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Bold Business Moves: Achieve Next Level Business Success! 
 

Unsure if you are getting the most out of your business?  

Unclear as to whether your business is going in the right direction?  

Feeling like you could use a business plan revamp?  

 

Then get ready to make some Bold Business Moves! 

 

The following is a collection of articles to help you build your business. 
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How Do You Define Business Success? 

 

Recently, I was coaching a business client, and we were 

having a conversation about business success. I asked 

her to share with me her definition of business success. 

After a pregnant pause, she admitted that she didn’t 

really know her definition of business success. Therein 

lies her problem -- and maybe yours as well. No matter 

what stage your business is in, it is important to define 

success for yourself. 

 

Not knowing your definition of business success is like driving 

at night without your headlights on! You and your business 

may reach your destination, but it makes it a whole lot harder 

to navigate, find your way, and get there with the least amount 

of bumps and bruises. You also may arrive in an entirely 

different place than the one you wanted to reach. Therefore, 

think of knowing your definition of success as having your 

high beams on at all times. It helps guide you in the right direction, and assures that you 

will get there safely, quickly, and in the most direct way possible.  

 

The new year is a perfect time to reflect on your definition of success for your business.  

As you take the time to reflect and ponder what new experiences you want to create for 

your business this year, ask yourself some key questions: 

 

 How do you define success?   

 What is it that is propelling you forward in your business?   

 What drives you?   

 What rewards have you set up for yourself along the way as 

you meet business milestones?   

 What is the mission of your business? 

 

Far too often, business owners get caught up in someone else’s 

definition of success. The problem with that is you can waste an 

awful lot of time being confused, feeling overwhelmed and hesitant 

about your next step or path. You also may lose faith in building a business that serves 

you and your unique goals.  

 

All of the above questions are vital and should be given considerable thought. But the 

most important one by far is, What is the mission of your business?  By mission, I don’t 

“Vision, Passion, Discipline, Risk: In 

a life filled with success, these 

virtues are at once inseparable and 

inescapable making one 

unstoppable.”      ~ Anonymous 
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mean the Mission Statement that you post on your website for clients and all of the 

world to see. I mean the internal one that is the driving force behind your business. 

 

For example, my mission is to marry my passions with my profits. In my opinion (and 

experience), the greatest businesses are created out of passion and knowledge packaged 

together in a way that others see it as a value. Therefore, I’ve made a conscious choice to 

step into a bigger purpose to help people around the country and world through my 

organizing, coaching, speaking and writing. Success to me means taking my business to 

the next level to reach a wider audience, establish a strong online presence, and to do it 

without any full time employees. 

 

You can make your business be whatever you want it to be. 

But first, you have to know what it is you want, how you 

define success, and what steps you need to take to achieve 

that success. I challenge you to create a definition of success 

that truly works for you. And when you do, be sure to share it 

with someone that will hold you to it, and serve as a powerful 

accountability partner. You can email me if you’d like at 

Lisa@LMOrganizingSolutions.com.  I’d love to see what you 

come up with. 

 



6 | Page  ©2013 |  Lisa Montanaro Global Enterprises, LLC   |   www.LisaMontanaro.com   |   530.564.4181 

 

Don’t Fall Into the Trap of the Shoemaker’s Shoes: Benefit From Your Own 

Expertise! 

 

How many of us have heard the old familiar phrase, 

“The shoemaker’s children always go without 

shoes?” This phrase has become synonymous with 

almost anyone neglecting his or her own business. 

We are all guilty of it now and again. We get so busy 

working in the business that we forget to ‘mind the shop’ in meaningful ways. 

Unfortunately, in the process, we wind up losing one of the best experts we have on staff 

– ourselves! So, take a step back, and hire someone with superb expertise – you. 

 

Let’s say, for example, you are a financial planner, 

but your finances have become a mess. Or perhaps 

you are a professional organizer, but your office is in 

complete disarray and you can’t find anything. What 

type of image does this project to your clients, and 

the world at large (assuming anyone knows about 

it!)? Not a very good one. But more importantly, you 

suffer because of it. You spend all of your best time 

and energy on your clients, and don’t take your own advice. This is not a great model for 

running a successful business. You should ‘walk the walk’ and ‘talk the talk’ when it 

comes to the business advice you dispense to others. You should be a role model for your 

clients and other like-minded entrepreneurs. 

 

In the book, Crazy Sexy Cancer Survivor (fabulous book that is really about life, not 

only cancer), author Kris Carr writes about how a good model for healthy living has been 

established by the Federal Aviation Administration (FAA): wear your seat belt, don’t 

smoke in the bathroom, and if the plane goes down – put YOUR oxygen mask on first! 

Great advice in general, but also for an entrepreneur running a business. If you aren’t 

taking care of business inwardly, you can’t expect to succeed and exude a positive, 

productive image to the world. 

 

So, how do you avoid the shoemaker’s shoes trap? Start treating yourself like a 

prized client! You must start doing the inward focused work that you often neglect to do 

in order to move forward in your business. 

 

 Audit your business based on your particular area of expertise. All of 

you have a unique area of brilliance that you excel in. Don’t give it all away to 

others! Save some for yourself. Audit your business based on your area of 

“Action is the foundational key to all 

success.”   ~ Pablo Picasso  
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expertise and figure out what is lacking, what needs improvement, etc. Couldn’t 

you benefit from hiring you? Most likely, yes! 

 

 Set aside the time for a private boot camp or 

corporate retreat.  

You probably advise your clients to take time for their 

businesses, but when is the last time you booked 

uninterrupted time for your business? Every year, I 

book a boot camp or “corporate retreat” for my 

business. I write an action plan of what I want to focus 

on, and then I go to town and get it done. It is a great 

way to pump out projects that have been lingering, 

brainstorm what the direction of my business will be in 

coming months and years, and develop a future action 

plan. It is a time to both be productive and plan ahead. 

 

 Put your business through any checklists, systems, or processes that 

you put your clients through.  

You all have them: those great systems, approaches, and processes that you 

develop and share with your clients. Now, take some time to put your own 

business through the same systems. Not only will your business benefit, but also 

you will understand the systems more, see if there are any holes that need to be 

plugged, and any ways the systems can be improved upon. Therefore, you benefit, 

but so do your future clients. 

 

 Continue to hire yourself as needed.  

Once you’ve done the inward work necessary to keep your business running in 

tip-top shape, don’t neglect it again. If you start to see the shoemaker’s shoes trap 

rear it’s ugly head in the future, hire yourself to keep it at bay! 
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Don’t Go It Alone: It Takes a Village to Run a Successful Business 

 

Meet Your Board of Advisors 

Imagine a group of people that are available to 

bounce business ideas off of, to help you make 

pivotal business decisions, and to serve as a 

sounding board.  Major corporations have a Board 

of Directors.  Non-profits have a Board of Trustees.  Why can’t the solopreneur or small 

business owner too?  You can!  How?  By developing a Board of Advisors for your 

business.  You’ve heard of Mastermind groups, through which like-minded peers share 

ideas and support each other’s business endeavors?  A Board of Advisors is similar, but 

usually consists of individuals from outside your industry, even clients. 

 

Striking the Right Balance 

I am a Productivity Consultant, Success Coach, Business Strategist, Speaker and Author. 

I’ve been in business for nine years, am structured as a Limited Liability Company, and 

consider myself a solopreneur, in that I have no employees working for me.  My Board 

of Advisors consists of an individual with a marketing background, an individual with a 

publishing background, two other successful professional organizers with a very 

different business model and focus than mine, two long-time clients, and my very 

supportive, objective husband.  A good number to strive for is 5-8 members.  Be careful 

not to include anyone on your Board of Advisors that pushes your buttons, saps your 

energy, or is competitive.  In addition, try not to surround yourself only with “yes” men 

and women who nod approvingly at everything you do, and never challenge you or hold 

you accountable.  You want members that challenge you to stretch your entrepreneurial 

muscles. 

Do not confuse your Board of Advisors with your official team of advisors.  Your team of 

advisors is usually made up of people that you retain to assist you with certain aspects of 

your business operations, such as a lawyer, accountant, graphic designer, webmaster, 

etc.  These are paid professionals that you hire to provide services to your company, as 

opposed to an individual that is voluntarily providing assistance to you and your 

business.  Yet another category of people that may provide assistance to your business 

are what I call power partners.  These are vendors that you refer your clients to, or that 

you partner with on a project basis.  Again, these partners are extremely valuable to a 

small business, but do not serve as a Board of Advisors. 

 

 

 

“Alone, we can do so little; together, 
we can do so much.” 

 ~ Helen Keller 

http://decidetobeorganized.com/2009/09/don%e2%80%99t-go-it-alone-it-takes-a-village-to-run-a-successful-business/


9 | Page  ©2013 |  Lisa Montanaro Global Enterprises, LLC   |   www.LisaMontanaro.com   |   530.564.4181 

 

What Does a Board of Advisors Do? 

What can your Board of Advisors help you with?  Everything 

and anything.  A Board of Advisors can push you when you 

need a nudge, lift you up when you lose focus or faith, and 

help to keep you on track.  Mine assisted me with the re-

branding of my company last year, including the design of a 

new logo, business card, brochure, and website.  Yes, I used 

a graphic designer and web designer to actually create the 

promotional materials, but it was my Board of Advisors that 

helped me to capture the overall vision and message I 

wanted to achieve.  A Board of Advisors can act as a sounding board for the future 

launch of programs.  When I was developing my signature approach to organizing, 

DECIDE™, my Board of Advisors provided invaluable feedback.    

You can also use your Board for market research.  These days, we have a plethora of 

resources available online, including social media sites, such as Twitter and Facebook, 

survey tools such as Survey Monkey, as well as forums provided by professional 

associations (for example, as a member of the National Association of Professional 

Organizers, I have access to the NAPO Chat, which is an invaluable resource).  All of 

these are fantastic resources, and serve a relevant purpose to a small business.  But, 

there is something magical about a consistent group of people that can go deep with you, 

gets to know your business intimately, and is vested in some way in your success.      

 

What Are The Rules That Govern a Board of Advisors? 

When I recommend to a small business client that he or she create a Board of Advisors, 

invariably the client will ask me what the rules are that govern this type of 

relationship.  It is entirely up to you and your Board of Advisors.  Communication is key, 

so think about how you will communicate with your Board members.  Do you hold in-

person Board meetings, or communicate virtually? Should you develop a special online 

membership forum or website to communicate?  I communicate with members of my 

Board of Advisors in numerous ways — by email, telephone and in person, as some are 

local.  I have never convened a full Board meeting, although that may be in my future 

plans. 

What are the benefits to your Board members?  Some just want to be a part of a 

growing, successful business.  Others may want tangible benefits, such as the ability to 

take your workshops for free, or buy products at a discount.  Ask what they want in 

return.  Find a way to acknowledge or reward the members of your Board of Advisors to 

let them know they are an asset to your business.  
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On the flip side, if you are asked to serve on a Board of Advisors, take the request 

seriously.  I recently had to turn down an invitation because I knew I could not actively 

participate at that time.  I appreciated the offer and confidence in my feedback, but 

passed it onto someone else that was a better match.  

Take your time putting together a great complementary Board of Advisors and 

experience the positive affect it will have on your business.  Now, go forth and create 

your village! 
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Time is on Your Side: 10 Ways to Reinvest in Your Business During a Slow 

Economy 

 

When the economy is slow, many business owners 

tend to pull back. Some even throw in the towel. 

But what if you change your mindset, and look at 

this recession as an opportunity to “reinvest” in 

your business? If you have funds set aside for slow 

periods, good for you. If not, then all you have on 

your side now is time. If business really is slow, 

chances are you aren’t working as much. This may be the perfect time to do some of the 

business-building activities that you never have the time to do when you are too busy 

working in the business. This may also be a golden opportunity for professional 

development, reflection, and brainstorming. 

If time is on your side, here are some ways to reinvest in your business during the 

downturn in the economy. They will stimulate and rejuvenate your business. When the 

economy picks up again, and you get hit with a ton of new business, you will be in a 

better place than before. 

• Incorporate Your Business 

If you have toyed with the idea of incorporating or becoming an LLC, now is a 

great time to do so. You will be able to research which business entity makes the 

most sense, work with a business coach or attorney, and file the necessary 

paperwork. Come boom time, you will have all of your ducks in order. 

• Hire an Overqualified Employee or Try Out an Independent 

Contractor 

If you have been grappling with the idea of 

hiring an employee or independent contractor 

for a while, now is an ideal time. Due to the 

many layoffs, there is a large pool of qualified 

professionals just waiting for a career 

opportunity to come their way. Take the time to 

interview properly and try someone out before 

you get so busy again that it becomes a distant 

and fleeting thought. 

• Familiarize Yourself with Tax Deductions 

Perhaps you never took the time to really learn which tax deductions can be 

taken. Even if you have an accountant, a basic understanding of what deductions 

you can take will help you track expenses better throughout the year. Take the 

“Success seems to be largely a 

matter of hanging on after others 

have let go.” 

 ~ William Feather 

http://decidetobeorganized.com/2009/10/time-is-on-your-side-10-ways-to-reinvest-in-your-business-during-a-slow-economy/
http://decidetobeorganized.com/2009/10/time-is-on-your-side-10-ways-to-reinvest-in-your-business-during-a-slow-economy/
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time to learn how to maximize business deductions and keep more money in your 

pocket when business starts booming again. 

• Get Testimonials from Clients 

We all know how powerful testimonials can be, but when many business owners 

get busy, they forget to ask. Do it now, while you have the time. Then put those 

testimonials to good use on your website and in business marketing materials. 

• Get Out and Network 

When business owners are crazy busy with work, they often do not make the time 

to network and feed the funnel. This is a great time to attend live networking 

events with chambers of commerce, business networking groups, and the like. Be 

visible, so when the money starts flowing again, your business will be top of 

mind. 

• Develop a New Product, Program, or Service 

If you have been itching to add on a new product, program, or service, develop 

and test it now. When business picks up again, your new offering will be in place 

and ready to go. 

• Sharpen Your Skills 

We all know how important professional 

development is to success, but many 

entrepreneurs short change their professional 

development when business is booming. If time 

is abundant, attend a conference, or take a 

teleclass or webinar. There is a plethora of 

offerings available in every price range 

nowadays. This may be the time to get certified in your area of expertise, take 

continuing education courses, or just explore some educational options that 

would be beneficial to you and your business. 

• Audit Your Business 

Do you have adequate insurance in place? Is your client contract in need of some 

revamping? Are there any policies or procedures that need tweaking? This is a 

great time to examine your business to see if there are any areas that need 

improving and get to work on them. 

• Update Your Marketing Materials 

Have you been eager to create a new logo, redesign your website, or get new 

professional photographs taken? The time for this could not be better. Due to the 

recession, there are deals to be had. Approach professionals that can assist you 

with these projects. You may be pleasantly surprised at the rates you can secure. 
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• Keep Advertising 

The first thing most business owners do 

when the economy takes a nosedive is to 

stop advertising. Don’t jump on the 

bandwagon. Why? Because if all the other 

business owners are pulling ads, you will be 

the last one standing. If a prospect is looking 

for what you have to offer, they will find you. 

There will be less competition and clutter for 

a prospect to sift through. If you have 

refrained from advertising in the past due to the expense, check again. You may 

very well be able to afford it now.   
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Is It Time to “Remodel” Your Business? 

 

I’m hearing a lot these days about business 

reinvention. And it certainly seems like a great 

idea. But I think that a complete business overhaul 

is not only unjustified much of the time, but can be 

a risky move. 

 

So instead, I’d like to propose the idea of a business 

“remodel”, which is more along the lines of a home 

remodel. When you remodel your home, you generally keep 

the existing structure and foundation. The changes are 

distinct for sure, but do not involve knocking down your 

entire home. Rather, the remodel may involve adding an 

addition, repainting a room, finishing a basement, etc.  

 

Likewise, you can remodel your business in distinct and 

powerful ways that cause a huge shift in your delivery of services, income stream, target 

market, or visibility as an expert. But a business remodel needs to be justified, strategic, 

and executed in such a way that the remodel doesn’t cause too much turmoil in your 

business. When you remodel a home, for example, it needs to be done in a way that 

causes the least disruption to your living environment. Yes, you are willing to suffer 

some inconvenience in the short run knowing you will wind up with a beautiful newly 

remodeled home. But you wouldn’t plan a remodel that forces you to live in absolute 

chaos unless you can move out during the construction and find another place to live. 

Easier said than done!  

 

With your business, you can’t necessarily find a new business “home” while conducting 

a business remodel because you still need cash flow. Sure, there are exceptions for those 

business owners that saved a ton of money to fund a remodel, but even in that case, it 

would mean dropping out of the business for a temporary period, which is not going to 

leave you top of mind with your target market. 

 

So what is the best way to approach a business remodel and what might it include? Here 

are some tips and guidance. 

 

• Take Stock  

Approach your business remodel in a strategic manner by taking stock of where you 

are in your business at present, and where you’d like the business to be in the future. 

Assess what you love about your business, what is working, and what brings you and 

your clients success and results. Also, pay serious attention to what is no longer 

"Wherever you find your behind, 

your mind put it there." 

 ~ Iyanla Vanzant 
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working, what you have outgrown, and what your clients don’t seem to need or want 

anymore. Only when you have done this business assessment will you be in the right 

frame of mind to determine what shape your business remodel will take. 

 

• Blueprint the Remodel  

Just like you would with a home remodel, you need to 

draft a blueprint for your business remodel. Add what the 

remodel will include, how long you expect it take, what 

players need to be involved, how much money you need to 

finance the remodel, etc. Consider getting assistance from 

a trusted advisor during this stage. Approach the blueprint 

like you would a business plan so that it can serve as the 

framework for the remodel during the weeks/months/years of the remodel. 

 

• Add On  

One way to remodel your business that is safe and smart is to actually add onto it. This 

can be in the form of an additional income stream like a new service offering, product, 

or program. It can also be achieved by partnering with another business owner to 

engage in a joint venture together. It can take the form of offering or joining an 

affiliate program. The list is as long as your imagination, and what is the best fit for 

your business. 

 

• Take Away  

A business remodel can also include taking something away from your business that 

you know is not working, is draining your energy or your bank account, is not a big 

seller, or you just plain don’t love offering anymore. In business, we often keep saying 

yes and piling up things. But a smart business remodel can be about saying no and 

streamlining or micro-focusing on what truly works, and brings you and your clients 

great results. 

 

• Thing Big, but Start Small  

Once you get the idea of a business remodel in your head, it is hard not to get excited 

and maybe a little carried away. It is great to be excited and have passion around your 

business remodel. In fact, go ahead and think big! But then come back down to reality, 

and start small. Take the remodel one step at a time. Don’t bite off more than you can 

chew or your remodel will crash and burn. 

 

• Mind Your Existing Business  

Another common problem with a business remodel is that while you are in the process 

of remodeling, you neglect your overall business. Make sure that you are still “minding 

the store” while remodeling. It is easy to get caught up in the remodel, as it is very 
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exciting and usually evidence of where your future lies. But unless you have unlimited 

funds and a celebrity status, your clients most likely still want to buy from the business 

you have now. If you absolutely want to be free of the business you have now, then 

realize that you are not just remodeling, you are reinventing your business! And that is 

a horse of a different color. If that is what is truly happening, then you will be 

following a different path. You may need to close shop altogether, sell your business, 

completely revamp or rebrand it, or get employees or independent contractors to run 

it for you. 

 

• Roll Out Your Remodel  

At some point, your remodel will either be complete, 

or at least far enough along, that you want to 

officially roll it out and shout it from the rooftops. 

But consider that you may want to go public with 

your remodel even sooner than that. Getting people 

involved in your remodel can be a great strategic 

decision. In fact, you can engage your clients in the 

remodel by asking them to assist in some way. For 

example, let’s say the remodel is to add a service offering. You can survey your clients 

(and warm prospects) well in advance to see what service offering is missing from your 

business that they desperately want and need. There are many other ways to get others 

involved in your remodel, but make sure you do so wisely so you don’t scare your 

clients into mistakenly thinking that you may be jumping ship or abandoning them. 

 

• Enjoy the Remodel Results 

If you approach your remodel wisely and execute it strategically, you will be able to 

enjoy the results -- and so will your clients! 
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Blueprint Your Business by Creating an Operations Manual 

 

Can Your Business Run Without You?  

What would happen to your business if you 

became ill for an extended period of 

time?  Could someone else man the shop for 

you easily?  Would you be more relaxed on 

vacation (or at the very least, take a vacation!) if 

you knew that the business could be better 

taken care of while you are away?  Have you 

ever thought about hiring an employee or assistant, but are overwhelmed with the 

thought of training someone in all of your business systems and processes?  Are you 

holding onto too many tasks that you know you could be delegating, but don’t have the 

infrastructure in place to effectively delegate without taking up too much of your 

precious time as the business owner?  If you answered yes to any of the above questions, 

you are in need of a business blueprint!  It’s time to create an Operations Manual. 

  

What is an Operations Manual and Why Do I Need 

One For My Business? 

Before you started your business and in the early stages, you 

probably did a lot of planning.  Most likely, you were told to 

draft a business plan, and you may have even done 

so.  Unfortunately, most small business owners rarely look 

at their business plan after creating it, thereby rendering it 

meaningless on a daily basis.  A business plan is a static 

document, as opposed to a living and breathing one that 

serves as a guide to your business systems and 

processes.  Developing systems and taking the extra step to 

document them is vital to a business running smoothly and 

automatically.  Unfortunately, most businesses are lacking in this area.  Business owners 

get caught up in the daily activities of running the business, and do not take the time to 

document or blueprint the systems in place.  In the E-Myth Revisited, author Michael 

Gerber sets forth the idea that all businesses need to be “franchised” in the sense that 

they can run automatically, deliver a consistent experience to customers, and can be 

maintained, at least to some extent, without the owner’s hands-on involvement.  While 

you may not literally be franchising your business, Gerber’s concept broadly translates 

into developing an Operations Manual for your business. 

  

 

“Ask whether you can do something and 
your mind produces a list of pros and 
cons. Ask how you can do something and 
your mind comes up with all the ways to 
do it. Which is going to move you 
forward?”    ~ John Williams 

 

http://decidetobeorganized.com/2009/09/blueprint-your-business-by-creating-an-operations-manual/
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What Are the Advantages of an Operations Manual? 

An Operations Manual makes it easier to delegate and run your business.  However, 

even if you have no employees, independent contractors, or assistants of any kind, the 

importance of an Operations Manual should not be overlooked.  It provides structure 

and clarity by helping you examine the big picture and how each part fits into the 

whole.  It is also a handy tool for reminding yourself of your business systems when 

things get busy and you are overwhelmed.  The manual serves as a central location for 

vital business information, making it easier for you to find what you need in one fell 

swoop.  In a nutshell, an Operations Manual helps promote a consistent experience for 

your clients, and helps you avoid reinventing the wheel.  

  

What Format Should an Operations Manual Be 

Stored In? 

  

An Operations Manual can be hand written if that is your 

absolute preference, but I would not recommend it.  As 

this document is so vitally important to your business, you 

should maintain it in electronic format.  It is easier to 

revise, send as an attachment when necessary, and be 

backed up to avoid loss of data.  Some clients prefer to create their Operations Manual 

using a 3-ring binder approach.  While this may be tempting, if that binder is destroyed 

or lost, there goes all of your hard work in creating an Operations Manual.  Do yourself a 

favor and store the manual on a computer (and back it up!) or online at a secure site. 

  

 

What Should an Operations Manual Include? 

  

An Operations Manual is the manual of all manuals.  It can be 

as comprehensive as you want and need it to be.  It should serve 

as a blueprint of your business for you, your employees, 

assistants (virtual or on-site), and anyone else that is on a need-

to-know basis.  The Operations Manual essentially covers 

everything that goes on behind-the-scenes of your 

business.  Here are some examples of what an Operations 

Manual may include, but as you develop one for your business, 

you will undoubtedly think of many more items to include.  

• Passwords to all of your online and offline business accounts 

(be sure to give some thought to maintaining proper security measures); 

• List of frequently used business supplies with purchasing/ordering information; 

• List of business documents; 
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• Prospects intake process; 

• Client intake process; 

• Sample email templates; 

• List of all team members and their contact information; 

• Procedures for hiring new team members and training them; 

• Preparing for client sessions, proposal pitches, speaking engagements, 

professional association meetings, etc. 

• Client follow-up process. 

Take the time to draft an Operations Manual.  It will be time well spent, and you will 

reap the benefits of it long after you finish the blueprint. 
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What the St. Lucians Can Teach Us About Running a Successful Business 

 

I am always amazed at how travel can improve 

your business and your life. Recently, my 

husband and I visited the beautiful Caribbean 

island of St. Lucia. It was a fantastic vacation by 

all accounts. The island is a marvel of nature with 

soaring peaks, an active volcano, lush rainforests, 

volcanic sand beaches, etc. We stayed at a really special place called Ti Kaye Village 

Resort (www.TiKaye.com) and booked through a wonderful local company named 

Serenity Tours (www.serenitytvl.com). I was able to unplug from my busy life back 

home, and truly enjoy a tropical escape. However, I did not turn my business brain off 

just because I was on vacation. To the contrary, I carefully observed and realized that 

travel in general, and the people of St. Lucia in particular, can teach us a lot about how 

to run successful businesses and live better lives. Here are the lessons learned. 

 

 Great Customer Service Gets Noticed  

We all know how important good customer service is. 

But how many businesses truly excel at customer 

service? At Ti Kaye, the little touches made a big 

impact. The check-in procedure gave us a glimpse of 

how amazing the service is. You arrive and are given a 

complimentary drink (rum punch!), a banana leaf 

necklace is placed around your neck, you sit in the 

open air bar enjoying the view, and the manager comes 

over to introduce herself and tell you about the resort. 

You sign one piece of paper, give a credit card, and then 

are shown to your cottage, where your bags are already 

waiting for you. What got our attention was how personalized it was, and how it 

didn’t feel like a traditional check-in. There’s no lobby. You’re sitting at an open-air 

bar with an amazing view of the Caribbean Sea. Another example of the excellent 

customer service is the complimentary neck and shoulder massages before dinner. 

(Don’t even get me started on the spa!) It was the little things that made a big 

difference, and truly got our attention. From a business standpoint, customer service 

is not only still king, but gets noticed and creates true fans of your business. 

 

 Make Your Clients Feel Special by Personalizing the Service 

Our tour guide from Serenity Tours, John, actually took the time before he met us to 

find out what we do for a living, and then weaved it into the conversation. For 

example, he saw that I do motivational speaking on my website, and commented 

how much he loves Tony Robbins and finds motivational speaking so inspirational. 

"Great works are performed not by 
strength but by perseverance." 
~ Samuel Johnson 

 

http://www.tikaye.com/
http://www.serenitytvl.com/
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He found out that my husband is a veterinarian, and shared that his sister-in-law is 

also a veterinarian. He offered to arrange for us to tour her vet practice on the island. 

That type of personalized approach in going deep with your clients, researching 

them, and really taking the time to find out what makes them unique goes a long 

way. We truly felt special. I have no doubt that Serenity does that for all of its clients, 

as all service-based business owners should do.  

 

 Manners & Friendliness Count 

St. Lucians are friendly, warm, and open people, and this makes visitors feel 

welcome and appreciated. This is something we can all benefit from in life and in our 

business with our clients. Manners and friendliness make a difference! For example, 

they call elder women “Mom” in the British tradition as a sign of respect. We noticed 

it and thought it was a nice touch. We were always greeted with a friendly salutation, 

thanked for our service, and were even treated to some warm, big hugs when saying 

good-bye. Treat your clients with respect, mind your manners, and engage them with 

warmth and affection. 

 

 Challenge Yourself  

There are twin volcanic peaks on the island called The 

Pitons. You can hike Gros Piton, which is 2600 feet 

high. It is a serious physical challenge, but also a 

mental one. It took us 2 hours to reach the summit, 

and then 2 hours to hike back down. It is a difficult 

hike as the trail is very rocky so you have to really 

watch your footing, and it is steep. But, it is worth it! 

The views from the top are incredible! Doing 

something like that when you are traveling, or even in 

everyday life, can remind you of your own strength 

and resilience personally and professionally. Are there 

new business ideas that you are dying to implement but have been holding yourself 

back? Challenge yourself. The rewards may be amazing once you reach the 

“summit.” 

 

 Be Authentic 

We loved hearing about the history of the people that live near Gros Piton in the 

community called Fond Gens Libres (land of the free). The community was originally 

formed of Royalists escaping the guillotine during the French Revolution, and then 

slaves that had escaped or been freed (St. Lucia abolished slavery in 1834.) There are 

only about 100 descendents of those original ancestors living in the community of 

Fond Gens Libre today, and they are fiercely independent. They stand true to their 

beliefs and way of life. Their example serves as a powerful reminder to stand by your 
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beliefs, your views, and be authentic to your true self personally and professionally. 

 

 Give Prospects a Free Taste 

At the resort where we were staying, there is a 

lovely secluded beach called Anse Cochon. And 

there are some local “beach dudes,” which is their 

official term according to the St. Lucians. One is 

known as the Fruit Man. He climbs trees every 

morning and fills up his kayak with coconuts, 

bananas, and a number of other delicious tropical 

fruit. He then kayaks out to the visiting catamarans 

that come to the cove for snorkeling excursions. We 

would watch him and think, “Do people really buy 

from him?” “How does he make a living as there are not that many tourists on this 

secluded beach?” We soon had our answer. While we were swimming one day, he 

kayaks over to us, cracks open a coconut and says, “Taste.” So of course, what do we 

do? We taste. And it is this fresh, delicious coconut water, surrounded by fresh 

coconut meat. We are in heaven. He tells us that he will bring us another one later in 

the week, and if we really love it, then we can pay him for both. We get another one a 

day or two later, and then a third one on our final day, and we pay him for all three. 

That’s when it dawns on me that Fruit Man is an amazing sales person. Why? 

Because he gave us a free irresistible taste of what he sells, and once we experienced 

it, we were hooked! This is a great example of giving your clients a free taste of your 

services and expertise. Whether it is a free monthly e-zine, a preview teleclass, a free 

phone consultation, a free special report or article, a Facebook Fan Page where you 

post tips or provide extra value, etc. Don’t be stingy with your expertise and content, 

as it will come back to you in sales and fans -- at least three-fold if the Fruit Man is 

any lesson. 

 

 Rejuvenate & Refresh  

Unplugging, decompressing, relaxing, and leaving 

the daily grind of your life is a great opportunity to 

rejuvenate and refresh so that you come back ready 

to face your life and work again. So make time for 

travel and vacations. They are an important part of 

staying fresh. Besides, you just may learn some 

fantastic business lessons too! 



23 | Page  ©2013 |  Lisa Montanaro Global Enterprises, LLC   |   www.LisaMontanaro.com   |   530.564.4181 

 

Just Say No! Knowing Your Limits When Taking on Volunteer Leadership 

Roles 

 

As an entrepreneur or any other type of business 

professional, you are probably often asked to take on 

volunteer leadership positions, such as a Board 

member, a committee chair, etc. These roles can be 

incredibly satisfying from a personal and professional 

standpoint. However, it is often difficult to know when 

to say "no" when faced with too many opportunities and too little time with regard to 

volunteer leadership roles.  

Recently, I was asked to take on two separate leadership 

positions for two different organizations that I am a member 

of. While both offers were extremely tempting, I knew right 

away that there was no way that I could say yes to both 

positions, and do both with finesse. Every time we say yes to 

something, we say no to something else. Therefore, I made a 

difficult phone call to the incoming President of one of those 

organizations to explain that although the offer was tempting 

and I appreciate his faith in me, I needed to turn down the 

offer in order to accept the leadership position for the other 

organization.  

  

This made me think about how in all aspects of life, we sometimes have to 'just say no' to 

some offers in order to do the best job that we can with the things we say yes to. I 

realized a long time ago that we can't do it all. Well, not if we want to do the things we 

commit to well. In order to give 100% to every volunteer leadership position that you 

take on, you need to carefully consider what that role involves and whether you are able 

to bring your all to the table. If you can't, the better answer (albeit often the harder one 

to give) is "No." 

  

The following guidelines have helped me to make the 

tough decisions as to what to say yes to and what to say no 

to with regard to taking on volunteer leadership positions 

for business or civic organizations. I hope they assist you, 

as you decide what falls within your 'absolute yes' list and 

what you will 'just say no' to. 

 

“One half of knowing what you 

want is knowing what you must 

give up before you get it.” 

 ~ Sidney Howard 
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Is it a Cause That You Believe in?  

Sometimes you take on a volunteer position not so much for the position itself, or even 

for the tasks you will be doing, but because the organization's work or agenda furthers a 

cause that you so deeply believe in or value. For example, many people serve as board 

members of organizations that specialize in cancer research, homeless shelters, Habitat 

for Humanity, etc. The list goes on depending on the causes that you believe in. 

Does it Improve Your Business or Further Your Industry? 

When I first joined my local and county chambers of commerce, I was the first and only 

professional organizer to be a member. Not only did this bring an amazing amount of 

exposure to my business and what I did, it also helped further the professional 

organizing industry as a whole.  

Will it Enhance Your Reputation? 

Think about whether it will enhance your reputation in terms of aligning yourself with 

this group. Also, what if you take on the position and do not do a good job? Think about 

whether you can give 100% and shine in the position. If you can't, then it may have a 

negative effect on your personal and professional reputation. 

Been There, Done That 

Will it be a repeat performance? For example, the offer I just turned down would have 

been my second term in the same exact position. I've watched this organization grow 

and expand, and feel it is in a good place right now, and that my time has already been 

well served. It is time to move onto leadership positions within other organizations and 

take on new and exciting projects to bring in fresh ideas and energy. The organization I 

am saying yes to is one I have been involved with for several years, but I have never held 

a leadership position within it, so this is a new experience and one I look forward to. 

 Can You Afford the Financial Commitment? 

Most organizations expect their board members and other leadership volunteers to give 

freely of their time and expertise. But some organizations take that a step further and 

also expect their members to give a certain amount of financial commitment. One 

example is Rotary International, where the members give financial support and choose 

worthy causes within the community to be the recipients of those funds. Be sure to ask 

what level of financial commitment is expected, and ask yourself whether you can 

realistically meet it before saying yes. 

  

When in Doubt, Follow Your Gut 

Regardless of the above criteria, you will probably know if 

you should 'just say no' based on your gut reaction to the 

request to serve. If you are asked to serve in a volunteer 

capacity or leadership role for an organization, and you 
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cringe at the idea, with no trace of excitement, follow your intuition and say no! Yes, a 

certain level of fear or anxiety may be normal when asked to serve as a volunteer in a 

leadership capacity for an organization. You may be nervous about being in the 

spotlight, meeting new people, how to juggle this new role with all of your other 

responsibilities, etc. But, often times, people say yes purely out of obligation when the 

'real' answer is quite obviously staring them in the face based on their gut reaction. If 

your gut screams no, follow it! 
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Coopetition: A Fantastic Way to Boost Your Business 

 

By now, you have probably heard the term 

“Coopetition.” Coopetition is a contraction of the 

words cooperation and competition, meaning 

essentially cooperative competition. In the 

business world, coopetition means collaborating or 

partnering with your competitors in an innovative 

way so that both parties benefit. The most successful entrepreneurs realize early on that 

the old military adage, “To know your enemy, you must become your enemy … Keep 

your friends close and your enemies even closer” applies just as well to the business 

world. Of course, we all know that your competitors are not truly your enemies (at least 

I hope they aren’t!), but the idea of keeping them close is the point. A creative 

collaboration with your biggest competitor in the same industry may be the best 

opportunity for boosting your business. 

 

 Many of you are already familiar with the idea of 

collaborating with your competitors through membership in 

an industry specific professional association. For example, I 

am a member of the National Association of Professional 

Organizers (NAPO), the premiere association for my industry. 

I attend the annual conference every year as a participant or 

presenter, belong to a local organizers’ neighborhood (an 

informal chapter), frequently engage in discussion on the 

organizers’ email list, and serve as a mentor and business 

coach to new organizers and organizers-to-be. I have 

partnered with other organizers in various ways, as well as 

share referrals back and forth. This coopetition with other organizers has enriched my 

business in ways that are immeasurable. I’ve benefited greatly from these relationships 

and from keeping an open mind in my approach to dealing with my competitors. 

 

It is smart business to capitalize on the positive aspects of a competitive situation. 

However, for coopetition to work effectively, both parties need to clearly define their 

roles, making sure not to overstep boundaries. The goal is to find a way to partner with 

your competitor (read: colleague!) so that both parties can substantially benefit from the 

collaboration. Look around at your competition, and identify competitors that share the 

same zest for business and success that you do. You want to make sure that you align 

yourself with a competitor that you respect and admire, and that exudes the same sense 

of professionalism and level of expertise. 

 

“We must all hang together, or 

assuredly, we shall all hang 

separately.”   ~ Benjamin Franklin 
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What are some ways that you can engage in coopetition that will boost your business? 

Here are some examples of strategic alliances between competitors that are innovative, 

creative, and effective: 

 

 Develop a joint venture project 

together.  

Some of the best business ideas are born out 

of competitors joining together. For 

example, in my industry, organizers are 

collaborating together to offer certification 

prep courses, train new organizers, design 

organizing products, etc. 

 

 Share a booth at an expo, trade show or business showcase.  

Not only will this help each party keep costs down, but as we all know, two minds 

are often better than one. You may come up with great new ideas to market your 

industry and businesses, offer more products, and gain more attention from 

participants and the media. 

 

 Co-present with a competitor.  

Co-presenting is a wonderful tool when done well. I have had the opportunity to 

present with colleagues to offer workshops that I may not have been able to do on 

my own. The participants benefit from hearing two different presenters, which 

helps keep the workshop fresh and interesting. Each presenter only has to do half 

the work, which makes your job easier overall.  

 

 Advertise with a competitor.  

Advertising is expensive. Sharing that expense with a colleague or competitor to 

promote types of service, your industry, or an event you are doing together is a 

great way to maximize advertising costs.   

 

 Refer leads to each other.  

This is probably the most common form of coopetition. But don’t lose sight of 

how powerful it is! What you give out almost always comes back. If you cannot 

service a prospective client, find a colleague or competitor that can. The potential 

client will view you as a true professional and resource-provider, and the 

competitor will be grateful and will usually reciprocate in the future. 

 

 Co-author an article or book together.  

Writing does not come easy to many people. Consider sharing writing 

responsibility by co-authoring an article or book with a competitor. This may be 
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the most effective way to get published in your industry. For example, if you 

teamed up with 9 competitors in your industry and all wrote one chapter, voila, a 

10-chapter book is born! 

 

 Offer a teleclass or webinar together.  

You’ve probably seen this many times where two business experts team up to 

offer a teleclass or webinar together. Many times they are in complementary 

industries, such as an interior designer (or life coach, or wardrobe consultant, 

etc.) and professional organizer, or a financial planner and accountant. Again, 

two minds are better than one, work is shared among the presenters, and the 

participants get to hear from two experts. It’s a win-win situation for all involved. 

 

Think broadly, keep an open mind, and seek out collaborative opportunities to boost 

your business with coopetition. Used wisely, it is a fantastic tool to add to your business. 

 
 



29 | Page  ©2013 |  Lisa Montanaro Global Enterprises, LLC   |   www.LisaMontanaro.com   |   530.564.4181 

 

Grab Your Business Umbrella - It’s Raining Streams of Income! 

  

 I recently had the pleasure of conducting a 

teleclass on creating multiple streams of income 

for a service-based business. The participants were 

made up of several different types of 

entrepreneurs who all had one thing in common – 

the awareness that having multiple streams of 

income is a sound business decision.  

 

Many of my business coaching clients, whether 

professional organizers, redesigners, home stagers, 

coaches, or any other type of entrepreneur, know how 

important it is to have multiple streams of income in their 

business. But knowing that something is a smart business 

move and actually doing it are two different things! I try to 

help my clients move from “knowing” to “doing” by 

assisting them with taking action. So, grab your business 

umbrella because it’s raining streams of income! 

 

Why Create and Offer Multiple Streams of 

Income? 

 

Before you can take action, it is often extremely useful to 

figure out the “why” behind the actions. Creating and offering multiple streams of 

income for a service-based business helps you build a business with less work by taking 

your core business expertise and delivering it in multiple ways. You do the work once, 

repurpose it, and then keep using it and benefiting from it. This is often referred to as 

“leveraging” your content and expertise. Consider ways that you can move from 

delivering your content from 1 to 1, to 1 to many.  Also, by offering options at several 

price points, you are able to reach a wider audience and assist more people.  

 

What Kinds of Multiple Streams of Income Can You Offer? 

 

Think of your business as an umbrella that has divisions underneath it. There are 

multiple ways to package your information, content and expertise. Think broadly! You 

can offer different types of services, products, and programs.  

 

Your services can be delivered on site and in person, or via telephone or Skype. You can 

offer services to just one client at a time, or groups of individuals. You can price your 

"The highest use of capital is not 

to make more money, but to 

make money do more for the 

betterment of life." ~ Henry Ford 
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services by project or by package. The sky is the limit. With the invention of newer and 

better technology tools, service offerings will continue to expand. 

 

For products, listen to your prospects and clients. What do people keep asking you for? 

What could you create and offer that would solve some of your client’s problems, while 

allowing you to have a product that provides passive income? There are audio and video 

programs (CDs, MP3s, video, etc.), and print materials of all kind (e-books, tips 

booklets, White Papers, special reports, books, etc.). Think of what your clients and 

prospects need, and then provide them with the content in numerous ways. This is 

especially important if your clients are do-it-yourself kind of people and want to access 

your expertise on their own time. 

 

For programs, use your imagination! There are teleclasses, webinars, group coaching 

programs, mastermind groups, boot camps, retreats, mentoring programs, training and 

certification programs, and membership continuity programs. The list is endless and 

grows every day as clever entrepreneurs come up with new ways to package their 

content and expertise. 

 

What if I am Not Ready to Create Multiple Streams of Income? 

 

Even if you are not ready to create your own multiple streams of income, you can 

become an affiliate of other business owners’ programs, services and products. This 

allows you to provide a wide range of offers to your prospects and clients, and receive 

passive income for introducing them to fantastic offers that you believe are in their best 

interest. It is a win-win for all involved: you, the business that you are an affiliate for, 

and your client.  

 

How Can I Take Multiple Streams of Income a Step Further? 

 

If you want to take it a step further, you can create your own affiliate program once you 

have several streams of income. Don’t be close minded and think, “But then I have to 

pay my affiliates a portion of my income.” Yes, you do, but they deserve it as they 

brought you the sale in the first place! Take it from someone that has an affiliate 

program – I love nothing more than knowing I have “sales representatives” out there 

letting their clients know about my great services, products and programs. I smile every 

time I pay out an affiliate commission! 

 

Coaching Challenge: Look at your business as an umbrella and figure out what 

natural streams of income fall under it. Choose one income stream this summer and 

create a service, product, or program that you can offer to your clients in order to 

leverage your content, and provide them with another way to access your expertise! 
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Implement: Now It’s YOUR Turn! 

 

What does success mean to you? How do you 
define success for yourself and your business? 
 

 

 

How will you incorporate others into your 

business? Will you build a board of advisors? Will 

you subcontract out some of your work so that you can focus on what YOU love doing? 

 

 

What is your current outsourcing/delegating model? 

1. Virtual Assistant 

2. Local/Executive/Onsite Assistant 

3. Business/Office Manager 

4. Independent Contractors – Administrative/Professional 

5. Employees – Administrative/Professional 

6. Business Colleagues - Referral network/Affiliate Programs 

7. ________________________________________  

8. ________________________________________ 

 

What are 3 ideas that you plan to implement and incorporate into your business? 

 

1. 

 

2. 

 

3. 
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What is one thing you can do to “remodel” your business? 

 

 

 

 

If you feel overloaded, what is one commitment you can discontinue? 

 

 

 

 

What business systems do you currently have in place?  
 

 

 

 

Can you get your calendar out and schedule 15 minutes this week to do a brain dump of 

the items to be included in your operations manual if you don’t already have one? 

 

 

 

 

What is one thing that you can do this week to make a client or customer feel extra 

special?  

 

 

 

 

Have you thought about a colleague that you could form a “coopetition” with?  

 

 

 

 

What types, and how many, revenue streams do you currently have in place? 

 

 

 

Can you brainstorm 3 ideas for building additional multiple streams of income for your 

business? 
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Need help in any of these areas in building your 
business?  
 
Contact me at Lisa@LisaMontanaro.com to schedule a 
Discovery Session to see if any of my programs are a good 
match for you at this time.   
 
I offer options for those of you that prefer to learn in a group, 
such as boot camps, group coaching programs and mastermind 
groups.  

 
For those of you ready to work on a one-to-one basis with a 

success coach, options range from VIP Days to 3, 6 and 12 month programs.  
 
Let's see what will work best for you! 
 

To Your Success ~ 
 

 

Lisa Montanaro 

Productivity Consultant, Success Coach, Business Strategist, Speaker, Author 

 

Lisa Montanaro Global Enterprises, LLC 

PO Box 1286, Davis, CA 95617 

(530) 564-4181 
 

Copyright 2013. Lisa Montanaro is a Productivity Consultant, Success Coach, Business 

Strategist, Speaker and Author who helps people live successful and passionate lives, 

and enjoy productive and profitable businesses. To receive her free Toolkit, Achieve 

Powerhouse Success with Purpose, Passion & Productivity, 

visit www.LisaMontanaro.com/Toolkit . Lisa is the author of "The Ultimate Life 

Organizer: An Interactive Guide to a Simpler, Less Stressful & More 

Organized Life" published by Peter Pauper Press. Through her work, Lisa helps 

people deal with the issues that block personal and professional change and growth. To 

explore how Lisa can help you be purposeful, passionate and productive, contact Lisa at 

(530) 564-4181 or by e-mail at Lisa@LisaMontanaro.com.   
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