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Transcription
Susan Harrow (She/Her)	00:37
I've started the recording, and I'm just waiting for everyone to arrive. And.
Susan Harrow (She/Her)	00:48
Couldn't be here.
Susan Harrow (She/Her)	00:52
She asked a question.
Susan Harrow (She/Her)	01:22
Usually everyone is so on time.
Susan Harrow (She/Her)	01:27
All is working electronically. Technically because sometimes things go awry.
Susan Harrow (She/Her)	01:42
Here we go.
Susan Harrow (She/Her)	01:53
Hey, Patrick. There you go. Hi, Patrick.
Susan Harrow (She/Her)	02:02
Hi, Patrick.
Business Value Group	02:04
Hi, Susan.
Susan Harrow (She/Her)	02:06
How are you? Looks like you're outdoors. Beautiful.
Business Value Group	02:09
I decided. To head outside. The back patio.
Susan Harrow (She/Her)	02:15
Wonderful. Well, as you know, leylani can't be here with
Business Value Group	02:19
us.
Susan Harrow (She/Her)	02:21
And. I don't see. Joanne or salima. Yet in here. But I'm happy to answer any questions that you have before people come in. If you have anything, if you have any.
Business Value Group	02:44
Well.
Susan Harrow (She/Her)	02:45
Here we go. Selena is
Business Value Group	02:47
in.
Susan Harrow (She/Her)	02:50
You can still jump in if you have a question.
Business Value Group	02:55
I don't have a well
Susan Harrow (She/Her)	02:56
formulated. Ill form questions are fine as well. Good morning, salima. How
Salima Adelstein	03:04
are you.
Business Value Group	03:07
I was speaking. With. Last night when I saw her note.
Business Value Group	03:17
As businesses. Send pictures, let's say. To people. What percent do you think. Get hit and get a response back. Is it like 5% 10%.
Business Value Group	03:35
All that stuff.
Susan Harrow (She/Her)	03:36
Here's. The thing when I was a publicist.
Susan Harrow (She/Her)	03:43
Hi, joey. Unwelcome. We're just going to jump right in. On some of Leylani's questions. And if any of you have questions, of course I'll answer them. And I have some things that I want to cover today. Specifically how to follow up with journalists.
Susan Harrow (She/Her)	04:00
How to position? I do want to cover today? How to position. Our cameras for any kind of broadcast because. That's super important. And also talk about next steps. And what else did I have on here? How to follow up biggest ahas for today and the whole. Course, too. And then. Just some quick. And then what. Your next assignments are and of course, I will answer all your questions. Does anybody have to leave early so I can plan our time today. Just in case we go 1520 minutes over. Okay, great. So I want to be sure. Oh, the other thing I want to do is I want to share. An internal. Practice with you that you can use. All the time. And all of these things will be posted. In your back end as well. So first of all, in terms of following up and the percentage of response that you get from the media. Is completely unpredictable. And I'll tell you why. Its subject line. It's content. Is it the right time? Is it the right time? The right person. The right place. The right contact. So all of those things we take into consideration. And given that journalists and producers inboxes are so full, some get hundreds per day, some get thousands per day. So imagine sifting through that. And then some go to spam. That's why we never send attachments is because those will go directly into spam. You can send those hyperlinks. To images, or there is a way. If you have a tech team to embed HTML images so they don't show up as images, but. Don't worry about that. You can always put a link to an image or something more, but here's the way it works. It's like testing the water. So we test with that specific headline and that specific pitch. And if it doesn't take, we might change the headline. We might tweak the headline. But we might also tweak the body. Of that email as well. To create a slightly different angle, something else may have just happened in the news that you can make. More relevant, for example. And that's really the hottest things. And the easiest things are what's hot and what's happening today. Or some things that are ongoing, right. And then the second thing, the second type of pitch that we do is what's called evergreen. And then there's the third type of seasonal. So evergreen is like things that are always popular. The children chocolate dogs. These are the kinds of things that bring a happy face. I see sillyma smiling. We bring a happy face. To people. Then they're seasonal. What's happening. With going on. We're coming up to Thanksgiving. So is there any kind of tie into Thanksgiving? Those are the major ones. And then there's the calendar ones, which salima and leylani have tied into, like, their calendar days that work for you. So those are topics that come and go right, like. If you don't get it on those days or that week or that month, whatever it is. Then that pitch is gone. But it's good for next year, right. Like you can pitch it next year if we're looking at the long term. So what we do is we send out the pitch. If you don't get a response, then the next step in what I asked each of you to prepare is like some kind of statistic or something else that you might send. We call these goodies because. If your first pitch doesn't land, you don't want to just Ping the reporter back and go, did you get my pitch? You never want to do that. The next step would be. And this is something that I highly recommend, but it's very time consuming. This is something that I would do often, specifically for my clients. For. The high. Stakes, people that. We wanted to connect with. I would write a personal pitch. I would say something personal about them. It's very time consuming. But. It's totally worth it, because you make that connection. So with one of my clients. Stephen Goldman. He was like an innovator in the food industry and. His bigger idea. Is to solve world hunger. And he was working on production of a specific protein plant. In another country to help do that but also all of his restaurants and things are all like eco friendly, concerned with all of the aspects. Of feeding people climate change. Very specific to that. And so. It came through Harrow. And this was when I was just media training him. I had long since not been a publicist, but I would sometimes look through harrow for my clients and. I saw something from I think it was Inc. And. I said what you want to do is look and read the reporter's stories. So. You can then create. He got the interview. And I said, what you want to do is then create. The connection with your to create the relationship and the connection first by your common bond. And what I found from that reporter is her big vision was to solve world hunger too. So they had that in common. I said so lead with that. Read that article here's the article that talks about. It lead with that create the connection. And then that's going to help shape and form. Your article too, and what you're both interested in in terms of the topic at hand. So that's sort of twofold, like if you can connect with the recorder and reporter or journalist and say, I really resonated with this article. Here's why? Here's how I can add to the conversation. And give them another idea of something to write about or piggyback on that conversation. Like you covered these three things in this topic. And here's something that I have to offer. That you haven't covered that would be of interest to your audience, I think. And that's how we create start to create that relationship. So it's not one and done ever I'm sorry to say. It's rare. It's wonderful. And it's great. When that happens. When they go, this is fantastic. And let's do it. And. In today's environment you are going to be doing most of the work. Because journalists and producers are so shorthanded that the more work you can do to shape the piece or shape the program. The better it is for you, but it's also better for them because if you have the statistics, if you have all of the ideas and you bring the fresh perspective to it, then they don't have to do that work and they can just write around you. Does that make sense. Yeah, I know, it's an F load of work.
Business Value Group	11:28
Well, what I've learned. You made a comment. I don't know. To me.
Business Value Group	11:37
This. Space. In terms of PR. It was certainly new to me. And. I was saying to somebody the other day that. I did a volunteer study. Took me nine months to do it on the Ford Motor Company bunch of years ago. And the CEO got it. And I met him. And it's a great story. Et cetera, et cetera. He thought it was magnificent. And. What I then did was trying to Ping you back off that try to get to the people that were covering. Ford, and they weren't a bit interested. And. The marketing and communications person. And Ford said, well. They just want attention on eyeballs, and they just keep moving on to this next step. They don't really understand the business. As well as they think they do and. They weren't really interested in getting. I don't know. Research that I was doing was competing with them. It just felt. A very kind of a selfish orientation. To be quite Frank with you. That wasn't depending on it. I wrote it for different reasons, but. I had kind of forgotten about it because. It wasn't that important to me.
Susan Harrow (She/Her)	12:59
Well, there's a lot going on in that industry now that might be relevant given. The strike. But the key is to tie into what they're interested into what their audience is interested in, what's going on. The culture today. You need to find. That common bond as to what would be interested in. So sometimes that's a conversation. That's why when you start to create a relationship, you can have that conversation. As a publicist. When I would pitch, I would have, like, seven ideas. So a lot of that was phone pitching back then because. Email didn't even exist at that point. So it was like seven ideas I would have so we could have a conversation. And I would always ask them, what do you need right now? What are you looking for? How can I help you? What stories are upcoming. So I could see if any of my clients fit into that today. It's different. You can't do that. Until you have a relationship. But when you do and you can help someone, that's how you start to establish a relationship. And they can introduce you to someone or introduce you to a different journalist at the I mean, what would often happen, like at radio stations or whatever it's like. You know, that story is not right for me, but it might be right for someone else at the station. Let me connect you. And then what I would call them. I would say so. And so thought this story might be right for you. It wasn't quite right for them. This is what it is. What do you think? So that's how the kind of conversation would go. So. Once you've sent out your pitch, you see if nothing comes back. Then what do you do next? So the next step is. You can keep the same headline, keep the same email and then. Do the sincere compliment on a story that they've written and then give them the goodie the next thing. It's like, oh, well, here's something else that might add to the story. And I would do that three times. Leylani was saying, when do you say, oh, it's not going to happen. Now so you can do that. But you can also. Change the subject line or the pitch title. Too. And you can tweak it a little bit like maybe that's not resonating. Is there anything else that just happened in the news or that's going on. That you can pop up in that subject line that makes it even more relevant. So to do that. I have breaking news in The New York Times, so I can always see. What's Happening in The New York Times. So. Whatever your choice if you subscribe to New York Times, Wall Street Journal, USA Today Just to see. What's happening? And then. You can also I mean I subscribe to I think Forbes Inc. And Fast Company, too just to see what stories are going on. But. Whatever your beat is. To keep abreast of those publications or those shows that you really want to be in too. And this is the job. This is why people hire publicists because it's so much work. And I applaud all of you for wanting to do this yourself. And we've just taken ten because that's manageable. And a publicist will like one publicist that I'm working with with one of our clients. They have databases. But even sifting through that database. That is even a lot of work. For example.
Susan Harrow (She/Her)	16:44
We wanted to focus on some trade magazines in the construction industry, but a lot of them were not relevant, and they would be really angry if we had sent them the pitch because it wasn't relevant to their type of trade. So she had to pull together that list. And then have one of. Her interns, go through it and call that list. So it was just right for the client. Even a publicist that's not like we can just take something. And just out of the box. So this is the way that the industry. Is right now. And lists are and all of that sort of thing. If that makes you feel any better. Yeah, and we're doing it. And I do think a very fast way for you to find people in the industry. Is just to do a search on LinkedIn. For example. One of my friends gave me a contact at Fast Company, and she's in the leadership space. And. She in this particular contact. She said how she wanted to be pitched. Exactly like here's. How I want to be pitched. So I pitched her an idea. She immediately got back to me, said, no, not right for me. So I pitched her another idea, no, not right for me. Finally, she said to me. I'm not doing any pieces on media training in the media like, that is not going to fly. And I'm like, Well, thank you because now. But I didn't know that. And so if I pitch her again. It would be a leadership. It might not be the right person for me because that's what I want to talk about, right? Like, I don't want to just talk about leadership without speaking about how do you speak to your employees or the media or an interviewer or that I mean, that's my beat. And I didn't know that even from reading her articles, I'm thinking this seems like. It would be pretty much. In her interest. So when you get a no even that's great information. And had I had a relationship with her? I might ask. Who might be interested in something like this. I didn't feel it was really appropriate just because. We didn't have that kind of relationship, and it was really up to me to do more, but that was a warm introduction, because my colleague had given it to me. Yeah. Is that all making sense.
Business Value Group	19:14
Yeah. I guess. Sorry. Go ahead.
Salima Adelstein	19:21
I love your questions, Patrick. So keep
Business Value Group	19:23
going.
Business Value Group	19:27
Well. I'm almost speaking a little bit on behalf of lelani, too. Because. We have some kind of a similar. Space. We see ourselves. In. Suzanne.
Business Value Group	19:46
I only send one or two pitches because I have to change. My website and I just didn't get it finished until Friday, so I'm going to be finishing off. The ten. When we were speaking last week, this idea of a lead magnet. I don't see myself. And I don't think milani does either. As being doing trainings or webinars or that. I see my presence. On web. As not much more. Than having decent content and ideas, but just building a little bit of credibility. So that okay. I get to see who these guys. Are. And. Something occurred on Friday, which I'm going to have to modify the page a little bit. Because in my particular case, the very first ever I'm sharing this. Not necessarily because of Patrick. I'm sharing this so that you can all know this data. Because it's very encouraging to me. A 50 year old financial research company just published a report last Thursday or Friday. That said that the financial returns of people that work on environmental, social, governance stuff. Turns out now on a 13,000 company study. That. They're 50% higher now in financial returns compared to the laggards in that space. So what it essentially says is the climate change pressures that everybody's under and sees those guys that were kind of progressive. Are finding creative ways to actually take economic advantage of it. Also.
Business Value Group	21:45
It has become rather politicized, but at the end of the day I believe that in my particular case. That if you follow the money. Clean money. Let's say. And then. You have metrics that support that says it makes economic sense. I think there's going to be a lot of people leveraging that now.
Susan Harrow (She/Her)	22:08
This is fantastic information. I mean, I would love to just see you do a video just like this. And then tie yourself in. Oh, I see. We've got a friend
Business Value Group	22:17
in there.
Susan Harrow (She/Her)	22:20
Hello.
Business Value Group	22:23
I left the
Susan Harrow (She/Her)	22:24
door open. Yeah. Had to come in and say Hello.
Susan Harrow (She/Her)	22:30
So I can see you totally doing videos or white papers. Like when we're
Business Value Group	22:34
talking about
Susan Harrow (She/Her)	22:34
a lead Mag doesn't have to be for a webinar or whatever you could do a series. Of I recommend that they're somewhat short. But you could do a series of. Why this matters and what's going on. I mean, you're so knowledgeable about this. And I can see you doing LinkedIn posts and videos and putting them up to the link to LinkedIn because that's where your market is. And starting to get traction on that. So I did recommend to you that you do a LinkedIn newsletter. How many followers do you have on
Business Value Group	23:11
LinkedIn. 1600. Maybe. I don't
Susan Harrow (She/Her)	23:15
know Yeah. Whatever. It's a start to begin to, because the great thing about a LinkedIn newsletter that all of you should know is LinkedIn does all the promotion for you in the beginning, because they want people to sign up for your newsletter. I don't know if you've gotten all these things in your inbox which where it says so and so invites you to sign up for their newsletter that's all LinkedIn generated. It's not gener. Generated from them. From the person itself. Linkedin will email. You, they will Ping you on LinkedIn to get you to sign up for a newsletter. So that's really wonderful. Now I don't know what they're doing now. That was in the beginning. I did it as soon as they made it available. But I still think they're doing all of that promotion to all of your followers. And someone had told me at that point that not only did they send it to your followers, but there were people who are not their followers who are signing up to their newsletter, too. So I think they did promotion beyond that. So for those of you with that market, which is all of you, I think it would be wise to start connecting. That way. And then. For you, Patrick, for sure doing videos on this kind of thing. Because. Doing some white papers. One of my clients in cybersecurity. Doesn't have a huge following. But it's very targeted, right? Like Cybersecurity. And they did a number of white papers that got thousands and thousands. Of views. So part of this is we want to take. A short. Term view, middle view. Strategy, short term strategy, middle strategy, and long term, because that's what all of this is. Some things we hope happen really fast, but they don't necessarily always happen on our timetable. Right. And then there's the middle ground. And then there's the long term. And I can tell you from my own personal experience and the experience of my clients, the way that it works typically. To get a client is they may have found me via seo because I come up on the first page. I've been in the business for a long time, so it comes up pretty much on the first page and we have to constantly. Keep that going. And the way that you keep your seo going is by producing content. That is shown to Google to be valuable to others. The value of putting it on LinkedIn. What I can tell you is that content comes up first before yours. So if you're writing in your marketplace and somebody's searching for that, you're going to come up first in LinkedIn. So that would be for those of you who don't have strong seo yet. Linkedin can do it for you. And then you'll post that same content. On your website. So that might come up on page three, maybe yours. But LinkedIn might come up on page one. So that's another reason why. You would do. That LinkedIn. Newsletter so you could do a piece. And then you can post your video so most popular. On LinkedIn. Now the videos have to be really short. They're one. To four minutes,
Business Value Group	26:29
I think.
Susan Harrow (She/Her)	26:31
But one to two minutes is best. But then if you have longer form videos, you have them on your website. You have them on YouTube. So you get the seo on your website for people staying and you get the views. On YouTube. Does that make
Business Value Group	26:46
sense? Well. Maybe this might. I'm getting very mindful that I'm speaking. So please feel free to pause and salima and joanne to make sure you get your time. So if this is not helpful to you, then I can for sure stop. My next question. Then Susan. And I hope this was interesting to you, Simlina. And Joanne. Will probably listen to this. Youtube. And a YouTube channel. What's your view and advice on
Susan Harrow (She/Her)	27:20
YouTube channel. Okay. So what I was saying is that when people come to my website via seo, seo, I always say, how did you find me? And sometimes it's by magic. I always think that people find me by magic, because sometimes people go, I don't remember what I searched on, or I searched on publicity trainer. I'm like, I don't have any of those words. In my seo, right. So I always think that. It comes by magic just from the fingers that I have out in the world. And then we want to kind of systematize that magic. And then. So I say, how did you find me? They tell me. And then I said, Why did you choose to connect. And they'll say I read about you on LinkedIn. Or we connected on LinkedIn. And then I went and watched your videos. And I read your blog. So they're vetting they know that they want to connect, but they're doing their due diligence. And that's through content. That's to the other content. To know who I am. What I stand for and the kind of expertise that they can get. And that is
Business Value Group	28:22
pretty
Susan Harrow (She/Her)	28:22
standard. For anyone in your position too. They find you, but they need to say, Well, I'm resonating with him. And what else is he talking about? Do my views, or are we in sync? Are we in sync as a personality. Are we in sync in our values? Right. So it's values it's personality. Like, are you the kind of person that I want to be working with for a year, right. You might have the right values, but maybe you're not the right personality fit.
Business Value Group	28:57
But how powerful? How powerful do you think.
Susan Harrow (She/Her)	29:00
It's very powerful. It's one of the biggest search engines other than TikTok. Now, which I know you're on TikTok. It's a very powerful search engine. And video. I don't have the stats at my fingertips. But. Particularly video has become, I mean YouTube. Linkedin is prioritizing. Some of that. The short videos, the 1 minute videos, and things like that. So I think it's incredibly powerful for people to get an experience of you. To help your SEO because it's on your website but. It's also on YouTube. So you understand that. So somebody's on your website watching it, but it's getting the view on YouTube.
Business Value Group	29:43
As a
Susan Harrow (She/Her)	29:43
view, right? But you don't want them to go to YouTube. You want them to watch it on your website.
Business Value Group	29:49
And Vmio. What's your view in
Susan Harrow (She/Her)	29:51
Vimeo? Vimeo doesn't have that traction. Vimeo. We use Vimeo when we don't want someone for our private videos for videos because on YouTube, if they look at the videos on YouTube, they can skip to another video that's not yours. And they could get distracted, but. When we use Vimeo videos on our website where we don't want anyone else for the opt ins where we don't want anyone else to go anywhere. And so it's not counted as a YouTube. View because it's on Vimeo. But the other thing that we're doing with vimeo now, because we switched to Cartra, and so some things, we were sending people to vimeo. But what we're doing, I just said, natalie, I found the video that I'm sharing with you. I'm like, why is this on video and not on my website? Because when all of you watch that, I want it to be on my website, even though it's a vimeo video. Because I'm getting the seo for the time that you're spending on my site, even though you're watching a Vimeo video, does that
Business Value Group	30:51
make sense? Yeah. And you answered a question that I didn't ask, which is very helpful.
Business Value Group	30:59
Which was this? The downside of YouTube is that when you're out there
Susan Harrow (She/Her)	31:05
on YouTube, you never want them to go to YouTube unless they found it on YouTube.
Business Value Group	31:10
Yeah. Because they will go to
Susan Harrow (She/Her)	31:11
someplace else after something else. It's like squirrel.
Business Value Group	31:16
You
Susan Harrow (She/Her)	31:16
can't capture
Business Value Group	31:17
and contain them
Susan Harrow (She/Her)	31:19
in your content. No, unless they're really fascinated by your contact and they watch subsequent videos. Or if you've actually put into your video, if you want like this content, go to my next video, which is this which if you're a planner, you can do that kind of thing and you can always. Do that later too. With I don't know. It's a little thing that pops up in the corner that you can say that even if you don't say it out loud. But no people will see like, there's all those other videos on the right where they're like, oh, that one looks interesting. And then there they are. There they go. Right. Yeah. Great. So other questions that you have and leylani said, What's the lifespan of a pitch. Well for you and salima, because. You have. Timing, the lifespan of the pitch that you set out is when that day goes, that's the end of the pitch. But up till then, and what I wanted to say to both you and leylani is that kind of pitch. That's super timely, probably best for broadcast. So that's. Tv not even podcasts because podcasts plan so far out like even if they're taping today. It may not post for three months or six months because people plan so far out so radio and TV. Are best for you for these kind of timing pitches. Radio, especially. But TV two. And that's also why I wanted to talk about all of us today about positioning our videos because particularly for you, salima and leylani, I want to make sure that you can position. Just some technical stuff about positioning. Your camera. There's nothing distracting in the background and that it's more focused. Can I see your video? Can you speak for a minute, salima? So I can just tell you how to adjust
Salima Adelstein	33:12
quickly. Yeah, sure. I'm speaking. I actually had something I wanted to share with leylani because I used to work in a community. Local community hospital and even our local community hospital here. They have little screens as the patients are waiting. To look at, and it's generally on a topic of interest
Susan Harrow (She/Her)	33:34
to the patient.
Salima Adelstein	33:35
And I had a great magnet for leylani would be to do one of those three to five minute videos and pitch it to
Susan Harrow (She/Her)	33:42
the local community.
Susan Harrow (She/Her)	33:46
Portals, oh,
Salima Adelstein	33:48
Wow. Exposure. That way, she's giving a gift to the hospital. And then patients may say.
Salima Adelstein	33:59
Hoops. You froze and
Susan Harrow (She/Her)	34:01
make invitation. I love that idea. Thank you for that. That's fantastic. I think that's brilliant. That would be awesome and then get it to all the hospitals.
Salima Adelstein	34:13
Right. Exactly. Excellent. And then when patients say, hey, I want to hear more about
Susan Harrow (She/Her)	34:18
this.
Salima Adelstein	34:26
Anyway, just came as an insight. Yeah. Thank you. My internet connection seems to be a little
Susan Harrow (She/Her)	34:33
unstable.
Salima Adelstein	34:35
I'm going to see if I can move another place, but if
Susan Harrow (She/Her)	34:38
you want to comment. So move your camera so there's a little less on top. So we're seeing more of your body. The other way. About a little bit. If you sit back, it would probably be perfect. Let's see. Yeah. Right about there. And for you, obviously. Then I don't want to see the stuff in the background. I don't want to see those lights. On the left, because it's just distracting. When you're considering your background, just take away anything distracting like the blanket and then. Your light source which is coming in, is coming in from the left. So I might pull the shade actually. So you get a little bit just so you don't see the light coming onto the left because. If you do even have a lamp or a light ring, then. You can adjust it accordingly. You can balance out the light like you would put the light on the side where the window isn't. But the window is sort of fading. You out on that one side.
Salima Adelstein	35:40
Yeah, generally this is not
Susan Harrow (She/Her)	35:41
where
Salima Adelstein	35:42
I generally work on videoing, so I generally do have one of those
Susan Harrow (She/Her)	35:46
circle lights, light, ring.
Salima Adelstein	35:50
I'm not close to the window when I'm doing
Susan Harrow (She/Her)	35:53
video.
Salima Adelstein	35:57
Do you want a blank background
Susan Harrow (She/Her)	35:58
or. Is
Salima Adelstein	35:59
it. A picture or I notice your background has flowers
Susan Harrow (She/Her)	36:04
and
Salima Adelstein	36:04
abuse. Things. So
Susan Harrow (She/Her)	36:07
advice on that. It's up to you. Like a lot of people have their bookcases, but there was one Lady I can't remember, but it's on the news. She always had, like, a cake in her kitchen. Under a glass that was like her trademark. And another guy who had a really modern home, it was really beautiful. He had like a really interesting was it a flower arrangement or a bowl or something that was always like modern art. So you can sort of think about your brand and what's important to you. But. It couldn't be distracted, like we wanted to add, not distract. So paintings are often this I put back here because. I have a
Salima Adelstein	36:46
window.
Susan Harrow (She/Her)	36:48
Yeah. So that would be too much light. I have another window over here, which is perfect. Kind of perfect lighting. But sometimes in the afternoon, when it's so light, I have to pull down the shade. Yeah. So you just want to adjust accordingly, but it's something to consider for branding. Oh, go ahead. You're going to another going to a different location. So. We can see. Yeah. So up to you about the branding of it, right. Yeah, that'd be great. And while you're going to the other location, I'll look at joanne. So joanne a little less on top if you want to speak for a second.
JoAnne S	37:26
Yes, I know that this isn't quite right. I have a bunch of boxes behind me. And be moving shortly. So this isn't optimal
Susan Harrow (She/Her)	37:35
at all, but even just move it down a little bit so there's a little less on the top
JoAnne S	37:39
so we can see. Yeah, I don't have myself. On. This
Susan Harrow (She/Her)	37:45
just isn't
JoAnne S	37:46
optimal. I would have a little stand usually got it so that you could see more of me. And hopefully a better background. I have some green screens. And in my new house, I'll probably have
Susan Harrow (She/Her)	37:58
a different
JoAnne S	37:59
color and
Susan Harrow (She/Her)	38:00
background. Well, that's great. Well, this is a good position for you, though, just so you know, video wise. So that's about a good position. Patrick, adjust accordingly from what I've said, so just like, about an inch over your head. And then salima, talk again. And I'll take a look at
Salima Adelstein	38:16
yours. Hi and just in a different location. Hopefully my internet is better here.
Susan Harrow (She/Her)	38:24
So that's better I would take away. That little Gray thing in the background, that Gray, square. Because it draws my eye. Is that it? No.
Salima Adelstein	38:35
It's something. I see it.
Susan Harrow (She/Her)	38:41
The lamp is nice though.
Susan Harrow (She/Her)	38:45
So just to be thinking about that, think about the composition, right. And what people are going to see and to make sure that they're not distracted from looking at you. Right. Like we want the focus on you. That's key. And if you cannot wear your glasses, that's better, because sometimes it reflects and. We get the feel? We get the feel of you? Yeah? So no barriers. That looks good. Patrick, let's take a look at you. So say something so you'll come to my
Business Value Group	39:15
full screen. Well. I have some green screens and right now I'm looking at the built in camera, which is at the bottom of my
Susan Harrow (She/Her)	39:24
display. I'm a little less on the top for you, too. So you can Scoot closer.
Business Value Group	39:33
If that's
Susan Harrow (She/Her)	39:34
good.
Business Value Group	39:34
Yeah,
Susan Harrow (She/Her)	39:34
that's just what I did back. And then let's see how it looks with you. Sit back. Oh, I see. Okay. No. So up closer.
Business Value Group	39:43
Yeah.
Susan Harrow (She/Her)	39:47
We just don't want you to look like you're leaning forward, which it looks like you are now. So. You just want to be sitting. So you're in
Business Value Group	39:55
alignment. Yeah, well. I have a separate. Camera, which I have a tripod on which I bring it closer to this. Then it doesn't look like I'm leaning in. I mean, the one thing for me. I haven't shut off my background on most of the calls. But. I've got a lot of distracting
Susan Harrow (She/Her)	40:18
stuff in the back. Yeah, that's
Business Value Group	40:20
a lot for that. Yeah. That's too much. So I watched a video. I don't know whether you sent it to us or did I find it someplace? I think you mentioned it in the very beginning. And I found this lady that was saying. A blank background facing the window with natural light. I just turned on a light. There just as you were working with the other ladies. So I've been playing around with stuff, and I have some movable kind of lights, but I've never really done. Any videos. I've done voices, but.
Susan Harrow (She/Her)	40:59
I've never done videos, but just to keep it simple is you want to have your headline or what you're going to talk about
Business Value Group	41:07
first.
Susan Harrow (She/Her)	41:10
And then just some very brief information about it. And then sort of wrap up. So your headline comes first because people need to know what you're going to speak about. Then you speak about it and you wrap up and you tell them, tell people how they can get a hold of
Business Value Group	41:23
you. And these videos ultimately.
Business Value Group	41:31
I would see mine as a picture in picture going through some slides. Probably. Is that how you'd see it or what the advantage or disadvantage of having this size of an image versus a little image in the corner.
Susan Harrow (She/Her)	41:45
Well, I want to see you. People want to get to know you versus a slide presentation so you can do both. But I would definitely do some just you talking to the camera. And then everybody, you're looking. So here I'm looking at Patrick. Here. I'm looking into the webcam. So you want to be looking into the webcam when you're speaking, it looks like I'm talking to you directly. So right now I'm looking at Patrick. So that's different. Right? So it's a little weird to look into the webcam, but that's where you want to look. And even when you're being interviewed. When you're speaking, you want to look into the webcam. You can watch. The person who's interviewing you to create the connection. I mean, you can look at them and listen to them. But then when you're speaking, you want to look into the webcam. So it's just less personal to have a powerpoint. We want to get to know you as a person. So I would do a combination.
Business Value Group	42:35
Well, like most people, I'm sure. The majority of people that don't necessarily like their voice or their
Susan Harrow (She/Her)	42:42
appearance.
Business Value Group	42:43
But I guess we have to get over
Susan Harrow (She/Her)	42:45
we have to get over
Business Value Group	42:46
that.
Susan Harrow (She/Her)	42:48
You do. I was just listening to an interview with shania twain and.
Susan Harrow (She/Her)	42:56
She's such an amazing performer. She hates performing. She loves to be in the studio, but she's like, I have to get over myself because this is what I'm here to share. But. She gets so nervous even now. She always did. And that never went away. And I thought, Well, that is so interesting that someone who is so accomplished. And she likes to sit in a studio. Write songs and play them and then record them. But she's on a what did they say? A. 72 City Tour or whatever, right now. Why? Because this is her gift. And this is her share. But I mean to hear her say that she doesn't really like to do it. Was kind of amazing. And I thought, yeah, so many people don't. I'm in that, too. I'm a trained extrovert. I'm an introvert, too. It's a challenge.
Susan Harrow (She/Her)	43:59
And it's comforting to know that people that it's like a challenge for people like shania twain. I heard another interview with a woman who loved to be on camera. Most of us don't relate to that or just love love to be on stage. I mean, there are people like that, too. But the majority of the people that you see the super challenge. With their introverts
Business Value Group	44:20
well, honestly. If I've done a lot of thinking about lots of things. And I think part of what I worry about as a person. Is that. When you put yourself out like that, you get yourself exposed to be judged.
Business Value Group	44:39
I've been in the rough and tumble of corporate America, in boardrooms and all sorts of political fights. And I can take care of myself, trust me. But at the same time, that doesn't mean that I don't have a sensitive side.
Business Value Group	44:58
It's kind of surprising to some extent, that you can have this persona where people think you're fierce and you'll fight for what's right. But at the other side
Susan Harrow (She/Her)	45:07
of
Business Value Group	45:07
you. Has.
Susan Harrow (She/Her)	45:09
Devastating. It can be devastating to be criticized. So a couple of perspectives on that one. I just heard Kelly clarkson talking. She never reviews anything. So that's one perspective do not listen to anything that anyone says about you. That's one perspective, bernett Brown, does the same because. She certainly not that she doesn't read it anymore. But she talked about how hurtful it was. People comment in your body. They comment on your they comment on all sorts of inappropriate things. And then. We're going to do. Something called the One Command with the Sarah lovejoy, and one of the things that she said. Is.
Susan Harrow (She/Her)	45:54
Embrace the criticism, meaning. Ask for all. Those how did she phrase it? I was telling you, just listened to it when I was talking to my friend sark. And she was like, what do I do about this? And I'm like she was saying. Invite criticism. Even invite it because it shows us the places. Where.
Susan Harrow (She/Her)	46:21
Unresolved or unresolved childhood. Our unresolved traumas. It shows us instantly. Where we can be pierced. And so it shows us where we need self development if we can be affected by that. And we all have those places, right? Like no matter. How developed we are. I think we always have our sore spots from childhood or for experiences or for whatever. And so that's another perspective, like bring it on. Let me hear where I need work. And let me work on those places. And to be open to hearing that being said. There's a rule of three. The first question you ask is.
Susan Harrow (She/Her)	47:10
This person crazy. So if the person is crazy who's criticizing you, you can put that aside. Then the second thing is. Is there an element of truth to this. Is there something about what this person said? True. And that's where the work is. And then the last thing is.
Susan Harrow (She/Her)	47:38
What about this. Or I think it's more like the investigative process. Into how we can work through. Whatever that is. And whatever methodology you choose. What's? Emdr meditation talking to friends. Psychologist or cognitive therapy. Whatever that is to. Move you through that. But the crazies we put aside the elements of truth.
Susan Harrow (She/Her)	48:11
We look at. And then the third thing is is this true about me. So there's element of truth. Something that's unresolved. And then is this true. And to really have that kind of self examination to say. Yay, or nay. And why? And investigate why does that bother me. And then. What is I going to say about that last part? Oh, I do have an article on my blog. Where. I took a piece from The New York times. It was Asian women who were all in the food industry, talking about how they dealt with haters. I think there were four of them all the different ways that you can deal with social media criticism. So one ignored it, chose not to address it at all. Another one chose to educate the hater. Another one chose to engage in a different way, so it's your choice. So that might be an article for you to look at in how to deal with. Haters on social media. Because they each had and then I commented on. These things do so they had their different methodologies. You might want a combination. You might want one. There's no one right way. But it is going to happen. It just does.
Susan Harrow (She/Her)	49:38
And sometimes you really have to pay attention to it. And now. In this politically. Climate. It's really, really hard. And one woman I know. Who's very well known. Put up was about to launch. Really a course that was like a million dollar course. And she made a gaff. She put up an image that offended people. That was a little bit. Tone deaf in terms of the political Arena. And Wow. And then she accidentally put out on Facebook, and she got all this criticism. And then she accidentally she didn't mean to do this. But she deleted.
Susan Harrow (She/Her)	50:28
Whatever
Business Value Group	50:28
it is. The offensive
Susan Harrow (She/Her)	50:30
image. No. She took down the offensive image. But she deleted the train of thought, all the conversation around it. And then she got criticized for that. Right. And she had to scrap her course. So it was huge. And so now we all are in this sort of environment. Of volatile political correctness. Where one gaff can take down a company or a brand, and it's really sort of scary. So we do have to be very mindful
Business Value Group	50:57
of that. But Light did that.
Susan Harrow (She/Her)	51:00
Right.
Business Value Group	51:00
What's that? Bud Light
Susan Harrow (She/Her)	51:02
did that? Yeah, absolutely.
Susan Harrow (She/Her)	51:07
That was absolutely a wrong move for their brand.
Business Value Group	51:11
For them, for
Susan Harrow (She/Her)	51:12
their audience, yeah,
Business Value Group	51:13
for their audience.
Susan Harrow (She/Her)	51:15
Consumers? Yeah. So. I want to make sure to answer any more of your questions before I go on to the other things that I wanted to cover. Anyone else have questions.
Susan Harrow (She/Her)	51:29
What haven't I covered? That you wish that I had? Or that you want me to cover? Since this is our last time together.
Business Value Group	51:38
Well. I don't know whether I misheard this.
Business Value Group	51:45
And I don't even know how to ask this. I thought there was access to some database. Where you would have reporters. Was there some tool that you mentioned or. Some online capability that you mentioned a week or two ago that you were going to be excited to share
Susan Harrow (She/Her)	52:06
with us. Yeah. So there's two things. So in the course you do have a database of 100 reporters, and they're all different types. So that's general just to get you started, if you needed contacts. We talked about harrow. I wanted all of you to sign up for Heroin Source Bottle. And then there's a company that I will assume as we are ready to share, that I will. Where. They have sort of several levels. One you have to be media trained for to comment on broadcast and the other, though you can comment on. In the Digital sphere. For magazines, newspapers. And that sort of thing. That kind of comes in every single day. And. That's really kind of exciting to me. It's new. It's only been out six months, but it's a brand new platform. So I will share that as soon as we're still working out the details on the back end because. They haven't explained it when I asked them to share how to explain it. It really wasn't comprehensible. I mean, they took me through a whole demo in the back end because I'm like, I don't get it. Take me through the demo. It needs to be concisely explained. And so they haven't done that. So they gave the first round, and I said, you need that. No, that's not layman aren't going to understand how this works and how to do it. So as soon as that's available, I will let you know. And give you access to that. So my other thought and I don't know if this is of interest to any of you, but I thought if you wanted to continue and do our weekly continue that we could do that for $1,000 a month for each of you. And I don't know if that's if you want to go further and continue this or you feel like you've. Gotten everything that you need and you can just go through the course and keep on going. So I'd love to hear your thoughts on that.
Business Value Group	54:02
My thought honestly. Is I still feel I'm behind what I thought I would be doing because I had to do website stuff. And generally speaking, I don't mind spending money. But I also like to be making money to spend money. And I mentioned. This to you before. So I think that. Lilani may be in a similar, but I feel I'm farther behind than. I thought I might be nothing got to do with you. It's just that those couple of weeks went very fast. I spent a lot of time. That damn pitch. Because. It's all new to me. I'm like, I'm not an idiot.
Susan Harrow (She/Her)	54:55
You all did really well I know it looks like, oh, it should be so easy? And remember. There's also an aspect. Now you have chat gpt, which is really amazing, but also in the back end there's software. Where I take you through each section of a typical pitch. So there is software in the back end there that you can use for the pitch. I think I did the pitch, the press release and ten top Tips because everybody loves a ten top tips. I'm not sure which section of the course that's in, but it is available to you if you want to automate that and try that too. So I would do both try it with do your own and do chat gpt, but also use the software on the end. But yeah, it's very challenging. This is why publicists get paid the big Bucks. Because this is what we do all day long is to try to figure out. What that core is. And then pitch. And then if it doesn't work, come up with another one and another one and another one.
Business Value Group	55:56
No. I get it. And I have a greater appreciation. I understand. That all businesses and functions that they exist and they have an economic viability because they add value. So I've learned a lot in terms of. How to I won't say play this game. But maybe it is a little bit of a game, but how you get this positioning right. And. I'm definitely very grateful that. I joined.
Business Value Group	56:31
Enough in front of me for the next four weeks or six weeks, maybe even because I've got a couple of conferences. I'm going to and. When I get to that point, I said, okay, because if I'm going to spend money, I want to make sure I'm getting the maximum value. And I don't think I'm ready to consume anymore. Of your expertise at this moment, until I catch up to where I am.
Susan Harrow (She/Her)	56:52
Do you know what I know exactly what you mean? Because there's a lot. And I envision doing all of this in three weeks. And we're at week five. So it's this experiment for me to say, like, how fast can people do things and get everything prepared? And to not let that hold you back, like, Yes. You need your lead magnet. And that sort of thing. And like selena and I were talking about. You're always an evolution in your courses and your website and all of that. And that doesn't mean that you can't get publicity. Now. It may not be totally optimal, but that doesn't mean that you should pass up an opportunity. Yeah. So let's hold those two things together. And I did want to talk about your offers today, which we haven't even gotten to yet because I wanted to hear each of your offers because that is something. And the reason why I focus on that, too, is because when you do do publicity, you do want to get the maximum. When people visit your website, you do want to capture their email address so you can continue the conversation if they're not ready to engage or to engage them at whatever level that they are ready. But we always want to capture that. Yeah. And if you don't have that, it's not the end of the world. You have to have some kind of offer on there, but it's not the end of the world if you don't have it. Meaning if there's some ideal thing that's in the media today. I would still encourage you to do it like, okay. We're all going to be works in progress all the time. Always. So I'd love to hear your thoughts. Joanne and salima as well. And where you are and where you are. And I do want to hear from each of you what's been most valuable. And if there was something that you wished for, if I can give it to you today, I'm happy to and if not. To consider for another time.
JoAnne S	58:57
Well, I think I'm. In the Patrick realm, because. It's not really a limbo, but. There's been a lot going on at one time personally as well as professionally. So. This has been. Wonderful illumination to see what I need to be doing. And how I can prepare for all of these next steps.
JoAnne S	59:29
I think at a future point and I know that might not fit into your schedule, but to be able. To continue on because. It's just wonderful. After reading your book. So many years ago, but to have this opportunity to be able to connect and learn from you. Is just wonderful. And I so appreciate that. In terms of. What I can't think of anything right now because. I'm still bringing it all in and synthesizing. All the information. Which. I have to say it was done. So mindfully and so professionally. There's just so much. And I don't mean that in a bad way. It's like, Wow. It's cornucopia. Of wonderful things. So. That was a real gift in and of itself. For the things. That I would be offering. I'm thinking about either. Information that's written versus like a three. .3 short videos talking about the map.
Susan Harrow (She/Her)	1:00:47
What it looks
JoAnne S	1:00:47
like. Mindful leadership, authentic communication. And personal accountability so that people see and feel how all these things fit together. So those are the things that I'm considering and. I really thank you so much, Susan, for all of the thought. And I said it before. But you're open heart to bring us together and to get us from where we are to where we want to be not so much where we need to be but where
Susan Harrow (She/Her)	1:01:18
we want to be thank you. I so appreciate that. I love the idea of you doing. Talking about map. And then even like commit. I don't know. Did you say commit drops? I love the idea of like commit drops
JoAnne S	1:01:33
or commit.
Susan Harrow (She/Her)	1:01:34
Commit moments. Commit moments, right.
JoAnne S	1:01:37
Because it's like commitment.
Susan Harrow (She/Her)	1:01:38
And it's just that little. Yeah, I could totally see you do, like a commit moment, a day or commitment a week or something like that. That
JoAnne S	1:01:46
would be really fun. I think that came to me a while back, and I totally forgot about it. But as you say it, I remember thinking, like, what would be a good way to do that? I wasn't thinking of video. I was thinking more of an email thing, but I know people don't read much email unless
Susan Harrow (She/Her)	1:02:04
they really
JoAnne S	1:02:05
know you. And then
Susan Harrow (She/Her)	1:02:05
it's like, oh, I need to I think both. I mean, I would try it in different formats, too. Like. Do it both. And see what resonates with people because they're just different mediums.
JoAnne S	1:02:19
Yeah. And it would be a way for people to find the commit moments in their day. Where can we commit to?
Susan Harrow (She/Her)	1:02:25
I could see you doing, like, a whole page of commit moments or doing one blog post. It would probably be better SEO if you do one blog post per and then you do the video and then you do the text underneath because Google is searching
JoAnne S	1:02:38
text.
Susan Harrow (She/Her)	1:02:39
Searching videos but that would be a good way SEO wise to do. That. And then you can also put them all on one page for people who want to consume it all at once. There's no one right way to do it. People consume in so many different ways. But for seo, video and words for that, yeah. Would be great. Thank you. Great. Thank you. What about
Salima Adelstein	1:03:04
you, salima? I think for me. I'm in a bit of an overwhelm. Kind and excited at the same time. And do you want to continue and want to bring Dr. Jaffe in because we're going to be doing a lot of work together in public speaking. And going out. In 2024. So I'm very interested in continuing and I also like Patch feel like I've got a lot of catch up to do and. I think I said this in the beginning. I have about six different aspects of a sound bite. And an origin story. And I've only just started with one. So I want to begin to develop the others. We just launched two new programs. So I just didn't have the
Susan Harrow (She/Her)	1:03:51
time to do
Salima Adelstein	1:03:52
that.
Susan Harrow (She/Her)	1:03:54
This
Salima Adelstein	1:03:54
particular time, but things ease up a bit in the next month, so I'm looking forward. To really integrating all that you've given and you've given so much. And I really appreciate it. It's been so valuable. And I'm looking to continue to work with you in some capacity to continue that because. Although it's a goal to go out and speak in larger audiences, I think I also have some I don't know what I'm doing in that arena. And it would be nice to have. The experience and also for me recognizing. I do have staff and how staff can be helpful. Right now. I haven't sent out. The pitch because our staff is looking at. What we are the best context of follow up afterwards. So how I'm going to be doing the pitch is. On the 21st. Stage, but piece doesn't end and the working for peace doesn't end.
Susan Harrow (She/Her)	1:04:58
Never
Salima Adelstein	1:04:58
end. So my gosh right? And that's going to be the follow up. And using some of the statistics on police violence against
Susan Harrow (She/Her)	1:05:07
women. Oh,
Salima Adelstein	1:05:09
wow. So that's sort of how I'm going to continue. That's where I
Susan Harrow (She/Her)	1:05:14
am with it right now. That's interesting. The police
Salima Adelstein	1:05:17
violence against women. Yeah, I did found some incredible statistics. It's also today is the anniversary of the Iranian women who got killed for not wearing her scarf
Susan Harrow (She/Her)	1:05:27
in the right way.
Salima Adelstein	1:05:29
But I just don't
Susan Harrow (She/Her)	1:05:30
have the time to.
Salima Adelstein	1:05:33
Say, but my staff is excited. The staff that's excited about the direction we're going in.
Susan Harrow (She/Her)	1:05:39
And you can always use that story even though. You can still use that as a story in the future. About the women. Women in her scarf. And what else was I going to say about that. Both the Police violence. I don't remember. This is something that you might be able to use it's. A scandal in Oakland a few years ago, since we live in the Bay area. I don't know if you remember it, but there was a whole scandal of the police force in Oakland. Abusing girls. For
Salima Adelstein	1:06:13
sexual favor.
Susan Harrow (She/Her)	1:06:15
You might want to look that up because I remember it was, like, totally shook up the whole Oakland Police Department. The people that they were supposed to be protecting, they were abusing. And there were a whole bunch of them. It wasn't like just one policeman. It was like half the force.
Salima Adelstein	1:06:31
Into our program is we have a program where we're actually teaching people about peacemaking and nonviolence so that some of our students have gone. Into crime related areas and worked with the police. And teaching them other
Susan Harrow (She/Her)	1:06:49
skills.
Salima Adelstein	1:06:51
In Baltimore and Maryland. We're close to we had that violent killing of a black man. And one of our students actually went in and did a workshop and program
Susan Harrow (She/Her)	1:07:02
with
Salima Adelstein	1:07:02
the police force and how to deal with community as well as how to deal with themselves and
Susan Harrow (She/Her)	1:07:08
what that brought up. That's a huge story. And that's ongoing. Obviously, anytime there's police violence. Which I mean sadly I think is going to be continue to be in the news. Quite a bit.
Susan Harrow (She/Her)	1:07:22
I think that's super timely and even talking about your program. It would be something so relevant, especially right now. I think that would make a great pitch.
Salima Adelstein	1:07:34
And the other program that we just launched is. The. Living and dying in dignity. But it basically is a program that's training people to help people. At their less stages of life and make it be a peaceful death. I want to work on an origin story around that and sound bites
Susan Harrow (She/Her)	1:07:55
on that program as well. People who are in jail.
Salima Adelstein	1:07:59
Or for the End of Life Program. Now it's for people that may be in Hospice or maybe in a sister living
Susan Harrow (She/Her)	1:08:05
or family members, even. Yeah,
Salima Adelstein	1:08:07
I see. That's why I said I felt like many different areas. And it's rich, and I either broaden them all or just focus on wanting for this class. I focused on one, but the others are still very
Susan Harrow (She/Her)	1:08:20
strong in the background. Well, even like the ten types of press releases might be interesting to you, too, because, well, you have all of these different aspects, but those can all be. Yeah. I think those are all. Really wonderful. I'm just about to media train a group that. Does teaches end of life. To what did she say? The appropriate way. I called them incarcerated. There was an appropriate term for people in prison. So they can help each other. End of life. And she's written a manual for all of the prisons. Everywhere. It's like a 400 page manual to train them, to help each other.
Susan Harrow (She/Her)	1:09:07
In terms of Hospice and how to die, which is really amazing. Maybe you two would have something in common to talk about.
Salima Adelstein	1:09:13
I think. Yeah, I think so.
Susan Harrow (She/Her)	1:09:16
I'll have to connect you. I'll connect you to. They're pretty amazing.
Susan Harrow (She/Her)	1:09:22
I don't know if you might be able to do something together. In some interesting way, but I'll connect you to yeah, it's always good to connect great people together. And just even open up the conversation, right? Like to talk about what grants they're getting, or all that kind of thing. Because maybe that's a possibility for
Salima Adelstein	1:09:40
you, too. Yeah. Because eventually one of our long term goals is to actually have a physical facility. For Assisted Living and for Hospice that's run by the people that we train.
Susan Harrow (She/Her)	1:09:54
That's wonderful. So lots of
Salima Adelstein	1:09:56
ideas. Wow. There's lots of things
Susan Harrow (She/Her)	1:09:59
going on in my life.
Salima Adelstein	1:10:00
Yeah.
Susan Harrow (She/Her)	1:10:04
So it sounds like everybody's got a really full plate. Maybe this is something we revisit in the New Year and pick up together or something like that. And maybe we'll just touch in on the New Year, see if it's the right time, see if it's the right whatever for us to come together, because it's been such a great group. I love all the energy of people here in this group too, so it's something to keep in mind. So the other thing that. I wanted to. I think I addressed all of Leylani's questions. What's the lifespan of the pitch? Can we change it slightly and send it to the same people. Yes. But when you say change it slightly. It would probably be to tweak the angle or create a different angle so it wouldn't be exactly the same thing. It would be coming at it from a little bit of a different perspective. How much time should pass before we assume the response is no thanks. So I would follow up. In about a week. And then so I would just probably do three weeks. Following up those three times with the different aspects before you say it's a no go for that particular pitch. And that doesn't mean you can't pitch them something else. So if you have another idea. Or another angle. You can still pitch. Them that and your Lane starts to become familiar. So the other thing that I wanted to talk about. So we talked about how to follow up. The compliment and. The goodie. And. I told you about Stephen Goldman, Hot Topics, Best on broadcast. For you and leylani, right. For things that are hot in the news.
Susan Harrow (She/Her)	1:11:50
We talked a little bit about. For LinkedIn. What I want to say is. It would really be like a one line pitch if you connected with a reporter on LinkedIn. It would be like, here's my idea for a story. What do you think. It would be short like that. So it's not like a pitch. You wouldn't send your whole pitch to somebody on LinkedIn, and they will say, I want you to do it this way. So you pay attention to that. But it would just be more like here's the idea. What do you think? So that's kind of the one line. And. That's specifically. For print. For broadcast. It would be an idea. For a show, and I still think it would be the same like here's the topic I want to cover. And then when they ask for more information. Then you would tell them what else. Like the three points that you wanted to cover on broadcast, but it's got to be. Like. Here's what I'll cover. One, two, three. It's very short for broadcast. Three to five. Five is Max. We talked about camera. Where to look and how to position your camera. Because those are the two most important things we haven't talked about clothes. That's a whole other conversation, but just quickly. No. Stripes. No plaids. Because they make the eye go weird. You can have super bold things and mostly jewel tones. And. That's the quickest and the dirtiest. Quick and dirty of that. And the other thing that I wanted to do. We haven't talked about your funnels. So is this too early? So it sounds like each of you has not done. Your haven't had time to. Do your opt in for whatever it is. So we've talked. Patrick is going to do a white paper or a quick video. You, salima, you are going to do I think you had one and you were going to do it. We were going to have it be a pop up on your main site. So at least you have something there. And then, joanne, I know you weren't ready for that. Quite. But you're thinking about that as well. And it might be that map. The map, the commit map, which would be a good.
Salima Adelstein	1:14:15
One. In terms of things you didn't have time to talk about. Is the movement. From the lead magnet. To. My case. Our final goal, which would be to. Get people into our University into our programs. Our
Susan Harrow (She/Her)	1:14:37
high end programs, if you will. Do you have an email or something that you follow up with
Salima Adelstein	1:14:42
them with after. Emails. They do the lead magnet for Me is a seven day prayer challenge. For seven days they get. A short vignette. On the
Susan Harrow (She/Her)	1:14:59
power of
Salima Adelstein	1:15:00
prayer. Nice. For seven days they get a little short vignette of me talking
Susan Harrow (She/Her)	1:15:05
about that.
Salima Adelstein	1:15:07
Little sufi stories
Susan Harrow (She/Her)	1:15:08
that go along with that love those sufi stories.
Salima Adelstein	1:15:14
And then at the end. Of. The seven Day Challenge. They just get a thank you for participating. They're now on our sort of email list. They're now part of. Our. Community, if you will, and then they're invited to either go into what we call our sufi Circle, which I think I mentioned. That we overgive in that program. It's a monthly program where they get one teaching a week for three weeks. For $20 a month. I think it is. Really low cost program. And some people choose to go into it and others don't. And then from there we take them. Into.
Salima Adelstein	1:16:00
A course called. And. It's. What do you call it? A virtual course? So. They get videos. We call the Three Voices and recognizing the difference between. Who's really talking to you? Is it a negative voice that's keeping you down? Is that what we call the voice of God inside of you, talking and leading you into the direction that you want to go? Is it your ego trying to tell you
Susan Harrow (She/Her)	1:16:27
something
Salima Adelstein	1:16:27
other than that? And how do you discern those three voices. That particular opt in has not
Susan Harrow (She/Her)	1:16:33
sold well.
Salima Adelstein	1:16:35
And we're really confused as to why it hasn't.
Salima Adelstein	1:16:41
So we're just
Susan Harrow (She/Her)	1:16:42
looking at that.
Salima Adelstein	1:16:46
I think it's like $79.99. It's not that much. And then from there. If they're not ready to go into the University they go into. Our Foundations program. And the Foundations program is taught by three people. And it's a seven week program. Every Tuesday and Thursday, they'll get a video from myself or one of the other two faculty members. And then Q and a time with us. And then an opportunity with some of our other faculty. To actually talk about their experiences and how to do that and that. Is our highest paid program that then leads a workshop that then leads into the University programs. So
Susan Harrow (She/Her)	1:17:37
that's our funnel? Yeah. Wow. So that's a lot of opportunity. I might suggest you give people a
Salima Adelstein	1:17:47
quiz.
Susan Harrow (She/Her)	1:17:50
To find out which track they should be on because you've got so many offerings. I think you should have a quiz or multiple quizzes to say to determine people's interests. So then you can funnel them to the appropriate and then create a funnel for those particular. Interests. Right like. What kind of degrees, or what do they want to do based on the courses that you have? What do you think of that. Many I don't think you can have like one funnel for everybody. And what do you offer? Because I'm like, well, gosh, I don't know. But if you can determine what are the qualities of the person who takes this course. And what are they looking for? That they don't have. To
Salima Adelstein	1:18:35
show. What some of the issues might be on, why we're not able to move
Susan Harrow (She/Her)	1:18:40
people through the funnel.
Susan Harrow (She/Her)	1:18:44
In one funnel. Which. No. It's like one funnel per course. I hate to say this because I saw how many
Salima Adelstein	1:18:53
courses
Susan Harrow (She/Her)	1:18:54
you had, but. It's.
Susan Harrow (She/Her)	1:19:00
Give them the opportunity to opt out because you can also try even if you tried one funnel and they opted out of it, you might try them with a different funnel.
Susan Harrow (She/Her)	1:19:12
If your system can do that right? Like if they're not interested. They can opt out of that funnel, but they'll still get your general
Salima Adelstein	1:19:19
emails. One of the things that has worked well, we just launched this end of life program. And. We didn't take people through the funnel. We just sent out to our mailing list. Here's, the Q and A and an introduction to the program. Come join us. It was actually last night. Come join us. Hear about the program. We'll answer your questions about entered life, and we're going to give you a little gift if you sign up for the program within 24 hours.
Salima Adelstein	1:19:53
There were 120 people on the call, and then several people signed up that night after the call. And for whatever reason that seems to be most effective for us rather than.
Susan Harrow (She/Her)	1:20:04
The funnel. Well, that's great
Salima Adelstein	1:20:06
to know.
Susan Harrow (She/Her)	1:20:08
Okay. So maybe you are. Would it work to be invite them to a pre done webinar or do you think it has to be live because if you've already done it. You might get them in might just try it both ways. That's
Salima Adelstein	1:20:24
a
Susan Harrow (She/Her)	1:20:24
good idea.
Salima Adelstein	1:20:26
We can convert better. I tend to go for live so
Susan Harrow (She/Her)	1:20:28
they can really feel and yeah, I get it, but it's
Salima Adelstein	1:20:31
very time
Susan Harrow (She/Her)	1:20:32
consuming right to do it live. So do it live, record it and then start tracking. How people. Are they not watching it. Like, where are they abandoning it, that sort of thing. And then. You can decide how often you want to offer
Salima Adelstein	1:20:49
it live. Because what we've used the lead magnifier is mostly to create. A database of people that are interested in our work. So from that it was very successful. We got, I think, 60,000 new members. New people who were interested. Yeah, it was
Susan Harrow (She/Her)	1:21:08
extremely
Salima Adelstein	1:21:08
successful. But they didn't move through the funnel. So some of them. Are still. In there and appreciate all the free things and other information that we sent
Susan Harrow (She/Her)	1:21:20
them. The other thing is. To do so. It's not an email funnel. It's the funnel. Of once they opt in, they're immediately put into the webinar or. It's like the next page. And to go further, sign up for this webinar. So it's. The thank you page. Your thing is coming and here's how to go further with us. Sign up for this webinar. And then if they don't sign up, then you've got the follow up email for the webinar. Do it like that because email delivery rates are so hard sometimes with gmail and Yahoo, and that sort of thing. They're just not even getting through right? But if you pop them to the next page. And do that. Then. And then that's where you can also let them know how to whitelist you to make sure your emails get through. Because even though. I'm sure you've experienced this. People go. I didn't
Salima Adelstein	1:22:17
get
Susan Harrow (She/Her)	1:22:17
my thing
Salima Adelstein	1:22:18
right.
Susan Harrow (She/Her)	1:22:19
Exactly. I didn't get my thing. And if there's 60,000 of them that didn't get their thing,
Salima Adelstein	1:22:26
that's a lot,
Susan Harrow (She/Her)	1:22:27
right.
Salima Adelstein	1:22:29
How does that sound? That sounds really good. Yeah. Thank you.
Susan Harrow (She/Her)	1:22:32
Very
JoAnne S	1:22:33
helpful. If I could add one other thing to that. Salema. Just hearing this. As you question. What tangible things they want, and then also. What are their ultimate goals, which may be intangible. Is it peace, is it oneness. And perhaps those kinds of things might also help you direct people or guide them. On the papa.
Salima Adelstein	1:22:59
You're offering. That's a great
Susan Harrow (She/Her)	1:23:01
suggestion. Thanks. Oh, absolutely. Because your people are wanting to be more expansive, but I think the concrete and the intangible, a combination of them. Whatever those kind of quiz questions are. Because. You offer so much of the intangible. I mean, it's
Salima Adelstein	1:23:21
tangible.
Susan Harrow (She/Her)	1:23:22
But.
Susan Harrow (She/Her)	1:23:26
The more feeling based and spiritual based it is, the harder it is to explain.
Salima Adelstein	1:23:30
I found.
Susan Harrow (She/Her)	1:23:32
How do you explain. I don't know. The feeling of being the good feeling. It's harder to explain versus experience,
Salima Adelstein	1:23:43
right.
Susan Harrow (She/Her)	1:23:44
Right. Yeah. They have to get the experience of it. So the more that you can give them that experience of it. I think the better versus the words it's that deep, intentionality. And that sort of the mystery behind the veil, that. You're giving them. That they get that sense of
Salima Adelstein	1:24:06
right. Which is why I think we've been leaning towards life so that we could give them
Susan Harrow (She/Her)	1:24:11
that experience.
Salima Adelstein	1:24:14
Absolutely. We tried out, and I was surprised if actually it's working in our Foundations program.
Salima Adelstein	1:24:24
Tried out just giving them the video because to be honest with you, I just got bored teaching it over and over again.
Susan Harrow (She/Her)	1:24:32
And you got to bring the
Salima Adelstein	1:24:33
spirit
Susan Harrow (She/Her)	1:24:34
every time.
Salima Adelstein	1:24:38
Try every Greening mess, and we'll let them watch. A previous video that we did on a topic. And then I'll come in and do Q and A on
Susan Harrow (She/Her)	1:24:46
the video after they,
Salima Adelstein	1:24:48
oh, that's a great idea. And I didn't think it would work, but actually, the students really
Susan Harrow (She/Her)	1:24:53
said that
Salima Adelstein	1:24:53
it does. They've got the essence of it from the video. So that was surprising to me.
Susan Harrow (She/Her)	1:25:00
No, that's great. A lot of people have done that. So you're bringing the freshness. But. You're bringing the fresh video while
Salima Adelstein	1:25:08
you're still fresh.
Susan Harrow (She/Her)	1:25:11
You have to love the fresh spirit. That sounds great. Well, let's do a process together. It's called the One Command, and it's going to be in your back end. Too, but anything that each of you wants to change, remove, or improve. If you just say one thing and then I'll incorporate it in. In this process, in the context of course of your life, but also in the context of PR and moving forward.
Business Value Group	1:25:39
I'm confused.
Susan Harrow (She/Her)	1:25:41
What would you like to change? So one thing might be for you, Patrick. You're saying like, Oh. All of this tedious work instead of the work that I'm doing. So if you want to change something, it might be like, how can I feel inspired to do this work and get my work out there? So it's something that you want to change, remove or improve about yourself or the process of PR. So. It might be I want to change that. I feel excited about doing the work or. I want to remove the barriers of resistance. To doing this or feeling not good enough, whatever that is. So it can be a feeling thing. It can be a specific thing, but anything you want to change, remove or improve about your life as related to this process. Is that clear? Now.
Business Value Group	1:26:36
Yeah, it's more clear. It's big, though. Okay. Give
Susan Harrow (She/Her)	1:26:41
me a moment
Salima Adelstein	1:26:42
to think, okay. I think for me. I would like to be more comfortable. In the practice. Before the presentation. I'm really good off the cuff. And. I don't like practicing and repeating things and getting them doing them over and over again. Even doing the pitch over and getting it. One and done for me. So I'd like to be more comfortable. In that process of
Susan Harrow (She/Her)	1:27:14
practicing. Okay. That sounds great. I'm with you, by the way, even though I recommend. Preparing practice to be free to be spontaneous because. We do want to like you do have an outline, right? Like of what you want to cover and things like that. And then you can riff on it. But. I totally relate because I'm the same way. And I get bored really quickly. Like, you. It's like I've already said this three times, done this three times. Let's move on. And it's like, yes, but people
Salima Adelstein	1:27:39
haven't
Susan Harrow (She/Her)	1:27:39
heard it
Salima Adelstein	1:27:40
right.
Susan Harrow (She/Her)	1:27:41
So I get that. That's great. Joanne. What about
JoAnne S	1:27:45
you. Well, I know I can't time jump right now. So I think it'd be a matter of having more balance. In probably right and left brain to be able. To keep the momentum going. With the components that need to be done and might seem tedious or whatever. They're not really tedious. But. There has to be a process. We can't just live in a 360. People most of the time are saying, like what. So to be able to catch up. And balance. From
Susan Harrow (She/Her)	1:28:25
that perspective. I love it. That's great. Patrick.
Business Value Group	1:28:41
I'm hopeful that. I can find.
Business Value Group	1:28:48
Like a time space continuum thing.
Business Value Group	1:28:57
To. Fill. With. I don't know.
Business Value Group	1:29:09
It's a position. That.
Business Value Group	1:29:15
It's so well defined. I don't have to second guess it all the time. It's almost why I say that. Is that when I look at the world. It's in one side. It's like a candy store of opportunity. And the other side. The world is burning up and everybody's fighting and it's depressing.
Business Value Group	1:29:43
I have to work very hard. Not letting all the negativity. Drag me down. To recognize my own
Susan Harrow (She/Her)	1:29:52
insignificance.
Business Value Group	1:29:54
Okay. Right.
Business Value Group	1:29:59
I have more work to do. Finding. My comfortable way of being. That I am confident about. More confident about and that will be seen to be good enough. To serve the needs of the clutters that I want to influence. Okay.
Susan Harrow (She/Her)	1:30:20
Does that make any sense? Yeah, it makes sense. Yeah, that sounds good. So this is called the One command. By asara lovejoy, and I'm going to walk you through it quickly. And we'll do about five minutes. Just the one thing. So I'm just going to explain it super briefly, but I'm going to walk you through it. So don't worry. The first thing that we do is ground. And then. We actually start to move the energy up to our heart. We go into what's called Theta. And the way that we do that is our eyes are going to be closed, and we just gently roll our eyes up as if we're looking to the ceiling. But our eyes are closed. And this puts us into a theta state, which is similar to. Being able being asleep but being able to tap into the unconscious. And we do that because this is a space where anything is possible. And everything already has happened. So. We always put the phrasing into the present. So the phrasing is I don't know how. And so I don't know how I feel completely comfortable in my own skin with no matter how much I have to do, I only know that it's so now and I'm grateful and fulfilled. And then. We give the grateful and fulfilled part because it's giving thanks. So we say I don't know how because if you did know how you would have done it already. So by saying, I don't know how it sort of opens up the possibility. Of something else and some new idea to come in. And so that's the basics of that. And then this is something that you can do every single day. And you can do it on one topic specifically, or you can let it go to lots of different topics. So I do it sometimes both ways. Sometimes I focus on one thing, and sometimes I focus on just all the things that I want that are coming up. So there's no one right way to do it. So today we're going to do it. I'm just going to incorporate everything that everyone said and anything else. That comes to me. So we start by just settling back in our chair. And you can do this, laying down. And we're sitting up. But if your feet are not touching the floor, you can imagine that they are. So we close our eyes. And just start to relax. Like take a breath in.
Susan Harrow (She/Her)	1:32:48
And out closing our eyes, beginning to relax. Drop the shoulders. Let your jaw relax. Relax yourself around your eyes. Feel your bottom in the chair. If you're laying down, you feel your whole body against the chair. Take another breath in. And out. Start to settle down. Just letting go of anything that's on your mind, any kind of thinking and take another breath in. And out. Feeling totally supported. Do you feel your feet on the Earth? And then you imagine at the bottoms of your feet. Either roots going down or beautiful jewels rubies emerald. Sapphires going down deep, deep, deep into the center of the Earth, into the very core of the Earth. Where. You're completely supported. Everything that you ever want is completely supported and you have the ability to tap into your ancestors and to all of the people, the famous, the unknowns, anyone who has come before you that has what you need or has knowledge that you need it's all available to you now and then. Also, imagine. At the same time, with your eyes closed, that there's a beautiful beam of light coming down from the heavens, from the sky, all the way through the center core of your body and into the Earth. So you're anchored to the Earth. And you're also anchored to the heavens and the Sky. In both directions, and then begin to pull the energy up from the Earth into. Your calves, into your knees, into your thighs, into your solar plexus. And then up to your heart. And when you reach your heart, we align with what we want. So in your heart? Align with I want to be comfortable. And myself. And being able to communicate everything that I need. To my audience in the way that they can hear it and to touch them and resonate with them in such a way that I can bring my message and wisdom out to the world. Take a deep breath in. Bringing to your heart. And then look up and imagine that you're bringing that light to the center of your forehead. The very center of your forehead. And then let your breath out with a big whoosh.
Susan Harrow (She/Her)	1:35:22
Light before me. Light behind be light above me. Light below me. Light. To the myory light to the left of me. Light. Light. Light. I am a body of light. I am infused with the stars. With the light. With all that's possible. And gently roll your eyes up. And you begin to travel up past the ceiling, up into the sky, up past the milky Way, up past the Universe, up past the stars up, going faster and faster. And then you come. To a black fuzzy filter barrier, and you pop up through that into the white luminosity of all that is where anything is possible. And everything that you want and everything that you can be. Has already happened and it's available to you now.
Susan Harrow (She/Her)	1:36:08
I don't know how I feel, ready and willing and able to communicate my message to the world. I only know that I do so now, and I'm grateful and fulfilled. I don't know how I can tap into the message that I need to say and practice it. And be comfortable with it and make it. Feel new every single time I speak it I only know that it's so now and I'm grateful and fulfilled I don't know how I can stretch and collapse time so I can get everything done that I need to get done to move me forward to all of my goals and dreams. I only know that it's so now and I'm grateful and fulfilled. I don't know how I know the right way and the right medium to put out my message, to connect with the people that need to hear it. I only know it's so now and I'm ungrateful and fulfilled. I don't know how I can get so much done in such a short period of time that I'm in the zone that I'm in the flow, that I know exactly what it is to say. In any medium that I want to get out there in writing, in speaking, in meditating. I only know it. So now, and I'm grateful and fulfilled. I don't know how I have the great capacity to hold everything that comes back to me. All of the goodness, all of the people, all of the possibilities. I only know it's so known and I'm grateful and fulfilled. I don't know how I open my mind to new possibilities that I haven't thought of that come to me that expand my mind to anything I haven't even considered but. The greater goodness and the greatest things and the most wonderful things that can happen. I only know it's so known and grateful and fulfilled. I don't know how I open to new thoughts and new possibilities and new ways to do things. I only know that it's so now and I'm grateful and fulfilled. I don't know how I'm open to accepting. All of the wonderful things that can come to me, even the things that I think are impossible. I only know it's so now and I'm grateful and fulfilled. And then take a breath in. And allow yourself to see. An even more. And more and better and more wonderful things. Of holographic images. Anything expanding on all these ideas.
Susan Harrow (She/Her)	1:38:30
And then gently bring your eyes. Back. To rest and then unwind, unwind, unwind all the DNA, anything that's not serving me any fears, any thoughts of ways that I have to be any time constrictions unwind, unwind, unwind and then rewind rewind rewind with new DNA, all the possibilities, all of the newness all of the things, all of the ways. That I can be in the world that I can bring my message out to the world in a way that people can hear it? Rewind, rewind, rewind.
Susan Harrow (She/Her)	1:39:05
And then take a breath in.
Susan Harrow (She/Her)	1:39:10
When you're ready, you can open your eyes.
Susan Harrow (She/Her)	1:39:18
And share a few. Things, light, feeling. How do you feel now. Or what have you sensed? Now.
Business Value Group	1:39:37
I think. It's helpful.
Business Value Group	1:39:43
To. State I don't know how. But I only know it. I'm in a weird position that I'm the one that's nearly always giving advice to executives. And now I'm here almost on my own, essentially. And I do know this to be true. That. Position yourself with the right intention and just take the steps that are in front of you.
Business Value Group	1:40:12
You have to trust to a certain extent. That there would be enough. Guide or inspiration. From
Susan Harrow (She/Her)	1:40:21
Universal
Business Value Group	1:40:21
spirits.
Susan Harrow (She/Her)	1:40:24
Did you see anything or feel anything
Business Value Group	1:40:27
inside? Well. The thing I noticed the most that was helpful was. The grounding. That was helpful to the roots. I didn't do the jewelry thing.
Susan Harrow (She/Her)	1:40:48
That's so funny. Because I see like giant. I guess it's jewels, but I didn't see it small enough to go on a finger.
Business Value Group	1:40:56
It's like
Susan Harrow (She/Her)	1:40:56
giant,
Business Value Group	1:40:57
giant,
Susan Harrow (She/Her)	1:40:57
giant things.
Business Value Group	1:41:00
Whatever? No. I saw roots and groundedness, because.
Business Value Group	1:41:08
I think that's what kind of people need. And I can't help them with that unless I'm grounded myself. So
Susan Harrow (She/Her)	1:41:16
that was the
Business Value Group	1:41:17
most powerful thing. I get the reaching and I get the light. I love light, I love the energy, and I love the heart and the soul. Because. It's part of who we all are. But I have to be strong enough. Any of us that are caregivers or any of us doing this work that we do. They need us to be solid. And I think. That little exercise. Was helpful
Susan Harrow (She/Her)	1:41:43
from that perspective. You can do this anytime on any topic. What about you,
JoAnne S	1:41:47
Joanne. Thank you, Susan. That was done like a true
Susan Harrow (She/Her)	1:41:51
master.
JoAnne S	1:41:53
And I appreciate that.
JoAnne S	1:42:00
I'm in another class right now. It's all about healing and energy. And you brought through much of the same energy. And I can feel even as I'm talking. So the opportunity to pop through. Is an opportunity to experience. Non fear. And all potentiality. Because it is all there. And even though I was saying that kind of lightly before about time jumping it's that kind of thing to be able to access what we already know, because it's already been done. So that was a powerful experience.
Susan Harrow (She/Her)	1:42:38
And I appreciate it. Oh, you're very welcome. Yeah. And I love that. And. It is time. We all want to have that capacity to expand and contract time, right. Yeah. Great. Thank you. Salima.
Salima Adelstein	1:42:55
Yeah. I want to say that you're a true sufi because that's a meditation very
Susan Harrow (She/Her)	1:42:59
similar
Salima Adelstein	1:42:59
that we do. In a lot of our susie classes. The prayer of light in front of me light behind. Is actually a prayer of the prophet
Susan Harrow (She/Her)	1:43:09
Muhammad Ali Salam.
Salima Adelstein	1:43:11
I love that.
Susan Harrow (She/Her)	1:43:12
Doesn't it just feel so good. It feels so. Sometimes I just do that part. Just myself at night, just to expand, to be like a vessel of joy and just
Salima Adelstein	1:43:24
do that part, right? Yeah. It was very familiar and very supportive. And saw lots of things. It's like in the universe, all things are possible. So in my busy life, it's like, where do I find time to practice? And I was just shown. Oh, well, here's an opportunity here. Oh, I can use my husband. It's
Susan Harrow (She/Her)	1:43:47
an
Salima Adelstein	1:43:47
awful way of saying it. But. I can bounce things off of him.
Salima Adelstein	1:43:55
I got to practice this because. I'm going to be in a radio talk show soon. Or a TV show has a sound.
Salima Adelstein	1:44:07
the insight was I was finding different ways in my life. In my just daily life.
Susan Harrow (She/Her)	1:44:13
We're those practice moments. That's a great insight. Yeah. To make it more casual, doesn't have to be like, oh, I'm doing this now. You write it like a dinner or walking or in the
Salima Adelstein	1:44:24
shower,
Susan Harrow (She/Her)	1:44:25
right in the car.
Salima Adelstein	1:44:26
Any place? Yeah. So those
Susan Harrow (She/Her)	1:44:28
insights were coming through. Great.
Salima Adelstein	1:44:31
That's so exciting.
Susan Harrow (She/Her)	1:44:32
Thank you so much. That was. Well, let's wrap up now and just share like, what were your biggest aha's today and then like in the whole course.
Susan Harrow (She/Her)	1:44:47
Even though Patrick said, I always use the word jewels or gems, not jewelry. But jewel said gems more in their raw state. I always think of that as like, more raw. But your biggest AHA is what you're going to take away. Yeah, and then work on your own.
Salima Adelstein	1:45:05
I think today my biggest AHA was. The piece that you gave. Of blooming down the funnels. To specific audiences and trying to do it all in one. And that was beautiful. Aha, that I'll now be hopefully implementing and working with and excited about. So that was my AHA. What I'm taking as my jam because I used gem a lot, too. I love it.
Salima Adelstein	1:45:37
Is this idea of sound bites and how sound bites can be. Like small little. Two or three sentences and also expanded upon, like, the building blocks that you talked about. And I just find that it gives me a frame. It gives me a form. To know how to approach this whole idea of media and public speaking, which is a whole new
Susan Harrow (She/Her)	1:46:06
arena for me. It's all great. Thank you.
JoAnne S	1:46:13
Joanne. Yeah. There was a lot today. I do feel that. The reminder because. I do a lot of energy work. And to focus it on these types of things. For what's intangible into the tangible. Is extremely important and to see something is already done because otherwise. It can be a bit overwhelming. Looking at tasks and things
Susan Harrow (She/Her)	1:46:45
that
JoAnne S	1:46:46
need to be done. But looking at flow. It is much more possible. Much more effense. And. I think overall. There's just so much. Maybe something else from today. You're talking. About. What I heard. Is sometimes. We need to almost develop a persona for what we're doing. Kind of reminded me of you're talking about someone you knew. And also shania twain, and. I've heard the Beyonce. Even had an album titled sasha Fierce, which was her persona because. You have to present something else. I mean it's yourself, but it's something more. That you're sharing. So maybe we all need to develop and own our own Sasha fears. To get all the work done.
Susan Harrow (She/Her)	1:47:44
That we want to. I love that. And the Chinese have a saying. Do the hard things when they're easy. So I always think about that as I'm doing my work. Like if I'm stuck and it's not flowing, I just stop and go on to something else because it's like, not the right feeling. Like saleem. And I was talking about it's got to have the right feeling in it, too. Even if you're putting out a piece of writing that everything is always infused with that. But I always think about that how to use my energy and my time most effectively. And if it's not happening. I go on to something else. Until I can come back to that and feel inspired by that. So sometimes. That always works for me. In terms of. Doing all the things like, you've got a lot of things to be doing, right. And a time frame to which to be doing them so. It's not. But anyway. So that's a thought about that. So thank you. Patrick.
Susan Harrow (She/Her)	1:48:52
I'm still going to call them gems or ahas, Yeah.
Business Value Group	1:48:57
Well, the couple of things for me. Is. The media people are busy. And of course, we all understand that. And we have to make it easy. We have to do the work that makes
Susan Harrow (She/Her)	1:49:11
it easy
Business Value Group	1:49:11
for them.
Business Value Group	1:49:15
And people need to see and get to know me. I just got to get over it. I've used voiceovers before. For tips, and I'm going to have to get used to mine.
Business Value Group	1:49:32
And what's his name? Bruce springsteen also had a big, long interview. He surfaced some bad depression. He said, People look at me up on the stage and to say, I want to be him. And he said, so do
Susan Harrow (She/Her)	1:49:44
I. I remember that.
Business Value Group	1:49:49
Because
Susan Harrow (She/Her)	1:49:49
that
Business Value Group	1:49:50
right.
Susan Harrow (She/Her)	1:49:53
That's my persona. How great you remember, because we see the
Business Value Group	1:49:56
idealized version, right. And maybe the last thing is that. Linkedin. Is my place probably of greatest. Connectivity. And through my content. And I have a lot of content I can work on. I just have to figure out what the ones are that are the most valuable.
Susan Harrow (She/Her)	1:50:23
Yeah, and it doesn't even have to be the most valuable. Just
Business Value Group	1:50:26
get something out there.
Susan Harrow (She/Her)	1:50:28
Yeah. You're not always the best judge of what's most valuable, either, because we don't always know what's going to resonate with our audience until we put it out there. And sometimes it's the most unexpected things. That's why I ask, too. It's like, what resonated with you? I don't know. I don't know what's important to you. I'm keep having an open mind. I want to hear. I want to know for next time, because don't assume I wouldn't assume it. Yeah. So thank you all so much. This has been. Really wonderful. To be with you. For these five weeks. And I look forward to keeping in touch and letting me know how the things go. And obviously we have access to the course for as long as for your whole lifetime. So you can go at your own pace. And still continue to move through it. Yeah. So thank you all so much. I really adore each and every one of you. And thank you for being with me for these five
JoAnne S	1:51:27
weeks.
Business Value Group	1:51:28
Thank you.
Salima Adelstein	1:51:29
Thank you, Susan. Thank you, Susan. Thank you, everyone.
Susan Harrow (She/Her)	1:51:34
Thank you.
Business Value Group	1:51:35
Thank you. Thank you for being so professional.
Susan Harrow (She/Her)	1:51:37
Susan. I appreciate it a lot. You're very welcome.

