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One of the biggest challenges to face as a home-based business
owner is to get the word out on your business. The task used to be 
a lot easier — put a press release together and push it out by mail 
or email, and link to a good website.

Things have changed. Our cover story for this Summer 2021 issue 
will help you meet the new challenges in promoting and getting 
more publicity for your business.

The following tactics will help you to better connect your promotional messages 
with your audience.

• Adapt and edit your message to fit each social media channel. Ensure that the 
messages all work together. Synchronize your message across the various plat-
forms with a social media management tool. Save further time by pre-schedul-
ing your posts.

• Publicity messages must be shorter than ever before. Use the principle of “bottom 
line up front” to get the main part of your promotional message communicat-
ed right off the bat. Your message should have a call-to-action phrase or button. 
This inspires readers to click for further information.

• Publish high-quality content on your website to establish authority in your in-
dustry or business niche. Integrate SEO into your content marketing with rele-
vant keywords and meta tags.

• Manage your reputation and address negative feedback in a timely manner. Bad 
reviews can undermine a promotional message and image you’re trying to convey.

• Establish publicity connections through short, informative, and entertaining vid-
eos. Subconsciously build credibility and trust with your audience through visu-
al and auditory connections.

Spend some time this summer working on your publicity plan and get the word out 
on your business. Check out the cover story for more in-depth insights from experts 
in various industries. Remember to personalize your messages. Customers appreci-
ate businesses that connect on an honest and human level. 
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Get Publicity
How to Spread the Word About Your Business One Year into the Pandemic

It’s a critical time to publicize your business so that your growth and success can  
pick up where it left off one year ago.

After a full year of quarantining and
placing everything on hold, we are
now slowly getting back to life and
back to business. It’s a critical time to

publicize your business so that your growth and
success can pick up where it left off 1 year ago.
For this topic, we’ve gathered a panel of business
experts who share their tips on how to get pub-
licity for your business. Such tips include filling
the gaps; staying regularly connected with cus-
tomers; utilizing digital marketing techniques;
utilizing technology for more effective public-
ity and marketing; increasing brand exposure
through messaging; building a successful web-
site and online presence; focusing on content;
growing your email list; utilizing social media
and optimization; implementing a chatbot; pro-
ducing quality content; cross-media marketing;
repurposing content; and much more. Learn
from these experts and implement these tips to
better publicize your business during the sec-
ond half of 2021.

Fill the Gaps Created by the Pandemic
Inmanyways, thepandemiccreatedevenmore
competitive fields in publicity and marketing
for many industries. If there's any bright side,
it's that many opportunities have been created
for those that are agile and creative enough to
seek out those opportunities and seize them.
For us, through the heart of the pandemic we
identified that there would be less sports vying
for TV time, so we immediately pivoted to
first developing a safe model for play for our
players, and then petitioned our broadcast
partners for the additional time. Production
costs were at an all-time low, allowing us to
deliver value to our sponsors with multiple
broadcasts while at a discounted rate of cost

to us. The moral of the story is that whether it
be your industry, competitor, or local market,
there has been a gap created that is waiting
for someone to fill. It will require some level
of risk, but those that can fill the gaps will be
the ones who have the smoothest transition
from this pandemic-filled world back to a
state of (semi) normalcy.

— Trey Ryder, CMO of American 
Cornhole League, https://www.
iplaycornhole.com

Stay Connected with Your Core 
Customer Base
Being in California, our bowling center was
mandated to be closed for over a year and we
were just permitted to reopen about a month
ago. As bowling centers in less restricted
states started reopening, they reported that
the first customers to return were their core
base of weekly league bowlers. We knew that
it would be important to be able to publicize
and market directly to these customers and
remind them that when the time came to
reopen, we would be there for them. We
used our customer database to send out
several email blasts during the months that
we closed to keep our customers updated 

with the latest information on when we might
be permitted to open. The best part about
social media is that it's free publicity and
marketing. We used our Facebook page to
create numerous posts about bowling and
had contests to help keep them engaged. We
sent a couple of mailers to let our bowlers
know that we were still there and as the
time to reopen drew nearer, we launched a
phone publicity campaign with the league
secretaries and had them contact all the
bowlers to let them know the dates that each
of their leagues would start. Overall, we have
had a pretty good turnout. While we don't
have the usual number of league bowlers
that we have during the winter months, our
bowler count is still up for this time of the
year. It’s been very encouraging after being 
closed for such a long period of time.

— JimDecker,PresidentofBowlingProprietors'
Association of America, https://bpaa.com/
bpaa/about-the-bpaa/our-mission-vision

Focus on Native Digital Marketing 
Techniques over Platforms
With everyone cooped up inside due to stay-
at-home guidelines, prospective customers

“... whether it
be your industry,

competitor, or local
market, there has

been a gap created
that is waiting for
someone to fill.”

Continued on page 12



Summer 2021  |  Home Business®     11www.homebusinessmag.com

“Portable Model”

“Wall-Mounted Model”

New Hand Sanitizer Dispenser Advertising Business

Advertising Business 
Franchise!

Provide Free Use of 
Sanitizer Dispensers 
Low Cost, High Profit, Great R.O.I.
Generate Residual Income

No Fee’s, Royalties or Commissions

Sell Advertising Space on Attached
Sign and Keep the Profits.

Now Only $199.00 in Start-Up Costs.
Includes Everything You Need to Succeed,
Contracts, How-To Guide, Templates,
Inventory Wholesale Pricing, and
Free Shipping.

ouulala.com
Or Call 1-239-331-9579

Monetize Dispensers with Ads! 

LIMITED TIME SPECIAL OFFER, 
ACT NOW!



12 Home Business® Summer 2021 www.homebusinessmag.com

F
E

A
T

U
R

E
Get Publicity 
Continued from page 10

are on their devices more than ever. For all 

entrepreneurs focused on digital marketing, 

that’s amazing news, but not all digital 

marketing is working amidst the pandemic. 

More content is being consumed online, but 

that also means more platform advertising is 

being ignored or skipped. YouTube saw the 

most significant usage growth amongst all the 

social media platforms during the pandemic, 

but ad revenue plunged as businesses cut 

back and users skipped 65% of ads. Because 

prospective customers are consuming more 

content than ever before, consider publicizing 

and marketing through podcast host read 

ads through platforms like RedCircle or 

creator recorded ads in videos, which my 

tech startup Curastory powers hundreds 

of YouTube, IGTV, and Facebook Watch 

video shows. Naturally, potential customers 

are more likely to listen to ads from those 

creators they are already tuned in to see as 

it’s more organic. 

—  Tiffany Kelly, Founder and CEO of Curastory, 

https://www.curastory.co

Communicate Regularly with Clients
Here we are a year into the pandemic and 

we have been doing what it takes to keep our 

business thriving. A major lesson I learned 

to keep the momentum going through a 

difficult period was communication and 

publicizing and marketing to our clients 

and partners. Setting a schedule as part of 

each day to reach out through conversation, 

email, etc. has made it a more comfortable 

situation when we haven’t been able to 

travel and visit these customers in person! 

Reach out, create conversation, and give your 

customer base the confidence that they are 

on your mind and in your focus. I think we 

all had to go a little out of our comfort zones 

with technology this last year to help stay 

connected to our clients and guests, but social 

media marketing allows us to do that. But 

you learn quickly when it's the only option 

to communicate face to face. I am grateful 

for apps like ZOOM and Microsoft Teams, 

that allowed us to still maintain an intimate 

relationship with our clients and customers, 

and almost made it a little easier to reach 

potential customers or guests.

— Chad Belding, Founder of The Provider 

Life and American Almond Beef,  

https://theproviderlife.com and  

https://www.americanalmondbeef.com

Use Technology for More Effective 
Marketing Language
In the age of automatic text generation, 

artificial intelligence is getting better all the 

time at generating the words (text) used in 

publicity and marketing efforts. But actual 

wordsmithing? Or being able to sort and 

evaluate slight changes to text? To compare 

and score changes in a meaningful way? That 

is something new that Keywee has been able 

to harness and is now providing to marketers. 

Keywee has developed an intuitive scoring 

system that ranks text, predicting results so 

that marketers can measure performance prior 

to launching a campaign and avoid costly and

time-consuming A/B tests. With predictive

performance, marketers know, in advance,

how well text will perform with each audience

base. Additionally, Keywee has filters that

will generate tailored language for a specific

audience (i.e. gender, age, etc.) maximizing

publicity and marketing potential for that

demographic. It is about using AI technology

to workshop effective marketing language

where even slight variations in wording will

alter CPC and CTR results.

— Inbar Yagur, Head of Marketing at

Anyword, https://anyword.com

ConveyPointofDifferenceandIncrease
Brand Exposure Through Messaging
Start by identifying unique points of difference 

that make your company special and superior. 

Do a competitive analysis to find the unique 

selling points that you can amplify and own. 

Many entrepreneurs fail to put the time and 

resources into learning about their competition, 

and they don’t know what sets their company 

apart. If a unique point of difference doesn’t 

exist, it is imperative to create one. There are 

so many ways to set your company apart, even 

in a crowded marketplace, such as adding new 

services or faster delivery times, expanding 

product offerings, or even offering goods 

and services for free with purchase. What 

Continued on page 14

Reach out, create conversation, and give your customer base the confidence that they are 
on your mind and in your focus.

“With predictive 
performance, 

marketers know, in 
advance, how well 
text will perform 

with each audience 
base.”
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Engage with other people’s posts on social media and you’d be surprised at how many 
people see that and will follow you.
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Continued on page 39

is essential is creating a competitive edge
that will help you capture market share and
drive sales. When creating PureOlogy (though
professional hair care was a saturated market),
by looking at the competitive landscape and
market trends, I was able to identify that there
were not any products specifically addressing
color care. Exclusively targeting color care
became our unique point of difference and 
gave us a competitive edge.

It’s important to then create a concise and
memorable tagline to convey your point of
difference and use it consistently across every
messaging touchpoint, whether packaging,
digitalmarketing,orprint.Thismessageshould
reinforce that your company offers something
unique that the customer needs. Make sure
to maximize your brand exposure through
public relations and social media. Although
hiring a PR or social media firm may initially
seemlikeanaddedexpense, thereturnonyour
investment will make it extremely worthwhile.
A specialty firm or consultant will leverage
its connections and expertise to amplify
your message and create brand awareness
that will catapult your brand. With social
media and influencer relationships, you can
create publicity and marketing campaigns to
target specific audiences and demographics
to dramatically grow your customer base.

— Jim Markham, Founder of
PureOlogy and Author of Big Lucky, 
https://www.jimmarkham.com/

Build a Successful Website and 
Online Presence
Increases in website traffic since COVID
provide an opportunity to make sure your
website is 100% "buttoned down". A website
that attracts customers that do not find
the cash register and convert is a wasted
opportunity. It is critical that an audit review
of your website be done to make sure that 
visitor experience is fully optimized.

The four critical areas to focus on in order
to build a successful website and online 
presence include:

1) User Experience - Make sure the user
experience is friendly. There should be user-
friendly navigation, a professional looking
web design, no bugs in user functionality, 
and a mobile responsive design.

2) Conversions - Make sure that clients can
easily register or sign up and that sales are 

optimized by a call to action. The trust factor
and attributes of the website should make
a visitor feel comfortable.

3) Security & Speed - The performance and
security of the website should be optimized so
that page download speed is fast and secure.
Make sure to implement an SSL certificate
to promote website security.

4) Search Engines Ranking - Make sure
the website is visible on search engines by
selecting a keyword rich title and description
metatags. Review the website for inclusion
of alt tags, breadcrumbs, xml sitemap, and
other on page SEO elements that will boost
site ranking.

— David Reischer, Marketing Director and
Chief Strategist at LegalAdvice.com, https://
www.legaladvice.com

Focus on Content
Content marketing cannot start until you

have the communication in place. Focus
on writing the best commentary on an
aspect of your industry, emerging trends,
and DIY resources. Information is the
currency of the internet, and having the
best will make you an absolute stunner.
Concentrate on improving upon outdated
content from your competitors, or build the
most comprehensive resources with videos
and infographics, and full of sources. It's
not a race, so focus on making the best 
content possible.

— Mike Zima, Co-founder and Chief Growth
OfficerofZimaMedia,https://zimamedia.com

Grow Your Email List
If you “google” marketing trends for 2021,
you get endless results with mainly the same
items such as multi-channel marketing,
automation, funnels, AI powered content
creation,andsomuchmore. Inmyexperience,
however, there’s a gold mine that a lot of small
businesses underestimate: email. Grow your
email list. A lot of people think that sending
endless newsletters, for example, would
be bothersome to customers. Remember,
they subscribed to your list, so they want
what you have to offer! That is not to say
that sending 5 emails a day can get you on
some people’s spam folders since they will
most likely stop opening and reading, but 

Get Publicity
Continued from page 12

“The goal is to
grow your email list
— that’s where the 

revenue is.”
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By Shannah Henderson

From “Bachelorette” to Business Mogul

“We can have fun, laugh our asses off,
and chat Bachelor and pop culture, but
we can also talk about important issues
that are impacting our world and our 
lives.” – Kaitlyn Bristowe

Kaitlyn Bristowe on Creating Communities with Her  
Podcast & Wine Label
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Kaitlyn Bristowe made headlines as the
star of the 19th season of The Bachelor-
ette and as the winner of season 29 of

Dancing with the Stars. Now, the popular TV
personality is making waves in both the pod-
casting arena and the wine industry with her
entrepreneurial endeavors. She is the creator
and host of the Off TheVine lifestyle podcast
on PodcastOne, as well as the founder of a new
wine label called Spade & Sparrows. She has
definitely been very busy since her Bachelor-
ette days!

Home Business Magazine had the opportunity
to catch up with Bristowe and get the exclusive
inside on her entrepreneurial undertakings.
She was happy to discuss what her podcast
and wine label are all about and how she got
into these industries. She also goes on to share
the elements of a successful podcast and helpful
tips for other aspiring entrepreneurs who want 
to launch their own wine labels!

Home Business Magazine (HBM):
Tell us about your Off TheVine podcast.
What sets it apart from other lifestyle 
podcasts?

Kaitlyn Bristowe (KB): “Honestly, what
sets it apart are my “Vinos” — my listeners.
They are more a part of my podcast than any
guest I could ever have on my show and I tru-
ly couldn’t do a single episode without them.
There can be so much negativity online, and I
have been very vocal about my past struggles
with online bullying and I know I’m definitely
not alone in that struggle. However, I swear my 

listeners are the most amazing and supportive
group of people ever, and I just love that I get to
connect with them every week — whether it’s
on Instagram or Facebook talking about the epi-
sode, or having them send me their questions for
the guest or myself — it’s such a huge part of the
show. I even just redid the intro of my podcast so
it now features two of my Vinos and an original 
song they created for me… it’s amazing!

When I started my podcast four years ago, there
really wasn’t any other podcast that I knew of
that had the type of conversations I knew I
wanted to hear. I just love that Off TheVine has
become that place for so many people — we can
have fun, laugh our asses off, and chat Bache-
lor and pop culture, but we can also talk about
important issues that are impacting our world 
and our lives.”

HBM: How did you get into podcasting?

KB: “When I was younger, my dream was to
be a radio host or the female version of Ryan
Seacrest. A couple of years after The Bachelor-
ette, I had no desire to do anything on TV again,
but I wanted to have real and fun conversations
with people. Podcasting seemed like a great
option!”

HBM: What are the elements of a successful 
podcast?

KB: “This is a hard question to answer because
it can vary a lot, and there are so many different
factors that come into play for successful pod-
casts. But from my personal experience, it takes
quite a few elements including being real and au-
thentic and creating and fostering your commu-
nity. It is also important to have guests that you
feel like you would have a good connection with
because that translates much better for listeners.
I also focus on the different marketing avenues,
good production, and being prepared… oh, and 
did I mention wine? A lot of wine!”

HBM: You also have your own wine label,
Spade & Sparrows. Tell us more about it!

KB: “Yes! Spade & Sparrows is a wine brand
made for women. I want it to be relatable and a
glass that you can enjoy after a long day, to have
with dinner, or to enjoy with your girlfriends!
You’d think that having more wine at my house
would be my favorite part, but it’s actually the 

incredible community that has come together
because of it!”

HBM: What inspired you to get into the 
wine industry?

KB: “Another dream I had when I was young-
er was to have my own wine label! Everyone
who has been following my journey from the
Bachelor days knows that I love wine. Previ-
ously that year, I had launched my scrunchie
label, Dew Edit, and I saw how supportive my
community was and how receptive they were
to the products I was creating. That gave me
the confidence to start another company, even
though I knew there would be more challenges
and regulations this time around. But another
thing that motivated me was that as we were
researching this industry, we found out it was
mostly run by men — that gave me more mo-
tivation to get into it!”

HBM: What tips do you have for other
entrepreneurs who want to get into the 
wine industry?

KB: “One thing we’ve noticed is that every-
thing takes longer than you would think! Make
sure to always buffer more time when you’re
planning out your yearly calendar. My other
piece of advice is to find your biggest supporters
and have them help build a great community
for your wine. They will become your brand
ambassadors and help spread the word about 
your wine!” www.kaitlynbristowe.com
Shannah Henderson is an advocate for small businesses and
passionate writer who focuses on entrepreneurs, new products,
lifestyle and entertainment pieces. Contact: shannahch@gmail.com
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“It takes quite a few elements including
being real and authentic and creating 
and fostering your community.”  
– Kaitlyn Bristowe
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“S
ide Hustle” has become quite the 

buzzword as of late. Granted, people 

have had a lot of time in the last year 

and a half to sit inside, potentially sidelined 

from their 9-to-5 due to the pandemic. This 

time and freedom have helped people turn 

their hobbies into side hustles, and their side 

hustles into main hustles. 

Maybe you’ve stumbled across this article while 

looking for inspiration for your foray into entre-

preneurship. Maybe you already have your own 

business, but the question remains the same: 

How do you identify a lucrative side hustle that 

fits seamlessly into your life?

It should be something you’re good at. 
If you’re a math geek, chances are, you might 

not be the obvious choice for a freelance

copywriting editor. If you failed math while 

in school, you’re probably not going to be the 

best SAT math tutor. Your side hustle should 

be something that allows you to capitalize on 

what you are good at, love doing, and have 

expertise in.

Make it worth it. If something is your hobby, 

and you love it with a passion, regardless of if 

you’re making money, there’s nothing wrong 

with keeping your product or service afford-

able. But if you are really looking for some-

thing that’s going to help with the bills, do not 

be afraid to charge people what you believe 

your product or service is worth. 

Have fun with it. Look back deep and wide 

at your life experiences. What makes you hap-

py? When were you happiest? What work of 

yours, at work or at home, got you the most 

praise from colleagues, clients, and family?

Get inspired. With the power of the inter-

net, the opportunities are infinite. Will there be 

other people doing something similar to you? 

Of course. You can reach out to and network 

with them to learn about their paths, and may-

be even pick up a few tips. There’s no shame 

in inspiration, so long as you have your own 

original takes. You could even be their future 

collaborator. 

Look inward. If you’re not 120% sure about

your strengths and weaknesses, take a Strength-

Finder test. With this, you can identify and/or

confirm your strongest traits and which spe-

cific line of work fits you the best. Consider it

a “second opinion” in understanding what you

are really good at and what makes you happy.

Now that you have some ground rules, your

brain may be going a mile a minute with ideas

for your new side hustle. Or you may be stuck.

Luckily, I’ve put together some broad ideas and

categories that will allow you to have a jumping

off point to begin your brainstorming.

It’s helpful to decide if you intend to go the

journey alone, or work with a team of like-mind-

ed professionals. You can always change this de-

cision later on but understanding where you’re 

starting is always helpful. 

Going Solo

1. Home Cooking. If you are an excellent 

cook, and constantly have your family and 

friends raving about your latest dish, you may 

want to put these skills to good use. In Japan, 

there is a whole industry of “Uber” home chefs. 

Amateurs, experts, moms, or professional 

chefs go to homes and cook up 7-12 meals for a 

family in a few hours. This is essentially a meal 

prep solution that solves the stress of healthy 

cooking of busy working families. 

Parents with full-time jobs are always pressed 

for time, and with children who may be picky

or have allergies, fast food or takeout may not

be a solution. Creating a custom menu from

the food the family likes and can have for the

week is a solution.

A Japanese company, Taskaji (“Home Help-

ers”) has a pool of 2,400 skilled staff in cook-

ing and organizing for flexible part-time jobs

for 71,000 clients. Their staff have published 14

cookbooks that collectively have sold 450,000

copies. You can start your own agency or go

solo at it with platforms wherever you live. (ref.

Article on household chore survey by Taskaji,

December 2020. https://re-how.net/all/843602)

You could also partner with local farmers and

producers to use their produce to make baked

goods to sell at a farmer’s market.

2. Entrepreneurial Tutoring/Coaching. If

you are an expert in building Shopify ecom-

merce sites or running an Amazon store:

Become a personal tutor for entrepreneurs

who are about to launch their new business-

es. Looking back to the early days when I

launched Chrysmela’s (www.Chrysme.la) busi-

ness in the U.S., I could have definitely used

some help from an expert on how to build a

Shopify site or run Amazon ads. Both Shopify

and Amazon offer sufficient tools for a newly

8 Side Hustles to Consider  
This Summer 2021

By Mayumi Ishii

Time and freedom during the pandemic have 
helped people turn their hobbies into side 
hustles, and their side hustles into main 
hustles.

Continued on page 20

“… do not be afraid to 
charge people what you 
believe your product or 

service is worth.”
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minted entrepreneur to start, but there is so

much more to learn, and if you crack the code,

you can do so much more, and do it better,

faster. There is space for you to be a friendly

“tutor” or a coach for entrepreneurs, especially

boomers with some killer ideas.

3. Modern Handyman. If you are a tech ex-

pert: Become a “handyman” or “handyperson”

of all tech support for entrepreneurs who face

small but challenging issues for the not-so-tech

savvy. In the professional networks and Face-

book groups I belong to, I often see someone

asking for recommendations for a tech helper

or a good bookkeeper, which brings me to my

next idea...

4. Bookkeeping. If you are excellent with

QuickBooks: Entrepreneurs and small busi-

nesses know keeping accurate records is essen-

tial, but the bookkeeping may get pushed lower

on the to-do list. Get certified and capitalize on

your network and friends' trust. You can help

as a QuickBooks coach to set up and keep the

files current. You may also want to join one of

many online bookkeeping agencies.

Working Together with Others

You might have skills that people may want and

need, but there is often strength in numbers. If

you’re a web designer, do you know a graphic

designer that can help make the physical col-

lateral for your clients? The following ideas

are for working alongside other professionals

looking for their own side hustle or business,

to deliver higher value, one-stop solutions for

clients together.

5. Influential Photography. If you are a

photographer and you have friends who are

Instagram influencers (micro, aspirational, or

big), organize a flexible Instagram “agency”

targeted for up-and-coming brands or entre-

preneurs. Create beautiful images with the

influencers and products. Manage the brand’s

Instagram feed and stories.

The brand or entrepreneur pays the agency

(you) a monthly fee, and influencers receive

photo files, as compensation for their time and

work for the photo shoot. Everybody wins with

desired outputs. A few years ago, I worked with

a talented duo of a photographer and influenc-

er to great success, and they beautified our In-

stagram feed, @Chrysmela.

6. Licensed Childcare Specialist. As our

post-COVID world returns slowly to normal,

people need childcare more than ever. Children

have been spending so much time with parents

and family, they likely have gotten used to ex-

tra attention. Parents may feel weary of large

daycare facilities and may look for more per-

sonalized care. Going in as a team with other

professionals, you can offer wider hourly cov-

erage and personalized care to meet parents’

needs better with more flexibility.

7. Personal Assistant. So many entrepre-

neurs pile too much on their plates. But some

have wised up to the idea of hiring remote help

to organize their affairs. If you are in a different

time zone, you can expand the team’s effective

hours, executing faster, overnight literally.

Since the pandemic, there has been a greater

turnover of personal assistants for entrepre-

neurs and small businesses. This presents a lot

of opportunity for capable assistants to pick up

new accounts.

8. At-home Healthcare. I personally didn’t

know about this until I received a random so-

licitation in my inbox in the past year and did a

quick research. Senior-care franchises are one

of the most profitable franchise businesses. You

could imagine it’s hard, demanding, and critical

work. But it’s very meaningful and much need-

ed as baby boomers are nearing the stage of life

where they will need additional care, and don’t

want to sacrifice their independence. It could

be as simple as checking in on an elderly neigh-

bor to make sure he takes his medications or

acting as an at-home nurse (which will require

certifications). This option may present a higher

barrier to entry than other side hustle ideas, but

you can team up with a few families or friends.

Building slowly as you learn, you could have a

foundation for a future full-time endeavor.

Overall, there are a number of opportunities

that can be side hustles that go beyond the

typical craft-selling or babysitting. If you think

outside the box, depending on the time and

resource commitment you can afford, there is

an opportunity for everyone. Now is a great

time to start and test a new career that you'd

enjoy doing for many years to come in the 100-

year life. We’re entering a new era, as we come

out of this pandemic, and new opportunities

will emerge, especially as more people yearn

for independence, happiness, and life on their

own terms.

Mayumi Ishii has a background in management consulting at 
McKinsey, Tokyo, and LA, and as an investment banking analyst 
covering high tech in Silicon Valley. She started and grew her own 
consulting firm, MIV Consulting for 20 years, where she helped 
Silicon Valley startups develop relationships with strategic partners 
in Japan. Prior to launching Chrysmela (https://chrysme.la/) in the 
U.S., she had no experience in retail and had never sold anything 
direct-to-consumer but saw the market potential of the most secure 
earring back in the US and other countries and took this ball and 
ran with it. As of March 2021, Chrysmela is protecting 1 million 
earrings in the world. Connect on LinkedIn (https://www.linkedin.
com/in/mayumiishii).

Continued from page 18

8 Side Hustles to Consider This Summer 2021

Your side hustle should be something that 
allows you to capitalize on what you are 
good at, love doing, and have expertise in.

“If you think outside the 
box, depending on the time 
and resource commitment 

you can afford, there 
is an opportunity for 

everyone.”
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By Nanette Soto

Track Star to Fempreneur Philanthropist 
One Woman’s Drive Helps Underprivileged Athletes
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Khadijah Suleman is the founder of  
Gear ‘Em Up.

By Alicia McCarthy

Hems, Seams, and Stitches
Entrepreneur Swaps a Stressful Teaching Job for Dressmaking 
Workshops from Home

Michelle Rowley is the founder of The 
Sew-Cial Gathering.

When Michelle Rowley attended a
disorganized dressmaking work-
shop in November 2017, she knew

she could have done it much better. By the
time she had arrived home from the disap-
pointing trip, she was ready to run the sociable
dressmaking workshops she had long wished
to provide. After twenty years of teaching En-
glish and eight years as a hobby dressmaker,
Michelle was eager to swap lessons on nouns,
verbs, and adjectives to those of her passion:
hems, seams, and stitches. Following a discus-
sion with her husband, in which she outlined
her desire to use their home as a venue for
running dressmaking workshops, she handed 
in her notice the very next day.

By January 2018, Michelle was ready to run
her first workshop, having invested $1,700 in
four sewing machines, paid for public liabil-
ity insurance, and designed ten different fun
and sociable sewing workshops. Fortunate to
have the necessary space around her kitchen
table, Michelle had no other additional costs 

and could afford to take the risk of setting up
a business without concerns over property
rental rates. Her home also helped to establish
the workshops in a relaxed welcoming envi-
ronment where those new to sewing would
not feel intimidated. The Sew-Cial Gather-
ing was born — a place where people could
come together to not only learn to sew but
also have fun, make time for themselves, and 
sew-cialise.

Running the business around life with three
young children, Michelle now had the flex-
ibility to control her work-life balance and
gained valuable extra time without her previ-
ous work commute. She was able to keep her
costs low by primarily using Facebook for her
advertising and marketing, having attended
Pepper Social workshops to advance her
social media marketing skills. Through her
Facebook page and word of mouth, Michelle
was attracting enough new and returning
customers from her local area to regularly
run small groups workshops until she was

forced to close her doors when the corona-
virus hit.

Unable to invite people into her home, Michelle
has been able to still work by teaching online
and writing for sewing magazines. She is
looking forward to the day, hopefully not too far
ahead, when her kitchen will be filled with the
sound of laughter and the gentle whir of sewing
machines again. Visit https://www.facebook.
com/thesewcialgathering and https://www.
instagram.com/stitchywhitney.com 

Accomplished athlete. Entrepreneur.
Philanthropist. These are all attributes
that describe Khadijah Suleman, a

first-generation American born to Nigerian
immigrants who is only 27 years of age. She
attributes her success to the deep-seated
values and discipline her Nigerian background
inculcated in her during her formative years.

Her career began when she was a student-
athlete competing for Nigeria in the 2016
Olympic trials. There, she witnessed first-
hand the disparity between athletes from rich
countries like the United States and those from
poorer regions, some of whom ran barefoot.
As someone who experienced the luxuries of
NCAA Division one college athletics and whose
parents taught her to always help others, she felt
a duty to correct this. To that end, she founded
Gear ‘Em Up — a nonprofit organization that
donates adequate sports apparel, equipment,
and educational resources to underprivileged 
athletes worldwide.

The organization also teams up with big-name
institutions like the University of Mississippi,
the University of Texas Arlington, Virginia Tech,
and The University of San Francisco (where she
received her Masters in Sports Management),
and corporations like Under Armour to donate
regular mission trips to Africa to provide
children there with mentorship and gear.

In 2018, Suleman had begun working for the Los
Angeles Chargers in a temporary capacity and
sought ways to generate extra personal income.
She noticed that Black women wanted to protect
their hairstyles while sleeping and yet elicit a
flair for fashion while walking around the house.
To empower women of color and celebrate
their natural beauty, she began using ethically-
sourced African ankara and satin fabrics to
create unique head bonnets that evoked the
aesthetics and culture of her native Nigeria.

Wanting to honor her native Nigeria in
the company name, her mother suggested

“aloaye”, which means “moving forward” in
the Etsako language. To get Aloaye Clothing
formally off the ground, Suleman sought a
straightforward avenue that sidestepped the
headaches she endured while setting up Gear
Em’ Up. She wanted a straightforward avenue
that streamlined the process and, upon the
suggestion of a friend, used IncFile to create
the e-commerce website. Aloaye Clothing’s
last collection of luxury satin bonnets sold in
two hours, and Suleman is currently working
to launch her new collection sometime next
month. Visit: https://www.gearemup.org IG:
@gear_emup and https://aloayeclothing.com/  
IG : @aloayeclothing. 
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Making the Finance Industry More Heart-Centered 

By Alicia McCarthy

Entrepreneur Launches Business to Help Clients Reach Financial Fulfillment

Christan Hiscock is the founder of  
Kardia Financial Group.

As the founder of Kardia Financial Group,
Christan Hiscock is changing the face of
the finance industry. His company was

born from the desire to change the financial
services industry through heart-centered
services that focus on what's truly important;
the people. Based in Calgary, Canada, Kardia
Financial Group believes that the financial
services industry should not be solely focused
on dollars, but on helping people truly get to the 
heart of their financial goals.

Home Business Magazine recently had the
opportunity to chat with Hiscock about his
business journey with Kardia Financial Group.
The esteemed entrepreneur was happy to share
what inspired him to launch his company and
how he plans to grow it in the future. He also
shares insight on the top traits needed to be a
successful business owner! 

HBM: Please tell us about your business.
What is Kardia Financial Group all about?

CH: “Kardia Financial Group offers community
building, real estate acquisitions, financial ad-
vising, accounting services, mortgages, credit
solutions and more. Kardia is the Greek word
for ‘heart’, so the mission behind what we’re do-
ing is creating a heart-centered approach in the
financial services industry. Statistically, more
than 90% of people in both Canada and the
United States are not financially secure. Our
goal is to bring education through all of our dif-
ferent divisions and the way that we do things
to better equip our clients with the knowledge
they need to understand money so that they
can create financial freedom for themselves. 

This ultimately leads to relieving one of the
biggest stresses on people’s lives, which will
help them think more about things that matter
to them, spend more time with their families,
and live more fulfilled lives through that
process. We help individuals and businesses
achieve this by assisting in relieving at least 
one aspect of stress they may have.”

HBM: Where did the idea for Kardia 
Financial Group come from?

CH: “I started my journey in the financial ser-
vices industry in 2007. During my training, I
fell in love with the industry because I saw that
it was possible to make an impact on the lives of
so many families. For nearly a decade, I thought
about ways to change the very transactional fi-
nancial industry into more of a heart-centered
and educationally focused industry. I then set 
out to make this dream a reality.”

HBM: What are the top three skills needed
to be a successful entrepreneur and why?

CH: “I think that to be successful, an entre-
preneur must be passionate, relentless, and 
impactful.

In business and entrepreneurship, you need to
have passion — if you are passionate about it,
that means that your endeavor is something
that drives you deeper than just making
money. It is more of a core thing in your life.

As an entrepreneur, you need to be relentless
because it’s a world out there! A lot of stuff is
going to happen, so you have to be relentless
for your passions and to accomplish the goals
that you have. You must also stay true to
what you’re trying to do and realize that it’s
not always going to go perfectly. Things will
go wrong, and you have to learn to adapt and
grow in those areas.

Being impactful is important, because it calls
you to ask yourself if the actions that you’re
doing inside of your company and elsewhere
are making an impact beyond you. It calls you
to work towards a higher standard for our
world. Ask yourself, is my action impacting the
environment in a positive way? Is it impacting
my interpersonal relationships in a positive
way? Is it impacting the economics of our city
or our town? There are a lot of questions that

you have to ask yourself if you want to run an
impactful company.”

HBM: What are your plans for your
business’s future? How do you plan to 
grow Kardia Financial Group?

CH: “For our company, I put together a 9-year
plan in the beginning. We are now in our fifth
year, and our first three years were really about
building awareness of who we are and our name.
The next three years are about building the sys-
tems and processes to be able to scale. That real-
ly focuses on our hiring processes, our financial
processes, our marketing processes… virtually 
all of the processes in the business.

During the next three years, as the CEO and
visionary, I will try to break these systems by
starting to scale. I will focus on both recruiting
a lot of different people to be a part of our
business and growing at a more rapid pace so
we can adapt our systems to be able to expand
fast. After that, the sky’s the limit! We will just
continue to build. My goal is to have 1000
employees and 10,000 contractors working
for Kardia Financial Group one day.” www.
kardiafinancialgroup.com 
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By Kirk Waldfogel

S tarting and growing a business are al-
ways challenges, even without a global
pandemic knocking on your door. It

often comes down to fostering a delicate bal-
ance — a balance between trusting your own
passions and abilities while also trusting oth-
ers to help you bring those passions to life in
a functional, scalable way; a balance between
expanding into other markets while still stay-
ing true to those markets that got you where
you are; a balance between work and life itself.
Establishing — and properly maintaining —
that balance during uncertain times will not
only help you successfully start a business but
also help you successfully run and grow it. 

Set Goals
First and foremost, those setting out on a new
venture need to set goals. When we talk about
setting goals for any business — new or long-
standing — there's an adage in business to
ensure business goals are “SMART”; meaning 
they are:

• Specific
• Measurable
• Attainable
• Realistic
• Timely

Whether you’re working on year-end goals,
monthly goals, or other short- and long-term
goals, they should be fairly specific but well-
rounded enough that you're improving yourself
and the business at the same time — financially,

physically, spiritually, and emotionally.
Either way, it's essential to make these goals
tangible so that, whether you succeed or fail,
you'll be able to take something away from
the experience. As you start to look at what's
working and what isn't, you're in the perfect
position to start thinking of your goals not only
in terms of how you'll achieve them but also in
terms of who can help you get there.

Hire the Right People
Many entrepreneurs, especially those in startup
mode, want to hold on to every little aspect of
their business, everything from the spending
to marketing and implementation to customer
experience — you name it. Holding tight onto
those reins is a natural reflex, which only
increases when times are uncertain. To really
position your business as self-sustaining and
geared for long-term success, your best first
step is to hire the right people for the right

Owning Your Niche Market
Expanding and Growing Your Business During Uncertain Times

roles. If you can't scale, you won't
grow — and one person can't scale 
anything.

As with any business, it's the people
you put in the right places and
empower —that's when the magic
happens and you see true success
and growth. It's the keen ability
to be that guide — that mentor
— that influencer creating an
environment to help your business
succeed. It won't matter if it's one
project or ten. Put the right people
in the right places and lead the 
charge.

While it's incredibly fulfilling to
strike a balance between your area
expertise and bringing in the right
people, it could also be one of your
biggest struggles. Partnering and
hiring people who are at the top
of their fields elevates your trust in
them. It can be hard for business
owners because you want to touch,
review, and advise on every project,
but it comes down to what works
and what doesn't. If things aren't
working, address the challenges

as they arrive, turning them into open
conversations. It's about measuring success, 
and it can come in different ways.

Create Teams Within Your
Company and with Customers
Once you create the processes and efficiencies
to grow and scale your company, it's the teams
within the company that are vital to preserving
those efficiencies. Partnerships within the
company could — and should — extend well
beyond your core marketing and into sales,
software, and business development. Plus,
it's always recommended that you consider
ways to partner with your customers. Without
considering their feedback, you might be
providing them a product or service they don't 
need or can't use.

When we first started Model Match,
Hammerhouse was already incredibly successful

Establishing — and properly maintaining — a
balance during uncertain times will not only help
you successfully start a business but also help you 
successfully run and grow it.

“To really position
your business as self-
sustaining and geared
for long-term success,
your best first step is

to hire the right people
for the right roles.”
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in mortgage recruiting, placing billions of dollars
in production in branches across the country.
But I wondered how their best practices could
be turned into a software solution for recruiting
— going beyond the mortgage industry. From a
business perspective, we're providing a solution
backed by a proven revenue model. From a
technology standpoint, we believe in letting
the customers guide the product development.
Too often, if you let the development team build
the product, you end up with something that
it thinks is useful but that the target customer
doesn't want. To mitigate that, we spend an
enormous amount of time talking to our
customers about our products. The result is that
our backlog of product development is driven by
the customers’ needs and not by what my team
or I might think is the next great tech feature
of all time. Understanding and implementing
the importance of this dynamic can help
expand skill sets and provide industry insight 
on important aspects of your business.

As an entrepreneur, it's only natural to take a
personal stake in the success of your business.
The real secret is to be the business — sharing
your passion with customers as well as partners
— without becoming the business. When you
can create that essential balance, you're already
a few steps ahead. It is that carefully crafted
balance that will see you through whatever
storm, pandemic, or crisis that may come your 
way.

As CEO, Kirk Waldfogel sets vision and drives overall strategy
for Model Match (https://modelmatch.com/) and was recently
awarded a Top 10 Talent Management Solution Provider in 2018.
Kirk’s former companies were winners of VentureNet99, selected
to participate in the UCLA Anderson School of Management
Entrepreneur Program, and earned a Most Innovative Product Award
at CES in 2003. Recently his accolades include winning 2014 CTIA
Startup Lab, selected as 2014 Telecom Council of Silicon Valley
Most Innovative Product, and winner of the 2014 CES AppNation
Garage. Kirk is also an avid pilot and a member of Angel Flights,
a non-profit charitable organization of pilots. Kirk uses his airplane
and time to provide free air transportation for those who have
medical needs, are financially distressed, or in a time-critical, non-
emergency situation due to their medical condition.

By Kirk Waldfogel

Most companies grow in some
combination of two reasons:

1. They want more people to keep up
with the capacity of business they're 
doing; or

2. They need more people to drive 
additional business.

If you wait until the time you absolutely
need to hire, you’re already too late.
Recruiting should be part of a consistent,
collaborative process that takes a close
look at what your company model is,
what opportunities match that model,
and what predictable process provides
shared visibility and collaboration across
the entire organization — regardless of 
market conditions.

If you’re recruiting — which is what all
organizations should be doing if they're
growing or simply managing against
normal attrition — you should be laser
focused on relationship building with top
talent so you have the ability to be top
of mind when the timing is right. Without
some basic and essential principles in
place, recruiting can feel more like a
chore than a positive way to grow your
business. Before you set out to add
people to your team, make sure you're 
ticking these five boxes first.

1. Who are you?
You have to know who YOU are before
you can successfully partner with and
retain top talent. A lot of companies
don't think about who they are
before they start to think about who
they want to partner with. There are
exercises companies can and should
do first to evaluate who they are as an 
organization.

2. What do you want?
If you can match your company's
core components to the relationships
(recruits) that you're building, you will be
able to more confidently communicate
and overcome possible objections.
Learn to be the expert of your own
value prop, and you find the confidence
to communicate from a position of
leadership and put yourself in a position 
to build trust. 

3. Have a process.
Recruiting and relationship building are
processes, not events. The best way to
start building the type of collaborative
recruiting environment that will really
provide value is relatively simple: Have a
process — one in which you and other
key members of your team are actively
involved. If you think you already are, ask 
yourself these questions first.

4. When something works, scale it.
If your company successfully recruits
someone from XYZ Company, and there
was a specific reason why that person
joined you, then everybody else in your
company should be able to see how that
happened. If they can relate that to their
own pipelines, then they can leverage
that initial success toward having more
success of their own. Utilizing this
type of visibility and collaboration also
creates efficiency, which saves our most 
valuable asset — time.

5. Recruit without recruiting.
The key to successful recruiting is to
stop recruiting. Relationship building is
a muscle most already have, and those
same skill sets relate to successful
recruiting combined with the proper
tools and processes. When you start
thinking about finding the right people
to grow your company, the key is to find
some common ground and simply build
a relationship. If you do that, and you
know your company value proposition
backward and forward — as well as
your minimum expectations — you'll get
to a point where you can start to bolt
those things on to the conversations you're 
having.

5 Ways to Effectively Expand Your Business Through Recruiting
Owning Your Niche Market
Continued from page 24

“The real secret is
to be the business —
sharing your passion

with customers as
well as partners —

without becoming the 
business.”
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By Nanette Soto

Bridging Scholastic and Opportunity Divides
Fempreneur Uses AI to Drive Inclusivity and Antiracist  
Practices in STEM Workplaces

When COVID hit and educational
disparities became an even more
glaring issue, Ariana Abramson

felt it was time to address an unacceptable ex-
perience many people of color encounter: being
discounted and passed over for opportunities
— despite stellar academic and professional
credentials — due to their racial and ethnic
makeup. Unsatisfied with this status quo in
corporate America and inspired by the Black
Lives Matter movement, she decided it was
time to use her world-class STEM background
to effect positive change in the way companies
of all shapes and sizes consider and engage with
minority employees. The result of that deter-
mination was DivySci — a software platform
that identifies internal bias in person-to-person 
interactions.

Abramson, a proud second-generation Afro-
Latina, grew up with an ardent love for science.
As a kid, her mother often took her to the Long
Island Aquarium, which piqued her interest in
biology at an early age. This fascination with the
world and its diversity were complemented by
the Queens community in which she grew up.
That enclave, which included family, teachers,
and other role models, encouraged her to be
curious and ask questions. These were essential
introductions to the scientific method that
would further cement her interests in science,
technology, engineering, and math (STEM).

That positive reinforcement towards sci-
ence ceased the moment she stepped outside
that circle, however. During high school, she

Ariana Abramson is the founder of 
DivySci.

experienced institutionalized racism first-hand
and noticed scant educational opportunities in
STEM fields for people of color. Whenever she
expressed her resolve to pursue a STEM career,
she was often met with a version of, “What
makes you think you can go to this fancy school
or be a scientist?” in lieu of encouragement.

Rather than demoralize her, these unconscious
biases fueled her determination to stake a ca-
reer in STEM. Abramson went on to earn a
B.S. in computer science and a minor in math-
ematics from Pace University and her M.S.
in information science and business strategy
from Columbia University. From there, she
applied her STEM education as an in-demand
consultant at large enterprises, venture capital
funds, and social-mission-based organizations,
including American Express, Antler Global VC
Fund, Digital Undivided, and The United Na-
tions Development Programme.

Abramson believes the lack of fair represen-
tation in STEM is due, in most part, to im-
plicit bias by people in power who are usually
oblivious of their prejudices. Unmasking the
behavior, therefore, affords an opportunity to 
correct it.

DivySci uses natural language processing
to analyze emotional phrasing. Powered by
artificial intelligence, the intelligence tool looks
for particular language bias markers in voice
and text translators that can help managers
and higher-ups become more responsible in
their communications with minority staff and 
colleagues.

“We help organizations interact more effectively
with their diverse stakeholders by supporting
effective and inclusive conversations and expe-
riences,” says Abramson. “Through assessments
both at the leadership and team levels, the
platform identifies behaviors that perpetuate
exclusionary and bias outcomes. My vision is
to leverage technology to form a diverse and 
equitable future of STEM work.”

The company is currently onboarding corporate
private partners and is looking to launch its first
pilot program in the summer before offering
the tool to the public in the third quarter. In
addition, it has recently been accepted into Co-
lumbia Women’s Initiative Project Two.Eight for
female start-up founders and is participating in 

First Flight Venture Center’s “Propellar” incu-
bator program for innovative technology and 
science-based companies.

Through DivySci, Abramson hopes to bridge
the scholastic and opportunity divides barring
minorities from executive positions in STEM
workplaces. As a fempreneur, Abramson also
feels it is her calling to serve as a role model for
women of color seeking to start their own busi-
nesses. In the beginning, she felt overwhelmed
and did not know where to begin. However,
after reading educational blogs from business
formation experts Incfile, her fears dissipated,
and she quickly and efficiently got DivySci up 
and running.

One of the most rewarding attributes of
owning her own business is the intellectual
freedom and space to dream and create without
boundaries. Another is the ability to improve
the lives of others who, like her, encountered
obstacles to employment opportunities due
to skin color. She is eager to bear witness to
how technology and science will transform
the world for the better and is thrilled at the
prospect of seeing minority women at the 
forefront of this revolution.

She compares being a business owner to a
scientist looking to solve a problem through
constant experimentation. Finding the right
formula may require tweaking a campaign’s
direction, rethinking a strategy, or completely
revamping the entire organization’s mission.
Regardless, she believes three important vari-
ables to success are humility, eagerness, and
continual learning. Visit https://www.divysci.
com. 
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By Alicia McCarthy

Putting a Face to a “Faceless” Financial Sector
Entrepreneur Launches Über-Successful Certified Management 
Accountant Exam Review Program 

In the management accounting field, you
would be hard-pressed to find someone
as renowned as Nathan Liao. He is the

founder of CMA Exam Academy, a top Certified
Management Accountant exam review
program. As a CMA and CMA coach, Liao
mentors accounting and finance professionals
in over 80 countries to earn their CMA
certification in as little as eight months. Nathan
mentors candidates in his online CMA Exam
Academy program through a highly successful
weekly study framework and study materials
that are easy to follow and understand.

CMA Exam Academy is trusted by employees
from first-rate corporations like Oracle and
IBM, as well as the United States of America
Department of State. Home Business Magazine
had the opportunity to chat with Liao about
his business journey with CMA Exam Acad-
emy. The successful entrepreneur was happy
to share what sets his company apart from its
competitors, finance fundamentals that every
business owner needs to keep in mind, how he
balances his work and personal life, and more. 

Home Business Magazine (HBM): Tell us
about CMA Exam Academy. What sets it 
apart from competitors?

Nathan Liao (NL): “CMA Exam Academy is
a top Certified Management Accountant exam
review program. The unique 16-week review
framework in CMA Exam Academy has proven
to be the key to our students’ outstanding suc-
cess in attaining their dream of earning the Cer-
tified Management Accountant certification.

CMA Exam Academy rises above the compe-
tition by putting a face to an otherwise ‘face-
less’ industry. Buying study material from
big corporations that don’t offer direction or
support isn’t what people want. People want to
do business with people they know, like, and
trust. By putting myself front and center, my
customers know whom they are doing busi-
ness with. They get to know me, my team and
by extension my brand/business before they 
decide to study in my program.”

HBM: How did you get your start in the 
financial field?

NL: “I had many office jobs in college. The
ones that paid the best were accounting jobs,
so I applied for clerical accounting jobs. I
began working as an accounting clerk and
slowly moved up the ladder. When it was
time to choose my major in college, I chose
accounting because I had gained years of
experience in the field, so it was the path
of least resistance. Years later, I earned my
CMA certification and propelled my career 
further.”

HBM: How do you balance your work  
and personal life?

NL: “I plan out my work and priorities every
Sunday for the upcoming week, ensuring
that I include personal time off. A nice bonus
about pre-planning my week is that by focus-
ing my attention on executing the plan each
day, I’m able to naturally have more free time
because my days are very efficient. If I had
to plan and execute every day, I’d waste too 

much time in the planning phase.”

HBM: What finance fundamentals should 
every business owner keep in mind?

NL: “To make sound financial decisions, every
business owner needs to know how to read fi-
nancial statements and have a strong grasp of
cash flow management. Understanding the tax
implications of big financial decisions is a must 
as well.”

HBM: What is your favorite part about 
being a business owner?

NL: “My favorite part is seeing the positive im-
pact my business has on my customers’ lives.
After they get certified, I get emails from them
sharing the news that they got a raise or even a
promotion at work. This translates into a more
fulfilling career and, in many cases, financial 
freedom. It’s so fulfilling.”

HBM: What skills does every entrepreneur 
need to be successful?

NL: “In order to be a successful business owner,
it is important to be skilled in sales and mar-
keting. Entrepreneurs must also have financial
literacy so that they can balance their business’s
budget and maximize the bottom line. On top
of this, entrepreneurs must be visionary, have
innovation and creativity, and have the ability
to stomach risk.” https://cmaexamacademy.com 
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Nathan Liao is the founder of CMA  
Exam Academy.
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“C
alling all cars, calling all
cars. Be on the lookout for
a 45-year-old white male,
5' 9" tall, approximately 165

pounds. He has brown hair, blue eyes and is
married with two children. He's a middle-class
guy making about $100,000 per year and lives
in Pasadena. If found, offer him a free down-
load and get him into our marketing funnel."

Have you clearly defined your target customer?
Can you put out a specific and unambiguous
APB (all-points bulletin) to anyone you expect 
to market your business?

Unfortunately, most businesses I encounter
have an APB that goes something like this:
“Calling all cars, be on the lookout for everyone
in Pasadena who needs [service you offer].”

That is simply not going to cut it. Why? There
are two big reasons. The first reason is: You
cannot afford to have everyone be your target.
Marketing budgets don't enjoy economies
of scale. If you're trying to reach every man,
woman, and child — of all generations and
creeds — simply because they are candidates
for your product or service, then all you've
done is split your one big budget into a whole 
bunch of tiny budgets.

So, while you're spending a fraction of your
marketing dollars on each segment, your com-
petitors can commit 100% of their budget to
the same segment. This puts you at a signifi-
cant disadvantage.

The second reason is even more critical to your
business: You can't craft a compelling message
to "everyone." If, for example, the company
above was a remodeler in Pasadena, then con-
sider a young couple with a toddler looking to
remodel their kitchen. Now, contrast that with
a single woman. She's a C-Suite executive in
her forties making $400k per year, and she,
too, is looking to remodel her kitchen. What
could you possibly say that would resonate
with both? Nothing.

They have very different wants, needs, and
desires. So, your only choice is to give bland,
generic, unemotional messages about yourself.
And talking all about yourself in your market-
ing copy is a big no-no. As stated in The Dilly

By Mark Harari 

Defining a Target
What Michael Keaton Can Teach You About Marketing

Dilly Manifesto, “[You must] focus all your at-
tention on the one person you’re trying to sell.
Speak to that person about his wants, needs, 
and desires.”

That's why you must have a clearly defined tar-
get. It's the first step to successful marketing.
Everything you do relies on it. So, how specific
should you get? Well, you may be thinking that
the APB I opened with is an example of what 
you should be striving to achieve. It is not.

For one thing, it's unlikely you'll ever want to
target people by height, weight, and eye color.
But beyond that, the APB above is only provid-
ing demographic information. If you are not
familiar, demographics are the measurable dry
facts you use to identify your target customer,
such as age, race, sex, marital status, income,
etc. While demographics are essential facts to
identify, they only paint part of the picture. You 

must also include your target's psychographic 
traits.

Psychographics are the underlying interests,
activities, values, opinions, aspirations, and
other psychological factors that motivate your
target customer. These are much more difficult
to identify. But they are critical to marketing 
success.

If you're having doubts, then let's take a look
at the original APB: “… Be on the lookout for
a 45-year-old white male, 5' 9" tall, approxi-
mately 165 pounds. He has brown hair, blue
eyes and is married with two children. He's a
middle-class guy making about $100,000 per
year and lives in Pasadena…” This is incredibly
specific. That's because I'm describing Doug
Kinney, a character in the 1996 comedy Mul-
tiplicity, played by Michael Keaton.

If you're not familiar with the film, it's about an
overworked construction worker who has no
time for his family and even less time for him-
self. After having a brief emotional "freak out"
on one of his job sites (which just so happens
to be a science lab), a friendly scientist offers
to clone him. While the clone (called "Two")
is an exact replica of Doug physically, he has a 

You must have a clearly defined target. It's the first step to successful marketing. Everything you 
do relies on it. 
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“… You cannot
afford to have

everyone be your 
target.”
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different personality: a macho, beer-drinking
workaholic that expects excellence at the office. 
He likes sports, fast cars, and women.

Needless to say, "Two" is so busy with work
that he can't help around the house, so Doug
goes back to the lab and creates "Three." Three
turns out to be a compassionate and caring guy
that loves to cook. He's well-groomed and a bit
fussy, even giving his wife (well, Doug's wife) 
hairstyling tips at one point.

Two and Three start feeling overwhelmed,
so they decide to make "Four," but we won't
get into what happens when a copy makes a
copy. The point here is that all four "Dougs"
meet the demographic data provided as your
target market. However, all four have entirely
different values, interests, and opinions. As you
can imagine, they would each respond in very 
different ways to your message.

So how do you discover the psychographics
of your target customer? The most common
method is through formal market research.
Make a deliberate and purposeful attempt to
find out what makes your target tick. You'll
want to go back and look at your past custom-
ers. Which ones were the best to work with?
Do you consider any of them to have been "the
perfect" customers? If so, then you should fo-
cus on them first.

Give those customers a call. Offer to take them
to lunch. Tell them you're looking to learn
more about your best clients, and you'd like
to treat them to lunch to chat about it. Or, if
you're feeling ambitious and want to get the
ball rolling quickly, you could host a focus
group. Invite a small group of six to ten past
clients for a two-hour session, complete with
light snacks, beverages, and a small swag bag 
as a thank you for participating.

Whatever method you use, it is critical that
you clearly define your target customer's de-
mographic and psychographic traits. Doing
so will allow you to craft powerful messag-
ing that resonates with your audience, and it 
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“Make a deliberate 
and purposeful

attempt to find out
what makes your 

target tick.”

ensures that you are maximizing the return 
on your marketing dollar.
Mark Harari is an award-winning marketer and the best-selling
author of Lobster on a Cheese Plate: How To Stand Out, At-
tract the Best Clients, And Win Every Sale That Comes Your Way
(https://bethelobster.com/). His pioneering work in developing
targeted audience acquisition strategies has influenced industry 

best practices. Throughout his career, he has run the market-
ing gamut from email, SEO, and web design, to copywriting,
positioning, and brand management. Harari is the recipient of
numerous marketing awards in various categories, including
video, web design, print advertising, and copywriting. They in-
clude three prestigious Muse Creative awards, an IAC award,
three AVA Digital awards, and two MarCom International 
awards.

By Mark Harari

Focus groups are powerful tools
to discover the why behind your
customers' thinking. These are
small groups of carefully selected
participants, led by a facilitator,
to provide insight through open
discussions. Therefore, a focus 
group's success depends
entirely on the facilitator's ability
to manage and interact with the 
group.

Here are some things to keep in
mind. A good facilitator must:

• Create an environment of 
trust and openness.

• Create, establish, and
enforce ground rules.

• Be respectful and
nonjudgmental.

• Be a good listener and 
communicator.

• Be Switzerland (don't choose sides 
or endorse opinions).

• Be able to limit participants that 
dominate the conversation.

• Be able to get the quiet and timid to 
contribute.

• Defuse disagreements if they occur.

Equally important is that the facilitator
ask the right questions at the appropriate 
phase of the study.

Phase 1: Get Comfy
People tend to be reserved and
apprehensive about opening up when
put in a room with strangers. So, phase
one questions should be easy "softball"
questions that get everyone sharing
stories about common experiences.
Questions like, "How was your drive
in today?" and "Do you have anything
exciting planned after you leave here
today?" work well to get everyone
comfortable sharing with the group.

Phase 2: Exploration
This phase is the meat-and-potatoes of 

the session. Here we dive deep and try
to get detailed responses. There are two 
types of questions to be asked:

1. Probing – These questions must
be opened-ended (not answerable
with a yes or no) and should be
phrased to get as much detail as 
possible.

2. Follow-Up –These questions are
the most challenging because they
can't be planned. The facilitator
must derive them from the
responses to the probing questions.
By asking follow-up questions,
you can dig deeper and get others
to contribute to a point that's just 
been made.

Phase 3: Wrap-up
As the session ends, the objective of
this final phase is to be sure nothing
has been left unsaid. It is quite literally
all about opening the floor to the group.
Something as simple as, "Is there
anything else you'd like to say about X 
that hasn't been discussed?"

With these components in mind, you'll 
be well on your way to running a 
successful focus group.

The Secret to Running a Successful Focus Group
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Many small businesses around the
country have by now made the shift
to a remote, and in many cases an at-

home location. With this pivot comes the need
for high-performance, problem-free WiFi, but
tight budgets often get in the way of making
necessary WiFi investments. More than ever, at-
home business owners need to take advantage
of offerings like sub-networks, WiFi 6, Power
over Ethernet (PoE), and more to keep their
businesses running smoothly, safely, and
securely. Not familiar with any or some of these 
technologies? Well let’s get started.

WiFi for Your Small Business
It goes without saying that in any business,
getting the best coverage in today’s digital-
first world from a reliable WiFi power source
is imperative. As small businesses continue to
alter the way they conduct business, virtual
engagement with customers and employees
is now the new standard, making both
performance and security demands of a WiFi 
network exponentially more important.

As such, one of the most fundamental tools
for home and remote workers is robust WiFi
connectivity. And for modern day SMB
owners, the connection needs to be safe, fast,
and accessible everywhere you need it. The first
step in ensuring you have the right connection
is to check that the network service in your
home/remote location (via a service provider)
is adequate by running a broadband speed test.
The second step is to choose the right network
equipment for your location.

If all you need is basic business-quality WiFi,
affordable, standalone wireless access points
like NETGEAR’s WAX product line are great
options and can deliver fast bandwidth and
reliable performance. These next-generation
access points are also designed for fast,
fuss-free installation, and an intuitive user
interface helps with on-going management
and troubleshooting should you need it.

Similarly, NETGEAR SMB access points are
designed to suit each home working situation,
including WiFi 5 or WiFi 6, Power-over-
Ethernet (PoE), and desktop, wall, or ceiling
mounting. With a neat, compact design,
products like the NETGEAR WAX610 fit just

By Alexandra Mehat

Tech Essentials

At-home business owners need to take advantage of offerings like sub-networks, WiFi 6,
Power over Ethernet (PoE), and more to keep their businesses running smoothly, safely, 
and securely.

Necessities for the Modern At-Home and Hybrid Business

about anywhere, whether hidden from view or
in plain sight.

Hybrid Workplace Transformation
Hybrid models of working are already
becoming the new norm and will likely
become the new standard in our modern
workforce. Examples range from someone who
could work from home three days a week and
go into the office for the other two, to those
who respond to work emails and chat streams
at home and then go into the office for a few
hours of face-to-face meetings. However, no
matter your location — whether a traditional
office setting or your own home — the physical
office environment itself is evolving, with more
focus on collaboration and knowledge-sharing
through digital tools.

With that adaptation comes the need for
modernized processes and IT systems, and
physical environment quality. All of this has
to be underpinned by reliable, fast network
connectivity, acting as a fluid substrate that

brings everything together — people, apps, 
and devices — regardless of location.

Choosing the right network technology can
be your frontline of change in the pursuit
of a hybrid work environment, and it can
create consistency so that the at-home
experience is the same as the office-based one,
helping employees to be productive. Strong
connectivity — whether wireless or wired —
also supports more natural and intuitive ways
of working: For example, good WiFi can mean
better video quality and use of digital tools.

A Solution Based on Your Specific Need
Options like WiFi access points are designed
to offer improved network performance and
security at favorable price points for small,
home-based businesses. The setup is also quick 
and painless, making it an easy choice.

Now, for those small business owners who feel
that their current WiFi network does not meet
business needs, there are a few more overhaul 
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steps to take. Unfortunately, if you are having
issues with things like video conferencing or
streaming, it’s likely that you will need a whole
new system, but don’t fret. Many WiFi systems
on the market give you a range of coverage
area and a reliable speed. Your job as a small
business owner is to pick one with a coverage
area that is appropriate for the size of your 
home or office.

Back to that hot WiFi 6 topic: For speed, you
cannot go wrong picking the highest grade
WiFi system, which currently is any WiFi 6
device. Additionally, WiFi 6 gives you a major
boost in throughput performance, coverage
area, number of connected devices, data
security, and future device interoperability.

As a final tip, remember that a WiFi System is
usually comprised of a router or the base unit,
and a number of satellites. You want to place
the router unit close to the internet gateway,
connected by an Ethernet cable — as an
example, the latest Orbi Pro model with WiFi
6 can connect to internet modems over a 2.5
gbit link. This allows you to fully use internet 
speeds exceeding gigabit.

Remote Network Management
As you can tell by now, the theme of hybrid
and versatility is redefining the small
business landscape. In fact, the notion of
the “work from anywhere” model and how
you can ensure that, even remotely, your
network is safe is seemingly as imperative
as customer retention. Key to that process is
remote, cloud-based network management
tools like NETGEAR Insight. Tools like this
have become invaluable and can prevent
employees of small businesses from having
to deal with maintenance and issues, while
making it easier for IT managers to remotely
respond to requests and manage connectivity
performance across different locations.

This allows businesses to simply support
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remote workers’ network requirements
from hundreds of miles away via a web
interface or in some cases, a smartphone app.
Additionally, some new forms of technology
from NETGEAR create an opportunity for
managed service providers (MSPs) to support
more customers with a one-stop-shop service
from anywhere, all from a centralized single
system, with secure, separate networks.

For many, working from home has become the
new norm, creating an increasingly important
need to upgrade the quality of small business
technology. Hybrid working has the potential
to bring multiple benefits, making it easier
to respond to change, giving employees more

autonomy over their days, and modernizing
the workplace environment. To make all
that a reality, the right network technology
infrastructure is essential, and keeping these
offerings in mind will help you achieve your
goal in creating the most efficient, modern 
small business work environment.

Alexandra Mehat is the SMB Product Marketing Director for
NETGEAR (https://www.netgear.com/). Mehat spearheads all
positioning, content, and messaging for NETGEAR’s Business
Essentials product line. This includes products ranging from
WiFi devices, switches, business routers, storage, and Cloud
management. She brings more than 20 years of Product Marketing
expertise in B2B technology, SaaS, Telecom, IT, and supporting
Service Providers of all sizes in both France and the US. Alexandra
is often characterized as a change agent who empowers team
members with the courage to achieve individual goals in alignment
with organizational mission, vision, and values — challenging the 
“we have always done it this way” mentality.

“Choosing the
right network

technology can be
your frontline of

change in the pursuit 
of a hybrid work
environment…”

By Alexandra Mehat

So now that you are
working from home
on a regular basis, we
are going to dig in a bit
more on why WiFi is
so imperative to your
at-home business.
Beyond the actual
product, there are many
things to consider when
setting up the optimal
workspace, including
WiFi coverage area,
device interoperability,
data security, and more. For those who
may not be as experienced with the
process of creating a WiFi savvy home
office setup — we have you covered with 
these tips.

Step 1: Identify the Need
Work-from-home solutions like an
effective WiFi network are the most
fundamental tools you need in delivering
services to your customers. As a
result, the first thing you need to do is
identify what sort of WiFi network you
need. Does your current WiFi network
meet your business needs, such as
high-resolution video conferencing,
fast file transfers, online group chats,
Microsoft Office Suite – or even more
entertainment needs like streaming from 
Netflix and Prime Video?

If the answer is yes, that’s a good
start. For those who answered no, we
recommend that you replace your WiFi
network throughout your home with a
WiFi system that is high performance 
and capable of creating a secure 

subnetwork just for your 
business.

Step 2: Pick a
Solution Based on
Your Specific Need
Starting with those who
may have answered “yes”
to the first question, your
next move should be
determining how far your
workspace is from the
internet gateway. If your
workspace is physically
near it and you just need
stronger WiFi in that room,

our recommendation is that you get a
desktop access point. Access points
are designed to offer improved network
performance and security at favorable
price points for home-based businesses. 
The setup is also quick and painless, 
making it an easy choice.

Step 3: Always Check for Security
Every small business should be
cognizant of data security and privacy
— no matter the size of your operation.
As such, be sure to buy an access point
or a WiFi system that offers at least
three separate wireless networks, aka
SSIDs. You may designate one SSID
for your work, and the other two for
your household — one for your visiting
friends, and even one for your Internet
of Things, such as your surveillance 
cameras.

Of note, as your business starts to grow
and you gain more customers and digital
properties, you will need to shift to WiFi
devices that support VLAN (virtual LAN) 
features.

Create a Savvy Home Office Setup
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A
fter a long day of managing all of your

business projects, there’s nothing like

relaxing with your favorite TV show

— even better if you can do this outside! You

can now create your own backyard oasis

with one of the recently-launched Neptune™

Shade Series Outdoor TVs. Created with Peer-

less-AV’s innovative technologies and mainte-

nance-free construction, these TVs are your

all-season solution for outdoor entertainment

and living. You can watch your favorite mov-

ies under your gazebo or by the pool!

You will love how these innovative televisions

provide easy entertainment, as they feature SMART TV compatibility

and WiFi connectivity — simply plug your ROKU, Apple TV, or other

preferred streaming device into the freePATH Technology™ input

compartment (inside the TV), which optimizes the WiFi signal to

penetrate for SMART TV device connectivity. You can binge-watch

your favorite series outside on the patio!

With 4K resolution and an IPS panel, these outdoor televisions meet

the full UHD specifications, providing exceptional color and video

quality from any viewing angle. They can also withstand harsh

weather elements like rain and snow, as well as operate in extreme

temperatures ranging from -22°F to 122°F (-30°C to 50°C) without

D
o you frequently film videos and execute

photo shoots for your company’s marketing

initiatives? Take your advertising campaigns

and other multimedia projects to new heights with

PowerVision’s PowerEgg X All-Weather, which can

be used as a high-performance drone, autonomous

personal AI camera, and handheld 3-axis AI camera.

This multi-function device is a must-have for your

company’s promotional strategy!

When in drone mode, the PowerEgg X uses

its 4K/60fps camera and tri-axial mechanical

stability augmentation technologies to capture

highly dynamic aerial photography. It is also the

world’s first drone to pick up sound! Its SyncVoice

technology (patented by PowerVision) allows users to narrate in

real-time by using their mobile phone’s microphone or a wireless

earphone. The narration automatically synchronizes with footage,

effectively ending silent-aerial photography.

Featuring a flight time of 30 minutes, the drone camera can fly in

the rain and is suitable for harsh environments. It has a maximum

wind speed resistance of 29-38 kph, so it can stably fly in coastal

or windy conditions! You can also control real-time 1080P image

transmission within a distance of 3.7miles. The front and bottom

sacrificing their high-quality picture and

4K, UHD resolution. The TVs’ HDR panel

technology also portrays a more realistic

image with higher contrast and truer color

representation.

The TVs’ input compartment and built-in IR

repeater provide safe storage and IR control

for small video equipment. Their USB media

support also allows still images, video, and

audio to be played from an attached USB

flash drive. They also support HDMI 2.0 and

HDCP 2.2 for increased compatibility with 4K

sources. On top of this, you will appreciate how

the sealed cable entry helps prevent water and debris from getting inside.

The televisions’ Outdoor IR Learning Remote allows for up to two

additional 3rd party devices to be learned and controlled. Their internal

speakers also provide excellent sound without detracting from the TVs’

aesthetics. Each television also includes a Neptune™ Outdoor Tilting TV

Wall Mount to provide a secure installation.

Available in sizes 55", 65", and 75", the Neptune™ Shade Series Outdoor

TVs retail for $1599.99 and up and are making outdoor entertainment

dreams a reality for homes across North America. https://neptunetv.

com.

binocular depth measurement also enables

the PowerEgg X to detect the distance from an

obstacle within a range of 65 feet in real-time and

then land precisely.

In the autonomous personal AI camera mode, the

AI algorithm and robotics technology capabilities

enable the PowerEgg X to perform facial

recognition, deep learning, and a tracking field

of view up to 170°. Its facial recognition accuracy

is continuously improved through deep learning

training to follow the object when taking a photo

or filming. The PowerEgg X delivers accurate,

efficient, multi-angle, remote face recognition 

and subject lock-on. Its automatic composition 

also always puts the subject in the center.

You can also command your Autonomous Personal AI Camera by 

standing in front of it and making a gesture (its deep learning ensures 

multi-gesture intelligent recognition). In the handheld mode, the 

PowerEgg X will also capture your life moments using its 3-axis 

mechanical-stability augmentation gimbal and Autonomous Personal 

AI camera. It has a battery life of 3.5 hours and produces 4K/60fps UHD 

images. This ingenious photography & videography solution retails for 

$999.00 at powervision.me.  

Relax Outside After the Workday with a NeptuneTM

Shade Series Outdoor TV

Amplify Your Multimedia Projects with the PowerEgg X
All-Weather Drone Camera

Neptune™ Shade Series  
Outdoor TV

PowerVision’s PowerEgg X  
All-Weather Drone Camera
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By Alicia McCarthy

Helping People Get Booked as Podcast Guests
Business Mogul Launches SaaS Product to Streamline the Podcast Guest-Booking Process

Ray Blakney is an esteemed entrepreneur
who has founded an array of über-
successful online businesses, including

Podcast Hawk (a SaaS product that helps
people get booked on podcasts). An award-
winning Filipino-American entrepreneur,
speaker, and podcaster, Blakney builds and
helps others build 6- and 7-figure businesses
on a bootstrap budget using SEO strategies.

Home Business Magazine had the opportunity
to catch up with Blakney and get the inside
scoop on his business journey with Podcast
Hawk. He shares what inspired him to launch
his company, tips on launching a successful
podcast, and more!

Home Business Magazine (HBM): What
inspired you to set out and launch Podcast 
Hawk?

Ray Blakney (RB): “Now, the backstory of
Podcast Hawk is simple: the podcast industry
and listenership have been growing by leaps
and bounds each year. Appearing as a guest on
podcasts is taking the place of what appearing
on radio shows used to be. Unfortunately, I
found through personal experience that there
was no easy way to find podcasts to pitch and
appear as a guest on. Searching on Google
does not work and finding shows on iTunes
to pitch was even more difficult. That was
how the idea for Podcast Hawk was born. We
have created the world’s first high-level search
engine that allows you to do a custom search
on 1.25 million podcasts (with new shows
added weekly).

Do you want to find podcasts about ‘mindset’
with at least 10 episodes that have an average
of 4-star reviews or higher, and that have

Ray Blakney is the founder of an array
of über-successful online businesses, 
including Podcast Hawk.

released a new episode in the last 30 days?
Finding that on Google would take days or
weeks. With Podcast Hawk, we can find them 
for you in seconds.

Then in the current beta version, we give
you their emails, websites, and social media
information so you can send them a custom
pitch right away. All in a few clicks. In the final
version, we will even send the pitch emails
to you. The vision of this SaaS product is to
help great guests find podcasts that can share
their message, but also help podcasters find 
fantastic guests.”

HBM: How can an entrepreneur make their
podcast successful?
RB: “Look for the intersection of what you are
interested in and what others are interested
in. To do this, you can use a simple tool like

Google Keyword Tools. Just put
in your general podcast ideas and
see how many people a month
search for them on Google. If
nobody looks for something on
Google, chances are they are
also not looking for it in Spotify
or iTunes. When you find an
idea that has a lot of interest,
make sure the market is not
over-saturated with shows on
the topic. If you pass all those
tests, then you may have found
a successful topic for a podcast.”

HBM: How do you bring business ideas
to life?
RB: “I follow a very regimented method when
I have new ideas for businesses or new ideas
to use in my existing businesses. The first
thing I do when I have a business idea is to
give it one week to process. Many times in that
week, I am able to come up with good reasons
why it is not a good idea once I get past the
excitement phase of the idea.

If it still sounds good after a week, I do
keyword research online to see how many
people are using Google to search for that
idea/product every month. If I find that
the search volume is promising, I use the
following simple calculation to figure out
if it is worth my time. I take the number of
people searching for the idea each month and
multiply it by 1%. That is to say, I calculate I

can sell to 1% of them if I do the marketing 
right.

Then I take the results of that and multiply it
by how much profit I think I could make on
each sale of the idea. If that profit per month
looks good, I ask myself a key question: is
anybody else selling it? I search on Google
for the product. If nobody is selling it, or only
1-2 people are selling it and I think I can do
better, I try the idea out. If dozens of people
are selling it, or there are 1-2 extremely good
versions of the idea on the market that I could
not realistically do better than without huge 
investments, I kill the idea.”

HBM: How do you stay motivated in
running Podcast Hawk?
RB: “The one habit that I think makes
me more productive and motivated as an
entrepreneur is having a fixed morning
routine I do when I wake up that excites and
energizes me. To start the day, I go through
my version of The Miracle Morning (by Hal
Elrod). I have a 30-minute routine of brushing
my teeth, washing my face, journaling,
exercise, and meditation I do every weekday
to wake up. This morning routine has been
key in preparing me to be productive and
maximize work output each workday.” www.
podcasthawk.com 
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By Kendra Y. Hill

R
unning a business is a big financial
feat for any new entrepreneur. There
is so much information to learn so
people tend to cut corners anywhere

they can to get their business off the ground.
But be patient! It can be really intimidating
at first, but with the right plan in place you
can get yourself started on the right foot and
make a profit before you know it! Here are 5
tips for entrepreneurs to help you save more
of the money you make. Let's get into it!

1. Obtain a Business License Early On.
First things first, apply for a business license!
A lot of small business owners try to put this
off in the beginning, but don’t wait, get it
done! This is going to help you so much in
the future when it comes to finances. It will
help keep your taxes organized as you’ll be fil-
ing your business taxes separately from your
own. It will also help build a good reputation
and trust between yourself and other busi-
nesses, and put you in a great spot to apply
for business loans you might be interested
in to help get your business started.

2. Keep Track of Everything You Spend
Towards Your Business.
RECEIPTS RECEIPTS RECEIPTS! I can’t
stress how important it is to keep track of ev-
erything you spend towards your business.
My best advice would be to do some research
before you even start spending. Figure out
all of the things you can write off, and act
accordingly. Hold on to every single receipt
so that when tax time comes around you ar-
en’t stressing out about your spend. Regular-
ly audit your spending to keep yourself in
line. It seems a little intimidating, so if you
are worried about it don’t be afraid to hire
an accountant! The worst thing you can do
is put it all off until tax time. 

3. Keep Your Costs Low!
It is easy to invest way too much money when
starting a new business. It’s so important to
create quality products and services, so a lot
of business owners invest a ton of money
in their business right from the start. They
want a perfect website, staff members, and
the shiniest new technology for the office. But
slow down! The less you spend, the higher

your profit will be! There are a lot of expenses
when you first start your business, but there
are plenty of tools and resources you can use
to help cut costs from the start without all
the bells and whistles. Create a budget and
stick to it!

4. Bill Smart!
When it comes to billing, you want to be
smart about it. Make it convenient and ac-
cessible to different clients around the world.
Choose payment methods you are confident
in and bill your clients on the same day every
month, and set the expectation early on. Use
a program that helps you keep track of every-
thing in one place, and be diligent about get-
ting invoices out. The sooner your customer
has them, the sooner you get paid! If you run
into obstacles around getting paid on time,
follow up with your client. Make sure they
understand payment expectations, but also
don’t be afraid to be a little flexible if needed.

5. Be Future-Focused.
Everything you do when you start a business
needs to be done with the future in mind.
You want to make sure you are secure even
if things don’t work out as best as you hope.
I’m sure you’ve heard the phrase “don’t put
all your eggs in one basket.” That definitely
applies to a business. As I mentioned earli-
er, new business owners often invest really
heavily at the start. Although it’s important

to put money into it, you have to make sure it
makes sense with your goals, and your bank
account! Small business loans are great, but
you don’t want to spend all of your money
before you make it. Look into small business
grants you might be eligible for to avoid put-
ting yourself too far in debt. Another thing
that’s important is making sure you are pay-
ing yourself just like any other staff member.
That way if things don’t work out, your per-
sonal bills and pockets are protected!

That’s it! If you are thinking about starting
a business, don’t let the financial aspect be
what holds you back. I can’t stress enough
how important it is to take the time to learn
as much information as you can about start-
ing a business before getting started. Look to
the people around you. Who can you utilize
as a mentor? Who can you learn from? What
other resources might you have? Be patient,
take your time, stick to your plan, and be
ready to pivot when it’s necessary. You’ll be 
making money in no time!
Kendra Y. Hill is a native San Antonian who has lived all over the
world, from Washington DC to Cali to Mexico and Toronto. Her
professional background includes the U.S. House of Representatives,
UNCF, Google and the San Antonio Spurs. She has also produced
international television. An entrepreneur for over a decade, Kendra
has a unique approach that can help any business large or small.
Her specialties include organizational leadership, digital media,
brand development, HR and talent acquisition, system automations,
team-building, strategic management diversity, equity and inclusion
and faith-based entrepreneurship. She is currently pursuing a
Doctorate in Organizational Leadership at The George Washington
University. Website: https://www.kendrascalemybusiness.com, 
Instagram: @iamkendrahill

Keep That Coin
5 Foolproof Money-Saving Tips for Business Owners

Get a thorough plan in place to save more of the money you make.
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By Max Lancaster

D
e La Rosa House Cleaning started in

2005 when the company’s founder,

Doña Rosa, created a cleaning ser-

vice in her home (originally named

Phoenix Cleaning Company). The compa-

ny continued to grow over the next decade

through word-of-mouth recommendations

and Rosa’s distribution of hand-written

business cards door-to-door. In 2018, Rosa’s

son, Johnny Pallares, took over the compa-

ny to give his mother some much needed

time off. The company has continued to see

growth, thanks to Pallares’s emphasis on

branding and providing customer service

like his mother did — treating customers

like family.

We sat down with Pallares to talk about the

future of De La Rosa House Cleaning as well

as reflect on the cleaning company’s home

business beginnings.

Question (Q): Hi Johnny, tell us a bit about
De La Rosa House Cleaning. What are
some of the values your cleaning company
tries to uphold?

Pallares: “Our greatest values have always

been providing amazing customer service

and treating our employees right, so they

want to continue to work for us. These two

values support each other really well, in my

opinion. We take care of our team, and in

turn our team wants to work for us and do

the best for our customers. Employee reten-

tion is key for us, and we keep good people

by providing them the support they need.

This includes picking them up if they don’t

have transportation, providing English class-

es at no expense, and providing basic finance

classes at no expense to our employees. We

treat our employees like family and provide

a path to grow at De La Rosa House Clean-

ing. This is the reason why we have employees

working here since the start of the company.”

Q: What was the appeal of residential
house cleaning for your company?

Pallares: “We love residential house cleaning

because it gives us an opportunity to contrib-

ute to the beauty of someone’s most person-

al space. A home is where you spend a good

chunk of your life, and we are happy to pro-

vide a service that lets you feel proud of that

space. I think the pandemic highlighted even

more how much people want their homes to

be clean, and we help them do that.”

Q: De La Rosa started out as a home busi-
ness. Can you tell us more about that?

Pallares: “My mother started this business

going house-to-house and asking if anyone

needed cleaning work. Her business grew

over the years and finally outgrew being a

home business in 2019 when we bought a

commercial space. When I started here, I

worked on a desk in my mom’s guest bed-

room. We kept all of our cleaning supplies in

the home, and we parked our trucks in the

parking lot. We worked on growing the busi-

ness by building a website, creating a brand,

and labeling our trucks with it. These moves

— as well as our staff ’s commitment to cus-

tomer service — helped us grow so much that

our home business space became too small.

You can only have so many vehicles in the

driveway before the city gets upset, and as

our inventory got bigger, we could no lon-

ger store everything in our home. Working

as a home business was nice, because we all

got to work in a space that we knew, but the

fact that we outgrew it is a good thing be-

cause it means we are growing.”

Q: Can you tell us about De La Rosa’s
growth over the last two years?

Pallares: “When I started here, we were a

$400,000-per-year-in-revenue company. Two

years later, our projections have us at $1.2

million in revenue. We were able to build a

brand, thanks to my mother’s years of hard

work and the addition of some modern touch-

es to De La Rosa House Cleaning. Our cus-

tomer service is still the biggest contributor

to our growth. Word-of-mouth referrals from

our clients are still important reasons for new

business. We have a motto at De La Rosa that

our services are family helping family. My

family is cleaning your family's home. Our

team gets to know all our clients personal-

ly, and we grow very close with our clients.

I think it creates really positive personal and

professional relationships. We are continu-

ing to see growth, and we hope to purchase

more offices to expand into other cities in

Arizona. Our big dream is to one day fran-

chise our business to others.” Visit https://

delarosahousecleaning.com.

Max Lancaster is a freelance writer covering small businesses in
Arizona. He graduated from the University of Arizona's School of
Journalism in 2015.

Family Helping Family
House Cleaning Company Grows from Humble Home
Business Beginnings

Johnny Pallares is the son of Doña Rosa,
founder of De La Rosa House Cleaning.
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“We have a motto at 
De La Rosa that our 
services are family 
helping family.”
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A Good First Impression
As the U.S. economy recovers from the 

COVID-19 pandemic and consumers are 

spending more daily, the economic situation 

looks more optimistic than in the past year. 

Whether you're a small business looking to hire 

more employees or you're looking to make an 

impact on your community, making a good 

first impression is important.

Research shows small businesses have become 

increasingly popular over the last several 

decades. While not always able to compete 

on resources — e.g., salary, health insurance, 

etc. — small businesses are often able to offer 

more flexibility with respect to other benefits 

such as paid time off, ability to work remotely, 

title, responsibilities, etc. Small businesses also 

typically offer fewer levels of management, 

opportunities for quicker advancement, greater 

visibility and transparency, more learning 

opportunities, and unique workplace cultures 

which are all appealing qualities for a potential 

candidate. How do you convey the benefits of 

working for a small business vs. a larger one? It 

starts with making a great first impression.

Andres Lares

Managing Partner at Shapiro Negotiations 

Institute 

Author of Persuade

https://www.shapironegotiations.com/

negotiation

Businesses and Relationships
When companies started laying people off due 

to the pandemic, a trend I saw was friends 

and family coming together and going into 

business together. And now the new trend: 

Many of those businesses and relationships are 

coming crashing down. How can you avoid 

this from happening to you? Here are seven of 

my tips:

1. Set Rules and Boundaries Early: The key is to 

write down what each party expects so you can 

be on the same page from the beginning.

2. Create a Legal Agreement: It has to do with 

what each person is putting into the business 

with respect to investments, including money. 

3. Relationships Come First: Let this rule be the 

guiding light in how you deal with family and 

friends in your business. 

4. Relationships Come First, Except When the 

Business Comes First: If a family member who 

is part of your business does something wrong 

— such as commits fraud or steals from the 

business — act quickly and fire him.

5. Define What Success Is: Make sure you and 

other stakeholders know what you are working 

towards and what types of successes to expect. 

6. Talk About Time Commitments: Everyone 

should know how much time and effort it will 

take to reach success.

7. Don’t Be Afraid to Disagree: Disagreements 

are simply part of how a business works and 

should be treated as such.

Angela Civitella 

Business Leadership Coach

Founder of Intinde

www.intinde.com

Thermostat or Thermometer?  
Too many teams and leaders operate in 

Thermometer Mode. Without clarity of the 

type of culture they are trying to create and 

the leader they need to be, the culture they 

end up experiencing is purely reactionary. 

The temperature just goes up and down 

depending on who is in the room or what is 

happening in the external environment. One 

day it’s hot and the next day it’s cold. Like a 

thermometer, the culture only reacts to the 

environment it is in. 

The best leaders and teams on the planet 

operate in Thermostat Mode. With clarity 

and precision, they know the temperature 

they are trying to set as a leader and a 

collective team. No matter what is happening 

in the external environment, they proactively 

set the temperature they desire. The focus 

isn’t just on WHAT they are going to do, 

but on HOW they do it as leaders and 

unified teams. Like a thermostat, the culture 

is proactively shaped by the consistent 

temperature they set. The best team cultures 

are committed to calibrating their thermostat 

and gaining alignment and clarity on the 

temperature they desire to set in the future.

 Jason V. Barger

Author of Thermostat Cultures, ReMember 

and Step Back from the Baggage Claim 

Host of The Thermostat podcast

Founder of Step Back Leadership Consulting

www.JasonVBarger.com

Workplace Accessibility 
As people return to the office, it’s the perfect 

time for leaders to reassess how accessible 

their workplace is for employees with 

disabilities. But all too often, we define 

“accessible” with ramps and handrails. Even 

when physical barriers are removed, attitudinal 

ones remain.

Placing a ramp at the door does not mean the 

space is inclusive of persons with disabilities. 

Because the term disability can mean much 

more than just physical. Without proper 

training, it’s unlikely that your team will 

understand how to equalize the playing field 

for all coworkers — no matter what their 

accommodations may be.

Tova Sherman

CEO and Co-founder of reachAbility 

Author of Win, Win, Win 

www.reachability.org
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Profit, Ad Creatives, and Funnel
Optimizations
The ultimate success advice for any business
is to first focus on profit! I see far too many
businesses in the e-commerce space raising
money without actionable steps to profitability.
Early on in my business journey my partner
now, Justin Kemperman, drilled into me how
important profiting first was. Due to that
mentality, we have had several companies
scale to 7 and 8 figures with no outside
capital. This meant that we had to budget
accordingly, put in long hours, and focus on
conversions over fancy design and branding. 

nurturing those relationships can absolutely
bring money to the table. Once you have a
few people in your email list, make sure to
send them at least one email a week. You
don’t need to sell anything everywhere; in
fact, it’s better if you don’t every now and
then give them something free, like a free
PDF guide, mini training, a free digital
print, or (if you sell physical products) a
coupon. The goal is to grow your email 
list — that’s where the revenue is.

— Abby Herman, Director of Strategy for
Snap Agency, https://www.snapagency.com

Utilize Social Media
As real estate professionals who focus mainly
on off-market properties — we never thought
that having a social media presence would
help us. We couldn’t have been more wrong.
Since growing our social media accounts,
we’ve significantly increased our business.
You’d be surprised at who sees your posts,
as small as your account is or may seem.
We’ve increased our clientele and forged
amazing partnerships with people solely
through social media! It all goes back to the 
“tell everyone what you do” saying.

Simply posting once a day or a few times a
week on social media, either adding value
to your followers or just showing that you
are active goes a long way. I recommend
setting up a Facebook, Instagram, and Twitter
account for your business if you haven’t
already, and just making a habit of posting
at least a few times a week. Consistency is
key with this. You will see results — it’s just 
a matter of time.

Another helpful tip with growing your
social media is to try and find 5 to 15 other
individuals or businesses that work in the
same industry and create a “social media
mastermind group” between them. Each
time someone in that group generates a new
post, he will copy the link in the group,
and group members should engage with
it. We’ve implemented this policy, and it’s
gained us around 5 followers per day and
we’re just starting out. Engage with other
people’s posts on social media and you’d
be surprised at how many people see that 
and will follow you.

— Ryan Whitcher, Owner of
Harmony Home Buyers, https://www.
harmonyhomebuyers.com

“The most powerful
ads for publicity and

marketing are the
ones that not only

look pretty but also
address your target
audience’s problems 

and desires.”

Get Publicity
Continued from page 14

Continued on page 40

We also placed a lot of focus on ad creatives
and funnel optimizations. Ad costs are always
on the rise, so creating content that converts
is extremely important. Ads that look pretty
don't always convert. The most powerful ads
for publicity and marketing are the ones that
not only look pretty but also address your
target audience's problems and desires. When
you have an ad creative that performs well,
it's up to the funnel to acquire the customer.
We spent (and continue to spend) a lot of
time split testing high converting funnels
to support our ad creatives. Mastering these
two pieces in Miracle helped skyrocket our 
business.

—BrandonMonaghan,Co-founderofMiracle 
Brand, https://www.miraclebrand.co

Real Time Dynamic Marketing
Real time marketing is a brand-new, unique
business model that will revolutionize mobile
marketing and finally level the playing field.
On October 20, 2020, ClikitySplit received
patent # 10,810,619 on its revolutionary real 
time marketing technology.

Real timedynamicmarketingturnsadvertisers
into savvy marketers, empowering them to
immediately react to deteriorating business
conditions by changing their content in real 

Quality content on your website keeps the readers engaged, brings them back, and prompts 
them to publicize your business/website to others.
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time in just 3 minutes to publicize and run
enticingspecialsalespromotions(“HotDeals”).

For example, all restaurants have a dead time
after lunch and before Happy Hour. Using
ClikitySplit, savvy marketers publicize and
run time-sensitive “Hot Deals” to drive traffic.
Once the content is changed, notifications
are immediately pushed to the businesses’
Facebook timeline and Twitter feed, exciting
their followers and filling those empty seats 
and stores.

The video “The Marketing Solution for
Local Businesses” will give you a great
overview of ClikitySplit’s differentiation.
Five other informative videos are located
at http://ClikitySplit.com/teachsmbs. To see
ClikitySplit is action, tap http://ClikitySplit.
com/merebulles. Just “X’ out the video that 
displays initially at login.

America’s small and medium size businesses
(SMBs) are struggling and need a lifeline
in order to survive COVID-19. ClikitySplit
is the perfect solution for SMBs due to its
uniqueness, differentiation, and simplicity. 

— Jim Clouse, Founder and CEO of
ClikitySplit.com, https://clikitysplit.com/
mobile

Implement a Chatbot
A successful business needs to strategize all
departments, but a common factor needs
to be digital growth these days. After the
pandemic of 2020, companies have realized
that digital growth is a must to optimize
their time & resources and to streamline
communication with employees & customers.

A successful business calls for successful
customer engagement and in small businesses,
it is crucial that all the customers are given
a personal touch. And when it comes to
giving a personal touch, implementing an
AI Chatbot on your website as a part of the
digital strategy can give a real boost to the 
publicity and marketing strategies.

When small firms are expanding, it’s
challenging to address new traffic on their
websites with limited resources in customer
support. But a business having a chatbot
on its site can easily provide personalized
support to prospective customers from
different countries in their language — thus,
giving them a quality customer experience.
Furthermore, a chatbot can even qualify

Get Publicity
Continued from page 39

leads and assign them to the right service
representatives which can save a lot of time.

The key takeaway here is the right use of
automation to improve the business process.
Implementingtechnologylikeachatbotdoesn’t
mean less human work but rather efficient
human work. It is this stereotype that small
firms need to overcome. Even if they are
just open to building their tech stack, they
are one step closer to a successful business.
— Pranay Rathod, Sr. Digital Marketing
Executive, https://wotnot.io

Network! Network! Network!
First, make sure the business is a good idea,
the plan is well developed, and that you
have tested by surveying your family and
friends. Then, sell it. The best way to sell
something is by talking to people. If you
want to grow your business, you need to be
open to initiating conversations. This can
be done the old-fashioned way, but also
virtually and using digital tools. Reach out to
people who you already know, and talk with
them about what you are doing. Tell them
how the business came to be and share with
them the “why” of the business. As you are
closing the conversation, ask for references
about other people they know who may be
interested. Other ways of networking can
be through social media and sharing videos
and resources that help explain the heart
of your business.
— KarenGordon,VPofGrowthatGoodshuffle 
Pro, https://pro.goodshuffle.com

Produce Quality Content
Each of my businesses, including my online
publications, have one common denominator
to guide the business plan: quality content.

Quality content on your website is key.
It is what keeps the readers engaged, it's
what brings them back, and it’s why they
publicize your business/site to others. You
need a website for your business, no matter
what it is. Everyone now does their research
online, and if you don't have a presence,
then they will likely click on the competition 
that pops up.

To beat the competition and figure first on
search results you need a rock solid SEO plan
in place. To do this without spending a ton
on advertising, quality content — packed
with relevant keywords — is your solution.
If you visit my site, you will not see any paid
ads; only information and services to make
your customer journey more comfortable.

I also avoid the really long story-like content.
It is true, story-telling sells in publicity and
marketing, but there are some marketers
who go beyond and have you scrolling for
10 minutes before you get that nugget of
information you were seeking. This wastes
people's time and is counterproductive to 
your needs.

Attractive headlines, relevant images, and
filling out the “About Us” section improves
reliability, trust, and monthly visits. Once
all of these rise, so does your conversion 
rate and sales.
— Phillip Ash, Founder of Pro Paint Corner, 
https://propaintcorner.com

Cross-Media Marketing
As more businesses begin to reopen
following the COVID-19 pandemic, 2021
is presenting ripe opportunities for growth.
The two biggest keys to grow right now
and over the next year are publicizing and
marketing across all media platforms (cross-
media marketing) and to deliver the highest
quality products while providing outstanding
customer service. Cross-media marketing
combines the strengths of digital and print
marketing to provide consistent messaging
no matter where customers interact with
your brand. For example, you can send
postcards to clients who are working from
home and include special offers that will
then be replicated online through email/
mobile marketing as well as the QR Code
or website link included on the postcard.
By reaching out to clients across multiple 

“Real time dynamic
marketing empowers 

advertisers to
immediately react

to deteriorating
business conditions

by changing their
content in real time
to publicize and run

enticing special sales 
promotions.”
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touchpoints, you are more likely to remain 

top of mind to them when it comes time to 

do business with you.

— Chris Biscuiti, Minuteman Press 

Franchise Content Specialist,  

https://minutemanpressfranchise.com

Repurpose Content
During the pandemic, we can see that 

people have already adapted to spending 

their time and shopping online. Thus, we 

believe that the best approach is to go an 

online-first (digital marketing tactics). For 

small businesses, the more you stretch a 

small budget the better. For example, a 

good way to take this up is to gather all 

the existing content that you have and try 

to repurpose it for social media use. Next, 

be certain that your newsletter produces real 

value and not just auto-generated discount 

offers. To add to your results, even more, 

make content for Youtube videos; IGTV 

“InstagramTV”; Podcast episodes, and other 

long-form audiovisual content. Then you 

can redistribute this content by cutting it 

into smaller “bite-size” pieces that can be 

used for your social media and blog. This is 

a good tactic that Google loves, and this is 

also one of the reasons why you can see more 

big businesses adding an audio alternative

to their blog articles.

— Dimitris Tsapis, Head of Marketing at

Coara, https://coara.co 

Design Sprint Methodology
The old saying goes, “time is money,” but

money also buys you time in business. As a

small business, you often lack both resources,

so you must focus on cutting costs and time-

saving devices or methods to stay in business.

At Marketer’s Genius, we have found one of

the fastest ways to turn a company around is

by getting a lot of quality work done quickly.

Designed by Google and instrumental in

the development of Gmail, a Design Sprint

was designed to fix large product design

problems in a week; however, design sprint

methodology can be adapted to solve other 

types of problems. 

We use the methodology to solve publicity/

marketing and sales-related issues for clients 

in a marketing sprint. The goal of a marketing 

sprint is to fix the main problems in your 

publicity and marketing campaigns within 

a week. You can accomplish this in a short 

time frame by developing overall strategies 

and testing hypotheses with small user 

testing. By rushing the time period from 

months to a few days for a publicity and

marketing plan, your business only focuses 

on important aspects of the problem, and 

your team does not get lost in the weeds. A 

marketing sprint can also become a part of 

your regular publicity and marketing processes 

with agile marketing methodology. Small 

businesses need to adapt faster than ever, 

in order to survive and thrive in 2021. One 

way to achieve incredible results in 2021 

with extraordinarily little time and money 

is a marketing sprint.

— Evan Thacker, Founder of Marketer’s 

Genius, http://marketersgenius.com 

Final Tip: Empathize with 
Customers
In conclusion, small businesses need to get 

publicity and get the word out in order to 

survive, grow, and succeed in 2021. The 

intent of this article was to provide you with 

insightful tips from business experts across 

many industries.

A final tip, provided by Colin Palfrey, CMO at 

Majesty Coffee (https://majestycoffee.com/) 

is to get out of your comfort zone and go out 

and talk to your customers. If we learned 

anything in 2020 during the pandemic, it’s that 

everybody is human. Publicity and marketing 

teams need to remember that the people in 

your audience aren’t just one-dimensional 

people interested in your product or service. 

Ask your audience about their lives beyond 

your product or service, and you will discover 

new insights that will make your marketing so 

much more effective. Palfrey sums up this final 

tip by saying, “Connect with your customers 

as people. You’ll be able to empathize with 

them, which will help you build stronger 

publicity and marketing campaigns, even 

when times are tough.”

Written by business expert Barbara
Weltman, this book will help get your
new business off to a successful launc

Visit https://homebusinessmag.com
for details on ordering your copy.

Get your copy of  
Home Business Magazine’s 
Home-Based Business  
Start-Up Guide.  

Sizzlin' Startup Guide!

h.

m 

“... implementing an 
AI Chatbot on your 

website as a part of 
the digital strategy 

can give a real boost 
to the publicity 
and marketing 
strategies.”
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HOME-BASED BUSINESSES

OWN A BOOKKEEPING BUSINESS. #1
Most Profitable. Ultra low costs and high
earning potential. Run from Home. Find  
out how: BeABookkeeper.com

INCOME OPPORTUNITIES

NO SELLING! GIVE AWAY prescription 
discount cards for free and earn.
Visit www.giveawaycards.xyz

INTERNET & ECOMMERCE

PROFIT FROM RUNNING CITY Guide
Website. Low investment. Sales & marketing 
tools. 1 site per city. (800) 856-9870  
www.CityAmerica.com

IMAGINE IF YOU PURCHASED ZOOM or
Facebook stock before it launched to the
public. Get in on the ground floor with the next 
Internet giant. Watch Pre-Launch Video.  
www.WealthWithOnPassive.com

MAILING LISTS

OF INTEREST TO ALL

NEED NEW ID? Create new identity. New
SSN. New credit file. “Free money” grants.
Internet opportunities. Home businesses.
Low-cost startups. Free catalog. EDEN PRESS, 
P.O. Box 8410, Fountain Valley, CA 92728.  
714-968-8472. www.EdenPress.com

OPPORTUNITY SEEKERS

LIFETIME CASH SYSTEM. Receive MULTIPLE 
$200 CASH DAILY by Priority Mail! 3 levels
Deep! Free Mailing!
https://www.elitemillionairesystem.com/
CEL180.htm

BRAND NEW CROWDFUNDING PROGRAM
is putting $8,000 over and over again in
people's pockets. No recruiting / sponsoring 
required. Text "INFO" 770-648-4267

PRODUCTS

STOP GUILTING YOUR FRIENDS into buying.
Work with industry-leading Kaeser & Blair to 
sell promotional products.  
www.Kaeser-blair.com

ADDITIONAL INCOME

CERTIFICATE INCENTIVES! INCREASE
SALES 'tremendously' using our '5'  
moneysaving vacation/ grocery/
restaurant certificates!
https://certificateincentives.webs.com

POWERFUL INCOME: Discover why Millions of
people use our service. TheseProblems.com

BOOKS & INFORMATION

DOWNLOAD THE PROSPERITY EBOOK 
- Make Money Using And Promoting
Our Entrepreneurial Success Guide!! 
TheProsperityEbook.com

BUSINESS OPPORTUNITIES

FREE ONLINE WHOLESALE BUSINESS
Opportunity. Forbes 2020 hottest trend!
No purchase necessary to earn money!  
www.cbd1234me.com

WARNING: DO NOT PLAY VIDEO unless
serious about SHIFT that could Change 
Everything. www.OPP-Page.Com

EARN AN AVERAGE OF 11% per
month passively. https://yieldnodes.
com?a=16aeLQnPwwXgPwM

MAKE $1500-$7500 WEEKLY! Free Video 
explains it all. www.1500daily.com

NEED RED HOT LEADS? Low Cost Online
And Offline Advertising. Best Money Making 
Opportunities.

https://www.moneyindexnet.com

$20,000 MONTH FROM ANYWHERE.
Only a phone needed. Learn how!
WWW.30DAYS2DEAL.com/TRAINING

MAKE $100,000+ RESIDUAL INCOME
with $10. European company needs pro-
moters. Now paying for 4 new enrollees.
Limited time offer. www.LivingWage.biz  

FOOD

START-UP AN ITALIAN ICES BUSINESS.
Portable, easy-to-transport kiosk. Full Training.
High demand. Rated A+ BBB. (800)763-4348 
www.italianice.net

OWN A MINI-DONUT OPERATION.
Fun, flexible business. 80% profit margin.  
High demand. www.lilorbits.com

FRANCHISES

www.RooterMan.com/Franchise
Visit website or call 1-800-700-8062.
Franchises available with low flat fee.  
New Concept.

NEW FRANCHISE HELPS PROTECT
AGAINST COVID-19. Distribute Hand
Sanitizer Dispensers. COVID-Proof Business!
Low Cost, High Profit, Great R.O.I. Generate 
Residual Income. www.Ouulala.com   

HOME & GARDEN

CREATE CUSTOM LANDSCAPE BORDERS.
And make some real money. A REAL Business.  
(800) 314-9984 * www.LilBubba.com

PROFESSIONAL SERVICES

TRAMLAW (W) HOLDING CO.
Sanitizing Division.
Email tramlawholding@gmail.com
Join the people making $30- $40 hourly
sanitizing homes/ businesses to keep peo-
ple healthy. You receive sanitizing machine,
sanitizer, free shipping, card reader for debit/
credit cards, full company support system,
& more. Cost $995.00 + $8.95 monthly/
customer royalty. Financing $195.00 down,
$40 monthly, 24 months@ 10% APR. Email
name/address for information & contract. 
"Grow With Us Today"

SAFETY & SECURITY

HELP PEOPLE DEFEND THEMSELVES
Start a business selling stun guns, tasers, 
pepper sprays, personal alarms.  
https://safetytechnology.org

SPORTS & RECREATION

TURNKEY SPORTING GOODS Business
Opportunity. Wholesale Dropship Suppliers
For: Baseball, Basketball, Football, Soccer,
Hockey, Lacrosse, Volleyball, Football, and 
more!  https://sportslife.com

START A BUSINESS

HOME-BASED CREDIT REPAIR BUSINESS.
Huge income potential. Free training and
support. Visit www.startupcreditrepair.com

SELL CELLPHONE ACCESSORIES. HOT
BUSINESS! Starter package 30 items for
$99.00 Visit: www.cellularwerx.com Sign-up
on wholesale page for access.
1-888-515-2444 contact@cellularwerx.com

VENDING

FACTORY DIRECT SINCE 1960.
www.vendingmachinesales.com
800-313-1821. Not Newbie on Web. Finance Plan.

WORK FROM HOME

***** THIS CHEAP UGLY AD Earns Me *****  
$500 Plus Daily Mailing Postcards!
"... And You Can Too if You Can Mail Out
Cheap Ugly Postcards! Find Out How! Call
Our 24/7 Overview Hotline # 803-575-1199. 
You Must Use Referral Code IWS109!

MAKE REAL PASSIVE INCOME. No
prior experience needed. 100% Money Back 
Guarantee. www.ezwealthsystem.com

ORDER A CLASSIFIED AD
www.homebusinessmag.com/

classified-advertising
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