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eace Mitchell and Katy Garner are sisters who are
passionate about motherhood and the importance
of supporting mothers. They believe that by supporting,
encouraging and empowering mothers, benefits can be seen
for the whole family.
In 2003 they established a community playgroup to help
provide a strong support network for themselves and for
local mothers, this successful and close-knit group provided
invaluable support to its member families when Cyclone Larry
devastated their community in 2006.
Wanting to do more to help local families through such a
difficult time Peace and Katy along with two of their friends Liz
Provians and Karen Portelli formed non-profit organization,
Mothers Helping Others Inc. In the 12 months following
Cyclone Larry this group focused on efforts to provide
emotional recovery for children, mothers and families through
a diverse range of innovative projects. These projects
included publishing a book of children’s stories and artwork,
rebuilding damaged playgrounds, holding a photography
workshop and an exhibition featuring local mothers work,
establishing a young parent’s playgroup and holding a Girl’s
night out for local women.
Since then the group has gone on to launch a community
literacy initiative called ‘Books for bubs’ which encourages
reading to children from birth by providing a pack of books
for all new babies born in the Innisfail Hospital. They have
coordinated a 12 month parenting program focusing on
nurturing mothers and have been instrumental in changing
local government legislation with the implementation of the
charter for inclusive communities which addresses issues
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make a difference” awards which recognize local women
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scale community events including the ‘Art Deco in the Tropics
Festival’ in 2008 which was attended by 10 000 people.
Peace and Katy are the authors of parenting guide ‘What I
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Written specifically for new and expectant mothers, the book
addresses topics such as pregnancy, preparing for birth,
breastfeeding, ensuring you have a strong support network,
knowing when to ask for help, looking after yourself and
encouraging communication with your partner.
In November of 2009 Peace and Katy became the owners
of the online community connect2mums. Connect2Mums
provides a safe and supportive environment for women in
online businesses to get together and share information,
network and gain support. The site provides members with
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relevant information and opportunities to interact and socialise
with other mums across Australia and New Zealand, such as
Friday night live chats, newsletters, product reviews, events,
competitions and articles.
Connect2mums also holds Mumpreneurs Conferences in
several states as well as the annual AusMumpreneur Awards
and the online Mumpreneurs Network. These events and
programs are another way that Peace and Katy support,
celebrate, acknowledge and support the achievements of
Australian and New Zealand mums.
This book is the first in a series of books designed to inspire
and provide information specifically for the mumpreneur
industry.
For more information on Peace and Katy, their books, the
AusMumpreneur Awards or Mumpreneurs Conferences visit
www.connect2mums.com.au
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INTRODUCTION

S

tanding out from the crowd helps to ensure that your
business will be front of mind in an ever-increasingly
competitive world. Standing out from the crowd is the ability
to set yourself apart from your competitors, to provide a
unique service or product and to be remembered for all the
right reasons.
To stand out in business you need to have a balance of a
number of elements; the ability to think differently, Clear
and consistent branding, a carefully constructed marketing
strategy, a strong and solid platform, a network of a diverse
range of contacts, a powerful online and media presence and
a confidence to be uniquely you.
Through this book, mumpreneurs who have found success in
business share their tips and strategies for how they’ve found
ways to rise above their competitors and become leaders in
their field.
You’ll meet Peace Mitchell and Katy Garner the women behind
the glamourous AusMumpreneur Awards and connect2mums
online community, Antonette Golikidis whose strong branding
has helped position her products as an Australian household
name, Catherine Oehlman an Australian top 100 female
blogger who has a strong readership of mums from around
the world by creating a unique and personal experience
for her readers, Vicki Frittmann whose Search Engine
Optimisation has seen her business as the number one page
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ranking site globally for her niche, Johanna Baker-Dowdell a
PR specialist whose clients are regularly featured in national
media and Susan Pearse whose successful company Mind
Gardener has helped people all over the world to thrive by
harnessing the power of mindfulness and thinking differently.
Mumpreneurs are entrepreneurs with a difference; they are
women who aspire to have the best of both family time and
their professional ambitions in a way that works for them.
For many families it makes sense and is born of necessity,
especially for families in rural or remote areas with no access
to childcare, families with special needs children and families
with children under five.
These innovative new businesses are creating new
employment opportunities, boosting the economy, and
allowing women to find new skills, express their creativity and
ways to put their professional prowess into action.

xii
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A

uthor Susan Pearse is evangelical about improving minds
– and not just her own. It’s a fact that her husband and two
young toddlers will attest to, having lived and breathed the
advice that Susan, along with fellow author Martina Sheehan,
has made her life’s work.
Using scientific knowhow and drawing on her own personal
experience, Susan specialises in translating the principles
that explain how the brain works into simple, practical tools
for thinking differently about everyday situations – from
parenting techniques to personal relationships and business
success.
As a working mother and entrepreneur, Susan understands
better than most the challenges of juggling a busy career
while still maintaining a rewarding and fulfilling family life.
Susan was born in Mackay in 1972 and moved to Brisbane
in 1990 to undertake a business degree at QUT. While her
background is in consulting and facilitating organisational
change, it wasn’t until meeting fellow mind fitness fanatic
Martina Sheehan a decade ago that Susan began practicing
techniques for training her mind and discovered where her
real passion lay.
This new direction ultimately led to the creation of highly
successful corporate consulting business reinvention,
established in partnership with Sheehan in 2001.
It was through reinvention’s involvement with the Mind and
Life Institute and His Holiness the Dalai Lama that the pair
became fascinated with the science of neuroplasticity – the
concept that the human brain changes form and function
over time and that individuals can train their minds to improve
performance, increase happiness levels and ultimately
change their lives.
2
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Through their latest joint entrepreneurial endeavor, Mind
Gardener, Susan translates this science into a series of
step-by-step guides designed to help people through various
stages of their lives. Mind Gardener was created to show
people all over the world how to experience the joy of living a
mindful life, and how to thrive, not just survive.
Susan is a sought-after conference speaker and has
addressed audiences all over Australia on the topics of
mindfulness and the path to happiness and business success.
For more information on Susan or the Mind Gardener Guides
visit www.mindgardener.com

3
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Presence – the key to thriving as a
mumpreneur

C

onsider for a moment someone you know who stands
out. Not the person who stands out because they are
a bit louder, a bit more flash, or more of a go-getter than
others. But the sort of person who stands out in an authentic
and enduring way. They possess something compelling that
is hard to define. What is it about them? What do they have
that others don’t?
This subtle but significant factor is something called presence.
It’s a quality that comes from within and it can have a profound
effect on others. These people stand out because who they
are, what they say, and how they act resonates with credibility,
and they seem to effortlessly draw us to themselves and their
message.
To stand out in a highly competitive world you and your
business need presence. It is important to stand out from
your competitors, to create a brand that people want to be
part of, and to see opportunities to innovate and go where no
one has gone before.
Presence is not a personality trait or a behaviour, but it is
something that you can develop and cultivate so you can
stand out and thrive as a mumpreneur.
This chapter will explore the three capabilities that contribute
to presence and how you can develop these capabilities. First,
presence requires mindfulness. With mindfulness you are
equipped to see and respond to situations and opportunities
with clarity. Second, and closely linked, is the ability to think
4
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differently, challenging the mindsets and limitations that can
hold you back. Third is the important element of purpose,
both personally and as a business driver.

Mindfulness
“Yesterday is history. Tomorrow is a mystery.
And today? Today is a gift.
That’s why we call it the present.”
Babatunde Olatunji
People with presence literally are “present”. You may notice
that they listen fully to others, are genuinely engaged in their
work, and that they take a real interest in everything they do.
The first step to being more present, is to develop a healthy
level of mindfulness.
Mindfulness might best be described by considering the
opposite state, mindlessness. When someone’s mind “is not
on the job”, we say they are mindless. They may be thinking
about something else, day dreaming, or distracted, but it all
comes down to one simple fact; they are not paying attention
to what is happening in the present. Consider situations
where you know you were not paying full attention: you might
be driving a car or having a conversation with your children,
but your mind is on the work you have left unfinished. Rather
than paying full attention to where you are or the people you
are with, part of your mind is absent. Mindlessness can
cause accidents to happen, relationships to be weakened,
mistakes to be made, important information to be missed,
and decisions to be poor. Mindlessness is a dangerous
state for an entrepreneur and it can have the unfortunate
consequence of making you or your business stand out for
all the wrong reasons.
5
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So mindfulness is developed by paying attention to the
present. Everyone has experienced times of being fully
mindful and in the present. It might be when you are reading
a book to your children, or when you are out in nature, or
maybe during a favorite hobby or sport. Terms like “in the
zone” or “in the moment” are often used to describe the
experience. It is easy to assume these moments happen by
accident, but you can train your mind to be present just like
you can train the muscles in your body to be stronger.
The fascinating science of neuroplasticity has revealed that
the brain is plastic and changes its structure and function in
response to its experience. Everything you think, learn, see
and do changes the structure and function of your brain. So
you have been training your brain since the day you were
born. But what have you been training it for, mindlessness or
mindfulness?
The modern day business world is characterized by rapid
change, large volumes of information, and an emphasis
on doing more with less. This encourages practices like
multitasking, which has the unfortunate consequence
of training your mind for busyness and mindlessness.
Counteract these effects and strengthen mindfulness with 2
techniques:
1. Build Awareness – Become aware of arising thoughts
that take your attention away from the present. It is
said that we have 50,000 thoughts a day and 10,000
internal conversations. Most of the time you may not
be aware of how busy your mind really is. Becoming
aware is the first step to becoming mindful, so take time
every day to notice what is capturing your attention.
6
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2. Pay Attention – Pay attention to what you are doing.
Do this by focusing on the sense that is most related
to what you are doing eg. Listen fully when someone
speaks to you, notice your surroundings when you go
somewhere new, taste your food and feel the things
you touch. Every time you notice that your attention
has drifted, switch it back into the present. Give every
activity the quality of attention it deserves.
Like any skill, the more you practise mindfulness, the easier
it will become. As you develop mindfulness, you will soon
experience both the personal and business benefits of living
a mindful life. Noticing changes and opportunities with real
clarity, building relationships that are strong and enduring,
and operating with a greater connection to the present will
give you the edge to stand out from the crowd!

7
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Think Differently
“The greatest discovery of my generation is that a human
being can alter his life
by altering his attitudes of mind.”
William James
People with presence have the clarity to see opportunities
because they’ve developed a healthy level of mindfulness.
But they have built on this clarity with another capability that
helps them stand out. They do the things that others resist,
hesitate to act on, or fear. That’s what makes them great
business people. So what’s their secret?
Well, it’s a secret that you can hold in the palm of your hands
and it only weighs about 1 kg. It’s the most complex organ in
your body and it steers every single thing that you do. It will
determine whether you and your business follow the wellworn path or explore a new one. It is your brain.
Your brain is made up of 100 billion neurons or nerve cells.
These neurons are like trees with branches reaching out in
many directions. Learning happens when neurons connect
with each other and form a pathway through which electrical
signals and chemical transmitters can flow. Consider this
simple example of teaching a child not to touch a hot cup
of tea. As the child reaches out and you raise your voice
to say, “No, that’s hot!”, electrical signals flow through the
set of neurons that associate touching the cup with danger.
These signals form a connection between the neurons that
is strengthened through repetition ie. the more times signals
flow between these sets of neurons, the more “hard-wired”
that learning becomes, until the growing child no longer
needs the reinforcement to avoid this danger.
8
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This is how your view of the world is formed. We associate
things with each other, and form increasing networks of
neurons to describe the world as we believe it to be. We have
been forming views of how the business world works all of
our lives based on what we have experienced, what we have
been told, what we have read, or what we have observed.
Some of these views will contribute to your success, but some
will be outdated, irrelevant, misinterpreted or simply not true.
The process of learning and being open to new ways of
thinking becomes harder as we age, not simply because
we are getting older, but because the pathways you have
already laid down become default pathways or ruts along
which the electrical signals in your brain prefer to flow. Just
as water trickling down a mountain flows more easily along
worn grooves, your brain is designed to choose the pathway
that requires the least energy. So when you are challenged
to think about something in a different way, this requires more
energy in the form of increased levels of attention and effort.
We all have pathways in our brain that have become “ruts”.
They are often unconscious mindsets or habits of mind that
you may have developed for various reasons. Some of these
pathways are helpful shortcuts that make your life easier,
but some of them create limiting mindsets that cloud your
outlook, your actions, and therefore your results.
People with presence have not allowed unconscious mindsets
to dictate their views or their actions. They challenge their
habits of mind and the mindsets of other people by embracing
fresh thinking, new perspectives and new ideas. Instead of
allowing the brain’s learning process to work against them
and their business, they harness it and train their brain to
9

The 7 Secrets to Standing Out

be curious, imaginative and to seek difference. Building on
their mindfulness, they direct their attention to opportunities
and emerging patterns in the present and use those to guide
themselves into a new and exciting future.
The mindsets that can hinder your ability to think differently
exist at many levels. For example a country like Australia can
hold cultural mindsets such as “the tall poppy syndrome” that
leads to people knocking those who stand out rather than
supporting them. People with presence do not fall into this
mindset trap and do not let it hold them back. Other mindsets
may be self imposed like “I’m not good at business” which
can make you feel that some tasks are too hard rather than
just getting them done with a clear mind. And people with
presence are very conscious of not letting the views of other
people undermine their confidence. They walk their own path
and do so by adapting their business to emerging needs
rather than adhering to rigid opinions.
People with presence, having developed a healthy level of
mindfulness, make the effort to know their brains, understand
their habits of mind, and identify where their mindsets are
helping or hindering their performance. Every moment of
every day you make choices that cultivate your mind and
literally change the structure of your brain. Are you cultivating
your mind to think differently and stand out? Or are you
cultivating your mind to be “one of the crowd” and maintain
the status quo? It is in your hands to develop your authentic
presence, but it relies on the moment to moment choices that
you make about how you think.

10
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To develop the capability to think differently, regularly practice
these 3 techniques:
1. Let go – of the limiting thoughts you hold, are told, or that
others seek to impose. Unlearn the habits of mind that
don’t serve you, and continuously challenge your world
and business views.
2. Create – new ways of thinking and seeing the world.
Experiment, play and explore, and look at things from
another perspective. Being outside of your comfort zone
is a sign that new connections are being forged in your
brain.
3. Stay open – the most open minded and willing explorer
will discover success.

11
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Purpose
“The purpose of life is a life of purpose.”
Robert Byrne
There is one important ingredient that will lift an individual
and a business from good to great. Think about a business
you consider has presence. For some people companies
like Apple or Virgin may have come to mind. What is it about
them that creates such a strong and lasting impression?
Companies with strong presence operate with an equally
strong sense of purpose. Just like an individual with presence,
they know why they are here and they have a vigilance and
discipline around that purpose.
Purpose gives meaning to life and work, and it is a powerful
motivator. We all want to make a difference. And every
person has the ability to do this in their own unique way, be
it small or grand. People who have uncovered their sense of
purpose and use it to navigate through life, also find that living
mindfully and thinking differently come easier. And people
who live mindfully with an open mind seem to connect more
easily with their own sense of purpose. So each of the three
capabilities for presence and for standing out authentically all
operate to support the others.
Purpose is by far the more important element of any business
framework. Purpose is easily mistaken for goals, vision or
objectives but purpose is not about what or how you do
things, it’s about why you do what you do. It’s about what
you believe in. It’s about the difference you make in the
world.
12
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If all you do is focus on producing a product that is currently
needed (ie focusing on what you do) you will most likely fail to
adapt when that need changes. So to uncover your purpose,
you need to focus on the deeper needs in your community,
not the fickle and changing surface needs.
We have all seen people with a strong sense of purpose. They
are passionate, inspirational, and seem to have their own
internal compass that guides them. A business with purpose
is the same. Without this compass, people and businesses
can get lost, miss the signs that change is needed, and
struggle to respond effectively.
Explore how to use purpose to build presence and make a
real difference.
1. Uncover your purpose.
Purpose is not created, it is uncovered. The fact that your
business exists means it must have a purpose. Often
purposes have become buried beneath activities that focus
on goals and strategies.
While your personal purpose will often define your business
purpose, particularly if you are the entrepreneur who started
the business, do not confuse it with your personal desires
(eg. my business will give me money, more time off, flexibility
with the kids). Although these things might be important, they
are goals, not your purpose.
Your business purpose is defined by the needs of those you
serve. Do not look outwards to define your purpose; stand in
the shoes of the ultimate beneficiary of your service/product
and see what need of theirs that you meet.
13
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Ask yourself the following questions to tease out your purpose:
•
•
•
•
•
•
•

Why did you originally set up the business?
What do people say they experience, feel or benefit from
because of your business?
Why is what you do so important?
What do you believe in? And how does that connect with
what others believe in?
What emotional connection do you strike with others?
What would be lost to the world if your business didn’t
exist?
What do you want to be famous for?

You will rarely uncover a final definitive statement when
initially investigating the question of purpose, but you will
identify some important elements that you can work with over
time to test their importance and relevance.
2. Align everything to purpose.
Articulating your Purpose is only the first step in realising the
benefits it can bring. It is not a statement that should simply
hang on a wall. It is one of the most important and powerful
tools you can use every day in your life and your business.
People with presence stand out because everything they do
is consistent, purposeful and confident.
Consider how purpose helps with:
Brand – purpose should be uncovered before you even
name and brand your company. Beware the branding guru
who does not start right back at this point in their process.
You could end up with a smart and catchy brand that does
not resonate with people’s experience of your business, or
leverage the real emotional power of your Purpose.
14
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Promotion – your messages, advertising and PR must all be
rooted in your Purpose. While it is not necessary to use the
actual words from the Purpose statement, it must underpin
the essence of what people read, see and hear about your
business. Many a business has learnt a very hard and
expensive lesson by rolling out a “cute” advertising campaign
that turned away the very people they were seeking to
engage. People don’t buy what you do, they buy why you do
it.
Recruitment – people who share your beliefs and connect
emotionally with the Purpose of your business will thrive and
shine. So make sure they know and understand it, and look
for clear evidence that they are truly motivated to work for
that Purpose before you put them on. If this is not one of your
criteria, or if you make an exception just to get that person
with the great track record, you will eventually experience
some sort of difficulty in that employment relationship. The
same principles apply to partnering decisions.
Strategy – all business strategy is underpinned by your
Purpose. While every other element of your strategic platform
can change over time (eg. vision, goals) Purpose is enduring
and will help you determine the right strategies for your
business.
Decision-making – all forms of daily decisions can be aided
by bringing your Purpose to mind eg. “If we do this, will it
contribute to Purpose?” “Is this the best way to achieve our
Purpose in this situation?” “Does this align to our Purpose?”

15
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3. Navigate with purpose.
Use purpose to navigate your direction forward. Ask yourself
frequently “how best might I achieve my purpose now?” It will
allow you to see opportunities and experiment in areas you
never dreamed of. Combined with mindfulness and thinking
differently, your most creative ideas and decisions will come
from reflections on your purpose. Bring it to mind often and
feel the lift that it gives to your actions.
“You must live in the present, launch yourself on every wave,
find your eternity in each moment. Fools stand on their island
opportunities and look toward another land. There is no other
land, there is no other life but this.” Henry David Thoreau
The modern business environment brings many challenges
for today’s mumpreneur. Having presence and creating
a business with presence will ensure you stand out from
the crowd and shape your future. By strengthening your
mindfulness, thinking differently and focusing on purpose, you
will not only build presence and stand out in the marketplace,
you will also experience the joy of living a mindful life.

16
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Building your Platform

A

personal platform or profile is made up of the character
and the qualities an individual possesses. Your reputation
and professional credibility contribute to your profile and
creating a positive profile inspires confidence and trust in
those you meet.
Your platform should be based on a strong foundation and
comprise of a number of elements.

Qualifications and experience
Your qualifications are an important asset in building a
great platform. Qualifications can help to set you apart
from your competitors and more importantly build trust and
credibility with your potential customers and industry peers.
Any relevant qualifications that you have can enhance your
position as an expert by showing clearly that you know what
you’re talking about and are knowledgeable in your chosen
field. Certificates, prior study, courses and of course degrees
all contribute to your formal qualifications, even qualifications
in similar fields can help show a range of skills and industry
knowledge, and these are worth including where relevant.
If you’re hoping to build a credible platform in a new field
it can be worthwhile to acquire at least some new basic
qualifications to help you get started.
Prior experience in your field, either professionally or
personally, similarly helps to position you as an expert. The
key is your ability to know what you’re talking about and have
the evidence behind you to back that up. Your experience
and first-hand knowledge can help lift your personal profile
18
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by enabling you to speak extensively on your topic. This
also gives others confidence in you and in the advice or
information you’re giving them. Experience can take the form
of working in the industry, engaging in your own research in
a particular field of interest or personal experience from your
day to day life.
If you’re hoping to branch into a new industry or area
of expertise where you haven’t worked professionally
you may be able to gain experience in the field by doing
volunteer work in your local community or with non profit
organisations.   Work experience is another excellent way to
gain new skills and a greater understanding of a new industry.

19
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Awards, achievements and accolades
Winning awards can help to raise your profile quickly and
elevate your position in the marketplace. Awards give you
extra credibility as they are an acknowledgement of your
unique achievements or ability. They are also a wonderful
source of publicity for your business.
If you make it through as a finalist or short-listed nominee
make the most of the opportunity by contacting your local
media with a well-written press release. This kind of story
is often picked up by daily newspapers and local TV news,
obviously the more well-known the award is the more likely you
are to gain leverage from the event. If you have a newsletter
or social media presence make sure you tell your networks
that you have become a finalist too as this all contributes to
your personal profile. You can also display the finalist button
on your homepage and in your email signature.
If you are the winner, work with the awards organisers to
leverage the potential momentum, media and exposure
following the event, they will often have their own dedicated
PR team who can help advise you on media opportunities.
Awards are also a wonderful way to gain respect and
admiration from your industry peers, this is particularly
important for newcomers who are yet to establish their
presence.
Winning awards shows dedication, expertise and excellence
and inspires confidence in people’s perception of your ability
to succeed.
There are a range of different awards that are available, do
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some research to help you find the ones which are relevant
for your business and that you are eligible for.
Be proud of your business and don’t be afraid to enter awards,
nominating yourself shows that you have confidence in your
ability and believe in the benefits you are providing to your
customers.
For awards which require a selection criteria and interview
process, be sure to read each question carefully and be
concise and clear in your answers.
Presentation is important so ensure that your application is
neat and free from grammatical errors. Unless specifically
requested don’t submit a handwritten application, a typed
submission always creates a better impression. Using your
own branding and colours where appropriate is a great way to
create a memorable impression, it doesn’t always guarantee
you’ll get through but it does improve your chances.
When completing your submission answer all questions
carefully and correctly. Reread the questions and your
answers to ensure they correspond and think about the
keywords the judges may be looking for. It’s a good idea to
have a few people read over your submission before sending
it in, checking for grammar and spelling but also checking that
your submission accurately tells the story of your business
and what makes you unique. If attachments are requested
ensure you have all of the documentation needed.
Don’t be disheartened if you don’t make it through, the process
and opportunity to reflect will strengthen your business and
help you to be more prepared for next time.
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Community involvement
Being active in your local community can help to build your
profile. Being known as someone who is generous, thoughtful
and helpful will definitely help to enhance your image and
build respect. There are lots of ways to become involved
in your local community – non-profit organisations are a
great place to start, Rotary, Apex, Zonta and the Lions are all
focused on community-minded projects and activities which
you can get involved with. Other groups that are great for
building your profile are business groups such as Business
Network International, Chamber of Commerce or Business
Women’s Groups.
If you’re active in the online environment you’ll find a host
of other communities there too, get involved in networking
forums and supporting non-profit organisations. Being known
as someone who helps others is a great way to enhance your
profile and become known for all the right reasons.
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Writing
If you enjoy writing offering to provide a guest post at a popular
blog can be a great way to help build your platform. There
are a number of advantages in writing guest articles. Firstly
a whole new audience of readers will discover you; secondly
being a guest writer can help to define you as an expert in
your field and thirdly if you do a good job it’s an excellent way
to build your relationship with the blog owner.
Similarly if you have contacts with local magazines or print
media you can offer to submit an article in your field of
expertise, if it’s good enough you might get asked back as a
regular writer with your own column.
Starting your own blog will also help to build your profile.
Blogging isn’t for everyone but if you enjoy writing this can
be a valuable tool to have. How often you write is up to you,
it doesn’t need to be a daily blog to have a strong following.
Posts can be short grabs or longer essay style posts, it’s okay
to experiment and find your own style. Don’t be disheartened
if your first few posts go unread and comment-less it takes
time to develop a great blog. Persistence, commenting on
other blogs and of course always writing interesting content
will help grow your blog following.
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Social media presence
Creating your social media presence is an inexpensive and
effective way to start building your platform. Facebook, twitter,
LinkedIn and online communities provide opportunities for
you to connect with thousands of like-minded people on a
regular basis.
Understanding your demographic is an important key to
success in using these platforms – if you’re wanting to reach
professionals then LinkedIn is a great place to start, for online
business networking twitter is really effective, for reaching
the general public facebook can be a great option and online
communities provide you with a more targeted approach
to your demographic and the opportunity to build trust and
relationships.
Experimenting in a few platforms is a great idea, most are free
to sign-up to and being present at a few social media sites
helps increase your visibility. Time wise it can be consuming
to be active on all of them so select a few that feel right for
you and your business.
Whichever platforms you choose you should spend some
time researching how they work. Etiquette is extremely
important in the online world and each platform has a different
atmosphere and way of interacting. Some sites are quite
casual and informal while others are more professional and
business-like; accordingly your updates need to be tailored to
the style of the site.
Once you’ve identified which sites are right for you and how
they work, ensuring your profile is complete will help you
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to build your online presence. Include a photograph, your
location, contact details and a short bio which includes details
such as your qualifications, and experience to help people to
get a feel for who you are and what you do. Using the same
image across on every site will help people recognise you
in different places. For brand awareness using a logo as an
avatar will help people remember your business. For building
relationships and your personal platform using a photograph
of yourself will help people to feel a personal connection with
you.
Developing a social media strategy is important; the key to
social media is developing relationships not merely selling
your product. You can create new relationships by sharing
updates on your journey, asking open-ended questions,
engaging in discussions, sharing a little about yourself,
taking an interest in others and being generous in your online
engagement with others.   The online contacts you make are
real relationships, investing the time in building these can
really pay off for you and your business.
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Becoming an expert
An important aspect of building your platform is the ability to
position yourself as an expert. A great press release which
you can also use as a letter of introduction will help you to
achieve this.
If your goal is to become an expert, try looking for opportunities
which will help you to reach this goal. Writing and speaking
are two excellent skills to have if you’re looking to build your
profile seriously.
Following the media and current trends can be a great way
to find opportunities to have your story picked up. Always be
on the lookout for how your knowledge or expertise can fit
with relevant topics at a local, national or global level. You’ll
need to tailor your press release each time to suit the angle
you’re hoping to pitch and send it through in a timely fashion.
This can be a great way to become known as the ‘go-to-girl’
or best person to call upon for comments and quotes relevant
to your field of expertise.
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Guest speaking
Getting yourself invited as a speaker at events, conferences,
seminars and workshops is a great way to become recognised
as an expert. Becoming involved in opportunities like this can
be as simple as contacting someone who regularly holds
events and asking them if they need a presenter. You’ll need
to provide your credentials and an outline of your topic and
presentation.
If you are invited to speak make sure you have a polished
presentation and that you are well prepared. If you’ve never
spoken publicly before practising in front of an audience is
essential.
Toastmasters provide support and coaching for people
interested in developing this skill further and can help you
become an engaging and interesting speaker. For your first
presentation a small –scale event is a great place to start
and will help build your confidence for larger events. If you
put together a simple slide show you may be able to use
it for several presentations adapting and tweaking as you
go. Using slides as a prompt is a far better way to give an
interesting presentation than following a script; it also takes
some of the pressure off everyone looking at you.
If you’re qualified then teaching a course at TAFE or a regular
workshop presentation is an excellent way to be recognised
an expert. Keep an eye out for vacancies or give them a call
towards the end of the year to see if they need presenters for
the new semester. You’ll need to have relevant qualifications
and experience in the field to be considered for a position.
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Online speaking opportunities can take the form of webinars,
guest interviews, video presentations, live chat, pre-recorded
tele-seminars and podcasts. You can host your own or
offer to be a guest presenter for someone else’s. Online
opportunities like these are particularly beneficial because
they can receive literally thousands of views.
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Memberships and Networks
Membership of industry bodies and associations helps to
keep you up to date with industry happenings and trends.
Invitations to attend industry events and participate in industry
opportunities are just a few of the benefits of industry body
membership.
Associating with like-minded people is important on a number
of levels. Firstly, networking with your industry peers has
numerous benefits and will open up new opportunities for
strategic alliances. Secondly, getting to ‘know’ key influential
individuals can help you to advance within your field and bring
you higher level opportunities. Thirdly, if you can manage to
secure a position on the organising committee or board you’ll
be known by almost everyone within the organisation.
Being a board member is a large responsibility; however it
had benefits as well. You have a voice in the direction of
the organisation and the opportunity to make real change.
A board position also adds a new element of credibility for
your profile. It usually involves extra work on your behalf
so be prepared to make the commitment of at least some
of your time for monthly meetings and other organisation
events. A board position enhances your platform as well.
Being a member of a high profile board is similar to winning
a high profile award, not everyone is invited or accepted so
it is an acknowledgement of your achievement and personal
character.
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Getting Published
Becoming an author is an excellent way to become a
recognised person in your industry. Publishing your writing
can take the form of eBooks or printed books.
eBooks are easy to produce and an inexpensive option for
publishing your work. They can take the form of downloadable
PDF’s or as kindle and e-reader compatible versions. Your
eBook can be free and used as an incentive to sign up to your
newsletter or people can pay to download the information –
prices vary from between around AU$9 – AU$30 or more
depending on currency conversion.
Printed books will cost a little more but are still achievable
for most budgets and really establish you as an author. You
can submit your manuscript to a commercial publisher for
consideration or self-publish by having them printed yourself.
If you’re interested in going through a commercial publisher
there are a number of options available.
Commercial publishing options include:
•

•
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Traditional publishing – this is where the publisher
covers all the costs of publishing including typesetting,
cover design and printing and the author receives a
royalty usually 5 – 10%
Joint venture publishing or shared publishing – this is
where the author and the publisher share the costs of
publishing and also share the profits – the percentage
can be negotiated but is normally a 50-50 arrangement.

Building Your Platform

•

Self publishing package – this is where the publisher
provides a package price which can include services
such as typesetting, cover design, marketing, printing
and distribution, the percentage is generally 40%.

There are pros and cons of each option and it’s important
to read any contracts carefully and do your research on
the publisher you are contacting and what they are offering
before proceeding.
Self publishing your book is also an option worth investigating.
You’ll need to organise typesetting, cover design and a
proof-reader as well as a printer. Once your book is printed,
distribution, sales and promotion all need to be organised.
When factoring your costs realise that book stores expect
40% of the RRP and a distributor will expect around 20% so
your profit margin needs to be able to cover these percentages
as well as the printing cost. Ensuring you have a plan for how
all aspects of the project will happen is essential.
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Show and Tell
Building a platform involves reminding people of who you are
and what your experience is whenever you can. Business
cards, stationery, email signatures and social media profiles
are all opportunities for reinforcing your platform and
sharing your message. You can include your qualifications,
experience, awards, mission statement, charities you
support, publications, upcoming events, partnerships, media
appearances, links to your social media profiles and anything
else you can think of which helps to enhance your credibility.
Your website should also have an ‘about us’ page which
gives a more in depth picture or story of who you are, your
experience, qualifications etc as well as your purpose and
vision for yourself and your business. Testimonials are
another simple yet effective way of gaining trust and providing
evidence of your reliability.
An elevator pitch is an essential tool for building your platform;
this is a short descriptive phrase which sums up who you
are and what you do in a clear and concise way. This can
be used in everyday conversation, at networking events, at
expo stands, speaking engagements, presentations and as
an introduction for business leads. A written version of your
elevator pitch is also a useful tool for your business and can
be used in range of situations where a brief description is
required.
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J

ohanna has more than 15 years experience writing for
newspapers, magazines, websites and blogs and 11
years in marketing and public relations in both Australia and
the UK.
This experience includes interviewing, researching and
writing for a range of different media and audiences, editing,
proofreading, media and client liaison.
Johanna works with SME businesses, providing article writing,
newsletters, press releases, blogs, copywriting, editing, ghost
writing, media liaison, promotional opportunities including
speaking and competitions and PR strategy through her
business Strawberry Communications. Some of her current
clients include G Corp Consulting, Footprint Recruitment,
Web Chameleon, Milestone-Belanova and The Transcription
People.
She has worked at many Cumberland Newspapers
publications, including the Central Coast Express Advocate,
Lake Macquarie Times, Hills Shire Times and The
Glebe covering news, business real estate, government,
entertainment and crime.
Johanna also writes for business publications including My
Business, Australian Anthill and Dynamic Business and is
regular contributor to Flying Solo. She has a weekly blog
on the Parenting Australia website and has also written for
the Brentwood Gazette, The Franchise Magazine, and The
Scotsman in the UK, Kidz on the Coast, Business Mums
Magazine and Essential Baby. Her eBook, The 21st Century
Guide to Promoting Your Small Business, was published in
2009.
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Her marketing experience includes working as the
Communications Manager for the BFA (British Franchise
Association) and work with PANPA (Pacific Area Newspaper
Publishers’ Association) as the Marketing Services
Coordinator. In her time at the BFA, Johanna wrote articles,
press releases and website copy, promoting the organisation
and franchising as a business model, spoke about franchising
at exhibitions and events, as well as media liaison as the BFA
spokesperson.
www.strawberrycommunications.com.au
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Developing a Marketing Strategy

M

arketing is all about telling your customers or clients
about your business - and doing it so well they will
bypass all your competitors to get to you.
It is your opportunity to show your target market how the
product or service your business creates fits their needs
perfectly. Get the strategy right and you will create a
momentum that will propel your business froward, making
you the business owner the media wants to talk to and the
first business customers and clients think of when they need
your product/service.
Planning a marketing strategy will give you a structured
guideline in which to base your promotional activities. It can
be updated and developed as new products or services are
added and the business changes and grows. There are a
number of steps involved in developing a marketing strategy
and these are outlined below.
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What do You Want to Achieve?
The first step when developing any marketing strategy is to
work out exactly what you want to achieve for your business.
There is no point putting together a strategy if you don’t have
a clear vision of your end goal.
Ask yourself these questions:
Do I want to tell people I have launched?
Do I want more sales?
Do I want to educate people about my product/service?
Why do I want people to engage my services?
Do I want to build my brand’s profile?
How do I want my customers/clients to perceive my business?
Once you have answered the questions, you should be clear
on your objective and be able to put some milestones into
play, such as how many sales you want to achieve, what you
will gain from clients engaging your services, how your brand
will benefit from a wider profile or exactly what you want
people to think when they hear or see your business name.
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Benefits of Your Product or Service
In this step be very clear about your customer or client’s
needs and how your product or service solves those needs.
Identify where your business fits in the market and position
your product or service in the gap that exists between their
reality and their need. You business benefits should not be
about what you can provide, but about how what you can
provide will help your customer or client – it’s not about you,
it’s about them.
Stand-out example
People don’t buy red convertible sports cars because they
want to get from one place to another safely, they want others
to look at them while they are driving, feel the thrill as the
put their foot on the accelerator and smell the leather of the
seats. That is why sports car manufacturers advertise the
man driving fast along windy cliff roads. It sells much better
than saying the car will get you to the shops.
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What is Your USP?
Now it’s time to establish what it is that clearly sets your
business apart from your competitors; your Unique Selling
Proposition. Is it price - premium product; is it your customer
service – you go the extra mile; or do you specialise - only
stock organic products?
Here are some more questions for you to answer:
Why will my customers/clients buy from me?
What is the specific need or benefit my product/service will
fulfil for my customers/clients?
What do I provide that is different from my competitors?
To develop your USP start by outlining the benefits of your
product/service and then create a statement that has a sense
of urgency or “must have now” feeling.
Stand-out example
There are plenty of great examples of great USPs, but one of
my favourites is Dominos’: “Dominos will deliver your pizza in
30 minutes or it’s free”. It is simple, effective and has gained
the international pizza franchise a lot of market share.
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Know Your Target Market
Understanding your target market will help when you work
out where to position your product/service and which tactics
to use when promoting your business.
Answer the following questions to help:
Who are my customers/clients?
What do my customers/clients need?
What the demographics of my customers/clients?
Be as specific as possible when answering these questions
because it will help you in the long run. Outline your ideal
customer/client right down to their age, marital status,
address, hobbies, car, job, what they read, who they visit etc.
Think of a baby food manufacturer targeting time-poor
mothers with eight-month-old babies. The household has a
reasonable disposable income and these women may meet
their mother’s group for coffee and a chat once a week,
work part time and do their grocery shopping once a week at
Woolworths.
Stand-out example
Apple understands and markets to its target market
exceptional well. Who could forget the colourful ads for iPods
using funky music and fantastic dancers when the product
was launched? iPods come in a range of colours, allowing
consumers to buy the shade which matches their personality.
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Research the Market
Research the methods your ideal customer uses to buy the
product/service you offer so you can determine where to
position it in the marketplace. You can do this a number of
ways, including questioning a focus group of people who fit
your customer/client description, run an online survey with
a free website like SurveyMonkey or sending samples to
customer/clients and asking for feedback.
Stand-out example
Cadbury recently launched a word-of-mouth campaign to
promote its new Bar of Plenty flavours. A group of influencers
from around the country were selected to host a chocolate
party before the flavours were released nationally. The hosts
were sent a selection of chocolate, coffee, nuts and biscuits
to give their guests and in return they had to supply feedback
on the flavours – good and bad – via blogs, videos and social
media platforms.
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Determine the Methods for Each
Audience
It is highly likely your product or service will appeal to a
number of different audiences, so it is important to work out
a marketing strategy for each group, highlighting the needs
your business meets for each. Even if you just offer one
product or service, there will still be more than one possible
audience.
Knowing your ideal customer/client will help you determine
the best place to concentrate your marketing efforts. For
example do they watch TV, surf the Internet, travel to work
via public transport, read books, use a mobile phone? All of
these points will narrow the methods to use when preparing
marketing and help you decide which is the best promotional
method.
Stand-out example
Mothers with young children will often watch morning TV
shows like Sunrise or TODAY, read lifestyle magazines like
Woman’s Day or Notebook, spend time chatting on parenting
forums like Huggies or Essential Baby and read family-related
blogs on a site such as Aussie Mummy Bloggers. Coles Online
targets this group across several of these platforms because
online shopping makes life easier with young children.
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Choose the Right Media
Once you have worked out the right method and your ideal
customer/client, these points will lead you to the right media
to use. In your study of your ideal customer or client, find out
which media they consume. For example, if they are avid
Facebook users set up a Facebook page for your business or
invest in a Facebook ad. If they read trade magazines, send
a media release and photo to their favourite publication, or if
they read blogs, target the best bloggers in the industry.
Stand-out example
Stamp Out children’s behaviour specialist Laura Kiln knew
she had some great tips to offer mums of toddlers who needed
to tackle the shops to go Christmas shopping in 2009, so she
asked her PR consultant to pitch a number of story ideas to
the morning TV programs. The TODAY show was interested
and invited Laura to come to the studio to be interviewed. A
list of five tips was prepared and put on screen while she was
on the show live and added to the TODAY website afterwards,
with a link to her website. This boosted Laura’s credibility and
gave her fantastic national coverage for her brand.
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Set a Budget
New businesses often don’t have a lot of money to market
their products or services, but that is the most important time
to grab your market share. There are many methods you can
use that don’t involve a huge investment and these can be
included in your budget.
Make a list of all the marketing methods you would like to
consider and find out the costs, then rank them in order of
effectiveness for your brand.
Here are some methods to consider:
Public relations
Website copywriting and SEO
Advertising on TV, radio, newspaper or online
Social media
Networking (online and offline)
Flyers
Samples
Coupons
Stand-out example
Violet’s flower cart sells to office workers in the busy CBD.
She wanted to use TV, radio and newspapers to advertise
because she thought it would give her wide coverage, along
with free product samples and coupons. She researched her
competitors and found they were not marketing their carts,
just relying on passing traffic.
After contacting selected media outlets, Violet found broadcast
advertising required additional production costs and multiple
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ads had to be run to be effective. It is also difficult to target the
office workers in the city with blanket broadcast advertising.
Instead, Violet decided to paint her cart with a clever tagline,
give out flower samples, deliver flyers and coupons to offices
and try to secure a PR mention in the local newspapers and
online. These methods were much more targeted to Violet’s
audience and saved money.
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Write Your Marketing Plan
Once you have completed the steps before, it’s time to put all
the information into one plan. Here are some points to cover
when writing your marketing plan:
Business Overview – brief summary of the business and
what you hope to achieve by marketing it
Market Overview – an analysis of your target market,
including information about your ideal customer/client, the
industry you operate in and where your products/services fit
into this market
Objectives – a list of measurable goals outlining what you
want to achieve
Mission – a clear description of how the plan will be
implemented, including product/service descriptions and
prices
Distribution – outline how your product/service will be sold to
the customer/client
Promotion – which promotional methods you will use, such
as PR, social media, Internet, advertising, reviews or sales
promotions
Operations – how will the business will run, including opening
hours, customer service, systems, administration etc
Budget – how much each part of the strategy will cost
Action Plan – put together a list of tasks with achievable
deadlines
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Evaluate and Measure
Every marketing campaign must be evaluated and measured
to test its success. There is no point undertaking any marketing
unless you know whether it worked – and how well.
So, if you send out a direct mail campaign, track how many
responses you received and how many sales that led to. If
you advertise in an online magazine, measure how many
people clicked through to your website from that ad and how
many leads you gained. Another value to measure is you
client retention or client churn.
There are also three formulae that can be used, depending
on your objective. These are:
Cost per sale
Cost per lead
Cost per visitor
Cost per sale: amount spent for event/campaign divided by
the number of sales = cost per sale
Cost per lead: amount spent for event/campaign divided by
the number of leads = cost per lead
Cost per visitor or response: amount spent for event/campaign
divided by number of visitors or response = cost per visitor or
response
Stand-out example
Coupons or redemption campaigns give businesses an
accurate idea of their return on investment. Newspapers can
put a code on each copy, but the best option is simply to ask
people how they found out about your business and then use
this information for work out your next marketing campaign.
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A

ntonette Golikidis is the innovative and creative force
behind Little Innoscents, the premium organic baby
skincare brand that’s taking the Australian market by storm.
Antonette came to the certified organic industry after a
highly successful period of professional involvement in the
telecommunications industry. After working in a fast paced
corporate environment she decided to adapt a more holistic
approach to her lifestyle that would enable her to find a balance
between work, health and family. She sought professional
training, obtaining a Diploma in Health Science specialising
in Remedial and Aromatherapy.
When she became pregnant with her first child in 2006
she researched, developed and implemented a baby care
product range that obtained certification through Australian
Certified Organic (ACO). During this time she also served on
the board of National Association of Sustainable Agriculture
of Australia (NASAA).
Today, Antonette resides in Melbourne with her family husband Arthur, a Systems Analyst and two sons - Alex, 4 and
Antonio, 2. Antonette continues to maintain her active role as
Director from home, whilst the business holds its position in
the expanding ‘natural’ babycare market, stocking healthfood
stores, pharmacies, boutiques nationally and in Asia.
www.littleinnoscents.com.au
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H

ave you ever wondered why some brands manage to
always be noticed? The product may not be fabulous
but the branding is dynamic and that’s why you remember it.
In an increasingly large pond of products and brands, brand
building has become more important than ever if your product
is to be noticed among the sea of others. Once noticed, you
want it to be remembered and talked about in a positive way.
While modern technology has changed the marketplace
forever, the key aspects of good brand building remain the
same as they’ve always been.

Brand Recognition
When you’re entering the market you naturally hope to build
a brand that consumers will easily recognise in the future.
The brand name and brand mark or logo you choose, are
vital. Both should be memorable, distinct from others, and not
so generic that it’s difficult or impossible to trade mark.
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Brand Awareness and Reputation
Once you’ve entered the market you need to actively build
brand awareness and brand perception. There are two
essential components to this – creating awareness and
establishing a good reputation. The first is achieved by
marketing and the second by strict quality control and good
customer service.
If you have a useful product or service, clever and consistent
efforts in marketing will bring in new customers to try your
brand but without quality and good service or customer
support, those customers won’t remain loyal to your brand.
And it’s customer satisfaction or dissatisfaction that has
the biggest impact on your brand identity in the eyes of the
consumer.
Building a strong brand requires a big commitment. The job is
far from done once the brand has been created and you are
building awareness in the marketplace. Consumer perception
must be monitored so that management are aware of the
brand’s reputation and can quickly identify any problem areas
in quality control, customer service or marketing methods.
Brand building isn’t simply an external exercise either. If your
company hopes to develop a strong brand that is known for
quality, then personnel at all levels need to aware of and
committed to the vision you have for the brand.
Don’t leave brand building to chance - design your own
reputation!
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Brand Extension: Expanding Your
Product Range
For companies that have developed excellent brand identity,
a good reputation and plenty of brand loyalty, brand extension
– adding your brand name to a new range of products - is an
attractive option that can result not only in increased profits
but also in an even greater level of brand recognition.
Of course, any brand can choose to expand its product range
but the brand with a high level of recognition has distinct
advantages when it comes to brand extension:
•

A percentage of already loyal customers will have
no qualms trying or switching to the company’s new
range. Sales can get off to a brisk start.

•

As the brand is already recognised, marketing the new
product is less complicated. Half the work has already
been done, particularly if the new product range is
aimed at the same type of consumer as the established
products. Word of mouth advertising commences
immediately as existing customers spread the word
when they ‘discover’ and buy a product from the new
range.

Careful consideration of the type of new product is important if
the extension of brand is to be successful. If the new product
range does not appeal to the company’s existing customers,
the advantage of their established brand is largely lost.
Another problem can occur if the new product or service is
outside the category of the existing products and services.
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Consumers may perceive that the company has expertise
and experience only in one particular field. It can also be
much more complicated and costly from an administrative
point of view.
For those reasons, most brands that opt to extend their range
of products or services choose new ones that fall into the
same category as their existing ones.
If your brand doesn’t have a strong identity, it certainly doesn’t
mean that brand extension will fail. It could turn out that your
brand extension is more successful than your original product
range and will increase your brand recognition.
Whether your brand is established or new, knowing who
your loyal customers are and understanding their purchasing
motives can give you a head start when it comes to brand
extension.
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Brand Identity: Creating and Fulfilling
Consumer Expectations
What exactly is brand identity? Quite simply, it’s what your
customers think of your company, product or service brand
in relation to others – which might be quite different from the
way you perceive it yourself. Or worse, consumers may be
largely unaware of your brand, unable to distinguish it from
another, or simply feel indifferent to it, which would indicate
that your brand identity is weak.
Creating a strong brand identity requires an ongoing effort
and a little market research from time to time to ensure your
identity is headed in the right direction.
Customers develop their perception of your identity in a
variety of ways. The quality of your product is only one of
these. Before they can try your product or service they must
be aware of it. They must have noticed your brand, and
distinguished it from others. Therefore the first step in brand
identity is to get noticed and begin to create brand recognition.
Presentation plays an important role too - your brand logo,
product packaging and even the appearance of your premises
and personnel can leave a lingering impression that will
contribute to your brand identity. Price and customer service
are also in the mix. Every contact a consumer has with your
company or product is something they will associate with
your brand. Collectively, these consumers’ opinions – and the
image you create with your marketing - will create your brand
identity.
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Once you’ve established a strong and healthy brand identity,
you need to have a strategy to ensure you keep it. In creating
your identity you’ve created a certain expectation in the
minds of consumers. If they have a good impression of
your business and believe your brand to be of consistently
high quality, they’ll spread the word so others believe it too.
Conversely, if your quality control is poor and you don’t deliver
what customers expect, your reputation will suffer and the
investment you’ve made in developing your brand identity will
have been wasted.
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Brand Loyalty is Free Advertising at
its Best
Regardless of whether you’re the CEO of a large company
or an individual business owner, brand loyalty is something
you should, and no doubt do, aspire to create. Returning
customers, repeat business, referrals and good word of
mouth advertising are valuable commodities. Once you’ve
established a recognised brand and created a loyal following,
your business taps into the rich vein of free advertising that
brand loyalty offers.
Loyalty is an interesting human trait. Most readers can
probably think of at least one person towards whom they have
such a strong feeling of loyalty that even if that person made
a grave error, they’d stand by them, forgive them, continue
to sing their praises, and stand up for their reputation when
someone criticised them. A consumer who feels loyalty to a
business or brand will behave in the same way.
You can probably also think of someone who once gained
your loyalty and has since lost it for one reason or another.
Your feelings of loyalty and your ability to forgive offences
and errors probably continued for some time. Other friends
may even have suggested you were “blinded by loyalty”.
Eventually, you saw the light, stopped having faith in that
person and moved on. Loyal consumers will do the same –
once they’ve become loyal to your product or service, one or
two poor experiences will be dismissed as uncharacteristic
and therefore forgivable. Past that point, they’re likely to
conclude that “you” have changed and no longer deserve
their loyalty. They’ll move on to another brand.
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Loyal customers will spread the word about your brand
and therefore reinforce your brand identity in the market
place. Many will also continue to purchase and support your
brand when faced with a price increase; and perhaps more
importantly, they can be less inclined to try a competing brand.
Brand loyalty can add more sales and profit to your balance
sheet over time than any massive advertising campaign.
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Brand Mark: Choosing a Logo Design
Deciding on a company logo or brand mark can be one of the
most stressful and difficult decisions a new business is faced
with – especially when there are several people involved in
the decision making process! Designs are subjective and
although there is plenty of advice to be found on the subject,
nobody can guarantee that a particular choice of brand mark
or even style will be a good one.
In decades gone by, many simply chose a particular colour
and font and made use of the company name. This worked
well for some brands, but possibly only because they invested
heavily in marketing and creating a strong brand identity, and
went on to become highly successful. Coca Cola, Johnson
& Johnson and IBM come to mind. Even in the current day
some businesses choose to use the name of the business in
the logo.
In the 1960s abstract logos began to come into vogue as
many opted for an icon or emblem that would be recognised
and associated with their company name without the need
to spell it out. Some have been hugely successful. Even if
you’ve never used an Apple computer or worn a pair of Nike
shoes, the chances are that you’d recognise their company
logo immediately. Of course, you can probably also think of
an instance where a well known brand has changed from a
widely recognised old fashioned logo to a modern abstract
logo that left people wondering what the logo was supposed
to mean!
If you plan to trade in the international market place there are
practical reasons for attempting to be recognised by a simple
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graphic – your brand name may not translate well enough
to be immediately recognised and understood in other
countries. An excellent example of immediate recognition is
the symbol of the Red Cross. Lives depend on this symbol
being understood on sight everywhere around the world –
and it works.
Whether you opt for typeface or an abstract symbol, the
sensible approach is to come up with a variety of brand mark
options, and gather a range of opinions and reactions before
making a decision.

60

Brand Building For The Future

Brand Positioning: Where Will Your
Brand Fit In?
Most businesses commence with a target market in mind but
business operators don’t always thoroughly consider brand
positioning. What’s the difference? Put simply, the target
market comprises of those consumers that are most likely
to want your product or use your services. But that market is
also occupied by your competitors – and brand positioning is
the process of carving out a niche within that market.
Consider the brand position of a product you’ve purchased
recently. Did you choose it because you know it’s good, either
by reputation or by previous use? Perhaps you’re a person
who likes to get things right first time, without fail, and buying
an inferior product irritates you so you don’t like to take the
risk. On the other hand, maybe the brand you purchased was
new to the market and significantly cheaper than the brand
you were using. Saving money is your priority, so you thought
you’d give the newcomer a try. That’s one element of brand
positioning – in a consumer’s mind a brand can be seen as
either well established and reputable, or new and unknown.
Now consider a product such as your favourite drink, clothing
label or shoes. Products in those categories can be targeted
at particular age groups in the market place – but within any
age group you’ll find preferences for different products, often
based on the individual consumer’s interpretation of the
brand’s position, even when they’re unaware of it. People will
see a product as high quality, low quality and cheap, trendy,
old fashioned, outrageous, funny, conservative, expensive
quality, inexpensive quality, visually attractive or unattractive.
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Many of the perceptions described have been created by
brand marketing strategies that have taken aim at a particular
type of consumer within an age or sex related demographic.
Take alcohol advertising for instance. If you have a new brand
of fizzy “alco-pop” you’re likely to aim to position your brand
as one used by outgoing young people who like to socialise
and have fun – because aiming at the executive entertainer
who tends to buy expensive wine and spirits isn’t likely to be
a success. In his or her mind, your brand is already a cheap
and nasty.
If you hope to carve out a successful niche for any product or
service, brand positioning should be considered and moulded
from inception.
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Brand Protection: Looking After Your
Intellectual Property
If you’re about to enter the market with a new product, brand
protection should be considered from the earliest possible
stage of your product development. When it comes to
protecting your brand there are a number of aspects that
must be considered:
1. The product itself. Is it new and unique? Does it utilise
new technology or software that you have developed
or paid someone to develop? If your product has
something unique about it that others should not be
freely able to copy, then applying for a patent should
be considered. Do this as early as possible as these
matters can take time.
2. Your business name and logo need protection too.
Even if you’re a small business, registering your
business name in your home state is the very least
you should do if you wish to have exclusive use of the
name in your area. You can also apply to trade mark
logos and product names.
3. In the current era it’s also worth considering purchasing
any domain names that strongly relate to your business
or brand names – lest someone else should do it first.
4. When deciding what steps to take to protect your
brand, you need to consider how far afield you hope
to sell your products or services. If your intention is
to expand into international markets, the chances are
you’ll need to protect your business and brand names
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in other countries too – and the laws and methods of
doing so vary around the globe.
Brand protection isn’t something that should be left to chance.
The owners of the Von Dutch designer label will attest to that
– when they attempted to enter the Australian market they
found that someone here had registered their well known
name and that the market was flooded with ‘Von Dutch’
products that weren’t theirs.
Logos, brand names, technology or design that are rightly
owned by your business are referred to as ‘intellectual
property’. If you’re serious about brand protection, you should
consult a lawyer who specialises in intellectual property
matters to discuss the steps you need to take.
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Protecting Your Brand: What Can Go
Wrong?
No matter whether your brand is new to the market or
reasonably well established, protecting your brand is of
the utmost importance. It can be as important to the small
business as to the large. Threats to your brand are many and
include:
•

Unauthorised use of your business name or logo,
product name, designs - or names, logos and designs
that are so similar to yours that your customers may
not be able to tell the difference.

•

Copying of designs – be it software, a piece of
technology, artwork, clothing or any other item that
you believe is uniquely yours. If you’ve paid to develop
something, you don’t want someone else to use it to
their advantage.

•

Product counterfeiting. This can be highly damaging
to your brand’s reputation for quality and too many
counterfeits in the market may even make your brand
less attractive to consumers.

•

Copyright infringements related to your advertising
material.

•

Negative associations – these issues can emerge
from sponsorship deals and advertising campaigns
when one of the parties associated with your product
does or says something that ruins their own reputation
or makes people see them in a negative light.
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Actions that can damage your brand or infringe upon your
ownership rights can range from insignificant to monumental.
They can be intentional, accidental or coincidental.
It’s not uncommon for a less established business to attempt
to gain advantage and new customers by attempting to be
mistaken for a larger more established brand. This can be so
subtle that you know you’ll have difficulty arguing your case –
even so, a complaint to the relevant government department
or an instruction to your lawyer to send a warning letter to the
offender may be worthwhile and can be enough to prevent
the offending party from doing it again.
To successfully protect your brand you need to establish
your ownership rights to brand related intellectual property
by available means such as design patents, trade marks
and business name registration. Once that’s taken care of,
diligently pursuing any breach of your rights and monitoring
your brand’s reputation and associations will go a long way
towards protecting your brand.
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The Brand Name Selection Dilemma
Selecting a brand name might seem an easy thing to do,
particularly if a name seems clever and obvious, but in fact the
process of brand name selection should be a reasonably time
consuming process that allows you to look at the proposed
names from a variety of angles.
Naturally, the consumer angle is vitally important. You want
the name of your brand to slip of the tongues of consumers
in your target market with ease. You want them to be able to
recall and recognise the brand name quickly.
Knowing your target market and understanding what’s
important to them is the first place to start. A quirky name
that appeals to teenagers might not be understood at all
by an older generation. Opt for a name that is colloquial or
derived from local slang and you might gain excellent local
recognition but you’re likely to be limiting your brand’s ability
to gain recognition in the broader national and international
market place.
If you intend to step into the international market place
you’ll also need to consider how well any proposed brand
names translate; for example, whether the translation is
unintentionally humorous, derogative or offensive in another
language.
Your brand name should also be distinctive, not only for
consumer recognition, but for legal reasons. If you opt for a
name that includes an over-used term (for example “elite”)
consumers may be unable to recall or recognise the name
because it has similarities to many others. Choose a name
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that is too generic or too similar to the name of another firm
and you’re likely to have difficulty registering or protecting
your brand name.
The Internet and your ability to establish your brand online
should also be considered. Can you register the brand name
as a domain name or is it taken? Owning domain names that
relate to your brand is a huge advantage.
Brand name selection is one of most important tasks a new
business or product owner is faced with. It can determine the
success or failure of a venture so the process of brand name
selection should not be rushed.
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Understanding the Value of Branding
Many new business owners underestimate the value of
branding. Perhaps it’s because ‘branding’ is a simple term
that is still perceived by many as meaning stamping your
mark on something so it is identifiable as yours – as if you
were branding a cow, lest it be mistaken for someone else’s
cow.
At a very basic level, branding is just that; but the value of
branding extends well past that. It’s a means of establishing
a recognisable identity upon which to build a reputation that
will serve you well in your chosen market. Here are just some
of the benefits of good branding:
•

Consumers begin to recognise your brand. If your
brand develops a reputation for quality or good value,
your brand will be associated with those qualities in
the minds of consumers.

•

Consistent quality or value over time builds trust in the
market place. Customers who begin by purchasing
one of your products and are always happy with it can
begin to develop brand loyalty. Based on the trust they
have in your brand they may begin to purchase some
of your other products, expecting them to be of equal
quality or value.

•

Loyal and happy consumers of a particular brand
tend to spread the word – and this amounts to free
advertising and an increasing level of brand recognition
and trust.
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•

A well established, recognised and trusted brand can
extend their product range secure in the knowledge
that a percentage of their existing customers will
immediately begin to purchase the new product.

•

Although some advertising is needed to reinforce
brand recognition of even the most well known and
trusted brand, a brand that doesn’t have a strong
identity is likely to have to spend significant amounts
of advertising to create and reinforce awareness of
their brand in the market place.

A brand is much more than a label of ownership and the
value of branding should not be underestimated if you hope
to compete with others in the market.
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Networking

N

etworking is an essential skill for anyone in business
- in fact everyone can benefit from using networking
to build relationships with people around them. As a small
business owner effective networking can create incredible
opportunities that you would not have found otherwise, it’s
easy to do, inexpensive and will help you to build important
professional connections that can leverage your business
and help you to stand out from the crowd.
Networking is simple. It is based on the idea that by building
a relationship with another person you will build empathy and
have a greater chance of that person being more inclined
to recommend you to others or help you in some way in the
future. It’s a simple idea but amazing how effective it really
is. The connections you can make in day to day situations,
without even realizing it, are sometimes astounding.
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The power of kindness
Networking is essentially about talking to people and making
new friends. Not selling anything, not asking for anything,
simply making a new friend, no obligations.
The number one rule of networking is to be kind, friendly and
polite to everyone you meet as you really never know when
that relationship will be valuable to you down the track. If
you’ve made a favourable impression on them chances are
they’ll remember you fondly in the future.
It’s also about helping people, so if you’re naturally a nice
person then networking will be easy for you. Helping people
can be simple and inexpensive but you shouldn’t do it just
because you want or expect something in return, it really
should be a genuinely generous, thoughtful act.
Not everyone can or will help you in return but if you’re kind to
everyone you’ll be surprised at how many other kind people
are out there, ready to help you along when the time comes
too.
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How to network
If you’re not naturally someone who makes new friends
easily or you’ve never tried networking before here are a few
pointers to get you started:
• Do listen to what other people have to say, everyone
has a story to tell if you take the time to listen
• Do take the time to ask them questions, some people
are shy about getting started but it’s amazing what you
discover sometimes
• Do share information about yourself and your business
in a clear and concise way
• Do be nice to everyone, you never know who knows
the person you need to be talking to or who will be
recommending you to others
• Don’t do all the talking, if you do you could miss out on
learning about what they have to offer
• Don’t ask people to do things for you the first time
you meet them, (it can make things awkward and put
people offside at a crucial time in your new relationship)
• Do understand that networking is not about selling
things to people. Trying to be pushy or sell things
to people in the first instance is off-putting and can
be considered rude, not a great way to start a new
friendship
• Do have fun! Networking is all about making new
friends and getting to know people better
• Do introduce new contacts to your friends, everyone
benefits
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Card collecting
One of the best tools for successful networking is your
business card. It’s not expensive to have some made up and
their value in enabling people to find you again easily after
you’ve gone is priceless.
Take your business cards with you everywhere; keep some
in the car, your purse and in the secret zip pockets in each
of your hand bags so there’s always one handy. The more
you give out the more contacts and follow up calls and emails
you’ll receive.
Your business card is a reminder of you after you’re gone so
it’s worth spending a little extra on making it presentable and
professional. Think about how you want to be remembered
and if your goal is to stand out from the crowd think about how
you can achieve this with your business card. An unusual
shape, design, inspirational quote or image can be enough
to help people remember who you are so be a little creative
when designing your card.
When you meet someone new ask for their business card.
Take the time to look at it and read what it says, it’s simply
good manners and doesn’t take long to do, in fact in some
cultures there is a whole etiquette around the right way to
accept business cards so be respectful. Asking for someone
else’s business card is also an opportunity for you to give
them yours.
Business cards are an important component of good business
networking, if you meet someone interesting and are able to
pass on your contact details and ask for theirs you’ll have a
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way to contact them and also be remembered. If not then
they have no way of getting in touch with you and you will
have lost a potential new contact.
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Networking events
There are lots of opportunities for networking, anywhere
there are people there is the potential to network.
Networking events, conferences, dinners, gallery openings,
school functions and professional development workshops
can all be great opportunities for networking. It’s a good idea
to have some simple questions or conversation starters ready
in case you get stuck in an awkward situation. Questions like
“How long have you been in business” or “Tell me more about
what you do” usually keep the ball rolling and allow you to
listen rather than speak.
Make an effort to meet new people, if you spend the whole time
speaking to people you already know you will have missed
the opportunity to increase your circle of contacts. This is
stepping out of your comfort zone but you’ll be surprised by
how many people are interested in meeting someone new as
well.
If you’re attending a conference or workshop with a friend
always sit at different tables that way you’ll have both met
new people at the end of the event and can then all introduce
each other as well!
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Speed networking
Speed networking is lots of fun - if you get the opportunity to
go along to one of these events you should definitely try it!
It’s just like speed dating but purely for business. There’s no
better way to meet a large number of people one to one than
with speed networking and your odds of meeting a number of
interesting and useful business contacts are excellent.
You sit in pairs and have three minutes to tell the other
person about you and also listen to them talk about what
they do, then the bell rings and you move along to the next
person. Sometimes you have nothing in common and when
the 3 minutes is up you move on but if you hit it off right
away and you can see a way that your businesses may be
mutually beneficial you can use the opportunity to make an
appointment for a future meeting right away.
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Online networking
The evolution of social media has opened a world of new
opportunities for people all over the world to network instantly
in real time.
Platforms like twitter allow you to interact with everyone
from local business contacts to global celebrities. Facebook
enables you to connect with an increasingly surprising array
of people from your past, present and future including old high
school friends, previous work colleagues, relatives of all kinds
and business contacts. Online Communities are different
again, here you will find a more targeted demographic and a
collective gathering of like-minded individuals many with the
same goals and aspirations as you.
If you’re using a number of online networks make sure you
have a nice photo of yourself or of your logo which you use
consistently across all of your platforms so that people can
easily recognize you.
Try to remember people’s names, (particularly if you’re
connected to them in a number of platforms) people like to
know that you’ve taken the time to get to know a little about
who they are and it will help to strengthen your relationship.
Twitter
Twitter is great for networking professionally; this platform
takes a little longer to get used to than facebook or forums
however its sheer ability to connect you with such a diverse
range of people makes it certainly worth the effort of
experimenting with as a networking tool.
The most important thing about gaining any success from
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twitter is in understanding ‘twitter karma’. This means that,
at twitter, what you give is what you get. If you’re interacting,
sharing, ‘retweeting’ and adding value to your followers
you’ll receive more interaction, conversation and value in
return. Generosity is an essential component of daily life at
twitter. Simply promoting your own business all the time is
considered bad form or worse, spam and will see your tweets
go unnoticed. For networking, twitter can be an excellent
way to gain new contacts.
Join the conversation, ask open-ended questions like ‘What
are you working on today?’ and interact with new people.
Retweet interesting updates and share links of interesting
articles you’ve read. Always acknowledge the person you’ve
shared information from if you’re ‘retweeting’ something
previously posted.
Facebook
Facebook is great for networking but it’s important to
understand how to use this platform as well, especially for
professional use. It can be tempting to share all sorts of
personal information through your personal profile as many
of your ‘friends’ are actual friends but if you have a mix of
business associates or professional contacts this can be
damaging to your reputation and professional credibility
(some people have even lost their jobs). It’s far better to keep
private things private, if in doubt leave it out. Likewise playing
any facebook games or taking ‘quizzes’ is not recommended
if you’re using facebook for a professional networking tool. A
professional looking personal profile helps to reinforce your
position as a credible and trustworthy business person.
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On observing skilled facebook users you’ll notice that they let
their personality shine through by using a blend of informal
(yet not overly personal) conversation, mixed with subtle
business messages and a range of interesting links.
Facebook is a visual platform so photos or links with an image
are great for catching people’s attention.
Interacting is also important for maintaining friendships and
relationships at Facebook, the ‘like’ button or a short comment
makes it really easy to build rapport with others.
Sharing other people’s blog or website links is a generous
way to help others and strengthen relationships too.
Networking is great, but don’t feel obliged to add everyone
who asks as a friend. Always take the time to check out their
page and find out a bit about them before making a decision.
Be especially cautious about adding men that you don’t know
as ‘friends’.
LinkedIn
LinkedIn is a more professional version platform than twitter
and facebook. Consequently your updates here should
match the more professional tone.
LinkedIn is regularly used for employers looking for new
employees; however it’s also an excellent platform for
professional networking between business people. Your
profile here is a virtual resume of your previous experience.
Short personal recommendations from business associates
and industry colleagues help to build your LinkedIn profile.
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Like facebook there are groups and discussions you can join
in on here on a range of professional interests and topics.
Forums
Forums represent a more intimate environment for networking
than facebook and twitter. The conversations are more indepth and it can be the perfect place for building genuine
relationships with potential customers and industry peers. The
range of forum discussions can help you to get a good feel
for people’s personality and learn more about their thoughts,
opinions, business knowledge and areas of common interest.
Each online community has its own set of guidelines so be
sure you read through them when you sign up.
Attending events hosted by online communities are an
excellent way to network with like-minded people and
strengthen relationships with online contacts. There’s nothing
like meeting face to face for building a friendship and if it’s
someone you’ve been interacting with online you’ll almost
always hit it off right away.
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Building Relationships
The fortune is in the follow up so after meeting someone
new who you would like to keep in touch with follow it up
with a short email. It doesn’t take long and can be a valuable
investment, don’t automatically sign everyone you meet up
for your enews though; this can come across as a little spamlike, much better to include your enews sign up link in your
email signature instead.
Stay in touch, make an effort to continue to build relationships
with people you’ve met and admire. Sign up to their enews
and email them every now and then or find them in online
platforms such as LinkedIn, facebook or twitter.
If you make an interesting contact, keep in touch, make an
appointment to meet them again face to face or email them
to thank them for the connection.

83

The 7 Secrets to Standing Out

Strategic alliances
Working with other businesses can be a great way to leverage
your position. Strategic alliances such as running promotions
and complimentary projects together can be an excellent way
to work with industry peers.
Who you will work with is up to you, the best fit is generally
someone in a complimentary business rather than a
competing one however sometimes working with an industry
competitor can be really effective as well, if handled correctly.
The best alliances happen when the project or activity is
mutually beneficial and creates a win-win for all parties
involved. When proposing strategic alliances always strive
to reach a mutually beneficial position and keep in my mind
what’s in it for the other party.
Working together might take the form of:
• Holding a promotional giveaway together, with each
providing prizes and both promoting the giveaway
• A newsletter swap - promoting each other in your
newsletters to your databases
• Link exchange – sharing each others link on your
websites
• Skill sharing or bartering your expertise
• Affiliate program partnerships – this is where either or
both parties share revenue from a product, service or
event
• Holding a market stall together
• Guest writing
• Holding events together
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Mentors
Having a mentor can really help you to grow as a business
owner, no matter what stage of business you are at. Look for
inspiring mentors in your industry; most people are flattered
that you would want to learn things from them and these
people are incredibly valuable in sharing their knowledge and
skills with you. There are so many great examples of what
hardworking business women with a vision can achieve and
these sorts of people make excellent business mentors.
Working with a professional business coach can really
help you develop the vision for your business and yourself
personally as well. Your mentor will have a wealth of advice,
ideas and experience to share.
Your mentor will be able to help you in a range of different
areas. These can include your business plan, marketing
strategy and finding PR and publicity opportunities. They’re
also excellent for being someone who you can throw
ideas around with or someone who challenges you to be
accountable, work harder or be more productive with your
time. Another invaluable quality your mentor will have is a
range of new contacts that may be incredibly beneficial for
helping you to grow your business.
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Making time for networking
Regularly attending networking events is a good idea
especially if you’re hoping to build new relationships in your
local area. Making a point of being at as many events as
you can will ensure you are known and remembered by
those you’ve met before as well as continuing to grow your
database of professional contacts.
Attending events beyond your local area is also beneficial
for increasing your circle of influence. Whenever you are
travelling, organize opportunities to meet with online contacts
and acquaintances to strengthen the relationship further,
organize a dinner with a number of people or set up one to
one meetings.
If you can set aside a little time each day for developing
your online presence and ‘network’ online you’ll find you can
build strong relationships with people you would not have
the opportunity to meet otherwise, and engaging with online
acquaintances will quickly help you to develop new contacts
and a wider circle of influence as well.
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V

icki Frittmann’s journey began when she attended an
E-commerce conference and began to build her first
website.
She quickly realised that to have a website and products
to sell was not enough. SEO was what the site needed to
ensure that it ranked high in the search results.
After attending several more conferences relating to SEO,
Vicki became a member of a USA based Online Merchant
forum, made up of SEO experts, and spent months educating
herself and applying the techniques, to her site, with amazing
results.
For a new site, it ranked extremely well, much to the distaste
of her competitors.
She soon became an active user at the “Online Merchant
forum” and within 8 months was asked to be a moderator as
well as contributing her SEO knowledge by giving other new
merchants, site reviews.
The reviews brought pleasing results, and she soon found
herself earning an income by helping others to achieve
website success.
In mid 2007 she built her 2nd website, which ranks on page 1
for many keywords, by applying all the same SEO techniques
and some new ones.
Vicki has spent several years building a library of information
relating to Search Engine Optimization. The SEO learning
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curve never ends, so she continuously educates herself and
her clients on new techniques and trends.
“I am fortunate enough to have a brother who is Head of SEO
at Total Travel, a company now owned by Yahoo, and yes I
pick his brains often, as we both prefer to rank organically as
apposed to a PPC campaign” says Vicki.
So with all these resources at her fingertips and a passion for
SEO, she has been able to share her knowledge with others,
and help them, to build successful websites.
SEO reviews with Vicki can be booked through www.
connect2mums.com.au. Vicki also has an online children’s
fashion business, Lunalei.
Lunalei provides you with, trendy, punk, rock, unique,
hip, baby, toddler, and clothes, for that little rock star to
strut their stuff in. www.lunalei.com.au
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Search Engine Optimisation

M

arketing, social networking and advertising are all
effective but without Search Engine Optimisation in
place you will be missing out on a really important way to
drive targeted traffic to your store for FREE.
Search Engine Optimisation is crucial for your business
website. Without it your business most likely will not be
appearing on Page 1-3 of search results, when a customer
searches for your product or service.
Statistics have shown that 60% click on results from page
1 only, so if your business isn’t there, then the majority of
potential customers from search won’t find you.

Keywords
The first thing to start with is keywords.
What are your keywords? – They are the products or service
you sell to your targeted market and the common words or
phrases used to search for your business.
More and more people are using longer search terms with
descriptive words to help them find exactly what they’re
looking for, so think about the service or range of products
you provide and use the words and phrases that people are
likely to type in when searching for businesses like yours.
Use phrases that make sense grammatically as this is what
your searchers are most likely to use.
If you provide a service for a local area, ensure that you
include your suburb or location as a keyword.
Once you’ve identified what your top phrases are start
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googling them and look at the top 10 results returned to
find out how competitive the keyword or phrases are. Pay
particular attention when you search on a phrase, to see if
none of the results appear to have the entire phrase in their
page title or description. It means that no one has optimized
very well on that particular phrase, and so Google has
resorted to showing sites that have words that make up the
phrase.
If you find a phrase that a few sites have optimized for, and
you would like to compete against, one way is to see how
much ‘link trading’ it will require for you to rank higher. For
each competitor site, perform a Google links search. You do
this by typing “link:” before the URL of the search result.
Note how many results show up and count how many unique
domains are listed within those results. This will give you an
indication of how many ‘link exchanges’ you may require.
Keep in mind that it may take hundreds of link trades to get
fifty ‘quality links’ back to you.
Remember there are many other factors that may cause a
competitor’s site to rank high in the search results. Never
copy a site, make your site unique! Patience and persistence
are the best ways to help your site rank higher.
So I have my set of Keywords I know what my competitors are
doing. Now what do I do with them? Start by using them in
the URL structure for each page’s name. If you’re yet to buy
your website domain name, then choosing one that includes
the keywords that describe your business is a great way to
rank well in Google.
The URL or page name is one of the top content signals for
the search engines. Including keywords in the URL, is a great
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strategy for optimizing the page.
For example, if your target keyword phrase is “ride on mower”
a great URL would be http://www.mowerworld.com/page/
ride-on-mower
Separating words with hyphens rather than underscores
helps make the URL easily recognised and are preferred
over underscores.
The closer the keyword(s) are to the root domain name,
apparently the more weight they will lend.
Use the target keyword in the first four words of your page
title tag. The title tag sits at the top of the browser bar and not
on the main page of your site, which means it only seen by
the visitor if they come to your site via search. However, it is
an extremely important piece of content for search engines
for two reasons:
1) It is seen as the title of the page which is a major signal of
what the important keywords are for the page, and
2) The title is used as a headline for the search engine result.
So it functions as double duty with an incentive to actually
click on the listing. The first four words of the title tag are most
important and should contain your target keyword and NOT
your company name or brand.
When writing your title tag, keep it to less than 66 characters
and make it unique. If you have more characters than this, the
title tag content cuts off your marketing message. The search
engines are also on the look out for duplicate content that
is getting re-used throughout your site. They value unique,
original content, so make sure each title tag is unique and
that you’re not just replicating the same title or phrase all over
the site.
Always remember that the BEST keywords or phrases come
FIRST.
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Page Descriptions
Write a unique, compelling description that includes the focus
keywords. You have 155 characters including spaces to write
an informative, compelling description
The engines will often use the page description as the
description in the search engine results page. This means it
functions as more of a marketing purpose (getting people to
click on the result) than a ranking purpose.
You should use the keywords early in the description so that
they are in bold when the search result shows up which will
help with keyword association and make the searchers more
likely to click through.

Headlines
Use a single <H1> tag for your page headline and include
your target keyword in the <H1> tag. <H1>, <H2>, <H3> are
content styling tags used in HTML that change how text looks
on a page when the browser displays the content. Search
engines look at these tags as information hierarchy that helps
them determine which content is the most important on the
page. The <H1> tag is seen as the highest priority and should
be used only once on each page to display the headline.
<H2>s & <H3>s can be on a page multiple times for subheadings, captions, etc.
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Content
The content on each page should be useful to your target
audience, relevant to your site and contain text links or anchor
text to product pages, category or information pages.
Make sure the content includes the target keyword. The
content on the page has to support the work you’ve put into
the URL, title and description tag and <H1> headlines. The
page content should include at least three or four instances
of the target keyword, with at least one instance in the first
paragraph.
Create a network of cross-linked pages wherever target
keywords are used. The search engines look at the visible
text (called “anchor text”) in a link and give it a very high value
as an indicator of content on the page that is receiving that
link. Instead of just using “Learn More” or “Click here” as the
anchor text use something more descriptive like “more about
ride on mowers” and link to a page that has information about
ride on mowers.
The point is that you should be using cross-linking to help
tell the search engines which pages are important for which
keywords.
Always look for new opportunities. New opportunities are
areas where there is significant search volume for something
relevant to your target markets (and what your site or service
is offering), but there is no content on the site to attract those
searchers. This is an opportunity for you to create new
content which will provide you with the opportunity to appear
in search results for these keywords.

94

Search Engine Optimisation

You can use anchor text in:
•

External links - links from other sites

•

Internal links - links on your pages

•

Links on your main page. Choose these very carefully
this is the most important spot for links

Remember that your potential customers will read your links
as well as search engines, so the words in your anchor text
need to make sense!
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Labeling images
Labeling images helps with search engine optimisation
for your website. Because Google has given over more
and more of its search results to “blended” search results,
displaying videos and images towards the top of the first
page, and pushing down traditional web results that would
have otherwise competed for top rankings.
Search engine spiders are becoming more complex, but they
basically access site content in a similar fashion to a blind or
sight impaired web user.
Search engine ‘bots’ cannot read the text built into an image,
but they can read the alt-text, or alternate text, associated
with the image and the file name of the image. Both of these
can add keyword content to the page and give your site an
opportunity to be found in the image search databases of
engines. Google Image Search is the fifth largest search
engine so ensure your images are information rich.
For file names of your images, select a system for naming
them AND ensure they contain good keywords. It might take
some planning up front, but it can pay off with big search
numbers from the image databases.
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Use video
Using video is another way to improve your search engine
optimisation, Google likes it when the title tag of the page
matches the title of the video, and will give a higher weighting
for results where this is the case.
Always create relevant titles & filenames, don’t simply use the
date, and instead describe what the video is about. Use lots
of descriptive text on the page where video is embedded and
include URLs in the video to encourage viral linking among
viewers.

Local maps
Adding your business on Google Local Search Maps is
another way to rank well in search, it’s particularly important
if you have a locality based business or service but all
businesses can take advantage of this opportunity.
For a local service you can also help your customers by
providing driving directions. You are not only providing useful
information about how people can find you – but you will also
be using local words, locations and phrases that people may
query when they’re looking for your type of business.
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Link exchange
Link exchange between websites is an excellent way of
boosting your site ranking. Finding ‘quality’ or high ranking
sites to exchange with is important and if you’re able to have
more sites link to you than reciprocal links is valuable as well.
When asking other sites to link to your site, it’s a good idea
to provide them with the HTML code ready to cut and paste
into their page. That way, you choose the anchor text and it’s
easier for them to add your link correctly.
You can also add your web link to online directories such as:
www.AussieWeb.com.au
www.HotFrog.com.au
www.StartLocal.com.au
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Track your search engine optimisation
Tracking your search engine optimisation enables you to see
how your site is ranking compared with other sites. You can
simply go to Google, yahoo, bing or any search engine and
type in your search phrase to see where you rank. Ensure
that you have logged out of your Google account if you use
Gmail or Google analytics as this will give a false ranking.
You can also install webmaster tools and Google analytics.
You’ll need to install a piece of code in your header to verify
your site and then you’ll be able to use Google’s webmaster
tools to see which queries users use to find your site. Broken
links, duplicate Meta, malware on the site and other useful
information on items which need reviewing or fixing will be
available here.
Analytics also provides you with valuable analysis of where
your traffic is coming from, how many hits your site is
receiving, and your unique visitors and shows you which of
your URL’s have been indexed by Google.
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Worst practices and what not to do!
If you think you may be doing any of the following, please
write them down and follow them up!
Do you use pull-down boxes for navigation?
Search engine spiders can’t fill out forms; even short ones
with just one pull-down. Thus, they can’t get to the pages
that follow. If you’re using pull-downs, make sure there is an
alternate means of navigating to those pages that the spiders
can use. Note: this is not the same as a mouseover menu,
where sub-choices show up upon hovering over the main
navigation bar; that’s fine.
Is your site done entirely in Flash or overly graphical with very
little textual content?
Text is always better than graphics or Flash animations for
search engine rankings. Page titles and section headings
should be text, not graphics. The main textual content of the
page should ideally not be embedded within Flash.
Is your home page a “splash page” or otherwise content-less?
With most websites, the home page is weighted by the search
engines as the most important page on the site Thus, having
no keyword-rich content on your home page is a missed
opportunity.
Does your site employ frames?
Search engines have problems crawling sites that use frames
(i.e., where part of the page moves when you scroll but other
parts stay stationary.) Google advises not using frames
because they can cause problems with search engines,
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bookmarks, emailing links and so on. If a frame does get
indexed, searchers clicking through to it from search results
will often find an “orphaned page”: or a frame without the
content it framed, or content without the associated navigation
links in the frame it was intended to display with. Often, they
will simply find an error page.
Do the URLs of your pages Include “cgi-bin” or numerous
ampersands?
Search engines are wary of dynamically generated pages.
That’s because they can lead the search spider into an infinite
loop called a “spider trap.” Certain characters (question
marks, ampersands, equal signs) and “cgi-bin” in the URL
are sure-fire tip-offs to the search engines that the page is
dynamic and thus to proceed with caution. If the URLs have
long, overly complex “query strings” (the part of the URL after
the question mark), with a number of ampersands and equals
signs (which signify that there are multiple variables in the
query string), then your page is less likely to get included in
the search engine’s index.
Do the URLs of your pages include session IDs or user IDs?
If your answer to this question is yes, then consider this:
search engine spiders like Googlebot don’t support cookies,
and thus the spider will be assigned a new session ID or user
ID on each page on your site that it visits. Search engine
spiders may just skip over these pages. If such pages do get
indexed, there will be multiple copies of the same pages each
taking a share of the ranking, resulting in dilution and lowered
rankings.
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Are your title tags the same on all pages?
Far too many websites use a single title tag for the entire site.
If your site falls into that group, you’re missing out on a lot of
search engine traffic. Each page of your site should “sing” for
one or several unique keyword themes. That “singing” is
stifled when the page’s title tag doesn’t incorporate the
particular keyword being targeted.
Do you have pop-ups on your site?
Most search engines don’t index JavaScript-based pop-ups,
so the content within the pop-up will not get indexed. If that’s
not a good enough reason to stop using pop-ups, you should
know that most people strongly dislike them and will leave
your site as a result. Also consider that untold millions of
users have pop-up blockers installed.
Do you use “click here” or other superfluous copy for your
hyperlink text?
There’s no point ranking well for the phrase ‘click here’, try
using some more relevant keywords instead. Remember,
Google associates the link text with the page you are linking
to, so make that anchor text count.
Do you have superfluous text like “Welcome To” at the
beginning of your title tags?
Similarly to ‘click here’ no one wants to be top ranked for the
word “welcome” (except maybe the Welcome Inn chain!) so
remove those superfluous words from your title tags.
Do you have any hidden or small text meant only for the
search engines?
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It may be tempting to obscure your keywords from visitors
by using tiny text that is too small for humans to see, or as text
that is the same colour as the page background. However,
the search engines are on to that trick and are programmed
to ignore this information.
Do you engage in “keyword stuffing”?
This is the practice of putting the same keyword everywhere.
Don’t go overboard with repeating keywords or adding a Meta
keywords tag that’s hundreds of words long.
Do you have pages targeted to obviously irrelevant keywords?
Just because “Master Chef” is a popular search term doesn’t
mean its right for you to be targeting it, it’s far better to use
words that are relevant for your site and your business.
Do you repeatedly submit your site to the engines?
At best this is unnecessary. At worst this could flag your site as
spam, since spammers have historically submitted their sites
to the engines through the submission form (usually multiple
times, using automated tools, and without consideration for
whether the site is already indexed). You shouldn’t have to
submit your site to the engines; their spiders should find you
on their own — assuming you have some links pointing to
your site. And if you don’t, you have bigger issues: like the
fact your site is completely devoid of trust and authority. If
you’re going to submit your site to a search engine, search
for your site first to make sure it’s not already in the search
engine’s index and only submit it manually if it’s not in the
index.
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Note: this warning doesn’t apply to participating in the
Sitemaps program; it’s absolutely fine to provide the engines
with a comprehensive Sitemaps XML file on an ongoing basis.
Do you have duplicate pages with minimal or no changes?
The search engines won’t appreciate you purposefully
creating duplicate content to occupy more than your fair
share of available positions in the search results.
Does your content read like “spamglish”?
Crafting pages filled with nonsensical, keyword-rich gibberish
is a great way to get penalized or banned by search engines.
Remember you are writing for your customers as well as the
search engines, make sure it makes sense.
Do you have “doorway pages” on your site?
Doorway pages are pages designed solely for search engines
that aren’t useful or interesting to human visitors. Doorway
pages typically aren’t linked to much from other sites or much
from your own site. The search engines strongly discourage
the use of this tactic, quite understandably.
Do you have machine-generated pages on your site?
Such pages are usually devoid of meaningful content. There
are tools that churn out keyword-rich doorway pages for you,
automatically. Don’t do it; again the search engines can spot
such doorway pages.
Are you submitting to FFA (“Free For All”) links pages and link
farms?
Search engines don’t think highly of link farms as such, and
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may penalize you or ban you for participating on them. How
can you tell link farms and directories apart from each other?
Link farms are poorly organized, have many more links per
page, and have minimal editorial control.
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Best Practices for Search Engine
Optimisation
Create a solid quantity of unique, quality content that web
users and your customers will find useful.
Ensure that your pages and links are ‘crawlable’, ‘indexable’
and generally search friendly.
Ensure you’ve done your homework with keyword research
and update it regularly (monthly - quarterly) as new terms,
keywords or phrases rise or fall in demand.
Engage in some decent link acquisition campaigns, garnering
links from a few authorities in your industry, some blogs,
maybe a few article sites, press releases, link exchanges and
the like to the point where you have similar metrics to your
competition.
Use social media and have profiles on each of the major sites
such as twitter, LinkedIn and facebook where you can share
your link from time to time.
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C

atherine Oehlman is a teacher, writer, blogger, emerging
mumpreneur and most importantly mother to two great
kids. Catherine majored in music in her Bachelor of Education
(Primary) but found her focus drawn to literacy when teaching
in the early childhood, upper primary and library classrooms
of Australia and the UK. In 2006 Cath left the career she
adored and took on her most challenging role to date – as a
mother. While adjusting to life as a mum herself, she dabbled
in writing articles for other mothers before starting her own
blog late in 2008.
By mid 2009 Catherine was receiving recognition for her
blog at http://squigglemum.com She made the Top 100
Australian Women bloggers list and followed this up by
winning the Connect2Mums Top Parenting Site Award. At
the Connect2Mums conference and awards night she then
took out the honours as Top AusMumpreneur 2009.  
Catherine is a prolific writer online. She is a staff blogger
for Parenting Australia and has written over fifty articles for
the site. She regularly guest posts on a number of popular
Australian parenting blogs and enjoys encouraging other
mothers in their parenting journey. As a literacy specialist
Cath also contributes articles on children’s reading, writing
and communication skills to the online publication Literacy
Lava. At Connect2Mums she writes the Connect2Bloggers
column, sharing her knowledge of blogging, wordpress,
online etiquette and tips for navigating the blogosphere. As
a result of her blogging, Catherine is often asked to comment
on current issues for parenting and lifestyle magazines, and
has also been interviewed for national radio.
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Cath leads a busy life offline as well. She is passionate
about equipping Christian women in their role as
mothers, and coordinates a MOPS (Mothers Of Pre
Schoolers) Group in Brisbane.
She regularly writes
for MOPS Australia and maintains the MOPS Australia
site and forum. In addition to speaking at other MOPS
groups, Cath has run electives on writing and blogging at the
last two Queensland conferences. In 2010 she has been
asked to lead the Worship Team and also present an elective
about online issues at the MOPS Australasian Conference.
Catherine’s words of encouragement are regularly featured
in Footprints Magazine for Christian Women.
When it comes to writing though, picture books remain Cath’s
first love. On weekends she continues to work on picture
book manuscripts which you will one day find on the shelves
at bookstores and libraries. That is, unless Cath lands a gig
as a Playschool presenter...
Squigglemum.com is an inspirational parenting blog
combining a mother’s heart and teacher’s mind with a
writer’s hand. Catherine Oehlman draws on her expertise
as a primary school teacher while raising her own two young
children, and shares ideas for other parents as she goes.
She has particular interests in literacy, outdoor education and
faith based parenting.
She is also in high demand as a reviewer of products for
Australian parents and children.   Catherine writes paid
articles and posts both on and offline for a range of sites
and publications.
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Only You

N

o one else is exactly like you. No one looks like you,
laughs like you, and speaks like you. No one else works
like you, thinks like you and loves like you. You are a unique,
beautiful woman. A one-of-a-kind creation. (If it’s been a
while since you’ve heard that – please reread until you are
convinced.)
There is competition in every field of business. If you happen
to be the first to break into a niche, you can be sure that a
competitor will spring up alongside you in the near future.
The more competition you have, the harder it is to make your
mark. The easiest way to stand out is to simply be yourself.
Because, after all, there is only one you.
It is tempting to copy others, particularly those who are already
deemed successful in your field. However, in doing so you
sell yourself short. No matter how hard you try you cannot
be them. Instead of being a first rate version of yourself, you
become a second rate version of somebody else. And that
somebody else is already taken. The position has been filled
(while yours is sadly left vacant).
The next time you see someone or something amazing,
change your thinking. Instead of being intimidated or feeling
small just think, “It’s great that you’re you, but there’s only
one me.” It’s ok to admire them, but it’s not ok to compare
yourself, or wish you were different, or copy what they have
done.
Being your authentic self will probably mean that you won’t
please everybody. You won’t win every sale, you won’t keep
every reader, you won’t score every contract, and you won’t
attract every client. Learn to be ok with that. No one else can
do the job of being you. Don’t let yourself down.
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True Colours
If you aren’t yet sure of who you are, you can’t expect others
to work it out! People with healthy self esteem usually have a
strong sense of self. And people with a strong sense of self are
often highly successful. It is absolutely vital for mumpreneurs
to be self aware and have a good understanding of their
unique strengths and potential weaknesses.
What three positive words would you use to describe
yourself? Write them down! These words are part of the
core of who you are. There is no “ideal” personality for
success, so don’t fall into the trap of thinking that you need to
change. Successful people embrace the uniqueness of the
personality they have! Work with your strengths and let your
true colours shine through.
Allow your unique strengths to become a point of difference
in your business. If one of your positive attributes is that
you are a vibrant person, then that vibrancy should carry
through to your customers. If an artistic flair is central to who
you are, try getting creative with the way you present your
products. If you are a laugh-a-minute lady, incorporate your
sense of humour into your social media updates. Stand out
by excelling in your natural gifts.
Savvy mumpreneurs are also aware of the weaknesses that
are most likely to trip them up. What is your Achilles heel?
Write down one negative word that is an area of concern for
you.
It’s wise to work on this weakness so that it doesn’t dominate
or overshadow your strengths. There may be a way to work
around your weakness, or it may be something you just need
to be diligent about keeping under control.
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For example, if your weakness is organisation, you may need
to pay someone to keep your books in order. If your weakness
is a tendency to explode when things don’t go to plan, you may
need to practise some techniques for keeping your temper
in check in order to maintain a standard of professionalism.
You want to be known for something excellent, not for your
shortcomings.
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You’re The Voice
Your product doesn’t speak for itself – YOU speak for it!
No matter how amazing your product or service is, it is a
misconception to think that consumers will be sold once they
see/touch/taste/smell/eat/use it. None of those things will
happen unless you tell them about it first.
Not all mumpreneurs are naturally out-the-front women, but
all mumpreneurs do need to be able to use their voice to
promote themselves and their business. This usually involves
words, either spoken or written, online or off. If you want your
voice to stand out, regardless of the context, your voice must
be both credible and identifiable.
Credibility results from a combination of expertise and
reliability. Credibility is a powerful commodity, particularly
online where anyone can claim to be an expert in any field.
In order to speak with authority on a subject you must have
knowledge and experience behind you. If you don’t yet feel
qualified to do so – read, learn and absorb as much as you
can so that you will be in a position to share your expertise
with others. Credible voices stand out.
Developing an identifiable voice is a very smart move. You
know when you hear a new song on the radio for the first
time, and immediately recognise the singer? (And then the
announcer confirms it and you say “I knew it!”) That is exactly
the way you want your voice to stand out as a mumpreneur.
Your voice should be unique. For example, if all of the profile
pictures suddenly went missing from facebook or twitter,
would your updates stand out? How would people identify
that voice as yours? If you were speaking at a conference
and all of the delegates were blindfolded, would they guess
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it was you presenting? And what about plagiarism?! If
someone stole your work and republished it under their own
name, would the writing be identifiable as yours, even without
your name on the byline? Would it stand out enough for a
reader to question the integrity of the supposed “author” and
contact you to check if the work is indeed yours? Food for
thought.
Mumpreneurs with credible and identifiable voices stand out.
They are considered an authority in their field, and they know
how to present information in a way that is true to them.  
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Mirror Mirror
“Mirror, mirror on the wall...
Are these the right shoes - or have I made a bad call?”
Let’s be honest. First impressions count, and people really do
make judgments based on what they see. Your appearance
should be a reflection not only of your business, but also of
yourself.
There are quite a number of elements that contribute to your
overall appearance. It’s about much more than just selecting
the right shoes! It’s a combination of your clothes, shoes,
hairstyle, accessories, makeup, facial expressions, posture
and more. In an instant you are judged, and before any words
are read or said the consumer has already decided whether
they are interested or not. It’s a whole lot easier to convince
them that their first impression of you was right, rather than
trying to change their mind.
Take a look in the mirror. What are you wearing today? What
does it say about you? What judgments (right or wrong)
might someone else make about you? If you aren’t sure, ask
a trusted friend to tell you honestly.
When you are dressing for any occasion you need to dress
for the event, but within your own style. Your appearance
should reflect your business personality, whether it’s for
a conference, afternoon tea, mumpreneurs’ playgroup,
photoshoot, market stall, interview or awards ceremony.
Appearance is also exceedingly important online. Often the
first thing readers do when they come to a site is look for your
face. They hunt for a profile picture or an about page because
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they want to see you. Don’t worry, they aren’t expecting you
to be a supermodel. They just want to know that there is a
real person behind the business. They would much prefer to
interact with a person than a company, but they won’t hesitate
to navigate away if they don’t connect with what they see. If
you have been using a glamour shot, or a wedding photo
for your online profile – it’s time to make a change. Select a
photo that reflects both you and your business.
It’s important to be comfortable in your own skin, and
comfortable with your own style. So many subliminal
messages are wrapped up in your appearance. Make sure
you are intentional about the ones you send out.
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Best Foot Forward
You are being watched. Other mums are watching to see
how you juggle motherhood with business. Mumpreneurs
who have been before you are keeping an eye on the upand-comers. And mumpreneurs who are just starting out are
looking up to you. In the online world you are being watched
all the time. So it makes sense to put your best foot forward.
Striving to project a perfect image is fruitless. No one expects
you, or even wants you, to be Superwoman. Perfection is not
the goal. That said, your clients and customers will be quick
to decide whether they would like to buy from you or work
with you based on what you present to them. Give yourself
the best chance of success by getting into the habit of putting
your “best self” in the public eye.
We’ve talked about looking your best. This about being your
best when you are representing yourself as a mumpreneur.
People take notice of:
•

Your behaviour. Are you easy to work with (or are
you a diva)? Are you reliable? Do you interact with
honesty and integrity? Do you know when you’ve had
enough to drink?

•

Your interactions. Are you easy to talk to? Do you
allow others the opportunity to speak? Do you actively
listen? Are you diplomatic? Do you respond politely
to complaints?

•

Your demeanour. Are you a positive person? Do you
smile? Do you look like you want to be there? Do you
speak well about others?
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One thing you should definitely do is celebrate your
achievements! For fear of blowing their own trumpet, some
mumpreneurs shy away from sharing their successes. Telling
your clients, customers and readers about the exciting things
happening in your business is important. If you’ve been
featured in the media, or received recognition of some kind –
let people know about it!
Put your best foot forward as a mumpreneur. There’s no need
to puff yourself up or try to be more than you are. Just be
content with your own best, and don’t be afraid to let others
see your best too.
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Same, Same and Same Again
Trust is a commodity that can only be earned - never bought.
It is not given easily, and it takes time to develop. Once it is
broken it is hard to repair. There is no doubt that building trust
with your customers, clients or readers is worth your time and
effort. So how is this trust built? Consistency, consistency,
consistency.    
Firstly, people want to know that you are who you say you
are. In a society full of fakes and frauds consumers are
naturally sceptical. Trusted mumpreneurs stand out. They
consistently build their profile, proving time and time again
that they know who they are, they know what they’re doing
and they will still be here tomorrow. Nowhere is this truer
than in the online world.
Consumers also want to know that you are the same you,
even in different settings. They expect that the you they see
online, is the same you that they’ll meet at the markets, and
the same you who will answer the phone if they call with a
complaint. If, however, there are discrepancies between
your online persona and the woman you actually are in real
life, your integrity will probably be questioned and you will be
unlikely to make a sale.
These days it is quite common for people to meet each other
online before they meet in real life. Consider it a compliment
if someone says to you, “You are just as I expected you to
be!” This is evidence of your consistency in different contexts.
Finally, people want to know that your products or services
are what you say they are. This follows on quite naturally,
and consumers and clients logically assume that trusted
mumpreneurs will provide trusted products and services
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(which of course they do). One look at their testimonials,
fanpage or tagged tweets will allay any doubts.
Being unpredictable may have been cool when you were a
teen, but as a mumpreneur the opposite is true. This doesn’t
mean you never change. Growing and evolving is part of any
successful mumpreneur’s journey. But at the end of the day,
consistency equals trust, and trust equals sales.
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Holding Back
Trying to unsay words that have been said is like trying to get
toothpaste back into a tube. It’s virtually impossible. Online
it’s even more difficult to handle. You may be able to press
delete, but this doesn’t necessarily mean it will be erased. It
is a wise mumpreneur who shows restraint and knows when
to hold back.
Holding back the worst of the worst is a sensible habit to get
into. If you are so angry that your ears are steaming, don’t write
a blog post about it. Talk to a trusted friend instead. When
things really go wrong in your family or in your business, your
status update is not the place to share it. Pick up the phone
and discuss serious issues with the people involved. Some
things are not for the world to hear. Don’t tell a mortifyingly
embarrassing story about your child in an interview – even if
it is hilarious. Your child might not be red faced about it now,
but they may be in a few years when their friends download
it. And never, ever complain about your family (yes, including
your mother-in-law, and even your ex...) online.
It might sound a little odd, but it is also wise to hold back
the best of the best. Social media can sometimes make us
chronic over sharers. It’s ok to hold a little back for yourself
and your family. When you finally land that first book deal,
perhaps your family would like to celebrate it with you before
your fans and followers. As a mumpreneur, your customers
and readers will be delighted to hear about the safe arrival of
your new baby. But perhaps some of those photos from the
birthing suite don’t need to be uploaded to facebook. Some
special memories and moments belong just to you.
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It’s absolutely fine to let others know that your life as a
mumpreneur isn’t perfect. In fact, being vulnerable reinforces
that you are only human! Just don’t air your dirty laundry, and
don’t whinge. It’s absolutely fine to let others know that you
are proud of your achievements too. Just don’t overshare,
and don’t brag. Share your business self, rather than your
whole self. And for your own sake, hold a little back.

122

Be Uniquely You

Fine Tune
The world is a big, noisy place. Online the noise is almost
deafening. With literally millions of voices vying for attention,
it is important that you tune in to your target audience.
In the world of social media you can share anything - from
what your kids ate for breakfast, to how many sales you’ve
made this week, to a linked article that offers great advice on
blogging. The key is to be relevant to your audience while
still being true to yourself.
Not everything interesting in your personal life is relevant in
your business life. As a mumpreneur the line between your
personal life and business life can be very blurry, because
mothering is a part of your uniqueness. And the more closely
linked your business is to your mothering, the more blurred
those lines become. An understanding of who your target
audience is will help you to clarify which things you should,
and shouldn’t be sharing online.
Example 1: Mumpreneur A has a young child with vision
impairment. She has chosen to work from home so that
she can be with her child, and her business involves selling
products and toys that support the development of children
with special needs. Her audience is likely to be other parents
with high care kids. As her business is closely linked to her
mothering, much of her personal life will be relevant to her
audience. Her social media updates might include celebrating
her child’s successes, sharing some of her challenges as a
mum, and promoting other organisations that offer support to
parents of children with special needs.
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Example 2: Mumpreneur B has three school-aged children.
While the kids are at school she works for herself as a
website designer. Her clients are often fellow mumpreneurs,
ranging from those who are starting out in business to those
who are well established. As a web designer her business is
not closely linked to her mothering, and therefore the majority
of her personal life will not be relevant to her audience.
Her social media updates might include SEO tips, special
discounts for mums in business, and links to amazing fonts.
What is relevant to one mumpreneur’s audience is not
necessarily relevant to another’s. Tune in to your audience,
and filter your content to ensure that what you offer has
relevance for your readers.
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Heard It Through The Grapevine
Like it or not, your reputation precedes you. That can be a
little unnerving because you don’t get to decide what other
people think about you. Your reputation is based on the
opinions of others, and therefore out of your control. However
there is still a lot that is in your control when it comes to your
reputability.
It’s important to understand that you continually build your
reputation every time you interact with others. While this
obviously relates to clients and customers, it also includes any
interaction with colleagues, mentors, employees, competitors
and fellow mumpreneurs. These people will spread the word
about you, good or bad, and others are likely to believe their
opinion.
Be aware that as a mumpreneur your personal reputation
will contribute to your business reputation. This is true both
online and offline. People with great reputations personally
and professionally tend to be:
•

Reliable. Keep your word and do what you say you
will do. Be on time!

•

Realistic.
commit.

•

Respectful. Whether dealing with an angry customer
or an amazing conference speaker, treat others the
way you would like to be treated yourself.

•

Responsible. Step up, own your mistakes and take
care of them.

Know your limitations, and don’t over
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•

Resourceful.
obstacles.

Find a way around challenges and

A great reputation both personally and professionally can
significantly boost your likelihood of success as a mumpreneur.
On the other hand, a damaged reputation can mean that you
are stuck treading water while your competitors zoom ahead.
It’s easy to blame others, but usually the person who does
the most damage to your reputation is yourself. Even if you
find yourself in the unfortunate situation of having someone
spread untruths about you in order to bring you down – the
strength of your reputation will contribute to the outcome.
Your reputation can make you or break you as a mumpreneur.
Word of mouth is powerful, and mums talk – a lot!
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Go Your Own Way
We each have our own path to travel: in life, in motherhood and
in business. Your journey as a mumpreneur will be unique,
and the choices you make along the way will determine your
direction and ultimately define your destination.
Make sure that the goals you set are your own. It’s all too
easy to be swept up in the current of what others think is
right, and find yourself heading in a new direction that is not
actually in line with your agenda. A good question to ask
yourself is, “Will this take me closer to my goal, or pull me
away from it?”
There will always be those who advise have-tos. They will
tell you that you have-to do this, or have-to start that. The
truth is that not everyone has-to do it the same way. You
can go your own way! Listen to the advice of others, take
their opinion on board, but then decide for yourself what you
would like to do with that information. You don’t have-to have
a university degree, or office space, or a blog, or the latest
i-gadget.
It is also up to you to define success for yourself. Success
means different things to different people. One mumpreneur
might define success as having enough spare change for a
pair of Manolo Blahniks. For another, success might be an
invitation to speak at an international conference, or reaching
a certain number of visits to a site. Some mumpreneurs
are neither seeking fame nor fortune. For them success is
defined by a balanced lifestyle that allows for both family and
fulfillment. How do you define success?
It can be hard to run your own race, but following the crowd
will not get you to your destination.   Don’t give up on who you
are, don’t lose sight of where you are going, and don’t allow
others to lead you astray. Be yourself and just do it your way.
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CO N C L U S I O N
The most important thing about standing out from the crowd
is belief in yourself, so believe, take on the advice and secrets
you’ve learnt from our experts and have the courage to stand
tall, work hard and be amazing.
Starting a family and establishing a new business are two of
the most challenging things you can do, yet mumpreneurs
manage both! Remember you’re not alone, you can
always find support and other mums experiencing the same
challenges and triumphs as you at connect2mums, so come
and join us there we’d love to see you!
Wishing you success on your journey in business wherever
it may take you,
Warmly,

Peace & Katy
Peace Mitchell & Katy Garner
Editors

www.connect2mums.com.au

F U R T H E R READING
The clear mind guide by Susan Pearse and Martina Sheehan
Marketing with no money by Leah Squire
The business of being David by Nick Bowditch
Connection Generation by Iggy Pintado
The power of influence by Sarah Prout
Secrets for blogging your way to a six figure income by Darren
Rowse and Chris Garrett
The 21st century guide to promoting your small business by
Johanna Baker-Dowdell (eBook)
The business of being social by Laurel Papworth (eBook)
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