
http://www.houstonvas.com
http://www.clrvirtualconnections.com
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Improve Your Productivity With What I 
Learned Shoveling Snow

It snowed overnight and the snow turned into sleet 
and icy rain.  If you know anything about shoveling 
snow you understand that this is trouble.  The snow 
on the ground gets incredibly heavy, if you leave it 
on the ground it will freeze solid and there’s no way 
a snow blower is going to be of any help.  Shoveling 
the driveway was now the number one thing on my 
to-do list for the day.

As I worked shoveling in the sleet, I saw a 
connection to what many of us in business face — 
tasks that we have to do that we’d rather not.  As 
I shoveled I realized that I was applying the same 
ten strategies I use in my business every day to get 
the	more	difficult	projects	done.		Hope	they	help	
you as much as they helped me!

Assess the situation.1.   Do you really have 
to do this? Do you know exactly what you 
have to do? When I looked out my window 
I saw about four inches of snow, the top 
inch	was	freezing	up.		The	first	thing	I	did	
was check the weather report.  Is there 
any chance it will be above freezing for 
the next several days? Answer, no.  Okay, 
I have to do this.  How much do I have to 
do? All of it. 

Is there another way to accomplish 2. 
the task? My husband is out of town and 
despite a 2-hour delayed school opening, 
my	daughter	was	finishing	up	some	
undone homework that was due (that’s 
another story) and my sons had been hired 
to shovel a neighbor’s driveway.  Yup, it’s 
still up to me. 

Set yourself up for success with the 3. 
tools that you need for the job.  I put 
warm clothes on along with boots and 
gloves.  I got the shovel out. 

By: Carrie Greene Get going.4.   I went outside and started to 
shovel. 

Break the task up.5.   We have a pretty 
big driveway so I knew I was in for a big 
job but yet it seemed that every shovel 
full I picked up the driveway grew.  Maybe 
you’re	“supposed”	to	start	at	the	top	
or bottom or go all the way across or 
something but that wasn’t working for me.  
Instead I cut the driveway up into random 
parcels and just addressed each area 
individually. 

Don’t worry about perfection.6.   The 
snow was heavy and as I shoveled I 
missed spots and some snow fell off the 
shovel.  That was okay.  I kept my goal 
in mind to clear the driveway, and didn’t 
worry about the spots that weren’t perfect. 

Keep an eye out for other options 7. 
BUT don’t stop to wait for them.  Our 
neighbor stores his snow blower in our 
shed.  When I was about halfway through 
the job he came to get it.  He told me that 
if	it	worked	he’d	finish	up	mine	when	he	
was done.  I debated stopping and waiting 
to see what would happen but instead 
kept going.  As it turned out I was right, it 
wasn’t	“snow	blower	quality”	snow.		Had	
I	waited	for	him	to	come	back	to	finish	up	
my driveway I would have ended up doing 
it anyway but the snow would have been 
even heavier and it would have been later. 

Go after the little pieces you missed.8.   
After you’ve done the bulk of the job the 
things that you missed stand out and you 
can easily go after them.  Remember how 
I said don’t worry about perfection.  Well 
after	I	finished	clearing	the	driveway	it	
was really easy to see the places that I 
had missed and they were really easy to 
address. 

Finish the job. 9.  The driveway took almost 
two hours to clear.  By the time I was done 
I was soaking wet and cold and it was 
just about time to take the kids to school 
(remember, they had a 2-hour delay).  The 
only thing left to do was the back where 
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the trash cans and the back stairs are 
located.  My initial thought was to do them 
“later”	but	I	realized	that	right	then	was	
the best time to do it.  I was already in the 
groove, I had the shovel in hand, there 
wasn’t that much more to do and I knew 
“later”	would	never	come. 

Celebrate when you’re done.  I came 10. 
inside, warmed up the tea that my 
daughter made me and relaxed.

I use these ten strategies as I work within my own 
business every day and as I work with my clients 
on projects or tasks that seem bigger or somehow 
daunting.  I invite you to share with me on my blog 
how they apply to you, your business and your life.

A closing thought...

“Don’t let the fear of the time it will take to 
accomplish something stand in the way of 
your doing it.  The time will pass anyway; 
we might just as well put that passing time 

to the best possible use.”

Earl Nightingale
1921-1989, Author 

Carrie Greene helps entrepreneurs and aspiring 
entrepreneurs who are overwhelmed with 
possibilities, ideas, shoulds and coulds within their 
businesses to feel in control and get things done  
Carrie can help you create systems and structures 
that enable you to prioritize, focus and follow 
through on the right activities for yourself and your 
business.  You’ll be better able to monetize your 
business and create the life you want by carrying 
through on the steps it takes you to reach your 
goals.  To learn more about Carrie please visit 
www.CarrieThru.com.

Improve Your Productivity With What... 
Continued...

VA TIP OF THE MONTH

Try to minimize distractions while working.		It	has	been	scientifically	proven	
that for every interruption (answering the phone, the doorbell, etc.) it takes AT 
LEAST	15-25	minutes	to	get	“back	up	to	speed.”		Doesn’t	seem	fair	to	us	or	our	
clients, does it?  Check out the links below for more information on the cost of 
interruptions:
http://www.kmworld.com/Articles/News...ons-14543.aspx
http://www.thepracticeofleadership.n...omment-page-1/
http://www.nbdtech.com/blog/archive/...-are-evil.aspx

 
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)

www.CarrieThru.com
http://virtualofficegoddess.com
http://www.kmworld.com/Articles/News...ons-14543.aspx
http://www.thepracticeofleadership.n...omment-page-1/
http://www.nbdtech.com/blog/archive/...-are-evil.aspx
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What’s Holding You Back?

Be a Problem Solver

The most successful entrepreneurs know that their 
success is in no small way a result of being able to 
solve the problems of their clientele.  I remember 
a sales manager a long time ago telling me that 
every discontented client created two opportunities 
for me.  It created an opportunity for me to solve a 
problem	that	could	benefit	countless	others,	and	it	
created an opportunity for me to develop a deeper 
relationship with the client.

Those words have been extremely helpful to me 
in my entrepreneurial career.  Even solving the 
problems I face in managing my own business 
can create opportunities for me to solve similar 
problems with other clients.  Sometimes opening 
the door to a new client is as easy as sharing a 
successful resolution to a basic business issue we 
faced in our business.

It	goes	back	to	the	features	and	benefits	profile.		
Remember that the features of your product or 
service are not what clients are looking for – it’s the 
benefits.		The	‘what’s	in	it	for	me’	question	will	be	
the one that hits home for the client or prospect.  
So	imagine	how	your	product	or	service	benefits	the	
client.  What will it do to solve their problem, lower 
their stress, or allow them to focus their energies 
on tasks they enjoy or that produce them real 
profits?

We learn by doing; we expand our knowledge by 
doing; and we differentiate ourselves with the way 
we address problems and solutions.

Make note of your problem solving talents; share 
them on your blog, monthly newsletter or eZine and 
help others understand your level of commitment 
and value in solving business problems. 

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.

By: Jeannine Clontz

http://www.VAbizcoach.com
mailto:coach@VAbizcoach.com
http://aove.org/tvead
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Do you know that your computer is a lot like you?  
When you are full of heavy remnants of what you 
have been fed, you feel full and sluggish.  Well, 
your computer gets that feeling too.  Our bodies 
digest food naturally by disposing of the waste, 
but our computers only dispose of what we tell 
them.  If you have problems getting your body to 
flush	out	the	bad	stuff	naturally,	you	would	go	see	
a specialist and it could be costly.  Your computer 
is	no	different,	if	you	don’t	“flush”	out	the	bad	stuff	
and unclog it, it will be costly, if you have to take 
it	to	someone	else.		How	do	you	flush	it	out?		Here	
are some simple things you can do to keep your 
computer running smooth.

 ALWAYS uninstall programs from your 1) 
control panel and restart your computer 
afterwards. Start-> Control Panel-> (and 
depending on what OS you have) open 
your Programs & Features (Vista) or Add 
or Remove Programs (XP) and look for the 
programs you are not using or won’t use 
and remove them to free up space on your 
drive. 

Keep your OS up to date by either 2) 
subscribing to the (http://www.microsoft.
com/downloads/en/default.aspx) 
notifications	on	the	Microsoft	site	(if	you	
have Microsoft software) or if you have 
Vista, it should update automatically for 
you, just make sure that if you have your 
updates going at night you leave your 
computer on for them to process. 

Defrag your computer or use a cleaner to 3) 
clean	out	your	temp	files,	cache,	cookies,	
registry, etc.  I use CCleaner (http://www.
ccleaner.com/).  I like the fact that I can 
choose what I want it to clean and what I 
don’t.		If	you	do	a	lot	of	surfing	on	the	net,	
the rule is that you should clean out your 

computer every 2 weeks.  If you are not 
on the internet often, then once a month is 
good.  

Keep your Antivirus program up to date.  4) 
Set it to update automatically and scan 
your computer often.  You never know 
what critters got in without you knowing.  
My McAfee has saved me PLENTY of times 
and has paid for itself over and over.  Most 
ISP’s have one on their security site that 
you can download when you sign up for 
service, or you can get Avast! for free 
(www.avast.com). 

Once in a while, turn your computer off 5) 
when you are leaving for awhile.  The rest 
is good for it and for your electric bill.

There are other things you can do, but this will 
give you a good start in maintaining your online 
investment.  If you have questions or comments, 
please feel free to leave them on the TVE Forum 
under this article. 

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).

By: Rebecca Thompson

Why Is My Computer Slow?

http://www.microsoft.com/downloads/en/default.aspx
http://www.microsoft.com/downloads/en/default.aspx
http://www.ccleaner.com/
http://www.ccleaner.com/
www.avast.com
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When The Going Gets Tough, The Tough Get 
Outsourcing Opportunities!

The newspapers and television newscasts are 
filled	with	announcements	and	projections	of	
layoffs, downsizing, government budget cuts and 
bankruptcy	filings.		As	a	small	business	you	assume	
that means less opportunities to sell your products 
and services. 

However,	the	dire	financial	situation	can	offer	many	
chances for getting business in a ‘save the day’ kind 
of way. 

Just because companies and government agencies 
are laying off staff does not mean they can 
discontinue the functions of the lost staff.  Even 
though there may be less money in the budget for 
certain activities, it does not necessarily mean the 
activities can cease.  Filing Chapter 11 bankruptcy 
brings about reorganization, which could include 
using outside sources for some services.

Small businesses need to take a close look at the 
way they market their products and services and 
consider	“repackaging”	them	so	that	companies	and	
government agencies see them as replacements 
for lost staff or more economical methods than in-
house ones.  

The generic term for using an outside company to 
provide a service or product that could be provided 
internally	is	outsourcing.			The	term	“outsourcing”	
is sometimes used to identify other arrangements 
that many see as negative; an example is: using 
“cheap”	off-shore	labor	and	eliminating	American	
jobs.  However, outsourcing in this case is using 
small businesses for products and services instead 
of keeping them in-house.  In times of economic 
distress that force layoffs, budget cuts and 
bankruptcy reorganizations, outsourcing can help 
save both the oursourcer and the oursourcee. 

Another positive factor for Small Businesses is that 

goals/requirements are not relaxed for the use of 
small, minority, woman, disadvantaged or veteran 
owned businesses on government projects and 
contracts.  Normally change of any kind to these 
goals or requirements lags way behind economic 
fluctuations	and	often	does	not	occur	at	all.		So,	
outsourcing provides the larger corporations and 
government agencies an avenue to meet the goals 
and	requirements	for	the	use	of	these	specific	
business types.  And it increases the possible 
opportunities for small businesses of these types.  
In these situations the term used for outsourcing is 
typically	“subcontracting.”		

Speaking of subcontracting, economic downturn 
results in downsizing for companies that do 
business with government agencies and major 
corporations.  This downsizing causes them to need 
small businesses as subcontractors to compensate 
for or compliment their product/service offerings.  
So, once again the opportunities for small 
businesses increase.

Reasons that outsourcing may be desirable for 
companies and government agencies:

Less expensive than an employee •	
(especially	with	benefits) 

Reduced overhead (eliminate need for •	
office	space,	warehousing,	equipment,	
etc.) 

Avoidance of expensive over-time (using •	
reduced staff to continue functions) 

Loss	of	revenue	(unable	to	fill	orders	or	•	
fulfill	contracts) 

Loss of grants or additional funding •	
(cannot satisfy requirements) 

Some of the characteristics the companies and 
government agencies (including schools) want 
to see in an outsource partner are: 

Flexibility to meet their time frames and •	
requirements 

Willingness to accept small projects or •	
orders 

Capability	of	matching	their	specifications	•	
and methods
Willingness to provide temporary or •	

By: Janet W. Christy
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sporadic services/products 

Ability to work at their site•	
 

Not all of these will be required in every situation.

To take advantage of outsourcing opportunities you 
must be looking for them.  You should be watching 
news sources for announcements.  You should be 
noticing trends of business or government types 
that	are	downsizing	or	struggling.		When	you	find	
a business or government agency that is willing to 
outsource discover why and look for other prospects 
that share those reasons.  Don’t limit your 
prospecting to large companies or higher levels 
of government; other small businesses and local 
government agencies and schools may also need to 
outsource.

To	help	guide	you	in	finding	outsourcing	
opportunities here are some examples:

Warehousing •	
Accounting, Bookkeeping, Payroll or Tax 
Preparation
HR (Human Resource) Services•	
Sales Agents•	
Temporary	Staffing•	
Storeroom Management•	
Purchasing/Procurement•	
Research, Data Gathering and Data •	
Analysis
IT Services•	
Call Centers (Customer Service, •	
Telemarketing, etc.)
Maintenance and Repair•	
Facility/Property Management•	
Janitorial Services•	
Lawn Care•	
Website Maintenance•	
Order	Fulfillment•	
Printing/Copying•	
Graphic Design, Desktop Publishing•	

Marketing (PR, Media Contact, etc.)•	
Inventory Control, Stocking•	
Clerical Services•	
Fund Raising•	
Direct Mail Services (lead generation, •	
reminders, fund raising, invitations, 
announcements, etc.)
Specialized manufacturing or assembly•	
Manufacturing services (metalworking, •	
welding)
Construction Services•	
Quality Assurance•	
Safety Compliance•	
Packing and Shipping•	
Translation Services•	
Business Writing (reports, technical, etc.)•	
Data Entry, Data Processing•	
Forms Processing, Document Conversion•	
Security•	
Document Shredding (especially secure)•	
Transcription (medical, legal, preservation)•	
Training•	
Telecommunications •	

Janet W. Christy has spent the majority of her 
professional career in marketing, sales and public 
relations positions.  She is the Owner/President 
of Leverage & Development, LLC, a consulting 
firm focused on helping Small Businesses and the 
agencies and organizations that work with them.  
She is the author of “101 Winning Marketing Actions 
for Small Businesses” and “Capitalizing On Being 
Woman Owned.”  More information can be found at 
www.leverageanddevelopment.com 

When The Going Gets Tough 
Continued...

www.leverageanddevelopment.com 
http://tvemagazince.com/advertising-rates
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If it’s time to get better clients, the type that pay 
you the most amount of money in the least amount 
of time, value what you do, don’t ask for discounts 
and automatically send you new clients, read on.

Do you know who your ideal client is? Most business 
owners don’t really know.  They guess!

And because they guess, they’re working way too 
hard, marketing too much, and spending too much 
money.  I know because I’ve been there, done that.

Now, let me start by telling you that your ideal 
client is also called your target client or best client.  
What	it’s	called	isn’t	as	important	as	defining	yours!

How	do	you	define	your	ideal	client?	You	know	that	
you have attracted your ideal client because your 
client:

Values your service and doesn’t ask you •	
to lower your prices. 

Easily pays you and is always on time. •	

Comes to you already understanding what •	
your services can help them accomplish. 

Refers you to others without you even •	
asking. 

Comes back for more of your services •	
whenever they’re ready for another 
“shot.” 

Gives	you	“energy”	-	emotionally	and	•	
financially!

How’d you do? Are you attracting your ideal client? 
Or are you attracting your client from hell?

Are you making the same mistakes I did? Or 
can you learn from my mistakes? One of the big 
mistakes I made up front in my business was that 

I was trying to remove 20 years of my life where 
I had a successful career on Wall Street.  Just 
because I wanted to leave corporate America far, 
far, away, I started my business instead as a Life 
Coach - even though I had all that experience in 
business.

I mention that mistake because for me, my ideal 
client is a women who runs a professional services 
or	financial	services	company	and	their	clients	
are primarily with other business owners.  Those 
are areas in which I have the most amount of 
experience and credibility.  Are you marketing your 
business while trying to forget about your past? 
Well, you CAN take areas of your past into your 
business,	even	if	you	don’t	want	to	do	“that”	again.		
And by doing so, you create a basis for and bring 
your years of credibility to your ideal client - right 
away.

Other mistakes were that I didn’t create the three 
most	important	“business	keys”	-	a	business	plan,	
marketing	plan	and	an	ideal	client	profile.		The	
result? Well, I ended up broke, and had to use 
the money from the sale of my home to live.  Of 
course, since then, I have made some hefty 
changes! Not only that, I make sure that anyone I 
work with creates their business keys, too.

One of the largest fears business owners have 
about	creating	an	ideal	client	profile	is	that	they	will	
be narrowing their client base.  While it looks like 
that is what will happen, it doesn’t.

Here’s what I learned:

Creating	an	ideal	client	profile	does	not	mean	that	
I can’t accept clients other than my ideal.  Creating 
an ICP is done to make YOUR marketing efforts and 
your life easier.  It’s another one of those business 
tools that is created to help save money and 
time.  For marketing purposes, all your marketing 
messages will be consistent.  You’ll have a set 

By: Maria Marsala

Stop Working With Jerks:  Take A Risk And 
Define Your Ideal Client
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number of conferences to speak at and meetings to 
attend.		You	will	not	be	all	over	the	place	“chasing”	
clients and spending dollar after dollar after dollar.  
Heck,	isn’t	there	more	than	enough	“stuff”	for	us	to	
do as business owners?

I	remember	the	first	time	I	went	into	a	networking	
meeting and introduced myself simply as a 
“Business	Consultant	and	Coach”	who	helps	
“women who own a service business and service 
professionals.”	I	left	the	“life”	off	in	front	of	“Coach.”	
I	left	the	word	“career”	out	of	the	sentence	about	
whom I helped.

I was so nervous! And what happened? Well, I 
survived the meeting, obviously.  And, after the 
meeting, someone asked if I could coach their 
husband who was in transition between CAREERS! 
Boy, did that teach me a valuable lesson.  If you are 
clear	and	confident	(or	seem	that	way)	people	will	
provide you with wonderful business opportunities 
that you can say yes to--or no to.

Should you ever go out of your Ideal Client Base? 
The bottom line is that it’s up to you.  It’s your 
choice and isn’t that great that you’ve created 
a situation where you have such a choice? For 
example:	I	work	with	some	“C”	level	executives	
(COO, CFO, CTO) because they’re really running 
small companies, too.  Their company is just 
called a department.  And while I speak mostly on 
business, marketing and Internet topics, I have 4 
personal development topics I teach, too.  However, 
my audiences for those topics are business owners 
and executives.  Or, I give back to the community 
by	helping	not-for-profit	board	members,	chapters	
or staff create business plans.  And you can create 
those choices for your business, too.

Even after you choose your ideal client, that doesn’t 
mean that you can’t change it.  You ought to be 
monitoring your company’s marketing efforts and 
noticing when things are changing--including when 

your ideal client or your focus is changing.

What else happens when you create an ICP and 
monitor your business? You’ll start to notice new 
patterns.  Here’s one example and how it helped my 
business.  I started noticing that 95% of my clients 
wanted to use their knowledge and turn it into cash 
by creating multiple streams of business income 
(like articles, ebooks, CDs, audios, etc.) Now, what 
could I do with that information? 1) Use it to create 
new programs, ebooks or classes that my ICP’s will 
want to attend.  2) Model creating those products 
by creating them myself.  The ways to use that 
information to create additional streams of income 
are endless!

So,	take	a	risk--and	create	your	ideal	client	profile	
today! 

© 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

Stop Working With Jerks 
Continued...

www.CoachMaria.com
http://www.list2closeassistant.com
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V.P. Spotlight - Joel D And Sue L Canfield

You	may	have	heard	that	Joel	D	and	Sue	L	Canfield	
currently run their business from an ‘on-the-road’ 
life.  Per Sue, “we never want to go back to the 
workforce.  Working virtually allows us the freedom 
to choose our own hours, choose who we work 
with, and where we work.  We love the fact that we 
can work from anywhere at any time with anyone in 
the	world.”

Their	coaching	business,	Chief	Virtual	Officer,	helps	
their clients transition from employees to business 
owners and entrepreneurs.  Joel and Sue focus 
on helping new and aspiring virtual assistants 
become entrepreneurs and business owners.  They 
have been working together since 2009 coaching 
new and aspiring virtual assistants and teaching 
them the importance of having the business skills 
necessary to operate a successful business.

Along	with	Chief	Virtual	Officer,	Joel	has	owned	and	
operated Spinhead Web Design since 1996 and 
Sue has run Awesome Assistant (a virtual assistant 
business) since 2005.  According to Joel and Sue, 
“having ran our own businesses for so many years 
before	starting	Chief	Virtual	Officer	prepared	us	for	
all the challenges and obstacles faced when starting 
a new business.  The many contacts we had from 
that business helped grow our current business as 
well.”		In	addition,	Joel	and	Sue	both	have	a	strong	
accounting background.  Joel worked in IT for 
many years and Sue worked as an Administrative 
Assistant in the corporate world for 20 plus years. 
Chief	Virtual	Officer	was	started	as	they	saw	a	
need for new and aspiring virtual assistants to 

better understand what they were undertaking in 
starting a business.  Many virtual assistants just 
starting their business need advice on how to get 
clients, market, track income and expenses and 
much more.  As Joel and Sue were answering 
questions posed to them, they realized that they 
could	fill	a	need	by	starting	to	coach	and	train	new	
and aspiring virtual assistants.  Thus Chief Virtual 
Officer	was	born.

Since Joel and Sue already had many years 
experience running a business, they just dove in 
after	creating	Chief	Virtual	Officer.		However,	for	
those who have never run a business before, they 
highly recommend coaching and mentoring.  As 
they run their businesses, they continually use 
other coaches and mentors to brainstorm ideas 
for their own business.  Their suggestions for 
entrepreneurs just starting out:  Talk to other 
successful entrepreneurs.  Write a simple, useful 
business plan.  Create a basic marketing plan 
that outlines daily action steps to take.  Talk to a 
business coach; having an outsider’s perspective 
can be very helpful.

They also highly recommend reading everything 
written by Seth Godin.  And, of course, their 
book	“The	Commonsense	Virtual	Assistant”	or	
if you’re not a virtual worker, Joel’s book, “The 
Commonsense	Entrepreneur.”		In	addition	to	their	
books, they offer a monthly membership site for 
only $4.95 per month.

Sue says “everywhere we travel we meet and 
network with people face-to-face.  We create in-
person events and invite local virtual workers 
to these.  When we’re in our home base of 
Sacramento, we attend a virtual assistants meetup 
group as well as a business networking group.  We 
want others to succeed and truly enjoy seeing that 
satisfaction that comes from helping you achieve 
your	success.”

For	more	information	about	Joel	and	Sue	Canfield,	
visit their website at http://chiefvirtualofficer.com 
or check out their blog at http://ChiefVirtualOfficer.
com/blog/ 

By: Lily E. Chambers

http://chiefvirtualofficer.com
http://ChiefVirtualOfficer.com/blog/
http://ChiefVirtualOfficer.com/blog/
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Nothing To Fear But Fear Itself

By: C.J. Hayden, MCC
There’s no question that the economic news of
the past few years has been alarming.  The stock 
market has dropped, unemployment is up, and 
consumer spending is down.  We’re seeing banks 
and brokerage houses collapse, retirement account 
values plummet, and working families lose their 
homes.  It’s pretty scary stuff for independent 
professionals who rely on other people’s budgets 
and spending habits to pay their own bills.

In the depths of the Great Depression, Franklin 
D.  Roosevelt declared in his inaugural speech, 
“The	only	thing	we	have	to	fear	is	fear	itself.”		He	
described that fear as the “nameless, unreasoning, 
unjustified	terror	which	paralyzes	needed	efforts	
to	convert	retreat	into	advance.”		FDR’s	message	
was that the real danger was not the economic 
conditions themselves, but the prospect that we 
would become immobilized by our fear of them.

Even in ordinary times, fear can be one of the most 
powerful saboteurs of marketing.  When we fear 
rejection, we avoid making follow-up calls or asking 
for the sale.  When we fear embarrassment, we 
avoid networking or public speaking.  And when 
we fear failure, we avoid taking action that might 
also lead to our success.  Believing that “nobody’s 
buying	right	now”	can	turn	those	words	into	a	self-
fulfilling	prophecy.

Instead of letting fear of an economic slowdown 
immobilize you, try using it to energize you.  Here 

are six steps you can take to counteract fear and 
keep your marketing on track.

Step up your marketing instead of 1. 
stepping back.  Now is the time to do 
more marketing rather than less.  If 
you’ve been attending one networking 
event per month, make it two or three.  If 
you haven’t been reaching out to likely 
referral sources regularly, contact them 
all, and stay in touch.  If you have a stack 
of leads you haven’t followed up on, pick 
up the phone.  Identify which marketing 
approaches have worked well for you 
in the past, then start using them more 
often. 

Don’t let bad news wreck your day.  One 2. 
of my clients was completely derailed from 
following his marketing plan twice last 
week after reading the morning headlines 
before starting his day.  I’m not suggesting 
you put your head in the sand; we should 
all try to be informed citizens.  But if the 
news is getting you down, plan to work 
on	marketing	first	thing	in	the	morning	--	
and do it before reading the news, getting 
online, or checking your email. 

Aim for a fuller pipeline.  When more 3. 
people than usual are saying no, you need 
to have more people than usual to ask for 
the sale.  Ask your clients, colleagues, and 
friends to introduce you to likely prospects 
they may know.  Make the acquaintance 
of	influential	people	with	large	personal	
networks.  Search out leads in the trade 
press, social networks, and professional 
associations to which you belong.  Cast 
your net more widely than you have in the 
past to identify new prospects. 

Keep a positive attitude and a long-term 4. 
perspective.  Surround yourself with 
optimistic, proactive people and stay 
away from those who broadcast doom 
and gloom.  Look for inspiration in stories, 
music,	or	films	that	make	you	feel	positive	
and hopeful.  Remember that economic 
downturns have happened many times in 
the past, and they don’t last forever.  You 
can’t control the economy, but you CAN 
control your reaction to it.
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build up your web presence, or focus on 
writing and speaking.  Any one of these 
strategies, employed over time, can keep 
your pipeline constantly full.

FDR’s advice to a fearful nation was that we should 
not	“shrink	from	honestly	facing	conditions”	but	
also remember that “it can never be helped merely 
by	talking	about	it.		We	must	act	and	act	quickly.”	
The best way to counteract fear of what might go 
wrong is to keep taking action that will make things 
go right. 

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.

Nothing To Fear But Fear Itself 
Continued...

Evaluate your spending.  Scaling back 5. 
on marketing is the wrong direction, but 
make sure you spend marketing dollars 
efficiently.		A	therapist	client	of	mine	was	
paying for listings in multiple consumer 
directories.  With a full practice, she could 
afford this.  But when business slowed, 
she tracked where her clients were 
coming from, and cancelled listings that 
weren’t paying off.  You may be able to 
cut spending on ads, memberships, and 
promotions that aren’t producing results. 

Put in place a recession-proof plan for 6. 
the future.  If despite your best efforts, 
you	find	yourself	with	extra	time	on	your	
hands due to a decline in business, use it 
to implement a new marketing plan that 
will serve you in good times and bad.  
Institute a regular networking and follow-
up schedule, develop referral partnerships, 

Press Releases In TVE Magazine
Press releases are published free of charge in TVE Magazine.  To submit your press release 
online, visit http://tvemagazine.com/pr-submission/

or you may email your press release to info@tvemagazine.com

The deadline for press releases are the 9th of each month.  Press releases will be published as 
space permits. 

www.getclientsnow.com
www.getclientsnow.com
http://tvemagazine.com/pr-submission/
mailto:info@tvemagazine.com
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“The torment of precautions often exceeds the 
dangers to be avoided. It is sometimes better 

to abandon one’s self to destiny.” 
– Napoleon Bonaparte

Have you ever felt on the verge of something BIG 
in your business, that the next level is just within 
your reach, and at the same time, wondering if you 
have what it takes to make it happen, if you can 
actually handle it? There was a point in time when 
I curiously observed this with colleagues, students 
and Mastermind Clients of mine.

I had wondered, “Why is everyone around me so 
afraid of the next level?  Why don’t they just reach 
out	for	it	and	make	it	happen?”		Well,	after	some	
reflection,	it	dawned	on	me	that	my	clients	were	
essentially holding up a mirror for ME, as deep 
inside I’d been feeling the same fear of leaving my 
current comfort zone for something much bigger.

You see, things had been going great in this 
business, and yet, I kept having this nagging 
feeling that the next BIG level was about to show 
up (speaking now, from hindsight, it was right 
smack in front of me. Duh.) And at the same time, 
it seemed I was being asked by the Universe to 
really STEP UP my personal growth. “Healer, heal 
thyself”.	I	saw	how	to	teach	others	about	this	
‘Marketing and Mindset’ stuff on a GRAND scale, 
and I had to surrender even more to what was 
possible for me. You’d think this would have been 
easy, but somehow, for both my clients AND for me, 
it was still a challenge.

Several	experiences	came	up	where	my	“old”	
ways of being showed up as no longer valid, 
especially not for a business that was about to 
grow dramatically (triple its size in one year.) And 
normally, I take a no-excuses approach to clearing 
out that kind of stuff. But this time, the stuff was 

more lodged in than normal.

I	questioned	whether	I	was	“willing”	to	do	what	it	
takes, whether I had courage to go really big. (Ever 
feel that way?)

And then a good friend sent me a copy of the 
movie	“The	Moses	Code”	that	same	week,	saying	
knowingly,	“This	is	what	you	need,	Fabienne.”		And	
within chapter 5 of the movie, I broke down and 
sobbed. Not from sadness, but for the humbling 
potential of what is possible for anyone, for my 
clients, and what was possible for me. The message 
of the movie for me was simple: We all have a 
destiny	for	greatness.	And	as	“The	Moses	Code”	
says, it can be a little scary to tackle an idea so 
big. The calling for our next stage of evolution (and 
success) is always upon us. There is a journey that 
you are being asked to take, something very big.

But what’s also pointed out in the movie is that, 
instead of embracing the journey, we often say 
to ourselves, “Who am I to do this? I don’t have 
what’s	required.	I’m	not	enough	for	that.”	But	the	
truth is, we must come to the realization that we 
are ALL being called to something great, in our 
businesses, in service to others, in our income 
and abundance, in that it doesn’t need to be 
HARD WORK, and that it’s OK that we are all not 
PRESENTLY the person able to deliver that destiny. 
The	thing	is,	we	grow	into	it	as	we	say	“YES”	to	the	
challenge. That’s all it takes. Then, everything we 
need is then given to us.

Whether	you	use	the	word	“God”	in	your	everyday	
language or not, here’s a quote that really moved 
me and got me to understand what was going on 
for me then:

“God	does	not	call	the	qualified,	it	qualifies 
the	Called,	through	the	‘yes’.”

By: Fabienne Fredrickson

How To Build Extreme Confidence And Become The 
Unstoppable Entrepreneur You Were Born To Be
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How To Build Extreme Confidence 
Continued...

Your Client Attraction Assignment:

If you haven’t yet watched the movie, “The Moses 
Code”,	I	highly	recommend	you	get	a	copy	today	
(amazon.com has it). As you watch it, get clear on 
your potential to make a difference in other people’s 
lives through your business. Understand that you 
have the ability and capacity to really take this 
“thing”	you’ve	created	to	the	next	BIG	level.	But	
only	if	you	say	“yes”	to	the	challenge.	I	know	I	will.

Now that you’re ready for the next level in your 
business, let’s not forget the enormous power of 
Compelling Marketing. You can’t help others if they 
don’t hear about you. To attract ideal high-paying 
clients and dramatically increase your income, 
I suggest getting a copy of the Client Attraction 
Home Study System™. It 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 SystemTM, the 
proven step-by-step program that shows you 
exactly how to attract more clients, in record time...
guaranteed. To get your FREE 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.

The important thing I realized is that the person 
who originally said YES to the call, is not the 
same person who will deliver that destiny. We’re 
constantly evolving and unfolding based on our 
ability and willingness to say “Yes, I am willing to 
go	on	this	journey.”	What	I	got	clear	that	fateful	
week was that, when you say YES when called and 
challenged to reach the next level, the thing that 
called	you	qualifies	you.	When	you	say	YES	to	the	
next BIG level, you begin to receive the resources, 
the skills, the guidance, the money -- everything 
begins to show up. (This is EXACTLY what happened 
to me.) You then change and grow into the person 
able to deliver the destiny. So cool.

The struggle is within the ego that steps in and 
tries to protect the comfort zone to which we’ve 
been	accustomed.	The	“old”	way	of	being.	And	for	
many, it’s mediocrity, struggle and frustration. You’d 
think, why are we SO adamant about holding on 
to mediocrity or frustration, but if you think about 
it, if that’s what you’ve been accustomed to for 
years and years, it’s the only thing you know. And 
anything else involves change. And most people 
don’t like change and they certainly don’t like being 
outside of their comfort zone.

The thing is, to reach that next bigger level of 
greatness (and professional success), you MUST be 
willing to step outside of your comfort zone and be 
willing to make the changes that seem to threaten 
your	“safe”	way	of	being,	knowing	that	you	are	
always safe anyway. There is no other way. In fact, 
if the change is not made, things may become even 
more	difficult,	more	complicated,	and	more	struggle	
shows	up.	Until	finally	your	ego	says	“OK	then,	GO!,	
do	what	you	have	to	do,	I’m	done.”

The thing is, you DO have what it takes to bring 
your business to the next level. So, it’s a question 
of COURAGE and the willingness to be without 
your old, frayed security blanket. And what I know 
from past experience is that the “fear of change 
and	the	unknown”	is	much	greater	than	the	actual	
discomfort of walking into the fear.

So, it’s your choice: Greatness or Mediocrity. Which 
do you want in your life and in your business?

www.theclientattractionsystem.com
www.clientattraction.com
www.clientattraction.com
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Virtual Professional Directory 

To add your listing to the Virtual Professional Directory starting at only $6/year, go to 
http://www.tvemagazine.com/advertising-rates 
 

 
 

Annointed Assistant 

Christine Davis 
Byram, MS 
Phone: 601.206.0431 ext 11 
Email: Christine@AnnointedAssistant.com 
Website: www.AnnointedAssistant.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
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mailto:business@strictlytyping.com
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mailto:sylvia@alliancesvbs.com
http://www.alliancesvbs.com/
mailto:kvargas@theofficevirtuoso.com
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mailto:info@virtualofficegoddess.com
http://www.virtualofficegoddess.com/
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http://www.virtualassistancebyroxie.com/
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Virtual Professional Directory 
Continued… 

 
 

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 
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Virtual Professional Directory 
Continued… 

 

 
 

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 
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Virtual Professional Directory 
Continued… 

  

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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Resource Directory 
Click on ad to follow link… 

 
 

   
 

 
 

 
 

 
 

 
 

 
 

 
 

 
 

Printing 

Logo Creation 

Domain Administration/Hosting 

Communication 
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Resource Directory 
Click on ad to follow link… 

 
 

  
 

 
 

 
 

  
 

Software 
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