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Pat ty Farmer is a Market ing 
& Media St rategist , 
Internat ional Speaker, 
Podcast  Host , Event  
Producer & Magazine 
Publisher. She works with 
6-figure ent repreneurs who 
are experts in their field to 
help them fully ident ify their 
expert ise, their market  
(t ribe), gain massive visibility, 
package their knowledge, 
and posit ion them in the 
marketplace to leverage the 
media and create market ing 
st rategies that  are 
profitable?not  painful.
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6 Reasons Why Your  Network ing 
May NOT Be Work ing

Is this you? You go to networking events, you make sure you 

have your elevator pitch down, you have your business cards 

all ready, and a plan on how to work the room. But almost 

always, it doesn't work. Why?

If you're not making meaningful connections through your 

networking efforts, or if you're making fleeting connections 

that fizzle out days or weeks later, it might be time to take a 

hard look at your networking strategy. What are you doing 

wrong?

If you're trying to grow your network, and it 's not working, 

here are 6 possible reasons why & what you can do about it!

1. You don?t know how to explain effectively who you serve 

and how.  The first step is knowing who your ideal client is. 

Think about who you want to work with and what problem do 

they have? How does your service solve their problem? A 

great way to figure out who your t arget  buyers are is to think 

about two things:

a) who's already buying your product/service and

b) what industries would benefit most from what you offer.

The second step is knowing how to describe the value that 

you bring to the marketplace. When someone at a networking 

event asks what you do, you need to be able to share the 

unique value of your business in a sentence, communicate 

what problem you solve, who it is you serve, and why your 

solution is exactly what they need NOW.

Knowing the answers to these questions and being able to 

communicate the answers in a succinct way will allow others to 

keep you top of mind for introductions, collaboration 

opportunities and/or referrals. And isn?t that why you are 

networking in the first place?

https://www.facebook.com/networkingCEO
https://twitter.com/PATTYFARMER
https://www.pinterest.com/PattyFarmerCEO/
http://www.instagram.com/pattyfarmerceo
https://www.linkedin.com/in/pattyfarmer
https://www.youtube.com/channel/UCJ0AJwbaQ29oqT_kqpRXm0w
https://pattyfarmer.com/m3podcasts/
https://www.facebook.com/groups/MarketingMediaAndMoney
http://www.connectwithpatty.com
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2. You focus more on trying to sell versus serve.  When at an industry or networking event, do 

NOT try to pitch your services during every conversation you engage in, instead ask questions 

and learn about their current challenges and needs.

When you are focused on serving, you are bringing value to the table before asking for 

something in return. This can come in many forms. For example, you might want to connect 

with someone who has a similar audience. Instead of immediately asking if you could meet 

and discuss how you can do business together, you would first engage in a conversation, ask 

questions, and l ist en to their answers to see if you or someone else in your network may 

have a solution. Then, offer them some valuable information that they may be interested in 

receiving such as a blog post or article that relates to something they shared. This lets them 

know you were listening and are willing to provide a solution, or resource before ever asking 

for a sale and you are on your way to becoming a trusted resource and will gain credibility.

The purpose of networking is NOT to make sales on the spot, but rather create new 

connections so that when the time is right, you have you have started to build a relationship 

because you already gave them something of value prior to attempting to close them as 

clients.

3. You suck at follow-up.  Let 's face it, follow-up can be a time suck. It 's the part of networking 

that most people do not want to do however, follow-up is critical to your success. When you 

don't follow up, you are sending a message to your new connections that you don't value 

them or their time? and by extension, you don't value your own time either.
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Take the time to send a note after meeting someone new, sending an email after connecting on 

LinkedIn, mailing a personalized thank-you note after receiving a referral from someone in your 

network, or keeping up with people who approach you for business advice by sending them 

articles and information relevant to their industry and situation.

4. You don?t understand the principle of reciprocity.  Are you someone who appreciates when 

someone gives to you however, you spend litt le time giving anything in return? To be successful 

at networking, you need to change your mindset from ?What can I get?? to ?What can I give?? 

Reciprocity is a fundamental principle of human interaction. We are taught to respond in kind 

when someone does something for us. And it is one of the most important principles when it 

comes to networking effectively.

5. You don?t ask good questions to pre-qualify prospects & partners.  Most people who are new 

to networking make the same mistakes. They don't ask good questions, pre-qualify their 

prospects, aren't clear on the types of partners they're looking for, and they have false 

expectations about what 's required from them to get the results out of building deep and 

profitable business relationships.

We all make mistakes, but it 's important that you fix these errors before you give up on the idea 

of networking altogether. If you don?t ask questions and find out the strengths of others so you 

know who would be a great collaboration partner, how will anyone be able to refer or introduce 

you to the perfect partner or prospect?

6. You spend too much time collecting business cards.  Have you been taught that the goal of 

networking is to meet as many people as possible, exchange business cards and then invite 

them all for coffee? Well, that doesn?t work now if ever. This approach is only superficially 

effective at best and at worst, it can be detrimental to your business. The real key to networking 

is building relationships. It 's not enough to go to an event, hand people your business card, and 

say "I'll be in touch." You must build relationships with people whose beliefs and values align 

with yours to bring the best ROI for both you, them, and those you serve.

?Relationships are the currency in today?s business environment.? ~ patty farmer

https://zoom.us/meeting/register/tJwkcOmgrTktHNUGMbHm0U21v4z6pOB6xYbM
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Carolyn
 Gish

Carolyn Gish is an 
award-winning L4 Sales 
Trainer & Speaker. With 35+ 
years in sales in the financial 
sector and as a Holist ic 
Nutrit ional Specialist  she 
knows what  it  is like to 
experience burnout  and to 
walk away from a six-figure 
business. This led to her 
mission of helping 
ent repreneurs & business 
owners to create wealth 
without  risking their health 
by ut ilizing the tools, t raining 
& technology that  will allow 
them to increase their sales 
up to 300% and close deals 
faster while at  the same 
t ime designing an 
empowered life and business.

I remember when I first started in sales, there was an expression 
that people often used "You eat what you kill," which seemed 
harsh but was also true when you were in a 100% commission 
sales position. Often in business, we can spend so much time 
focusing on driving our revenue and getting more business we 
forget about the relationships with our existing clients. I have 
been that person in the past when I was in survival mode, where 
I have focused more on getting new clients instead of nurturing 
my current and previous clients. Can you relate?

If you don?t spend the time building relationships with and 
focusing on the customer experience and what you can do to 
retain your current customer base you are going to be in the 
?churn and burn? game which ultimately leads to burn out and 
lost revenue.

?B usiness is al l  about relationships? how 

well you build them determines how well 

they build your business.? ~B rad Sugars

https://www.facebook.com/carolynnancy.gish
http://www.twitter.com/@empowerwellnes1
https://www.linkedin.com/in/carolyngish/
https://www.instagram.com/empowerwellness/?hl=en
https://pin.it/7fFGIyr
https://www.youtube.com/user/yourempowerwellness
mailto:carolyn@empowerwellness.ca
http://www.carolyngish.com
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7 Ways to Ramp Up Your  
Business Relat ionships
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Why is cust om er  ret ent ion bet t er  t han cust om er  acquisit ion?

While customer acquisition is the act of gaining new customers, customer retention is focused 
on developing deeper relationships with your existing customers with the goal of increasing 
loyalty and driving repeat purchases and is more effective (and easier) because all barriers to 
purchase have already been overcome.

It costs more money to get a new client than to get referrals from your existing client base. 
Even more impactful is that acquiring a new customer can cost five times more than retaining 
an existing customer and increasing customer retention by 5 % can increase profits from 25 to 
95%.

Why not develop a relationship with your customers that will buy from you in the short term 
and for years to come, who are raving fans and will refer new customers to you because of the 
deeper relationships you have built with them.  So how do you build business relationships to 
achieve your business goals of increased revenue, broader reach, better retention, and 
consistent referrals?

Here are 7 t ips for  building and m aint ain ing m ore robust  relat ionships w it h your  cl ient s:

1. Treat  your  cl ient  as an individual and speak  t heir  language

Build relationships based on what people value and how they like to communicate. We often 
assume that we know how to communicate with people when we are most of the time 
communicating with people based on our communication style instead of the style of the 
person we are speaking with.

2. Underst and your  cl ient 's goals

To build a relationship based on mutual respect and trust, you need to understand your client 's 
goals on a micro and macro level. You may also need to provide a system and structure to 
achieve those goals quickly with support and encouragement while also making it fun.

3. Be open-m inded

Maintain a policy of openness with your clients regarding your point of view and professional 
opinions. It can be tempting to withhold information and appear agreeable to avoid 
confrontation, which can be counterproductive and damage your reputation with your clients. 
Clients will respect your initiative and desire for excellence when you confidently express your 
honest opinions. Clients are looking for authentic communication in their personal and 
business relationships.
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4. Focus on com m unicat ion

We also need to listen more to what people are saying and pay attention to how they 
show up, how they dress, and their surroundings. All this provides clues to their values, 
likes and dislikes, and how to communicate effectively with them.

5. Be honest

One of the essential principles in business relationships is being honest. You will earn 
their trust more than any other factor by being honest in your communication with your 
clients, collaborative partners, and employees. People can tell when someone is twisting 
the truth, and when someone gets a negative vibe about you or your business, it is hard 
to change their mind. It is also essential to be honest with people if you don't know the 
answer to a question. Many people value expertise and competence, so it is vital that if 
you don't have the solution, you let them know that you will get the information for them 
and follow through.

6. Develop an appreciat ion for  t heir  values

Understanding client values is key to establishing a trustworthy relationship. When you 
understand your client 's value, you can incorporate their preferences in your workflow 
and client interactions and deepen your connections to build that know, like, and trust 
factor essential to a client relationship. Understanding what a client values most goes a 
long way to building respect, appreciation, and long-term business relationships.

7. Keep in t ouch

It is crucial to keep in touch with your clients, especially those who value community, 
personal growth, and long-term relationships. Nurturing your business relationships is 
vital, or they will dry up just like any other relationships you have in your personal life. By 
staying at the forefront of someone's mind, you are more likely to be considered when 
new opportunities arise.

How m any of  t hese t ips are you applying in your  business relat ionships?

Take the time to think of 3 action steps you can take right now to implement into your 
business to...

If you need help with this, schedule a free call on the next page, and I would be happy to 
help.

increase your revenue, reach, retention, and referrals!

https://calendly.com/carolyngish/communicationcall


https://calendly.com/carolyngish/communicationcall


http://www.connectwithpatty.com
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Theresa Ream is the founder of 
several mult imillion-dollar 
businesses with over 40 years of 
success. ?The Ream Companies? 
consists of a disaster cleanup 
company and two remodeling 
companies. She is known as the 
largest  minority woman owned 
restorat ion company in 
California and has earned many 
awards including The 
Professional Women?s Network 
Woman of the Year, Best  Woman 
Owned Business, and Best  
Minority Owned Business.  
Theresa is a speaker, community 
leader and ut ilizes her st rong 
organizat ional, financial, and 
market ing skills to fuel her 
passion for mentoring women in 
business. She is the current  
President  of the Professional 
Women?s Network of Monterey.

Theresa 
Ream

Your  Post  Pandemic Future Plan

What would you think about riding the energy of the post 
pandemic upsurge with grace and ease?  How would you 
like to monetize on the business and personal knowledge 
you?ve gained during the pandemic?

Do you understand that you have just lived through a global 
shift? Let that sink in before you examine what shifted in 
you, your family and your business and build on those shifts 
to create a future that is not business as usual.

When we look back at March 2020 when the world shut 
down the first thing on our minds was the safety of our 
families and how we were going to take care of them. Our 
world got small, and our senses became razor- sharp as we 
focused on obtaining supplies and keeping the virus out of 
our homes. Think back on that time. We were on top of our 
game. Remember it and feel it because I challenge you to 
bring that forward into your Fut ure Plan .

The next line of action was how to best protect our 
businesses and keep our employees safe. Remember how 
you had sprung into action with a business plan and safety 
procedures? We became lean and mean as we created new 
protocols and cut back on resources and started leveraging 
opportunities. Don?t forget it because you?re going to bring 
that forward into your Fut ure Plan .

Keep Your  Senses Keen and Lim it  Out side Inf luences

Before you to go back to life and business as usual let me 
stop you. As a leader, I know you have given some thought to 
the fact that life was hectic before the pandemic and 
somewhat unmanageable. The sense of wakefulness and 
attentiveness was an exciting change compared to our 
predictable patterns. In building our Fut ure Plan how do we 
keep this feeling coursing through our business and lives?

https://www.facebook.com/theresa.ream.98
https://twitter.com/TheresaReamCEO
https://www.linkedin.com/in/theresaream/
https://www.instagram.com/theresa_ream_ceo/
https://www.pinterest.com/thereamcompanies
mailto:theresa@reamteam77.com
https://www.disasterkleen.com/
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Your  Post  Pandemic Future Plan

The Out side Noise

One of the causes of this newfound aliveness was the absence of the outer influences. We 
retracted into ourselves to search new ways to run our businesses. We were able to listen to 
our own ideas, plans, intuition without all the noise and unwanted suggestions from the world. 
I know personally I have had some rude awakenings that almost felt like intrusions because of 
people?s opinions and energy creeping back in my life as it opened back up to meeting in 
person. I wasn?t aware how much others inject their opinions and judgment and how often I 
would even change the course of a goal or decision in some capacity because they influenced 
my thinking. It was so nice to have that quiet space during the pandemic to really think and 
plan different aspects of my life and business.

The Fut ure plan?  Think ing About  Our  Em ployees

There was a monumental shift in the way work was defined during the pandemic. Most 
employees were never happier, a great many of our workforce also got to work around their 
schedule in the comfort of their own home while being there for their children and pets. News 
Flash! They got a lot accomplished! Most likely with less distractions, less time commuting and 
less stress. So how do we as business owners handle the flexible work arrangements that 
employees want? Did you know that a Bloomberg study found that 40% of employees that 
have been working remotely would consider quitting if forced to return to the office full-time? 
Tomorrow?s workers will want to work from anywhere and everywhere. And more importantly 
how do we keep this newfound agility and resilience going as employers? While every business 
has different staffing needs you can poll your employees to see what their needs are and try to 
come to some type of middle ground when possible. You will really need to address this if you 
are an employer so stay up on technology, there are even computer software that tracks how 
long an employee is working on their laptop. Remember Zoom is your friend and you can even 
perform job interviews and department meetings over Zoom. Set up measurements that work 
is getting done to the capacity that?s needed to help drive this freedom and start to change 
your mindset. Keeping most employees happy doesn?t have to mean they work at home full 
time; flex time can be very enticing too. You may just have a nice surprise of more time and 
less costs associated with a full-time office staff.



Now for  t he CEO

The pandemic brought us as leaders a lot of freedoms too. It?s amazing how pre- 
pandemic so many CEO?s lead somewhat unhealthy lifestyles. Many of us dropped our 
huge schedules, business appointments, commuting and traveling, not to mention our 
personal schedule of appointments for nails, hairdressers, facials, housekeepers, being 
our children?s chauffeurs and all the other comings and goings. Some of us took the 
first deep breath in long time. 

Do you really want to go back to the rat race?  Try taking it slow, think about what is 
important and don?t pick up where you left off pre-pandemic. Take my word for it, this 
will be weird for you, but the benefits will be increased time to really think intuitively 
and do what is important in your business and your personal life.  It may give you time 
to expand parts of your business, focus on customer and employee satisfaction and do 
things in new ways that are more satisfying. Some have found time to take care of their 
health, family and have a better home-life while their businesses continue to flourish. 
As for me, there are many things that I have not yet picked up doing again and I have 
renewed clear thinking and time to plan. This dear CEO is the beginning of your Fut ure 
Plan .

https://pwnmonterey.org/


https://pwnmonterey.org/
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Meg Schmitz is a franchise 
consultant  with over 30 
years experience helping 
people who want  to own 
their own business, guiding 
them towards the 
franchise business models 
that  are a perfect  fit  for 
them. Meg works with 
corporate refugees, 
execut ives, ent repreneurs 
and investors who want  to 
go into business for 
themselves, but  not  by 
themselves.

Meg Sch
mitz

Of Course You Are Wor thy For  More!

Recently I was asked to contribute a chapter to a book, 
whose subtitle is Worthy for More. When I started writing, I 
did not know what the book would be called, but this notion, 
or question, of being worthy is something that I hear 
repeatedly that many businesswomen are struggling with. 
Even I have wondered if I am making the most of the talents 
and skills I am blessed with, and whether I already have 
more than I need.

I really do believe that we are all deserving of more, so much 
more, than we are willing to ask for. Don?t be shy about 
wanting more but be sure to clearly define what you want to 
receive. Is it material? Is it experiential? The better you can 
define what you want, and how it will improve your business 
(or personal life), the easier it is to realize it when it presents 
itself.

https://www.facebook.com/Franchise-Guru-Meg-Schmitz-130708150313291
https://twitter.com/Guru_Franchise
https://www.linkedin.com/in/megschmitz/
https://www.instagram.com/schmitzmeg/
https://in.pinterest.com/meg9908/
https://www.youtube.com/results?search_query=meg+schmitz+free+agent
mailto:meg@megschmitz.com
https://megschmitz.com/
https://megschmitz.com/podcast/
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Of Course You Are Wor thy For  More! Not all gifts are big. In fact, the smaller the ask, the easier it is to embrace and accept that 
you are worthy to receive it. The Universe knows who the good ones are, those who will 
share their abundance in order to create more of it. Is that you?

Abundance in business is a topic I spoke about recently, and the wonder of it all is that 
the more I focus on abundance, the more it shows up in my life. It?s true that if you focus 
your thoughts on the good stuff, suddenly you will be surrounded by it. That includes 
asking for good people to show up in your business, not just contracts or income.

When I started planning for this year, it was Thanksgiving of last year and I was hitting a 
wall. I had big lofty revenue goals, but the uncertainty of the pandemic, the Great R?s 
(resignation, retirement, etc.) combined with messaging in the media, I could only respect 
people?s emotions. While franchising was booming all around me, people were afraid. 
Fear is personal and I had to let them make their own investment decisions. But that 
made my goals dissolve. I was frustrated. My energy was all wrong. Here was a national 
holiday of gratitude, of THANKS, and I was consumed by missed goals and an unmet 
income target. I was moody and mad, yet I was surrounded by abundance.

That Thanksgiving weekend, I realized it was time to give myself a gift: I needed to 
engage in a different R word. I needed to recalibrate. You know what I discovered in my 
reflections and journaling? Three litt le words, three letters each, that would define my 
work going forward. Small steps always lead to bigger rewards!

Patty Farmer, our fearless leader, recently posted a marketing question, asking if you feel 
stuck in indecision and overwhelmed by your choices. That question goes a long way, 
and touches on many aspects of our choices. This magazine is about Marketing, Media, 
and Money and I think we all get stuck, frustrated, and self-limiting in our ability to make 
informed business decisions and arrive at a place of confidence.

These are questionable and troubling times in some ways, but small businesses and the 
women behind them are the foundation of what DOES work in the United States today.

If you have read my articles in the past, you know I am referred to as the Franchise Guru. 
I love the franchise model because it provides clear and specific guidelines on how to 
build a successful business. You don?t need to start a franchise with your business but 
implementing the principles of that model will give you more structure, and more 
structure provides more confidence in the outcomes you will realize.



This year, I am having a blast. My entire focus shifted. So, what are those three litt le 
words that define how I have recalibrated my business this year?

Working with clear purpose gives me JOY. I love the work I do to help people Take the 
Leap. That inherently means helping my clients get unstuck, and land on a lily pad they 
will love (and not in the water where they would otherwise get eaten by a big ol? bass).

The people you work with and the clients you take on, have a big impact on your workday. 
FUN . I want to work with people who embrace working with me in a jubilant and 
productive way. That dissolves a lot of stress in my work and being in touch with my 
frivolity helps me weed out the ones who are toxic, or just dragging my business down.

Finally, YES is a small litt le word with an amazing amount of power. Do you say ?yes? to 
the gifts you receive? Business success is predicated on a lot of no?s coming first, before 
you refine your business proposition and deliverable. But then the Yes? start to come, and 
just wait until you are really on a roll. Say ?yes? to trying new approaches to expand your 
business and watch the magic happen.

Three of my business mentors have aided my ability to clearly define my business, and as 
the revenue grows and my profitability increases, I know I am worthy for more. In fact, I 
challenge you to use those three litt le words and let me know how they change your 
business.

I just want you to realize one small thing. You are worthy. So, when the Universe delivers 
all that you asked for, you better be ready to say YES.

?Small  things with great  love?  It is not  how much we do, but 

how much love we put  into the doing.  And it is not  how much 

we give, but how much love we put into the giving.  To  God  

there is nothing small.? ~ Mother Theresa

Joy.   Fun.   Yes.

24
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Connie Vanderzanden is on a 
mission to help ent repreneurs 
live the lifestyles they desire 
by learning the simple steps, 
st ructure, and discipline to 
create and save money. With 
35 years of account ing and 
bookkeeping experience, a 
variety of indust ry knowledge, 
and her own real-life business 
growth journey since 2001, 
Connie developed the Going 
Beyond Revenue Cash 
Handling System, focusing on 
cash flow planning that  
creates profitable and 
sustainable businesses. Connie 
is a t rue Oregonian, born and 
raised in the beaut iful Pacific 
Northwest  where she spends 
t ime with her husband of 35 
years and their ?fur kid?.

Connie 
Vander

zanden

The Power  of Being Intent ional  
wi th  Money

In my last article, ?Starting with Knowing Your Numbers," I 
discuss how any good adventure starts somewhere. In 
business, getting a clear black and white view of your 
numbers is the starting point for crafting a new relationship 
with money and your business.

When I took that first step in my own business back in 2015, 
I was shocked, embarrassed, and a litt le defeated. I wanted 
to shove it back into my digital filing drawer and cry in a 
corner.

I knew I couldn?t continue down the path I had 
unconsciously created. It was my financial rock bottom, my 
line in the sand moment.

Change requires t hree t h ings:

- Awareness that something no longer works and 
needs to change

- Making a choice or demand for change of yourself 
and of the situation

- Taking action

This opportunity to create change allows you to do that by 
choosing to be intentional with your words, your actions, 
and how you use your resources.

This is where a cash-handling system can assist you. It 
requires that you set an intention with how your resources 
(Money) will be used. The system allows you to be 
intentional with your words and provides action steps to 
create sustainable money habits.

There is no one-size-fits-all solution. We all have unique 
experiences getting to this line in the sand moment. It?s 
going to take a litt le courage and determination. But I know 
you can do this!

https://www.linkedin.com/in/connievanderzanden1/
https://www.instagram.com/connie.vanderzanden/
https://www.youtube.com/channel/UCZ0XcjtRZgw41nBk6dxS90w
mailto:connie@profitwithconnie.com
http://www.profitwithconnie.com
http://www.profitwithconnie.com


29

The Power  of Being Intent ional  
wi th  Money Here are a few  suggest ions t o t ry out :

Give Money a job. Intentionally call out what purpose and role Money will provide in 
your business and give it a job tit le.

- Use saving accounts. Rename them for that purpose (or job tit le)  everywhere you 
see them. For example, if you want an account for tax  savings, change the name of 
the savings bank account online to ?Tax  Savings.? Next, add the title to bank 
statements and use it in  your accounting tool.

- During your weekly money date, transfer funds from your operating account  to 
these smaller intentional savings accounts.

How much you will transfer depends on your financial plan and your current cash flow. I 
started by automating a weekly transfer of $25 to help me build my trust muscle and 
change my spending habit.

Now, it is a set percentage of every deposit I receive. But remember, it may not be 
suitable for you just because a book/program/coach gives you a percentage to use based 
on their experience or the averages of the businesses they have worked with. So, start 
small and build up.

Schedule week ly m oney dat es, even if you have a bookkeeper.

This is a sacred time for you and your business. Create a ritual experience that makes 
you feel calm, supported, and ultimately abundant. Meditate, have a dance party, or take 
a walk around the block and get into your body. Can the experience be more 
pleasurable? Could you add a candle, essential oil, hot tea, or music to this ritual?

- Spend time acknowledging the money received that prior week and celebrate  it. 
Dance, ring a bell or sing along with your favorite money song.

- Send gratitude and love to your team and vendors as you send them a  payment - 
yes, even the tax agencies could use a litt le love sent  their way. Use the memo field 
via online bill pay or on the check to  send your magical intentions.

- Follow-up with revenue generation activities, tracking, or forecasting. Can  you 
make the tracking fun? Add some stickers or a tracking graphic  that you color as 
you go. Is that spreadsheet just too darn boring?  Add some color.
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Creat e a pause in t he f low  of  m oney and stop allowing others to dictate the how/when 
it comes in and out.

It?s your business. It?s time for you to take the lead and set a boundary.

- Stop paying vendors as soon as you get their bills. Set regular dates to  pay your 
team and vendors, be it once a week, twice a month, or once  a month. It?s your 
business, and you determine payment terms and  processes.

- Make receiving money easier. This isn?t the stage where you default to  your 
customer on how they want to pay. Instead, be intentional with  your process and 
what is easy for you, and what options (meaning  more than one) are you willing to 
offer.

- Put all these things into writing and create your standard operating  procedure 
(SOP). That way, you?ll have an established plan to  delegate.

Take a breat h , a real deep clearing breath. Then take a couple more. This one step is 
intention in action. You are taking the time for YOU. It gets you back into your body and 
out of your head. It refocuses your attention.

Take a moment and pay attention to what is happening around and in you.

- What are you saying to yourself?
- Are the actions you are doing aligned with your purpose and goals?
- Is this the best thing to do with your energy, time, or money right  now?
- Will all of this move you forward, or did you fall back into old habits?

Creating the change, you desire in your financials is not an all-or-nothing type of action. 
Some will be small shifts in our habits. Others may require more courage to claim your 
voice and hold your boundaries. You may even find that an action didn?t work, and you 
need to take a small step backward. The key, keep moving forward by taking action, 
whatever that looks like, for your unique adventure.

If you would like more information on this topic, click anywhere on the next page to 
access my free report, Three Steps to Increasing the Profit in Your Business.

?Intentional days create a l ife on purpose.? 

~Adrienne Enns

https://www.profitwithconnie.com/money-action-tips/


https://www.profitwithconnie.com/money-action-tips/
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Mary is a former engineer 
whose passion for personal 
growth combined with her 
love of people has helped her 
and her husband, Richard, to 
become one of the most  
successful couples in direct  
sales.  It?s their passion to 
help others achieve their 
dreams that  has catapulted 
them to their current  level of 
success.  Mary is a servant  
leader with a calling to coach 
and t rain other women in 
having it  all without  
sacrificing anything.  She 
powerfully and intent ionally 
integrates her faith, family 
and business.  She aspires to 
help as many as she can to 
become free ? financially, 
emot ionally, and spiritually.
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Mary A
moedo

Effect ive Leaders Need Boundaries

?If you don?t want  to cross the l ine, stay so far away 

from the l ine that you can?t see it rather than so close 

to the l ine that you can?t see it.? ~ Mary Amoedo

There are good leaders and there are bad leaders. Bad 
leaders want the power and the fame that are often 
inaccurately associated with leadership. I?m assuming that if 
you are reading this article, you are not that. You are a good 
leader or at least you are aspiring and working towards being 
a good leader. Good leaders don?t lead for power or glory. 
They lead out of a love for those that follow them and a 
passion to help bring out the best in others. If this is you, 
then one of the places you likely struggle is having healthy 
boundaries. Maybe you find yourself completely spent and 
tapped out in time, energy, and passion. Perhaps you are in a 
place where you are frustrated and feel like you aren?t 
winning. These are all indicators that you are lacking some 
much-needed boundaries.

A boundary is defined as ?something that indicates or fixes a 
limit or extent.? It?s where something stops, and another 
starts. Boundaries exist to keep people inside or outside of an 
area.

But why does a leader need boundaries? Boundaries for 
leaders do not exist to keep you confined or keep you away. 
Leaders need boundaries to keep and preserve what?s most 
important to them.

In any game there are rules that make it clear how to 
determine who the winner is. However, rules aren?t needed 
until the object of the game is known. Once you know the end 
goal you are trying to achieve, then the rules and parameters 
are created to make the game fair and fun for all players.

https://www.facebook.com/mary.h.amoedo
https://www.linkedin.com/in/mary-amoedo-16b8176/
https://www.instagram.com/maryamoedo/
https://www.pinterest.com/maryamoedo
mailto:ram@richardandmary.com
http://richardandmary.com/
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Effect ive Leaders Need Boundaries But what about life? How do 
you determine if you are 
winning at the game of life? 
Before we can determine 
those rules, we need to 
define the object of the 
game called your life. In my 
last article, we talked about 
Self Leadership and walked 
through an exercise to 
articulate your Core Values. 
Core Values define who you 
are and what you stand for.  
Your Core Value dictates 
what?s IN your life but it?s 
your boundaries that 
express HOW they play out 
in your life.

Once you have clearly 
articulated Core Values, then 
creating boundaries to 
support those Core Values is 
simple. You can complete 
the Core Values exercise 
here.

Your clearly defined Core 
Values determine the object 
and goal of the game of 
YOUR life. To determine 
your new boundaries, 
assess each Core Value and 
ask, ?What rule(s) would I 
need to apply to support 
having this Core Value 
expressed well in my life??  
You can have time 
boundaries, mental 
boundaries, and even 
emotional boundaries.

https://www.richardandmary.com/corevalues
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Healthy boundaries that support your Core Values include habits and rituals that you 
practice daily, weekly, monthly, and yearly. Boundaries should also include parameters 
for how you make decisions and invest your time. Investing sufficient time to create 
these boundaries makes it easier to go through life and have an experience of winning 
and fulfillment, yet so few leaders ever do this.

One of my Core Values is relationship. A time boundary I have is I don?t take calls or texts 
during dinner. The most important relationships in my life are my family and this simple 
habit tells them they are more important than any call. Another Core Value I have is 
generosity and I love being generous with my time, talent, and treasure. To protect my 
peace of mind I don?t allow people to complain to me if they are not open to finding a 
solution or getting resolution for their issue. Complaining without that commitment is a 
complete waste of my time and does not help me express that Core Value well.

Honor is one of my family?s most important Core Values and is challenging to create a 
boundary because it is so ambiguous. I have a parameter for making decisions around 
this Core Value. If it is in my ability, both time and money, AND it is consistent with my 
other Core Values, then I do it. If both are not a yes, then my answer is a no. About a year 
ago, I wanted to honor one of my new leaders in my business by attending her wedding 
as a surprise. It was inside of my ability to do so in time and money, but it would sacrifice 
one of my biggest Core Values of health. The season I was in and the time frame of the 
travel would have cost me many days of rest that I knew would create a negative ripple 
effect in other areas of my life. I was disappointed about not going, but I knew it was the 
right decision because of the boundaries I had already created.

What boundaries do you need to create to fulfill on your game of life? I urge you to invest 
time to distinguish these so you can have an experience of winning in your life. Winning 
isn?t a function of making money or acquiring things. Winning is a function of being 
fulfilled in the areas that are most important to you and ultimately YOU get to decide 
what that is!

Boundaries should include sacred time, non-negotiables, and defined lines that you will 
not cross. When you start to negotiate against yourself you start compromising your 
Core Values. When you compromise any one of your Core Values, it starts to bleed into 
other areas and into your relationships. This is where many leaders start to feel the burn 
out or have an experience of not winning. You might justify and try to rationalize bending 
your own rules but eventually you become unproductive, unhealthy and restful nights 
become a thing of the past.

https://www.facebook.com/groups/leadershiplounge


https://www.facebook.com/groups/leadershiplounge
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Alecia Huck is the founder of 
MAVERICK & Company, a 
management  consultant , 
sought-after speaker, and 
author.  She works with 
successful, frust rated business 
owners, sick of being stuck in 
the day-to-day, dealing with the 
same problems over and over.  
Alecia helps them build st rong 
leadership teams and processes, 
customizing solut ions so they 
can fix what  is broken without  
?going corporate.?  Experienced 
in indust ries from const ruct ion 
to criminal just ice, Alecia is 
proud to work with 
ent repreneurs, helping them 
spend less t ime fight ing fires 
and more t ime building what  
mat ters.

Follow her on LinkedIn for short  
videos, smart  art icles, and more 
great  stuff.

Alecia H
uck

Be a Bet ter  Boss: How to 
Hold People Accountable

If accountability is hard for you, there?s a good chance you?re 
doing it wrong.

It?s easy to get accountability wrong. We know it?s important, 
but we don?t teach people how to do it. We hesitate to bring 
up difficult subjects because we know we risk having the 
other person get mad at us and maybe stay mad at us.

Plus, most of think accountability at work will look like being 
a parent, teacher, or coach. We confuse authority with power, 
associate accountability with punishment, and have a hard 
time staying cool. It?s easy to get accountability wrong, but so 
important to get it right.

You need three things; the right mindset (WHY), a practical 
strategy (HOW & WHEN to do it), and PRACTICE.

http://www.twitter.com/@aleciahuck
https://www.linkedin.com/in/aleciahuckmaverick
https://www.youtube.com/channel/UCPfDN96ZII5bj5C8_xN38ug
mailto:alecia@maverickandcompany.com
http://www.maverickandcompany.com/
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WHY ACCOUNTABILITY MATTERS... Want to attract and keep good people? Make sure 
you?re holding the bad one?s accountable. When you don?t deal with problem people, your 
good people have to.  Remember that whatever a problem employee is doing in front of 
you, they?re doing much worse when you?re not around.  Give your good people 
accountability too. It?s a concrete way to provide them real support and show them that 
their work matters.

HOW TO HOLD SOMEONE ACCOUNTABLE...Healthy accountability isn?t about 
punishment, guilt, or shame. It?s about changing behavior without doing damage to the 
relationship. There are all kinds of ways to do this. The right look, a long silence, or even a 
lighthearted joke can all be appropriate, respectful, and effective.  In most situations you?ll 
need something more formal. I work with the leadership teams of fast-growing companies 
where we need a lot of fast, practical techniques for developing leaders. 

The Three C?s; CURIOUS, CONFUSED, & CONCERNED, is the method I teach them.

You?ll notice in the examples below that the Three C?s get progressively more serious in 
tone. You should always maintain a professional and respectful tone. It?s okay if the 
conversation is uncomfortable. But remember that your goal is not to punish people or 
make them feel bad.  (Please also note that the Three C?s are NOT meant for ethical or 
moral violations like theft or harassment or violence.  Those should be dealt with 
immediately and with the help of H.R.)

Let?s say you?re dealing with someone who is late to a meeting. If this is a first offense or a 
first-time offender, you?d use CURIOUS. Pull the person aside for a private conversation 
and say something like, ?Pat, I noticed you were late this morning. I?m curious.  What 
happened??

CONFUSED is appropriate if you have to address something more serious or a second 
time. Let?s say Pat was supposed to lead the meeting or you?d previously addressed the 
problem. In this case your conversation might look like, ?Pat, I?m confused. This meeting 
was a big deal and your responsibility. We?ve talked about the importance of being on time 
before. What?s going on??

This is more serious, so your tone is more serious. If there were yet another instance, or 
Pat made another significant mistake, you?d use CONCERNED.  CONCERNED is the most 
intense conversation, reserved for the worst offenses and offenders.  ?Pat, I?m concerned. 
This cannot continue.?
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?A culture of accountabil ity makes a good organization great 

and a great organization unstoppable.?  ~Henry Evans

The Three C?s give you a way to begin the conversation and to understand the tone you 
should set as you do so. Once you?ve begun, the core elements of an accountability 
conversation are essentially the same. You always want to:

Distinguish whether you?re dealing with a Problem or Pattern. Problems are things like 
flat tires that happen rarely. Patterns are  problems that happen over and over. You 
should confront both, but if  someone is late because of a flat tire, that?s not as serious as  
someone being late all the time.

1. Clarify Expectations. We often think  we are communicating more clearly than we 
actually are. Be specific  and leave no room for misunderstandings.

2. Get a Commitment. Ask them if you  can count on them to meet the standard or 
eliminate the problem in  the future. Get a real and clear yes. You might both feel  
uncomfortable. That is okay. Resist the urge to rush through, gloss  over, or provide 
an excuse for them.

3. Appreciate & Acknowledge. Once  you?ve gotten a clear commitment, it?s okay to 
take the pressure  off. Appreciate them for having the conversation, acknowledge 
the  ways they win or how important their role is to the organization.  This formally 
completes the conversation and helps you both return  to regular work mode.

WHEN TO SAY SOMETHING...You don?t have to jump on every litt le thing, but most 
leaders are letting more things slide longer than they should. So as a general rule you 
should speak up earlier and more often about more things.  Look for problems with 
attitude, effort or results. Deal with problems when they are small, so you don?t have to 
deal with a bigger problem later.

IN SUMMARY...Hum an beings are weird.

We both crave and avoid accountability. We want to stretch and accomplish new things 
and important goals, but we don?t like being uncomfortable.  It?s true that accountability 
is a critical element to creating a healthy organization. You cannot accomplish anything 
significant without it. But it?s more than that.  Accountability is one of the best gifts we 
give each other. It?s part of how you create the magic of synergy. It?s why we can often do 
more and do better together than we could do alone.  Accountability isn?t always easy.  
But it is always worth it.

https://calendly.com/aleciahuck/book-alecia


https://calendly.com/aleciahuck/book-alecia
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What  does success m ean t o you?  

When I first started this journey, success meant a result. So, basically, I was successful 
every day because I got results ? just not the ones I wanted. Now, at this point on my 
path, success means a deep sense of freedom and ease.

Up Close &  
Personal with...
Jennifer Urezzio

What  would your  advice be t o a new speaker , business owner , and/or  
ent repreneur? 

Let go. So often we are making our business the source of us. We tend to make it the 
source of our safety ? and it isn?t. There were times early on in my business that I did 
things because I was afraid or in lack. If I could have just let go, trusted, and taken action 
from there, I would have saved myself some heartbreak.

What  was your  ah ha m om ent  t hat  inspired you t o becom e a  
speaker /ent repreneur /biz owner?  

I was working in public relations and had a client who was an internationally known 
coach. I spent two hours on the phone guiding her with her relationship with her 
daughter. When we were about to hang up, she said that I had changed her life. A couple 
of weeks later, she fired the company I worked for?  she said that I didn?t know or 
understand her. I saw behind the curtain, and she didn?t like it. That was the moment I 
knew I had to leave and pursue a bigger life.

What  keeps you awake at  n ight ?

If I think I hurt someone during my day ? that?s truly my biggest fear.



What  are som e of  t he changes business owners/ent repreneurs, in your  opinion 
need t o m ake t o be successful in t oday?s business environm ent ?

I believe they need to start making decisions based on Soul and their hearts, rather than 
from lack and fear. When you make a decision from your heart, it always creates success. 
Throughout my former career in public relationships, I was told business isn?t personal ? 
but it really is. Businesses are made up of people. If everyone paused just once a day and 
asked themselves ?is this decision for the greatest good of all?? the world would be a 
much more peaceful place.

If  you could have lunch w it h any CEO who would it  be and why?

In 2021, only 6% of the top 100 CEOs in the world were women, which is both shocking 
and not so shocking to me. I guess it would be Mary T. Barra the first female CEO of 
General Motors. I think it would be fascinating to understand the mindset that created 
her rise. And Jessica Alba? yeah? Jessica Alba. I bet there were a lot of people who didn?t 
give her the time of day, and she just went ahead and made it happen.

What  is t he lesson t hat  t ook  you t he longest  t o learn?

That I?m enough. And I learned to make that lesson my best friend. When I?m feeling not 
enough it is a call to invite more goodness into my life.

What  is your  big ?WHY? t hat  
prevent s you f rom  giving up 
when t im es get  t ough?

I want to be connected, and 
support others to be connected 
to their Soul and their higher 
power. If I feel like giving up, it?s 
a reminder that I?m just feeling 
disconnected. That?s when I 
know I need support to remind 
me why I?m here, and the Divine 
usually finds an interesting way 
to make that happen.
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What  are you doing r ight  now  t hat  you?re scared of , but  you?re doing it  anyway?

Training my dog. I know it doesn?t sound like a scary thing, but for me it is. She?s been 
reactive so I need to keep training her and learn to trust her. I also had to ask for a lot of 
help, and that tends to be a litt le frightening for me as well. It?s an amazing experience ? 
she?s a sweet girl and has forced me to learn to let go and trust more, request support 
from people I hardly know, and feel safe in the unknown.

What  was t he biggest  obst acle, bl ind spot , or  roadblock  you had t o overcom e?

My pride. It?s an offshoot of not enough. Since I felt not smart enough, not successful 
enough, etc. I had a hard time accepting that I needed help or support at times. There is 
so much support you need to run a successful business.

If  you could go back  and t alk  t o your  25-year -old self , what  would you  t el l  yourself  
t o do FIRST?

I would tell her not to try and convince the unconviencible. I spent a lot of time 
approaching the ?wrong? group of people because I could see that they ?needed? what I 
was offering. They didn?t think so, and when I stop being prideful, I found my people.
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What  are a few  books you recom m end every business owner  read?

A little secret about me? I don?t read many business books. I love fiction and I get my best 
ideas from fiction reading. I think sometimes you need to step out of trying to make 
things happen in your business and live a litt le (or a lot).

What  do you love m ost  about  your  business TODAY?

I love the freedom, my clients, and all the tools I create for consciousness. I love when I 
see that light in someone?s eyes as they realize they?ve been lying to themselves? that 
they ARE powerful, whole, and complete, and loved and supported.

What ?s next  for  you?

I?m in the process of writing another book. This one is about tapping into your formula 
for manifestation. It?s a slow process? but it feels so important to accomplish.

Jennifer  Urezzio is the 
founder of Soul Language ? a 
paradigm that puts tangibility 
to Soul so a conscious 
connection can be established 
to enable crystal clear 
decisions for success. Jennifer 
is also a master intuitive and 
the author of two best-selling 
books. Currently, she has 
trained over 30 practitioners 
worldwide in Soul Language. 
Currently there are over 5,000 
individuals all over the world 
connecting to their Soul 
Languages.

CLICK HERE FOR A FREE GIFT FROM JENNIFER.

Creat ing a Sacred Pract ice That  Works.  Why do we need a sacred practice? When we 
feel separate from our higher power, that separation shows up in our lives as lack, pain, 
and suffering. Participating in a daily sacred practice that fits who you are will allow you 
to create in a more powerful way, feel more at peace, and know that you are safe no 
matter what challenge may appear in your experience.  As a spiritual renegade, your 
sacred practice needs to be flexible, fun and innovative like you.

https://www.soullanguage.us/sacredpractice/
https://www.soullanguage.us/sacredpractice/
https://www.soullanguage.us/sacredpractice/
https://www.soullanguage.us/sacredpractice/
https://www.soullanguage.us/sacredpractice/
https://www.soullanguage.us/sacredpractice/
https://www.soullanguage.us/sacredpractice/
https://www.soullanguage.us/sacredpractice/
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Do you have great 
strategies and/or  

resources to share 
with our  l isteners? 
Apply to be on the 

Marketing, Media &  
Money Podcast

Marketing, Media & Money Podcast
Are you tired of spending your time and MONEY chasing strategy after strategy only to 
discover what worked 10, 5, or even 2 years ago is not working NOW?  Things shift fast in the 
online space and if you?re not keeping up, you?re getting left behind. It?s time for something 
different?

Welcome to the Marketing, Media, and Money Podcast where every single episode will be 
jam packed with PROVEN, PROFITABLE strategies, behind-the-scenes secrets and what?s 
working NOW resources?  from industry experts and global influencers to help you scale 
your business, shorten your learning curve, and stand out in a crowded, noisy marketplace.
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https://open.spotify.com/show/0fNSOqjx6Jn6zERhmj1pnn
https://www.youtube.com/c/marketingmediamoney
https://www.iheart.com/podcast/269-marketing-media-money-59423126/
https://podcasts.google.com/feed/aHR0cHM6Ly9mZWVkLnBpcHBhLmlvL3B1YmxpYy9zaG93cy81ZGFiYmU3YTVlM2Q0MDhhNmIwNGM2Mjc=
https://www.stitcher.com/show/marketing-media-money
https://podcasts.apple.com/us/podcast/marketing-media-money/id1486122729
https://docs.google.com/forms/d/e/1FAIpQLSd0SANVoJsa8pspyzde9mYSJCvDI9Tk5cpRkFQ2j1TwikSxdQ/viewform
https://docs.google.com/forms/d/e/1FAIpQLSd0SANVoJsa8pspyzde9mYSJCvDI9Tk5cpRkFQ2j1TwikSxdQ/viewform
https://docs.google.com/forms/d/e/1FAIpQLSd0SANVoJsa8pspyzde9mYSJCvDI9Tk5cpRkFQ2j1TwikSxdQ/viewform
https://docs.google.com/forms/d/e/1FAIpQLSd0SANVoJsa8pspyzde9mYSJCvDI9Tk5cpRkFQ2j1TwikSxdQ/viewform
https://docs.google.com/forms/d/e/1FAIpQLSd0SANVoJsa8pspyzde9mYSJCvDI9Tk5cpRkFQ2j1TwikSxdQ/viewform
https://docs.google.com/forms/d/e/1FAIpQLSd0SANVoJsa8pspyzde9mYSJCvDI9Tk5cpRkFQ2j1TwikSxdQ/viewform
https://docs.google.com/forms/d/e/1FAIpQLSd0SANVoJsa8pspyzde9mYSJCvDI9Tk5cpRkFQ2j1TwikSxdQ/viewform
https://docs.google.com/forms/d/e/1FAIpQLSd0SANVoJsa8pspyzde9mYSJCvDI9Tk5cpRkFQ2j1TwikSxdQ/viewform
https://docs.google.com/forms/d/e/1FAIpQLSd0SANVoJsa8pspyzde9mYSJCvDI9Tk5cpRkFQ2j1TwikSxdQ/viewform
https://docs.google.com/forms/d/e/1FAIpQLSd0SANVoJsa8pspyzde9mYSJCvDI9Tk5cpRkFQ2j1TwikSxdQ/viewform
https://docs.google.com/forms/d/e/1FAIpQLSd0SANVoJsa8pspyzde9mYSJCvDI9Tk5cpRkFQ2j1TwikSxdQ/viewform
https://docs.google.com/forms/d/e/1FAIpQLSd0SANVoJsa8pspyzde9mYSJCvDI9Tk5cpRkFQ2j1TwikSxdQ/viewform
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One of the reasons people produce podcasts is to create new content to share online, and 
even more specifically, to place on their websites. However, when not done correctly, 
podcasting won?t really help a website?s SEO.

Can Google Underst and What  Your  Podcast  Is About ?
While Google more often crawls those websites that have new content being published 
consistently, that doesn?t mean they?re showing all the pages in search results. For content 
to be shown in results, it must meet specific requirements. I can?t go over all these today, 
but we are going to discuss the most important one ? EAT, or expertise, authoritativeness 
and trustworthiness.  (Crawl ? The Googlebot crawls a website to identify changes and newly 
published content for indexing in search results.)

When you publish a podcast on your website, you probably include traditional show notes. 
These show notes are usually short and to-the-point, and that?s perfect for iTunes and the 
other podcasting services. Notes present things like the interviewee?s bio, important links 
discussed on the podcast, plus time marks that show when different topics are discussed. 

As you know, podcasting is all the rage. It?s very popular for those wanting to build amazing 
brands, sell products, showcase oneself as an expert in a specific niche and more. The list of 
reasons why someone would want to host a podcast goes on and on.

While this information is helpful for listeners (and that?s good), when it comes to getting the 
content placed in organic search results for keyword searches, it is not helpful. You may 
have the best podcast out there, have high expertise, or share the most relevant 
information about a certain topic, but if Google?s algorithms don?t know this, then Google 
cannot help your website show up in organic search results. Simply put ? Google must be 
able to understand the information covered in the podcast. There are several ways to 
accomplish this.

Three Ways t o Help Im prove t he SEO Value of  Your  Podcast
1. Transcr ibe t he Podcast .  Transcribing the podcast then including the transcription with 
the podcast on your website will help Google understand the context of the audio recording 
in-depth. Doing this means they will actually have content to potentially index.  (Index is 
when a page has the potential to be shown in search results for a specific search query.  If Google 
doesn't index a page, it cannot be shown.)

Is Your  Podcast  Helping Your  SEO Footprint?

by Lissa Duty 



2. Paraphrase t he Podcast .  A paraphrase is quite similar to a transcription, except you?ll 
add in other information that isn?t discussed in the podcast. An easy way to accomplish 
this would be to get the podcast transcribed, and then adjust it from there.

3. Wr it e a Cor responding Blog Post . Another option requires more effort ? this is to 
write a completely separate piece of content that ties into the subject of the podcast, and 
publish it along with the podcast. Since the goal of podcasting is to get your audience to 
listen to the podcast, this method is probably not the best option.

Com bining Podcast ing & Blogging t o Im prove SEO. There it is! I boldly said ?blogging? ? 
that ugly word most business owners just don?t want to hear. Did you realize that when 
you put your podcast (along with your show notes) on your website, most times you?re 
putting them up as a blog post? Therefore my friends, you are blogging.

You are simply publishing a blog post that doesn?t follow the traditional format. Writing a 
blog post is content, podcasting is content, video blogging is content ? all just different 
mediums that serve the same purpose.

When you put an image on your website and add alt text so Google can understand what 
the image is about, use that same attitude for podcasts. When you publish an audio 
podcast or video podcast on your website, you?ve got to help Google understand what it?s 
about.



So How Do You SEO a Podcast ?  Glad you asked! You include the most important SEO 
elements, just as you would for any page on your website.

1. Page Tit le & Met a Descr ipt ion.  Be sure to include keywords within the page title. 
Google uses the keywords within the page title to help determine a page?s placement in 
search results.

While Google doesn?t use meta descriptions to determine placement in search, they do 
impact click-through rate and that impacts SEO, so include one of those too. Keep the 
meta description under 155 characters (including spaces).

2. Headings (H1, H2, H3, et c.)  Be sure to include the keyword focus for the podcast 
within the headings. We recommend you don?t make a phrase into a heading without 
including keywords within it. Also, for SEO purposes, keyword phrases are better than 
single-word phrases ? you?ll want to consider that when coming up with the page title 
and all the headings.

3. Suppor t ing Cont ent .  The supporting content would be the transcription, 
paraphrased content, or the corresponding blog post that you publish on your website 
with the podcast. It?s important within these elements that you include keyword phrases 
also. 

Google recommends that you publish content with a minimum of 300 words on the 
page. However, the best practice is to use at least 500 words. So for any method, make 
sure to publish at least 300 words with each podcast you publish on your website.

If you need 
more 

explanation on 
how to SEO a 
page, here?s a 

post I published 
on writing 

service pages 
that will help 

you.

https://www.rocksdigital.com/how-write-seo-optimized-website-service-pages/
https://www.rocksdigital.com/how-write-seo-optimized-website-service-pages/
https://www.rocksdigital.com/how-write-seo-optimized-website-service-pages/
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MC stands for main content ? this is the content you publish on the page along with the 
podcast audio embed. And YMYL means ?your money, your life,? as this is content that 
impacts someone?s life. The big topics that Google looks at closely in the YMYL area are 
medical and finance. However, YMYL content is any type of content that influences 
someone?s beliefs, spending, health, etc. So basically, YMYL applies to anything you 
publish ? unless it?s for fun ? and that means EAT applies.

Expertise is how well the content is written; authority is the credibility of the author; and 
like authority, trust covers whether the content (the MC) includes key components that 
display trust. Including author bios, stats, quoting credible sources and linking to them 
are ways to add EAT to a piece of content.

At my digital marketing agency, we use EAT to help our clients? Google Business Profiles 
place higher in the local pack. We use EAT on the websites we build to place higher in 
organic search. You can use EAT to help your podcasts place more often in search, too. 

Well, that?s it for today? . Now go out and SEO your podcast, so you can get more traffic 
to your website!

Applying EAT t o Your  Websit e t o Im prove SEO. Yes, I mentioned EAT above, but we 
didn?t dig into it. EAT which stands for expertise, authoritativeness and trustworthiness ? 
it?s what Google?s Search Quality Raters use to evaluate content. These guidelines are 
quite lengthy, but when you have time you may want to read about the section on EAT. 

Google says: ?We will consider the MC of the page to be very high or highest quality when it is 
created with a high degree of time and effort, and in particular, expertise, talent, and 
skill? this may provide evidence for the E-A-T of the page. Very high-quality MC may be created 
by experts, hobbyists, or even people with everyday expertise. Our standards depend on the 
purpose of the page and the type of content. For YMYL topics, there is a high standard for 
accuracy and well-established medical/scientific/historical consensus where such consensus 
exists.?
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http://www.rocksdigital.com
https://support.google.com/websearch/answer/9281931
https://support.google.com/websearch/answer/9281931
https://support.google.com/websearch/answer/9281931
https://support.google.com/websearch/answer/9281931


Meg Schmitz is a 
franchise consultant  with 
over 30 years experience 
helping people who want  
to own their own 
business, guiding them 
towards the franchise 
business models that  are 
a perfect  fit  for them. 
Meg works with 
corporate refugees, 
execut ives, ent repreneurs 
and investors who want  
to go into business for 
themselves, but  not  by 
themselves.

http://www.marketingmediamoney.com

	2nd Q. 2022
	Cover
	Sidebar and 2 Column 1
	Sidebar and 2 Column 1
	3 Column
	3 Column
	Photo Background 2
	Photo Background 2
	Page 8
	Page 9
	Page 10
	Page 11
	Page 12
	Page 13
	Page 14
	Page 15
	Page 16
	Page 17
	Page 18
	Page 19
	Page 20
	Page 21
	Page 22
	Page 23
	Page 24
	Page 25
	Page 26
	Page 27
	Page 28
	Page 29
	Page 30
	Page 31
	Page 32
	Page 33
	Page 34
	Page 35
	Page 36
	Page 37
	Page 38
	Page 39
	Page 40
	Page 41
	Page 42
	Page 43
	Page 44
	Page 45
	Page 46
	Page 47
	Page 48
	Page 49
	Page 50
	Page 51
	Page 52


