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Cover
Story

10 Time Management Tips
For The Entrepreneur

By: Regina Hudson de Corona
Whether you own, manage, or sell for your
company, you can be an “Entrepreneur.”
“An entrepreneur characteristically innovates,
introduces new technologies, increases efficiency,
productivity, or generates new products or services.
An entrepreneur acts as a catalyst for economic
change and research indicates that entrepreneurs
are highly creative individuals who imagine new
solutions by generating opportunities for profit or
reward” - Joseph Alois Schumpeter.
Being an entrepreneur is a mindset and there is an
entrepreneur in any of us who are in touch with our
dreams for a bigger, better future.
The challenge most of us face is taking our vision
for the future and getting the tasks on our to-do
lists to make it happen. Now, I ask you, do you
have a to-do list? I’m always a little surprised at
the number of people that don’t have an organized,
accessible to-do list. If you never learn another
thing from me please learn that you will get the
RIGHT things done FIRST every day by simply
creating a to-do list whether in a paper planner or
electronically. You can also get rid of that nagging
feeling of having forgotten something- which,
by the way, prevents your mind from thinking
creatively.

social groups, obligations to family or friends that
could be delegated to someone or other long-term
projects. Personally, I was 20,000 words into my
first novel when I made the decision to pursue
coaching full time. I was working on it several times
a week and meeting with a writer’s group several
times a month. I made the decision that getting my
business on sound footing was the most important
thing for me. I will get back to my novel but I need
all my creativity right now in my business.

Tip #2: Planning
At some point before your “workday” begins on
Monday morning, you need to have pulled together
all your sticky notes, memos, legals pads, your
planner, your PDA and all your work and family
calendars. Then you need to hide out somewhere
you will not be interrupted and make yourself a
plan for not only survival but SUCCESS.
To motivate yourself, envision what SUCCESS
means to you: fewer arguments, more productivity,
quality time with your children, satisfied clients, 8
hours sleep, 3 long walks a week, a glass of wine
with your friends? Create a vision in your head of
this perfect week then start prioritizing your tasks
accordingly. Inspire yourself!
Remember that doing a plan can save you 4-10
hours of execution time.

Tip #3: Time Blocking

So, how can you organize that free spirited
entrepreneurial mind without snuffing out its
creativeness?

Tip #1: Clearing the field
Look at your schedule and realize that you are
either starting a new business or (as of today)
reorganizing the one you have and that takes
time. Look and see if there is anything that you
can truly take off your schedule for the next 6-12
months in order to give yourself some time to
get the heavy lifting in your business out of the
way. This might include things you volunteer for,

If ‘Getting New Clients’ is your most important goal
this week, then pencil in blocks of time for that first
or it may not happen. Then block time each day to
return calls and emails, for meetings, for lunch, to
get organized for other projects, etc. Block similar
tasks together to limit the distraction of changing
gears. Try to plan meetings back to back and leave
large blocks of time for uninterrupted working.
Keep track of how long things are taking you.
Over time, you will get better at this and allocate
appropriate time blocks for various tasks and you
will start to recognize when you need to start
delegating.
Learn to trust the time blocks you lay out. If you
say you are going to finish something on Saturday,
then finish it on Saturday.
Keep a firm starting and ending time for your time
blocks, even if you don’t make as much progress
as you would have liked. If you allocate 3 hours
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10 Time Management Tips
Continued...

to work on something and you go 12 hours, you
are going to be behind on everything else and
frustrated and exhausted.
Re-evaluate your time blocks daily. Try to plan no
more than 3 important activities each day.

Tip #4: Prioritizing
Now that you can see how many hours you have
left, look at all your tasks. Even if you are lucky
enough to have time management software, you
still have to prioritize, out of the 150 tasks you
would like to do today, which ones are the most
important to actually get done. Of those most
important, put on your plan the ones only you
can do and delegate or outsource any task that
someone else can do.

Tip #5: Delegate
But you can’t delegate things, you say? It will
get screwed up or it’ll take too long to explain or
any of the other reasons we hold on? STOP and
remember that vision of how the week was going
to go. Realize that delegating is part of making that
happen. Remind yourself that you can’t do it all
and that your goal of the week was to carve out a
few hours to Get New Clients!

Tip # 6: 80/20 Rule
If you are still having trouble prioritizing the list into
the time available to you, consider the 80/20 rule.
80% of our results are generated by 20% of our
activity. So, which of the tasks are money makers?
Which of them are family builders? You can’t be
everything to everyone so you need to figure out
what is most important and find a way to let less
important things go until there is time.

family fun around that game like a picnic in the
grass outside the ballpark.

Tip #8 Morning hour
Try to work on your important projects first thing in
the morning. That way if the rest of the day goes
crazy with a crisis or the like, you will have at least
made some progress on something important. The
start of the day is the time when you will most
naturally be creative. Don’t waste it!

Tip #9 Filler Tasks
Try to have “filler” tasks at the ready, such as a list
of phone numbers of hot prospects you can call,
so that when you have only a few minutes until
your next meeting or you’re in a holding pattern
somewhere, you can get several quick things done.
If nothing else, clean out your email inbox!

Tip #10: Plan YOU Time
As an entrepreneur, you have needs that are
important but if you don’t plan them into your day,
you are likely to not do them at all. The business
can quickly become all-consuming. So, though
it’s ok to work til 10 p.m. one night, try to plan
dinner with friends or an extra work-out the next
night to balance it out. You should also try to get
at least 7-8 hours of sleep per night. You need
your creativity to flow and it can’t if you are sleep
deprived.

Tip #7: Be A Realist
You realistically may not be able to make every
PTA meeting, every baseball game, every social
event and soccer practice, or complete every task
on your to-do list. That doesn’t make you a bad
person, parent, spouse, or friend! You should
only get concerned if you almost never get to
attend the important events (but that is a subject
for a different day). A better plan would be to try
to combine items so that you are less scattered.
Maybe you can alternate baseball nights with your
spouse or parent and then on your day, plan some

I hope these tips help your inner Entrepreneur
figure out what the important things are this week
and help you get them done!
Regina Hudson de Corona, Business Coach,
Birmingham, Alabama is the founder of the More
R.E.V.E.N.U.E. System, the proven step-by-step
program that shows you exactly how to make more
REVENUE with less effort, in record time. To learn
more about how to take your business to the next
level, visit http://www.train4rain.com.
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A Lesson From A Cereal Box
By: Carrie Greene
The other morning I was having breakfast with my
children. We’re not an overly talkative bunch at
7:00 am but there was some conversation. Things
like, what is going on at school today? What are
you taking for lunch? Do you have any after school
plans? Just idle chit chat.
Then my son Josh finished his bowl of cereal.  He
was still hungry and wanted more. He got up, went
into the kitchen, got the cereal and brought the
box with him to the table. He poured himself more
cereal and put the box down on the table.

garner our full attention. It’s up to us to stop the
distraction or pour what we need out of the cereal
box and then put that box away.
Here are five strategies you can take to help you
assess what is important and keep your attention
where you want it to be.
1. Be aware of the types of unimportant
things that call your attention.
2. When you begin to work, purposefully
decide what you want to be doing.
3. Clear the deck (your desk, your mind, your
to-do list, your conscious) of other ideas
and should they come up while you are
working remind yourself of your goal.
4. Permit yourself to focus on the things that
are really important and more importantly,
permit yourself to say no to focusing on
the other things.

As soon as he put the box down the quiet talking at
the table stopped and all four of us stared intently
at the cereal box.
Sounds perfectly normal right? It was, but the
question is why did this happen? None of us had
any interest in what the box said. In fact, we had
all seen the box before and had read everything
on it before. The point was that it was in front of
us and therefore drew our attention away from the
casual conversation we were having.
Sure our little chit chat wasn’t that important
but connecting with your family is certainly more
important than reading the side of a cereal box
again. Yet, the box called to us.
The same thing happens in our business. We might
be focusing on something intently and working on
it when something new is put into our line of sight
and distracts us from doing what’s important.
It might be something as insignificant as a “you’ve
got mail” notification that pulls you off course.  You
know what happens, and an hour (or two) later you
realize you’re still “doing email.”
These little seemingly unimportant things somehow

5. Keep your eye on the prize. What is
the most important thing for you to be
concentrating on that will help you, your
business and your clients?
Bonus strategy… shut off your email notification!
I’d love to know how you apply these strategies to
your business. Please share your thoughts with me
on my blog.
A closing thought...
“Did you ever stop to think,
and forget to start again?”
-- A.A. Milne, 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.
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The Entrepreneur VS.The Victim
Victims complain… Entrepreneurs proclaim. Victims
criticize… Entrepreneurs capitalize. Victims always
have problems. Entrepreneurs create solutions.

By: Michael D. Hume, M.S.

Without Entrepreneurs, Victims would be out of
business… but the reverse does not apply. And
that’s why I’m happy to have the luxury of choosing
my clientele, and why a person who can’t pull
themselves out of their victimhood is not qualified
to be my client.
I’ve met too many business owners who weren’t
entrepreneurs.
I love working with Entrepreneurs. These days,
every one of my clients is one. Most own their own
business. A few don’t. But they all have the spirit
that defines the entrepreneur: initiative, inspiration,
commitment, and dedication. They have Big Ideas,
and a general passion to create something out of
nothing, to help the world be a better place, and to
create wealth for themselves and others while doing
it.

It’s not arrogance. It’s specialization. I help
Entrepreneurs realize their dreams, and accomplish
even more than they thought they could. There
are lots of coaches out there who try hard to
help Victims, and the better ones even do. (The
unscrupulous ones play on their clients’ victimhood,
but there aren’t too many of those out there
making a living in coaching.) If you are a Victim,
find one of those generous people!  Or, better yet,
change your mindset to one of Entrepreneurial
initiative, and then anyone (including yourself) can
be a great coach for you.

There are basically two types of people out there
in the business world. Even though I’m aware that
we all have both types within us, and that we might
lean more or less in our dominant direction as
circumstances change in our lives, I’ve learned that
one or the other type dominates each of us. I’m
talking about the Entrepreneur, and the Victim.

Think about your own mindsets and behaviors.
Have someone who knows you hold up the mirror
of feedback so that you can fairly evaluate yourself.
Are you really the hard-charging Entrepreneur you
think you are? Do you back up bold thinking with
bold action? Are you willing to lay it all on the line
for your mission?
Victims sit around and wait for things to happen to
them. Entrepreneurs make things happen, every
day, for themselves and for others.
Victims rely on others (primarily Entrepreneurs)
to take care of them. Entrepreneurs take care of
themselves, take care of others, and generally take
care of business.

Unfortunately, too many business owners are
involved with non-serious online opportunities.
They have been told they can invest a few dollars
for a “start up kit,” work an hour or two a day, and
watch the money flow in.  It doesn’t work that
way. Serious entrepreneurs who make serious
TEAM investments (time, energy, attention, and
money) can create incredibly lucrative businesses
online that help lots of people and make lots of
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money. And, once the business is up-and-running,
it is possible to leverage technology to allow the
operator to live a true lifestyle of freedom while
running a truly lucrative business. But success in
any business requires the spirit of an Entrepreneur.
Too many “business owners” behave more like
Victims, waiting around for good things to happen
to them, and ready to blame “the system” when
their business (predictably) fails.

If your zeal is lacking a little, you can fix that.  
Take personal responsibility to dig into your own

motivations, your own beliefs (especially about
yourself), and your own values. Renew your
passion for your mission, and you’ll find that even
the tough world in which we live will be unable to
knock you down.
Michael D. Hume, M.S., is the most world-famous
executive coach you’ve never heard of. Working
behind the scenes, Michael has inspired thousands
of the world’s best and brightest business talents
to excellence, in every field from management
consulting to entrepreneurship. As president of
Agents of Personal Change (LLC), Michael’s on
a mission to create enlightened millionaires in a
world of global economic turmoil. He can help
you maximize your health and wealth, and lead
a more inspired life. Visit his hub site: http://
michaelhume.net for information on how to contact
Michael, or http://tinyurl.com/myownbiznow for
more on how to work with him.

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

VA TIP OF THE MONTH
Organize your time wisely. Running your own business is more than the
equivalent of working a full-time job. Many entrepreneurs who are completely
self-employed work an average of 60 hours/week on their business between
marketing, management, business accounting, and satisfying customer needs.
Create a daily schedule to keep yourself on track with client needs, family needs,
and personal time. Don’t forget to set time in your schedule to keep up on emails,
forums, webinars, tele-seminars, articles, etc. You should also setup a monthly and
quarterly schedule for items like invoicing and tax deposits.
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The Golden Thread To Dissolve Overwhelm
By: Lisa Hunter
Do you ever wake up with so much to do that you
don’t know where to start? You take a look at your
to-do list and your head starts to swirl. Almost all
of it feels urgent. There are items that you are
really excited to do. There are items that you don’t
really want to do, but are necessary for whatever
reason. And then there’s the stuff that you’re not
sure how to do. All of it seems to need to happen
now.

Asteroids and Lemon Chiffon
When the feeling of urgency hits, most of us do
either one of two things - jump or freeze. We
either take that to-do list and just start randomly
going for it (jump), or do something like open up a
People magazine and zone out by looking at photos
of the 25 best and worst-dressed celebrities at the
Golden Globe awards (freeze).
Problem is, jumping reinforces that haphazard,
urgent feeling and feels reactionary - like in
Asteroids (remember that video game?) when
you’re just shooting at things coming at you.
And while it’s really fun to freeze your brain with
mindless images of Cate Blanchett’s lemon chiffon
Armani gown (believe me, I’m there often), it’s not
doing much to address your to-do list.
See if you can find the Golden Thread
When you are swirling with so much to do you
don’t know where to start, there is always a Golden
Thread to pull on - one list item that pops out from
all the others. The Golden Thread can be subtle,
and it’s easy to stampede over it when you’re in a
hurry. Take 30 seconds to take a “look-see.”
1. Lay your to-do list out in front of you in
whatever it’s current form.
2. Let go of any preconceived hierarchy of
importance for the different items. Be

willing to be surprised.
3. Ask to know which item is The Golden
Thread.
4. Notice which item pops out to you.
Depending on your style, you’ll recognize
the Golden Thread in one of many ways
- you may feel it in your gut or in your
heart, you may “hear” which one it is,
you may experience one of the items as
“lighting up”, etc. There are endless styles
for this, so explore and see what happens.

Follow the Yellow Brick Road
The Golden Thread is your Inner Knowing giving
you a signal as to what’s really important. It’s
a way to cut through all the static when you’re
overwhelmed.  It may confirm what you already
know, or it may reveal something you weren’t
noticing. Usually one Golden Thread leads to the
next and the next. And it doesn’t mean you can’t
plan out your schedule. It’s just an additional tool
to throw in there when you hit places of overwhelm.
This article touches on one small aspect of Diva
Wisdom Skill #2 - Inner Diva Knowing. To get
the full scoop on Inner Diva Knowing and how to
use it to pare down to your ideal schedule of core
essentials that matter most, go to http://www.
lifebalancediva.com/diva-steps/idk.
Lisa Hunter is a writer, coach, and the owner of
Life Balance Diva. She has spent over a decade
refining the art of life balance for busy, on-thego women. Lisa has been a facilitator and coach
in many environments – from ropes courses to
corporate offices to private sessions. She has
distilled her life balance coaching approach into
three online self-study courses with coaching
support and an interactive online community. For
more information on Life Balance Diva, visit http://
www.lifebalancediva.com/.
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Subscribe to 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 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.

Get Involved With TVE Magazine

We are always looking for new articles to publish in future issues of the magazine. The
article submission specs are located at www.tvemagazine.com/article-submission/
We are seeking articles written by entrepreneurs of every type! Submitted articles can range from
specific niches to tech reviews, tips/tricks, etc.; anything that is of interest to entrepreneurs (virtual
or brick/mortar).

Advertise In TVE Magazine!

Your ad will be seen by nearly 2000 readers (that we know of!) 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) - $30.00 per issue
1/2 page (7.5”w x 5”h) - $50.00 per issue
Full page (7.5”w x 10”h) - $90.00 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!

What’s Holding You Back?
By: Jeannine Clontz
Change Your Beliefs

would be necessary to move you in that direction?
You need to do some soul searching and find
out what your dreams and expectations are and
model your belief system to meet those needs and
expectations, on both a professional and personal
level.  You will find they go hand in hand.
If you believe you can be successful in your VA
practice, you most assuredly will!

We’ve already discussed the risks of starting your
own business, but another thing that many times
may hold you back from true success is your
beliefs. If you believe that you can only make a
meager living in this business, then you most likely
will.

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.

When I first started my business it was meant to
be for ‘fun money’ – my husband and I enjoyed
traveling so the money I made in my home-based
business was earmarked for future travel. That
worked beautifully for almost five years. That all
changed when my husband was laid off his job.
Suddenly I was thrown back into being the main
bread winner. I had a big decision to make. Either
I step up the pace in my business to bring in a
more significant income, shut the business down,
or take it to part-time while I went back to the
corporate workforce.
I decided to dig in my heels and make enough
of an income to support our family. Thankfully, I
was able to increase my business beyond what I
believed I could accomplish, and grow my business
in several directions. If I hadn’t believed that I
could, I know my ending would have been quite
different.
If I didn’t believe I could do it, I know I wouldn’t be
here today. Trust me, there were plenty of people,
mostly friends and family, who didn’t believe I could
take this type of a business to a level significant
enough to support our family while my husband
searched for something new, but I did, and in
record time.
How can you begin to change your beliefs? Look
at your current business model. Is it allowing you
to grow and be profitable?  If not, what changes
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Why Use “The Google Cloud?”
than 10 questions. I saw these memberships as a
business expense. I needed them so it was worth
the money.

By: Rebecca Thompson

One day I was looking at Google Docs and I
saw “Form” in the drop down list and decided to
check it out. Just out of curiosity I created a little
form and sent it to myself. I fell in love!! It was
awesome. So I started looking at some of the
settings:
Google Docs
I have started using and sharing my documents
via Google Docs. One client asked “Can you email
me the spreadsheet?” My response to him was
that I would put it on Google docs and I would
share it with him. He was unaware of Google
Docs.  Many people are unaware of the benefits or
even the existence of this, a free suite of products
that can do everything that Microsoft Office (up to
Office 2007) does. Google Docs has features for
word processing, spreadsheet creation, and even a
program that can create slide show presentations.
The best part about Google Docs is that the
documents are stored online, and not on a
computer’s hard drive, which means that the
documents can be accessed anywhere there
is an Internet connection. The online storage
capabilities of Google Docs also cuts down on paper
usage, which can make an office more efficient.
In addition, Google Docs also allows for ease of
document collaboration with groups of people
online.
Google Forms
I use survey type applications to send clients forms
when I am creating something new for them. For
me it is the easiest way to send requests for
information because then clients don’t have to
worry about printing the document or the margins
being too small, as the form will expand with
them. Not to mention they allow for easy copy
and paste. Google Forms are great for my line of
business.  If someone needs to fill one out, it is
easier to log onto a site, click on the one they need
and put in the email address and off it goes. I have
paid for a premium membership with online survey
companies like Survey Monkey and Survey Gizmo
because it benefited me to be able to ask more

•

It sends the results to a spreadsheet
(COOL, I don’t have to tell it I want it in a
spreadsheet).

•

You can choose to have it notify you when
the spreadsheet is updated (i.e. someone
new has filled it out).

•

It will HIGHLIGHT the changes for you so
you can see the new ones.

•

You can customize the colors and themes.

•

You can embed it in your website and just
send people the link.

I use the Google Forms for surveys, for forms, and
for general information I need from clients, group
members, etc. I have switched from SurveyMonkey
to Google Forms for all of my online form
needs. No matter what the occasion or the group,
if I need a form filled out, Google forms is the first
place I go.
You can even send it to others in a group you are
working with, and let them see it before it goes out
to see if they have changes or thoughts. Talk about
your TRUE collaborative tool. If you work with
others you CAN NOT physically be with, then
this is a MUST!
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).
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Tech Time: Payment Processing From
Your Phone
By: Mattie Hayes Stokes
Having the ability to accept customer payments
in a number of ways is an important factor in
the success of a self-employed business owner.
However, many still only accept cash or checks
because they find the cost of processing credit
cards prohibitive. While some use Paypal for
online sales; portable, on the fly card processing
has proven to be impractical or impossible in most
cases.

keyed entry. No contract, activation fees, monthly
fees, early termination nor merchant account are
required.
All funds accepted are sent to your bank account.
Deposits are supposed to be initiated within 24
hours of each transaction but may take a few
business days to show up depending on how your
bank handles electronic transfers. Receiving a
check for funds accepted instead of having money
deposited in an account is also an available option.
Back-end support lets the vendor see the amount
of the transaction, the associated fees and the net
amount to be deposited into bank accounts.
Sign up for the Square requires a US based bank
account, US based physical address and a Social
Security number. An EIN number is optional.
Are you ready to swipe some cards?
P.S. Oh yes, you can use it for personal
transactions as well - from yard sales, to selling Girl
Scout cookies to most any buyer-seller situation.

Mobile phone apps are helping to level the business
playing field for self-employed business owners.   
For example, take the mobile-friendly app Square
(https://squareup.com/) which is currently available
for an iPhone, iPad, iPod touch or Android device.
It has opened up the potential for many in the solo
or very small business owner ranks to accept credit
card payments on the fly.

PPS: Did I mention that Square was started up by
Jack Dorsey, Co-Founder/Chairman of Twitter?
Mattie Hayes Stokes is an Online Small Office
Business Operations Analyst and Principal of Just
In Time! Virtual Assistant. She helps self-employed
professionals to solve operational problems and
to streamline business processes. Check out her
website, www.JustInTimeVA.com for free resources.

Square is a free application with a free card reader.
The card reader, which plugs into the audio jack
on your phone, has a slot that lets you swipe a
card. Card details can be entered into the app
manually if no reader is present. Credit card
information is not stored on the mobile device but
transferred and stored with encryption. However,
as usual, I caution everyone to do due diligence and
thoroughly research the level and type of security
for any service before using it.
Once a transaction is authorized, the purchaser
“signs” their name using the mobile device’s
touchscreen. Emailed purchaser, vendor receipts
and photo verification are also included with the
service.
Customer cards are processed at a cost of 2.75%
per swiped transaction, or 3.5% + $0.15 for
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Five Keys To Flourishing In Trying Times
Part Two

By: Kim Cameron
This is the second half of this article. The first half
was published in the March issue of TVE magazine,
starting on page 5. Visit the archives at www.
tvemagazine.com for the first half of this article.

Key #3: Focus on Abundance Gaps
Abundance gaps represent the difference between
normal, acceptable performance and extraordinary
or “positively deviant” performance. Think, for
example, of a line representing a continuum. The
left side of the continuum represents ineffective,
inefficient, error-prone performance. This might
be termed negatively deviant. The middle point
on the continuum represents normal or expected
performance, characterized by effectiveness,
efficiency, and reliability. This is the most common
and healthy state of individuals and organizations.
The right side of the continuum represents positive
deviance, or exceptional, outstanding, and even
virtuous performance. The best of the human
condition is characterized by this end of the
continuum.
The gap between the left side of the continuum and
the middle is referred to as a deficit gap. The gap
between the middle point and the right side of the
continuum is referred to as an abundance gap. In
trying times, deficit gaps tend to dominate leaders’
attention. Problem solving overshadows almost all
other activities. Obstacles and difficulties cannot
be ignored, of course, but they tend to drive out
a focus on abundance gaps. My own research has
found, for example, that leaders who focus at least
as much on abundance gaps as on deficit gaps
produce far higher levels of performance.
For example, in a study of the effectiveness of 30
units in a large health care system, the units that
emphasized abundance gaps and implemented
positive practices— compared to normal units
that focused mainly on solving problems, treating
illnesses, and closing deficit gaps—achieved
substantially higher levels of performance over
a three-year period of time regarding employee
satisfaction, patient satisfaction, quality of care,

engagement of employees, relationships with other
professionals, and employee turnover. A conscious
focus on abundance gaps produced improvement
in both problem solving (responding to negative
deviance) and flourishing (fostering positive
deviance).
Similarly, a study of 60 top management teams
conducted by Marcial Losada also confirmed this
finding. These teams were formally observed
working on their own organizational issues for
one day, and their communication patterns were
coded into several categories. One category was
the number of positive statements made relative
to the number of negative statements made
during the day. A positive statement is helpful,
caring, approving, and congratulatory. A negative
statement is derogatory, critical, disapproving, and
contradictory. The performance of these top teams’
companies was also assessed based on profitability,
productivity, and leadership competence. Highperforming companies used five positive statements
for every negative statement during the day.
Low-performing companies used three negative
statements for every positive statement. That is,
when the communication of senior executives was
biased toward the positive, or toward abundance
gaps, performance was substantially affected. While
not ignoring problems, leaders who emphasized
abundance gaps helped their organizations flourish.

Key #4: Create Positive Energy in the
Face of Decline
Recent research has found that individuals can
be identified as “positive energizers” or “negative
energizers,” and the difference has important
implications in trying times. Positive energizers
create and support vitality in others. They uplift and
boost people. Interacting with positive energizers
leaves others feeling lively, inspired, and motivated.
In contrast, negative energizers deplete the good
feelings and enthusiasm of others. They sap
strength from and weaken people. They leave
others feeling exhausted and diminished.
Positive energizing is a learned behavior, not a
personality attribute. The correlation between
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being a positive energizer and being an extrovert,
for example, is essentially zero. Being a positive
energizer is not a matter of being gregarious or
outgoing. People learn how to become positive
energizers, and it is a developed competency rather
than an inherent attribute.
Positive energizers benefit their organizations by
enabling others around them to perform better.
Research by Wayne Baker has shown, for example,
that a person’s position in an energy network is far
more predictive of success than a person’s position
in an information network or an influence network.
Specifically, being a positive energizer made
individuals four times more likely to succeed than
being at the center of an information network or the
most influential person in the organization. Positive
energizers also increased the level of energy of
others with whom they worked, and the amount
and richness of communication was significantly
higher with positive energizers compared to
neutral or de-energizing people. Interpersonal
relationships, collaboration among colleagues, and
the efficiency of work being done all were positively
affected by individuals who exuded positive energy.
One of the best examples of positive energy in
the midst of decline was the leadership displayed
by Lee Iacocca when he transformed the Chrysler
Corporation in the 1980s. Research was conducted
in which Iacocca’s speeches to his top management
team during his tenure as CEO were carefully
examined. This examination revealed almost
nonstop positivity being communicated to the
senior team by Iacocca. This communication was
authentic and honest—rather than cheerleading and
marketing hype—and it emphasized positive factors
at least five times as much as negative factors. In
a challenging environment that clearly matches the
severity of the current economic climate, Chrysler
went from bankruptcy to world-record profits in
five years. Most executives in the firm attribute
this transformation to Iacocca’s positive energy.
Studies have confirmed that the highest-performing
organizations are not only led by positive
energizers, but they have three times the number
of positive energizers in the workforce as normal
organizations.

Key #5: Implement Positive Practices Even
in Industries That Don’t Seem to
Value Them
Many critics indicate that a focus on positivity by
leaders may be appropriate in a limited number
of circumstances, but this orientation is certainly
not appropriate for most organizations in trying
times. Wall Street financial firms, for example, are
among the least likely places to consider positive
strategies. An almost-exclusive focus on short-term
monetary returns, high-pressured environments,
financial trading, and a win-at-all-costs climate
is typically characteristic of this sector. Human
concerns and virtuousness are not typically
considered to be dominant attributes of hardcharging companies whose success would seem to
depend on brutal competition more than human
virtues.
Similarly, it is common knowledge that the United
States is currently at war on at least two major
fronts. The U.S. Army is usually considered to be
charged with a mission to destroy things and kill
the enemy. The best soldiers and the best units
are assumed to be those that can best carry out
those missions. A command- and-control culture
along with rigid hierarchies and an emphasis on
strict obedience to military doctrine appear to be
antithetical to a focus on abundance, virtuousness,
and positivity.
It is important to point out, however, that research
was conducted in both of these industry sectors,
and the findings are consistent with those found
in other kinds of organizations. In 40 financial
services organizations, for example, research
showed a strong correlation between positive,
virtuous practices and financial performance.
Firms that were more compassionate, forgiving,
grateful, trustworthy, teachable, and so forth were
significantly more profitable over a two-year period
than firms that were not. Moreover, firms that
improved their positive practices over this period
of time also significantly improved their financial
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results. Almost half the variance in financial
outcomes in the successful financial organizations
could be accounted for by changes in their positive
practices.
Similarly, investigations of the U.S. Army over the
last decade revealed parallel findings. Successful
Army commands have adopted what they refer to
as a caring culture:
According to a Senior Command Officer,
“the employees of the Army know that their
Command is committed to doing whatever
it has to do to take care of the people
here. Most of our employees . . . realize
the Command is looking for the greater
good. They are confident in the Command’s
commitment to them, that they will be taken
care of. We stand by our word, and people
see that.”
More significantly, a change in the orientation
and culture of the Army can be seen due to an
increasing emphasis on positivity. The head of
soldier training for a major Army facility recently
explained the current approach taken to soldier
preparation and instruction:

flourish. Capitalizing on the heliotropic effect,
managing economic downturns virtuously, focusing
on abundance gaps, creating positive energy in the
face of decline, and implementing positive practices
even in industries that don’t seem to value them
are all keys to flourishing in trying times.  
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.

“Our soldiers are the best fighters in the
world, but we are teaching them how to
avoid fighting all together. We have adopted
an abundance culture. We will fight—and
win—if we have to, but we want to be a
military that teaches the world that we
do not need to fight to obtain the desired
objectives.” (U.S. Army General, 2009)
In sum, positive leadership focuses on what
elevates individuals and organizations (in
addition to what challenges them), what goes
right in organizations (in addition to what goes
wrong), what is life-giving (in addition to what is
problematic or life-depleting), what is experienced
as good (in addition to what is objectionable),
what is extraordinary (in addition to what is merely
effective), and what is inspiring (in addition to
what is difficult or arduous). Positive leadership
means promoting outcomes such as thriving at
work, interpersonal flourishing, virtuous behaviors,
positive emotions, and energizing networks.
Especially in trying times, this kind of leadership
is rare, but it is essential if organizations are to
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Minority Or Woman Owned Certification
By: Janet W. Christy
Being certified as a Minority-Owned, Woman-Owned
or Disadvantaged Business is not beneficial for
everyone, but for some businesses it has become
necessary.

•

If the Certification is for “disadvantaged”
businesses the business owner must prove
that he/she meets that organization’s/
agency’s description of disadvantaged.
This will include one or more of the
following:  personal worth under a specific
level, race and/or gender, and location of
business.

Certification is one of the best tools in a business’s
tool box or briefcase or purse. Here are a few
reasons why.

When a business applies for a Certification the
business owner(s) is asking an organization or
government agency to guarantee that the business
and owner meet all the qualifications for being
Certified.  Certification by an organization/agency
means they attest that a business meets the
qualifications.  The reputation of that organization/
agency is on the line when they certify a business,
so they will look closely at the credentials, records
and claims. If they erroneously certify a business
they will jeopardize their reputation and may be
open to a law suit or other legal penalty. So even
though the requirements and attention to detail
of a Certification process can be frustrating, it is
necessary to guard the integrity of the certification
and the certifying organization/agency.
Here are the typical requirements of a Certification:
•

The business is 51% or more owned by the
proper classification (Minority, Woman, or
Disadvantaged Person).

•

The Minority, Woman, Disadvantaged
Person owner(s) made an investment to
obtain his/her ownership in the business
seeking Certification.

•

The business is managed on a day-today basis by the owner(s) that is of the
proper classification (Minority, Woman,
Disadvantaged Person).

•

The business is capable of providing the
products and/or services it claims it can
provide. This means the business has
the proper license, equipment, people,
training, building, vehicles or anything else
that is necessary.

Certification has become a requirement instead
of just a competitive advantage. As attention to
the use of M/WBEs (Minority/Woman Business
Enterprises) and DBEs (Disadvantaged Business
Enterprises) increases so does the number
of businesses claiming one or more of those
designations. The number of businesses claiming
those designations has become so large that
government agencies and corporations usually
require a Certification to verify that a business
is truly an M/WBE or DBE. Federal agencies
still do not require Certifications; however, they
normally expect their Prime Contractors to use
WBEs and DBEs as subcontractors and these Prime
Contractors usually do require a Certification for
their subcontractors.
Certification demonstrates that a business cares.  
Having a Certification is proof that a business is M/
WBE or DBE. It is also proof that the business is
willing to meet the requirements of a government
agency, education institution or corporation. It
shows that a business is likely to be a good vendor
because it follows directions.
It is a badge to wear (display) with pride. Including
Certification(s) on websites, business cards,
brochures, digital information, etc. is a good
way to demonstrate that a business meets that
requirement.  Certification is a qualifier, maybe
a requirement, but it is not the only qualifier.  
Displaying it in the right places provides the
information to those who need to know without
seeming to say, “I expect your business because I
am an M/WBE or DBE.”
Being Certified may qualify a business for exclusive
opportunities. Sometimes government agencies,
primarily federal or state, will do “set-asides” for
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a specific Small Business classification.  In those
cases a business may be required to have a specific
Certification to qualify.

Certification appeals to customers and clients.  
Even if a business provides products or services
to individuals instead of government agencies
and corporations, a certification may be helpful.  
Consumers may prefer a business because they
know it is Minority or Woman Owned Business.
One thing that hampers Small Businesses is not
having the right, or best, Certification. A business
may think there is just one Certification.  Or they
assume that a Certification does not apply to
them and do not do any research to find out.  So
a business gets one Certification when another
one would have been more beneficial.  This causes
missed business opportunities. It is important
to determine which Certification or Certifications
will help.  Following is some clarification about
Certifications.  
Most States offer some type of Certification for M/
WBEs.  Most State Certifications were developed
primarily to identify qualified M/WBEs or DBEs for
use by state agencies, and sometimes for local
government agencies and schools, in meeting their
spend goals. (Spend goal is the target percentage/
amount of a government agency’s or corporation’s
budget to be spent with a particular group, such
as woman- or minority-owned business.) Some
corporations will accept a State Certification, but
most prefer a non-government Certification for
meeting their own spend goals. A corporation that
is a Prime Contractor for state agencies may prefer
the State’s Certification.
Most State DOTs (Department of Transportation)
have their own Certification.  The Certification
offered by State DOTs is for DBEs (Disadvantaged
Business Enterprises). The requirements for this

Certification are specifically set to meet federal
guidelines because DOTs receive much of their
funding from the federal government. This
Certification was expanded in recent years to
include all state and local government agencies and
departments that receive federal transportation
funding and it was named the UCP (Unified
Certification Program).  
Some local government entities offer their own
Certification.  Some cities, counties and even
universities or school districts conduct their own
Certifications.  Any business trying to sell to these
entities needs to have the Certification of that
entity.
Corporations often prefer private Certification.  Most
corporations prefer Certifications from national
private organizations because the requirements
are the same for each business no matter where
they are located.  There are Certifications for
Minority Owned Businesses and for Woman Owned
Businesses. These organizations normally offer
their Certified businesses training and access to
Corporate buyers.

Certification can increase opportunities.   In tough
economic times, every opportunity or advantage
should be used.
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
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Are Your Clients Making You Sick?
serving you if you end up with a case of Client
Resentment Disease.

By: Maria Marsala

It’s not the client who is at fault.
It’s old beliefs that no longer serve you.
It’s time to get rid of them.
How?
Are there times that your stomach churns when
you hear a client’s voice? Do you have many
“clients from hell?” That might sound like a strange
question, but hear me out. You may have a case of
Client Resentment Disease.
If you are not being paid what you deserve, you
will feel resentful each time a client does something
even a little “off” - like miss a deadline, not return
your call, asks you to do something “today”, is late
with a check, etc.
It happens.
Service-based business owners are the primary
target.

Raise the bar. Rebel against your beliefs.
Knowledge with action is the key.
Consider starting with any of these 13 ideas.
1. Read some. The quantity of excellent
books on millionaire minds, money,
prosperity and finances are numerous.  
You’ll start seeing patterns.
2. Challenge yourself. Do the research to
learn how much you should be making an
hour.
3. Create a plan to raise your rates. Start
with new clients and work backwards.
4. Do a search on www.TopTen.org on setting
boundaries and standards.

Why?

5. Hire a therapist for some assistance.

You love what you do. You love the difference
it makes in people’s lives or in their businesses.
You’ve gone into business to do more of what you
love doing and to be your own boss. Maybe you’ve
turned a gift or a skill into a business (Hip Hip
for you!). However, due to long standing beliefs,
you may feel that getting paid a lot of money by
another would be wrong. OR you may hear yourself
saying that it’s so easy to do; how can you ask for
what you know your full rate should be. OR you
know what you should be getting paid, but you’re
afraid that someone will reject you if you tell them
the right number. OR maybe you hear it from your
family - why should someone pay you “$” for doing
your service when family or friends can do it for
free?

6. Subscribe to a few ezines of wealth
managers, there is a list at http://www.
theresourcequeen.com/favorites/wealth.
html

I hear it all the time, and contrary to popular
thought, it’s not just women who tell me, in a round
about way, that their beliefs are standing in the way
of their success. It’s people from all over the world!
The bottom line is that these beliefs are no longer

7. Start talking about money with those close
to you.
8. Take a financial class.  In fact, take a few
classes!
9. Take a test to see if you’re codependant.
http://www.codependents.org/ Then do
something about it.
10. Empower yourself. Take 100% charge of
your budget and finances.
11. Trained coaches and experienced
consultants who deal with money, finances,
debt elimination, or budgeting as part of
their business, can assist you.
12. Find a Certified Financial Planner that you
trust, and start talking money!
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13. Remember that you’re not alone. Even
though I was a trader on Wall Street, I still
had some beliefs getting in MY way!

you’re always putting out fires.  You end up with
clients from hell.
Take a stand now.
Remove Client Resentment Disease from your life.
Get paid what you deserve, set boundaries, create a
profile of your ideal client and start attracting more
of them to you.
It starts with you.
It can start to change right now.

Do it NOW.
12 step programs (Like Alcoholics Anonymous, etc.)
have a slogan called the 3 A’s. It is a SIMPLE
formula on how change occurs:
* Awareness
* Acceptance
* Action
Many of you reading this know that you’re
underpaid. Not only that, you’re allowing clients
to take full advantage of you because “the client
is never wrong.” Instead of having great clients,

Are you ready to get rid of Client Resentment
Disease? If so, attend the next “Get Paid What You
Deserve: Raise Your Rates” TeleSeminar or join
Business Success Ezine and receive 2 reports and
an audio, too. Visit www.ElevatingYourBusiness.
com now.
© 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
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Marketing The Real You
Imagine what it would be like to go to a business
networking event as yourself. No facade, no
pretension, just plain you. When someone asks
your reason for coming, you tell them the truth.
You don’t have to claim you wanted to hear the
speaker (if you didn’t). You can come right out and
say, “I’m hoping to make some contacts that will
lead to business for me.”

By: C.J. Hayden, MCC

I often wonder how the practice began of
pretending to be someone else in order to market
your business. You know what I’m talking about
-- it’s the marketing face, the selling voice, that you
often put on in order to attend a networking event
or make a sales call. Who taught you to do that?
I have a suspicion where we learn this behavior.
Most of us spend a lifetime observing showroom
salespeople, product spokespersons in the media,
and hucksters on street corners. What we see
demonstrated there is artificial enthusiasm,
manipulative use of language, feigned interest, and
in some cases outright deception.

You wouldn’t have to invent reasons to start a
conversation. You can walk up to someone who
looks interesting and say, “Hi, I haven’t met you
yet.” If you’re shy around strangers, you can tell
the first person you meet, “I’m sort of a wallflower
and feel awkward at events like this. Could you
introduce me to some folks?”
Now imagine placing a follow-up call to a prospect
where you are completely honest. You could say,
“I have some days open on my calendar soon and
I’m wondering if this would be a good time for that
project we’ve been discussing.” Or, “We haven’t
talked in a while and I’d like to find out if you’re
still planning to start the new training program this
year.”

Sounds awful, doesn’t it? So why copy any part of
this distasteful way of selling?
Psychologist Abraham Maslow said, “If all you have
is a hammer, everything looks like a nail.” Perhaps
we believe this is the only way we can sell because
it’s the only way we know. I’m not accusing anyone
of consciously deceiving prospective clients. What
I’m suggesting is that what we do unconsciously
and automatically is to behave inauthentically
around them.
Intuitively, many of us feel as if something is wrong
with this way of operating. When we have to sell
ourselves, we find it unpleasant, disagreeable, even
repulsive. But what if all those negative feelings
were simply because we hate the artificiality and
manipulation we think must be a part of selling?

I see so many professionals and consultants
struggle with trying to find an “excuse” to call a
prospect. You don’t need some manufactured
excuse. You know the reason you’re calling. Most
of the time THEY know the reason you’re calling.
Just say what it is.
Let’s extend this same principle to making a cold
call. Instead of stumbling around awkwardly
trying to make a polished -- but unnatural -- sales
approach, imagine yourself saying, “I’m not much
of a salesperson, but I’m really good at what I do.
Can we have a conversation about what you need
and see if I’m the right person for the job?”
If you’ve been working from a cold-calling script
that makes you flush and get a tight throat every
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time you read it, throw it out. Come up with one
really good opening line that feels authentic and
gets directly to the point. Then decide how you will
answer -- honestly -- some of the typical questions
prospects ask you. My bet is that your calls will
immediately get easier.

and authentic in all of your marketing, the more
appealing selling will be to you, the more effortless
it will become, and the more success you will
ultimately achieve. Because most business results
from building relationships, and how can you
develop a relationship with someone when you
never reveal who you really are?
Copyright © 2002, 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.

In fact, the more you become honest, direct,

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.
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Stop Being A Wimp With Your Clients!
By: Fabienne Fredrickson
QUOTE: “Substantial value is created when the
client achieves more than they expected. One of
the best ways to ensure the client achieves more
than they expect is to ask more of them than they
expected you to.” - Thomas Leonard, founder of
Coachville

My translation: don’t be wimpy with your clients!
One of the most interesting shifts I’ve seen in my
Client Attraction coaching practice and Masterminds
over the last 11 years is that clients are seeing
infinitely better results than at the beginning, when
I first started.
Yeah, yeah, I thought the same thing you’re
thinking now.  At first, I thought, “Well, duh, that’s
normal, I know more than I did a few years ago and
I’m getting better and better at what I do.” That’s
a logical thought, but over the last few years, I’ve
also been doing something drastically different: I’ve
been expecting a LOT more out of my clients.
Now, you may have heard me say I cherry-pick
my clients, and I don’t work with someone who’s
not deadly serious about doing what it takes to
get clients. Frankly, I don’t really have as much
patience for people who aren’t serious or committed
(sorry, it sounds harsh, but it’s just not as much
fun).
What I’m talking about today is a different twist
on the same concept. This is about EXPECTING
more of each and every one of them, knowing that
when they push themselves just a little bit harder
to reach their goals, they usually exceed them,
especially with me right behind them, giving them
just the resources they need and cheering them on.
A client bcc’d me on an email to her friend a while
back, saying “Fabienne will give you a lot of work
and expect a lot from you. But the thing is, she’ll
also give you all the resources, letter examples,

scripts you’ll need to get it done and she will cheer
you on when you do. It’s simple, but it’s not easy,
and it works. You should talk to her.”
At first, I thought, “Oh great, this prospective client
will NEVER want to work with me, thinking it’s going
to be too hard!” But the more I thought about it,
the more I was happy she’d written that. YUP. I
do expect a lot out of my clients. Hard work, focus,
dedication, and my all-time favorite, a no-excuses
approach to doing what it’ll take to get clients,
quickly, consistently and for the long haul. And
to get really extraordinary results (see my client
testimonials), I expect more of them.
So when I coach my Winners Academy clients on
how to manage their OWN clients, I’ve been telling
them recently to ask MORE of their clients, expect
more and this will translate into more clients for
them.

It doesn’t matter if you’re a therapist, a financial
planner, a mortgage broker, a coach, acupuncturist,
consultant, or nutritionist, it’s time for you to start
asking more and expecting more of each one of
your clients. Expecting more of them will have
them take YOU more seriously, most importantly,
they’ll take themselves more seriously, they’ll invest
in themselves more, and they’ll do what it takes to
get even more results than they originally came in
for. That creates a raving fan.
Hey, just a caveat here: I too don’t always get to
ALL the work I’ve promised my coach, when I work
with one, to move my business forward. We all get
sidetracked by life or a too-fast-momentum upfront
(at least I do). I like knowing that the person
supports me to think big and to act accordingly.
So, you don’t want to beat your clients up if
they don’t get everything done in the time they
first committed to.  That’s not the point we’re
talking about here and it defeats the purpose of
championing them. Instead, it’s about caring for
them enough to want more for them than they want
for themselves. In turn, you’ll get more referrals
and more clients out of the deal, so it’s a win-win
situation all around.
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Stop Being A Wimp With Your Clients
Continued...

If you want even more strategies for getting a full
practice quickly, I recommend getting a copy of
the Client Attraction Home Study System™. It
will show you the most important things to do to
set up simple, solid marketing systems, so that
you 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. All the tools, scripts,
templates, and examples are handed to you on
a silver platter. Easy. You can get it at www.
theclientattractionsystem.com.

Your Assignment:
So, go for it! Expect more of them, lovingly. In
turn, you’ll have more satisfied clients and those
types of clients become RAVING fans who refer like
crazy.
•

Make a list of your current clients and think
about the goals they’ve set for themselves.
Are these goals exciting enough? Do these
goals literally PULL the clients into their
future or are they a little weak?

•

Let your clients know upfront that you’re
going to expect a lot from them. You
can put this on your website or in their
welcome packet. It’s been my experience
this is actually really exciting for them.
Most times, they don’t ask enough of
themselves because of fear of failure (and
strangely enough, fear of success too).

•

Let them know you want to play this game
with them and see where it goes. Most
people love this, especially high-achieving
go-getters (my favorites!).

•

Take a soft approach to this though, not
an aggressive one (you don’t want to
turn anybody off). Ask them permission
to help them double their goals or reach
their goals in half the time. Explain to
them that they have nothing to lose and
everything to gain.

© 2011 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 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.

Why is that so Client Attractive? Because, your
clients start getting amazing, really kick-butt
results, they’ll start telling EVERYBODY about how
awesome you’ve been for them. That, my friend,
means referrals, referrals, and more referrals for
YOU. Cha-ching!
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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

General Administrative Support
Annointed Assistant
Christine Davis
Byram, MS
Phone: 601.206.0431 ext 11
Email: Christine@AnnointedAssistant.com
Website: www.AnnointedAssistant.com

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

Deadline Met Virtual Assistant Services
Marie Fitzgibbons
Irvine, CA 92604
Phone: 888-508-1580
Email: marie@deadlinemet.com
Website: http://www.deadlinemet.com

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

Samurai Office Services
Fiona Rodgers
Cedar Creek, QLD Australia 4207
Phone: +61 488676782
Email: fiona@sosva.com.au
Website: www.samuraiofficeservices.com.au

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

Strictly Typing
Linda Morro
Cranston, RI 02910
Phone: 401-743-2656
Email: business@strictlytyping.com
Website: www.strictlytyping.com

Virtual Personal Assistant
Erika Yocom
Albuquerque, NM 87121
Phone: 303-522-3221
Email: erika@vp-assistant.com
Website: www.vp-assistant.com

The Alliances
Sylvia Mesaros
Anderson, SC 29622
Phone: 864-965-8355
Email: sylvia@alliancesvbs.com
Website: www.alliancesvbs.com

Virtual Writing & Communications Solutions
Mary H. Ruth
Snow Camp, NC 27349
Phone: 336-376-6757
Email: mary@writingVA.com
Website www.writingVA.com

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

Your Virtual Wizard
Janine Gregor
Ellenton, Florida 34222
Phone: 559-492-7348 (55-Wizard4U)
Email: info@YourVirtualWizard.com
Website: http://www.YourVirtualWizard.com
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Virtual Professional Directory
Continued…
Bankruptcy Support
MG Virtual Office Solutions
Margie Gibson
Salem, OR 97304
Phone: 877-242-1504
Email: margie@mgvirtualofficesolutions.org
Website: www.mgvirtualofficesolutions.org

Bookkeeping & Accounting
Strictly Typing
Linda Morro
Cranston, RI 02910
Phone: 401-743-2656
Email: business@strictlytyping.com
Website: www.strictlytyping.com

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

The Alliances
Sylvia Mesaros
Anderson, SC 29622
Phone: 864-965-8355
Email: sylvia@alliancesvbs.com
Website: www.alliancesvbs.com

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

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

Internet Marketing
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
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Virtual Professional Directory
Continued…
Real Estate Support
List 2 Close Assistant
Serita Diana
Sebring, OH 44672
Phone: 330-851-3042
Email: serita@list2closeassistant.com
Website: www.list2closeassistant.com

Social Media
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

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

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

The Virtual Office Goddess
Lily E. Chambers
Boulder, Colorado 80308
Phone: 303-437-3712
Email: info@virtualofficegoddess.com
Website: www.virtualofficegoddess.com
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Virtual Professional Directory
Continued…
Website Services
CLR Virtual Connection
Rebecca Thompson
Pasadena, Texas 77505
Phone: 281-727-0479
Email: clrvirtualconnection@gmail.com
Website: www.clrvirtualconnection.com
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Resource Directory
Click on ad to follow link…

Communication

Domain Administration/Hosting

Logo Creation

Printing
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Resource Directory
Click on ad to follow link…

Software
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