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Testimonials

Two days in a room with Francesca was an absolute blast! I 
learned so many valuable skills for connecting and nurturing 
important relationships in my business. The Meetup Mastery 
course is a one-stop-shop of  everything you need to create and 
grow a following via meetup.com and beyond. The documentation 
is thorough and the support after the course has been incredible. 
She really cares and wants you to succeed.

Francesca brought together a small group of  motivated 
entrepreneurs to learn together. I am still in contact with them 
daily. She shared her knowledge generously and taught with so 
much energy that it was inspiring! I couldn’t be happier with my 
decision to invest in working with Francesca.

Terri Ann Daniels
– Growth Strategist from NoiseWhisperer.com

In the past, I had tried to set up a meetup but it was a complete 
flop. After Francesca’s two-day intensive, I not only launched 
a new meetup and had sixty-five members within a week but 
also held two successful meetups with sixteen people attending. 
It was an excellent result considering it was two weeks before 
Christmas. The connections made have been great for business. 
The information and step-by-step guides supplied by Francesca 
is a business in a box and she is really is The Meetup Queen.

Michelle Bloom
– www.TimeToBloom.com.au



I was honestly unsure at the beginning about what to expect from 
the two-day Follow Me Intensive but I was happily blown away 
by the depth of  information and Francesca’s strategies behind 
building one’s tribe. She offers a wealth of  tools and tips that 
work and I love the support and community that comes with it. 
I am now very excited about getting to work and building my 
tribe. A big thanks to Francesca and boom!

Andrea Dix
– Organiser of  Balancing Health and Wealth Melbourne Meetup group

Francesca has a passion and energy that is simply contagious and 
this is brought alive in every page of  Follow Me, making it very 
hard to put her book down once you start reading. It’s so refreshing 
to hear from someone who is so genuine and giving with their 
experience and has actually walked the talk and continues to do 
so! Results don’t lie and Follow Me will inspire you to achieve 
your dreams and give you a simple and fun blueprint for success 
in true Francesca style.

Jana Bojanic
– Organiser of  Business Jumpstart Sydney Meetup

Follow Me is a must-read if  you are in business and are serious 
about building a community. Francesca has written an A-grade 
book with heaps of  implementable steps and shares the ‘how to’ 
and not just the ‘why’. It is easy to read and understand and I am 
so excited to put what I just learnt into action.

Stuart Denman
– Business Mentor

Francesca’s authentic business strategies and courses allow us to 
create a following that resonates with my own clients. In today’s 
online world, finding advice which focuses on the client rather 
than the services is rare. With Francesca’s exuberant and well-
researched knowledge, this book shows us how to follow our own 
path with a big smile. Rapport is built on trust and intuition and 
Francesca teaches us how in a fun and friendly way.

Mell Balment
– Dating with Kizmet



If  you’re a business owner who isn’t getting traction, then this 
is the book for you. Francesca lays out in simple steps on how 
to get focused, become who you need to be to succeed and how 
to find the resilience to keep going. Francesca is generous and 
thoughtful in giving you exactly what you need to have a bigger 
life than you ever dreamed of. This book is destined to sit in its 
rightful place alongside Tony Robbins’ Awaken the Giant Within 
or Gay Hendricks’ The Big Leap. It has the makings of  a must-
have classic which everyone needs to read.

Orissa Feeney
– Business Strategist

I attended Francesca Moi’s half-day workshop in order to learn 
more about meetups. I had heard of  Francesca on Facebook 
previously but hadn’t put the two together until later. Not only did 
I learn the impact meetups can have on building your following 
but more about Francesca herself. She is an enthusiastic, young 
entrepreneur whose story I found inspiring. As I was looking to 
interview someone who was leaving their mark on the world for 
my Master of  Coaching paper, I knew I had found the perfect 
candidate in Francesca.

Anna Petrarca
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Introduction

I can’t believe I am writing a book twelve months into 
my first business! It has been the best year of my life. 

It has been a rollercoaster ride and I can’t wait to share my 
story with you.

I don’t have one of those heartbreaking upbringings to 
share like some successful people. I haven’t had anything 
bad happen to me. I was a normal girl from a normal family 
in Italy and all I wanted in life was to be happy and have 
happy friends around me. I was programmed to be a mum, 
to be a great wife and have my own family.

What do I mean by ‘programmed’? I’ve done a lot of 
personal development in the past few years and I was told 
that whatever our reality was when we were young, we tend 
to take that as our truth and we tend to follow the steps of 
the people around us. We perceive our reality in a way that 
can limit us and our future.

Growing up, I realised that I wanted to see more. There must 
be more to life than living in the same little town with the 
same friends and faces your whole life. Don’t get me wrong, 
I love my friends and I love my family and I love the routine 
but, at the same time, I wanted to explore other possibilities. 
I’ve never been the smartest kid in the class and my dad 
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and my brother are very good at playing piano and music. 
I have always thought that I wasn’t good nor clever enough 
because I couldn’t do what they do.

When I was nineteen years old, I left home and moved to 
London. That was such a great move but it was so scary. My 
mum and dad were shocked when I told them that their 
little girl was moving to a huge and ‘scary’ city like London. 
Everyone I knew in my town were also very shocked.

The first few weeks were very tough as I couldn’t understand 
a word people were saying to me. I did study English at 
school but I wasn’t a very good student. I enrolled in an 
English school and, in a very short time, I found a job, got 
settled in and made new friends. I felt invincible and super-
independent. I so loved the feeling of conquering a new 
city and making my own way that I soon decided to start 
over and moved again to a new place with a new language. 
Pretty crazy, right?! From there, I moved to a new city every 
couple of years for the adventure and the sense of freedom.
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I lived in Spain for three years, in Madrid and then Valencia, 
then moved to a couple of Greek islands before returning to 
Italy, living in smaller cities. I was a bit of a gypsy.

Later, I felt that time was ticking and that I was supposed to 
find a man, get married and have children because that was 
the expectations based on my programming. I wanted to do 
one last thing before I was to settle down. I decided to go to 
Australia, where the crocodiles are. My dad was afraid that 
the crocodiles would eat me!

It was far away and I was only twenty-six years old but I 
followed my dreams. When I got here, I fell in love with it. 
Everything was beautiful and I had the best five years here. 
It was fun but, eventually, reality kicked in. I was working in 
a job that I hated and I was living a life that I didn’t entirely 
like. I wasn’t happy with who I was and I wasn’t making 
anyone around me happy either. I made the really tough 
decision to give up, leave Australia and head back to Italy. 
I had to look inside and find myself, find who I really was 
and find my purpose.

I didn’t know what my passion was and I never knew that 
to be successful in something was possible for me. I always 
thought that I was going to be the second person, the one 
behind the successful person.

I went back to Italy and my brother, Patrizio, was there. He 
and I never got along when we were little. When he was 
young, he was an introvert. When I lived in London, he 
came to visit me and started this wonderful path in personal 
development. I didn’t understand it at the time. For the five 
years that I was in Australia, I actually thought my brother 
was a bit weird because he was doing all this meditation 
and this weird stuff but, in reality, I was scared. I didn’t 
know who I was and it scared me to see him so happy all 
the time. I thought he was faking it since nobody could be 
so positive all the time.
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When I returned to Italy two years ago, I was lost and didn’t 
know what to do with my life. Patrizio was there too and he 
said, ‘Finally, you understood that wasn’t a life for you. 
Finally you’re now in a position to find your passion.’ And 
I thought that was totally rude. My brother was happy that 
I was depressed and felt that I had no future and no meaning 
whatsoever in life.

He suggested that I 
should go to a personal 
development seminar. I 
didn’t know why I actually 
listened to him but I did. I 
went to a seminar and sat 
in the back row because 
I didn’t truly want to be 
there. I wasn’t good at school so I thought back rows were 
for the cool kids. It blew my mind and I then understood 
how powerful we were. I wanted to help and to spread this 
message of power to everyone out there. I wanted to let them 
know that they can dream, that they can achieve everything 
they want in life, that everything is possible. Why don’t the 
teach this stuff at school?

It was empowering to finally understand that I wasn’t 
stupid. The reason why I wasn’t good at piano or music was 
not because I was stupid or less clever than my brother or 
my dad, it was simply because that wasn’t my passion. But 
I could achieve anything I wanted to in life. And you can do 
that too.

I got very excited and decided to go back to Australia, to show 
everyone in Australia that personal development is the way 
to go. I arrived back here in February 2014. Maybe that wasn’t 
the best idea ever because I actually didn’t know anyone in 
Australia. In the five years that I was here previously, I didn’t 
make any friends and I did travel a lot. When I returned, I 
went to Brisbane where I didn’t know anyone.
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It was the scariest thing ever but, at the same time, I didn’t 
have another option. I wasn’t going to go back to Italy as a 
loser again. I had to make this work. So I looked for coaches 
in order to become a life coach and help other people.

I attended a big festival for personal development called 
Mind Body Spirit Festival the day after I landed and I 
discovered these amazing trainers: the Mind Mechanix. I 
didn’t know how I was going to pay for the training and I 
didn’t know how I was going to become a qualified coach 
so I called my brother.

As I said before, my brother and I never had a good 
relationship until I started to do some personal development. 
I always thought my brother was rude, selfish and 
manipulative. When I started my personal development, I 
realised that was merely my perception of him and there 
were a lot of lessons for me to learn from him.

The truth is actually the opposite: Patrizio is the most 
amazing soul, he has the biggest heart and he understands 
how the mind works on a deeper level. He is my inspiration 
and the old me was just challenged by his knowledge and 
refused to get to know him. He changed my life and, without 
him, I would not be the person I am today.

I asked him, ‘Brother, how am I going to pay for this course? 
It’s a lot of money and I don’t know what to do.’ He answered, 
‘Find a way. There’s always a way to pay for stuff, there’s 
always a way to make things happen. Don’t give up. If you 
really want it you will find a way.’ I didn’t want to give up 
but maybe I should just get a job and then I could save some 
money. In a couple of years I could probably pay for this 
course. He said, ‘No, if you find a job, you’re going to get 
stuck and not get out of it again. You don’t want to do that. 
Find another way.’
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I wracked my brain. My brother also gave me three steps 
which I still use every single day, every time I engage people, 
or look at an opportunity, or to negotiate a deal. I teach these 
steps to my clients and I called them my Bible:

•	 Whenever there are people, there are opportunities.
•	 Your network equals your Net-Worth.
•	 Everyone needs something. Find out what they need 

and give it to them.

These three steps are the most powerful tips that I could get 
and I was very grateful for him to share them with me. From 
there, I thought, ‘Maybe these trainers need something. 
Maybe I can find some sort of solution to pay for this training 
and create a win-win situation.’ I thought about people and 
the opportunities around them. Maybe I should start my 
own meetup group and invite them as speakers. They can 
sell their courses and, instead of getting paid for advertising 
them, I could do their courses.

So that’s what I did. I started my first meetup group, which 
failed. I organised another one and that was even worse. 
But third-time lucky … I nailed it! My dream had come true. 
I began to run events and this group became bigger and 
Mind Mechanix converted a lot of people to their training. 
In exchange, I was coached by them and I worked toward 
becoming a qualified consciousness coach. It was a win-win 
situation and everyone gained something.

I became addicted to meetup groups and I started a few new 
ones. Personal Development Mindset Brisbane has over 
1,200 members now. Entrepreneurs’ Abundance Mindset 
Brisbane has 1,600 members and I have now started that 
group in Sydney and Melbourne too. Eventually, I took over 
other groups and they all became bigger and bigger.
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My coaching business grew as well but the biggest thing that 
happened to me was that people started to ask me, ‘How do 
you put bums on seats?’ It was exciting that people wanted 
to learn from me. I was new in business. Why would people 
want to learn from me? Nevertheless, I created a workshop 
called ‘Meetup Mastery’ and I taught people how to put 
bums on seats, how to start a meetup group to create a 
profitable business and how to monetise the meetup.

It was fascinating given that I had little idea about business 
but I knew how to be an event organiser and my attendees 
seemed impressed. I had no idea how to market myself but 
I knew how to build a strong relationship with people. This 
is the best marketing tip I can give: be you. Those people 
trusted me enough that they became my clients and I became 
their coach. It was so exciting to see my business grow and 
grow.

Meetup Mastery workshop did not resonate with me as I 
was aiming to teach people not only about meetups but also 
how to create a following and that’s how the name ‘Follow 
Me’ came about. The training is now called Follow Me 
Intensive Workshop and it is now a six-figure business.

I have a following in USA and UK and all those gorgeous 
people are asking me to teach them how to get a following. 
So when Natasa suggested I write a book, I couldn’t refuse!

The reason why I chose to share my story is because I 
would like you to understand that everything is possible. I 
wrote a couple of LinkedIn articles where I explained how 
you should follow your dreams because, if you wait until 
everything is perfect, you’re never going to get anything 
done.

Now, I hope you enjoy my book and find the advice 
contained here to be practical and useful.
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1. Step Up

H ere are some questions that I hear frequently about 
starting and running a successful business:

•	 ‘What’s your secret, Francesca?’
•	 ‘How do you never give up?’
•	 ‘How are you so resilient?’
•	 ‘How do you just keep pushing through all the 

obstacles?
•	 ‘How did you bring yourself to Australia?
•	 ‘Where did you find all this strength?’



2

F o l l o w  M e

There’s a lot of advice about how to operate a successful 
small business. However, statistically, 8 out of 10 small 
businesses fail within the first 18 months of operation.1 
The Indiana Small Business Development Center (ISBDC) 
provides some reasons why this is the case. Some of the 
factors cited are: taking an emotional approach to pricing, 
non-payment of taxes, no knowledge of industry pricing 
conventions, no experience in record-keeping and lack of 
planning. While these and many other quantifiable factors 
really do contribute to the success or failure of businesses, 
they go on to say that ‘unbalanced experience or lack of 
managerial experience’ accounts for a whopping 30% of 
small business failures.2

But what is ‘unbalanced experience’ or ‘lack of managerial 
experience’? I believe that it’s about mindset. When I see 
small businesses failing, I have a hunch that there is a lack of 
a positive mindset or the business owner is not determined 
enough to keep going. They don’t believe in their purpose.

Step Up to Succeed
I did a lot of reading and personal development courses 
while working on my business in the last twelve months. 
I found that if you work on yourself, understand where 
you are, remain balanced and love yourself, everything is 
possible.

What does it mean to be ‘balanced’? It’s not as complicated 
as it sounds. One of the main factors in balance is resilience. 
Resilience is a commitment to your success. As a business 
owner, you need to be very clear on what you want from 

1. Wagner, Eric T., 12 September 2013, Five Reasons 8 Out of 10 Businesses Fail, Forbes, 
viewed December 2015, <http://www.forbes.com/sites/ericwagner/2013/09/12/five-
reasons-8-out-of-10-businesses-fail/>
2. Brownlee, Gary, 13 February 2014, Small Business Failure Rates and Causes, ISDBC, 
viewed December 2015, <http://www.isbdc.org/small-business-failure-rates-causes/>
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your life. This will be different for each individual. It’s partly 
the lifestyle that you want as well as the reason why you’re 
in business in the first place.

The reason we work so hard for many hours a day to achieve 
what we want is not because of money. That’s part of it but it’s 
not the money in itself that we want. We want a certain lifestyle 
so that we can help as many people as possible and spend more 
quality time with our loved ones. Money is just a tool.

When this is clear in your mind, when you know what you 
want to do, then you can think of ways to make it happen 
and step up.

Think Big and Find Out What You Want
Once I understood what I wanted I decided to go for huge 
results. It can be so powerful to persist in following your 
dream. I used to think I was silly and stupid and I didn’t 
even know what I wanted. These limiting beliefs had to be 
overcome if I wanted to succeed in business.

Before I knew what I wanted to do with my life, I lived in 
Spain for about two years. At the time, I began a new hobby: 
painting. I had the opportunity to do what I thought was a 
beautiful presentation in a pub with all my paintings. I was 
so proud of them but nobody bought a single one! I was 
not impressed. When I left Spain for Australia, the paintings 
would have been too expensive to send them back to Italy 
where my parents lived. So I put them on the street, as you 
do in Valencia, next to the rubbish bins. From my balcony, I 
looked down to mourn the loss of my paintings. I wondered 
who the lucky person was going to take them home and 
fill their house with the colourful paintings. I wondered if 
someone would ever track me down later and whether my 
work would ever be considered art.
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While lost in melancholy, a gypsy walked by the rubbish 
and began to sort through my paintings. In Spain, there are 
many gypsies who live in caravans. They collect rubbish 
and resell it. I held my breath, waiting to see what she would 
do. Eventually, she came across a blank canvas that I had 
left there as well. She picked it up, leaving behind all of my 
paintings. My heart broke. I thought, ‘Well, I’m obviously 
not an artistic person. Even a gypsy is more interested in a 
blank canvas than my paintings. I should probably give this 
up right here!’

I recognised that painting wasn’t my calling. This was one 
of those life-changing moments when I looked inside myself 
and found what I actually wanted from my life.

If you haven’t done so yet, find out what your passion is. 
What do you actually want and why are you doing what 
you’re doing? Once you understand why, once you have a 
goal in mind, then never give up.

Fear and Limiting Beliefs
Part of the mindset behind why businesses fail has to do with 
pervasive fears and limiting beliefs. Many of the business 
owners I work with are all stuck in a state of perpetual fear. 
Most are afraid of uncertainty. What if this happens? What 
if that happens?

The best way to get out of this or any other unproductive 
cycle is to turn the question on itself. Ask yourself the 
following, ‘What if I’m not going to reach my goal?’ The 
best way to get out of this or any other unproductive cycle is 
to turn the question on itself. Often, the answer is, ‘Nothing’ 
and they continue to be stuck in the same place they are 
now. Taking it further, you can keep asking yourself the 
following: ‘What’s going to happen to me?’ or  ‘How many 
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people are going to miss out on my service?’ So you can 
see that overthinking a problem like this is almost pointless 
as you can just turn it around the other way and make a 
constructive self-reflection out of it. At some point it will 
become a no brainer once you get good at doing this. Every 
time you feel the fear of uncertainty, just ask yourself, ‘What 
if I didn’t take that risk?’

Again, 8 out of 10 businesses fail that don’t take those risks. 
Bear that in mind.

The other fear that bothers many entrepreneurs who come 
to me for help is the fear of the obstacles. There are always 
going to be obstacles. Whether you’re successful or not, 
you will face obstacles. Every human on the planet faces 
obstacles, whether they’re following their dreams or not.

It is very easy to find your comfort zone and stay in it. But 
we don’t succeed by staying in our comfort zone. Success 
starts when you go outside it. In order to grow, you have to 
step up and push yourself.
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Stepping Out of Fear
Stepping up means not giving up, having self-belief and 
understanding that success is a must. Start to believe with all 
the cells of your body that you are going to achieve success 
and that nothing is going to stop you. Seriously, nothing is 
going to stop you!

What is ‘success’ to you? Write it in the space below.

How would you feel when you achieve success? Write it in 
the space below.

Twelve months ago, I truly wanted to begin collaborating 
with Tony Robbins and I set the goal to sell 100 tickets to his 
event at Sydney in 2015. I made a deal with his company and 
started working on it by posting about the event on social 
media. To me, success was to be able to show a photo of 
Tony and myself talking. Success was also reaching $10,000 
in income per month. It also meant having 100 people attend 
my workshops in a year. We have to remember that goals 
can change. When we achieve them we have to celebrate 
and set new, higher goals.

At the end of the book, you’ll find out exactly how I achieved 
my goals in less than six months. I worked hard and, by 
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stepping out of my comfort zone, felt exposed. I could have 
failed miserably but I knew how much it would mean to 
meet and collaborate with Tony.

Another famous rags-to-riches story of success, of someone 
stepping out of their comfort zone, is Oprah Winfrey. She 
was born to a very poor single mother and had a tragic 
childhood. In her late teens, she decided to change her 
life and focused on her studies. She eventually became 
involved with radio and has since gone on to become the 
richest African-American woman in history.3 In order to 
succeed, she had to give up her old life and even though it 
came back to haunt her in the 1980s when she was involved 
with drugs, she rose out of that as well and is now more 
successful than ever.

All of this is great but how do you actually ‘step out of your 
comfort zone’? In the following section I’ll discuss this in a 
lot more detail.

The Process of Becoming Uncomfortable
The first thing you must do if you want to be uncomfortable 
is to set a very uncomfortable goal. This is not to say you 
should set an impossible goal but one that you think is 
going to be difficult to achieve. In psychological terms, this 
is finding the balance between the ‘terror zone’, the ‘courage 
zone’ and the ‘comfort zone’. If you’re too comfortable, you 
may remain stagnant and you don’t grow. If you’re too 
uncomfortable, you may be paralysed by fear. Therefore, 
you need to set something difficult but not impossible.

When you take a pen and you write down a specific goal, 
you will feel if you’re actually going to make it happen 

3. Fletcher, Dan, 25 May 2011, 7. Oprah The Billionaire, Time, viewed 
December 2015, <http://content.time.com/time/specials/packages/
article/0,28804,1939458_1939454_1939448,00.html>
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or not. For example, a client of mine wanted to reach one 
million people with her blog within twelve months. I said, 
‘Great! Write it down!’ She said, ‘But I read in a book not to 
put a limit.’ So I told her, ‘Well, put one million or more.’ 
She found excuses not to write it down because she actually 
didn’t believe in her own goal. By writing it down, she 
discovered that there was a limiting belief attached to her 
goal. If there is and we don’t work on erasing that, then we 
will end up sabotaging our own success.

A common goal for many business owners is to get more 
clients. That’s a great goal to have. More clients means more 
business means helping more people with whatever it is 
that makes you unique. A common approach in coaching 
is to challenge people’s assumptions about their own 
capabilities. The following dialogue hopefully illustrates 
this clearly:

‘I want to have more clients.’

‘Okay, I’ll find you a client, is that what you want?’

‘No, I want more than one!’

‘Tell me the number of clients. If you can’t tell me how many 
clients you want, tell me how much money you want.’

‘I want passive income.’

‘I’ll give you $2 a month, that’s passive. You’re not doing 
anything and I’ll give you $2 and that’s what you want.’

‘No. I want $2 from 2 million people.’

‘Well, that’s different. Tell me exactly what you want, how 
much you want, set specific goals and believe that you’re 
going to get that.’
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In a nutshell that’s really the whole process. You need to be 
very specific about what you want.

As I’m in a very niche coaching industry with exclusive 
services, twelve months ago I didn’t believe that $10,000 per 
month would have been possible. It was a dream. I reached 
that goal eight months ago and now, I’m multiplying that 
goal monthly. Every month I’m making double that. My 
goal is to reach a million by September 2016. I’m going to get 
there because I know the reason why I want it and because 
I have planned it. I know exactly how many clients I need 
at my workshops to make that figure become a reality. Also, 
other people have done it before so it’s not impossible.

The process of stepping out of your comfort zone starts with 
deciding what you want. Then you set your goal and go for 
it. Don’t wait until everything is perfect. Just go ahead and 
do it.

Breaking Down Your Goals
At some point, you will 
have to map out your 
goals on a day-to-day 
basis. Many people 
have difficulty with this 
so I’m going to share 
an easy way: you work 
backwards.

Let’s say your goal is 
to bring on board fifty 
new clients in 2016 who 
are going to bring in 
sales of $5,000 each. In 
other words, you want 
an annual income of 
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$250,000. Write in your diary at the end of December 2016, 
‘I now have fifty  new clients who brought in $5,000 each to 
my business.’

Then you work back through the months and write down all 
the steps you need to do every month to make this happen. 
Write the steps you need to actually do to convince new 
people to buy your services. This is where the nitty-gritty 
goes: the marketing, the meetings, the networking and all 
the rest. Write down your end step for every week.

Planning is a must in a successful business. Buy a year 
planner and schedule your workshops, events and speaking 
gigs to ensure you achieve the monthly goal.

In a way, it’s a bit like writing a book. When I was teaching 
people, I discovered that you could write a book in 48 
hours. I didn’t believe it at first but, the more I found out 
about the course from Natasa Denman, the more I realised 
how amazing it was. It was going to help me nail this book. 
It does not involve a miracle pill, it’s actually an intense 
process of mapping out all the parts of your book and the 
48-hour retreat is to create the atmosphere where you can 
bring it all together and record your book. When I found 
out that it was so simply organised, I wasn’t going to think 
about it twice. I just took the bullet and I went to write this 
book. ShutttUpp! And here I am! Boom!

My question to you is: what action are you taking? How 
many excuses are you telling yourself to not achieve what 
you want to achieve?

Connecting with Your Higher Self
Try to understand that you are a soul, that you are perfect 
just the way you are and that there is a message inside of 
you. There’s a strong soul that’s going to guide you, so just 
believe and trust the signs are going to come your way and 
the ducks are going to line up in front of you.
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Many of my clients ask me, ‘I don’t believe in myself. How 
do you do it?’

Two years ago, my confidence level was the lowest ever! I 
didn’t know what my passion was. I was thirty-one years 
old and broke with no job, no career, no partner and no 
children. I was pretty much a total failure. I left Australia 
and went back home and began to study Neuro Linguistic 
Programming (NLP). I couldn’t believe how much our lives 
are controlled by our old programming. I was programmed 
to be a wife and a mum and, because I wasn’t either of them 
at age thirty-one, I thought that my whole life was a failure. 
But that wasn’t my life. That was what my family wanted 
for me because they thought their belief system was going 
to be the best one for me.

I fell in love with NLP and started to understand that 
everything we say has an impact on other people, both 
positive and negative words. I immersed myself into 
studying the power of language and the power of self-talk. 
I began to work on my own self-talk.

This was also when my brother had another huge impact on 
me. He said, ‘Francesca, NLP is not everything. There are 
techniques that go even deeper than that … keep searching 
and you will find the right one.’

So when I got back to Australia on 27 February 2014, I went 
to the Mind Body Spirit Festival in Brisbane and discovered 
that there truly were a lot of other self-help techniques such 
as Reiki, Yoga, Meditation, Art Therapy, Music Therapy, 
Gestalt Therapy, Acupuncture and many others. Then I 
met the Mind Mechanix, a couple from the Gold Coast that 
claimed their technique was unique and they could connect 
me with my subconscious mind in a six-hour workshop. 
ShutttUpp! I am in!
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The first couple of hours I spent in ‘ego’, I thought they 
were making things up and we were just imagining the 
subconscious mind. Then Tony Priddle, the founder of Mind 
Mechanix, said, ‘What is the difference between imagining 
something or actually seeing it? Your imagination is reality, 
and reality is just in your imagination.’ Okay, now I was 
confused. But I thought, I am here, I can waste my money 
and doubt all this or I can give it a go. So I did and it was a 
life changing experience.

From there I learnt how to connect to my higher self and to 
step out of ego when triggered. Nobody can ever upset us if 
we don’t believe they are right.

I became a Mind Mechanix Practitioner and now I help my 
clients get in control of their fears and of their reactions to 
circumstances.

We can be in control of our negative emotions and that 
doesn’t mean becoming a robot. But it does mean learning 
and understanding that every negative emotion is attached 
to a memory stored in our subconscious mind, and I believe 
many memories are just a stories created by a five-year-old. 
Most of us are still reacting to life as five-year-olds. When 
a memory triggers us, that little girl or boy comes out and 
tries to defend us, or becomes shy, or reacts with anger. That 
limiting belief becomes a stronger and stronger barrier.

I love showing my clients that we all attract the same 
situation over and over again until we have learnt the lesson 
behind it, until we get that it’s a story we have been telling 
ourselves for years, one that is not necessarily true.

For example, I used to believe that all men are unfaithful 
and my very first boyfriend cheated on me with my best 
friend when we were teenagers. That actually reinforced 
my theory that all men are bastards. Guess what happened 
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after that? Same type of man, same story over and over 
again … until I believed and realised that there are plenty of 
gorgeous men out there and that I deserved an outstanding 
one in my life. Since I changed my beliefs, the type of men 
I attract in my life are complete gentlemen. Whatever you 
believe, you attract.

Time to change some beliefs? Don’t get me wrong, it’s not 
a matter of sitting down and saying to yourself, ‘Men are 
gentlemen, men are gentleman, men are gentleman’, over 
and over again. Unfortunately, that won’t work. As I believe 
we have 70,000 thoughts per day4, we can’t change our 
thought pattern unless we go in the subconscious mind and 
change the memory at the core.

I now practice Higher-Self Connection daily and I am 
fortunate that I spend most of my time ‘connected’. My 
clients and my peer group do so as well. It’s about being, 
self-love, meditation and unconditional love. I am not an 
airy fairy person but, if you do some research, you will see 
that every single successful person (Oprah Winfrey, Tony 
Robbins, Jack Delosa, Ali Brown and many others) practise 
self-love and mindfulness.

I did not believe in myself. I thought that I could not start my 
own business. I had no idea about how to start a business but 
I proved to myself that I could take one step at a time. My 
goal last year wasn’t to run a million-dollar business, it was 
to have $10,000 a month. The first one was around $5,000, 
then $10,000, then I got to $20,000. Now I’m doubling again 
and I’m getting to my ultimate goal of $100,000 a month.

Try starting with just one step. Once you achieve your first 
step, you’ll start to believe yourself more.

4. Laboratory of Neuro Imaging (LONI), Brain Trivia, LONI, viewed December 2015, 
<http://www.loni.usc.edu/about_loni/education/brain_trivia.php>
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Keep Trying and Then Try Something Else
It’s not going to be easy and a lot of people say, ‘I’ve tried it 
all, it doesn’t work.’ That’s not true. You’ve tried something 
and it didn’t work. Perfect. Now, try something else. Try 
again in a different way. Don’t give up at the first obstacle. 
We have to tweak and change a lot of times. Tony Robbins 
often says, ‘You’ve tried something, it didn’t work, so try 
something different.’

You know when you see a fly that wants to go outside via 
the window. The window is mostly closed and it just keeps 
buzzing into the same spot over and over again. The fly 
doesn’t realise that if it just keeps trying the same spot, it 
won’t get out. But if it moves 2 mm to the side where the 
gap is, it’ll be able to get out.

If you’ve tried something and it didn’t work, then stop 
trying the same thing. Change it and tweak it.

A lot of my clients also ask me, ‘What if I’m not as strong 
as you, Francesca? You are here by yourself in Australia, 
you’re so strong.’ I’m not strong. Sometimes, it’s hard for 
me to be by myself in Australia, running a business, this 
rollercoaster entrepreneurship. But I don’t give up. I just 
keep going, keep trying and keep being excited about it. Be 
you and share with people who you are, let people feel your 
energy and you will succeed.

Strength and confidence are like muscles. They get stronger 
and stronger as you practice. If you go to the gym once, 
you’re not going to get toned muscles and no cellulite. You 
have to keep going. It’s the same thing for mindset. Don’t 
just go out there and say, ‘Yeah, I’ve been in myself, boom, 
it’s changed.’ You have to keep going. And that’s probably 
why so many businesses fail in the first eighteen months. 
Initially, they may have had a great mindset. But, at some 
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point, they chalked it up to ‘beginner’s luck’, listened to the 
negative voices inside and outside and gave up.

Don’t give up! Keep trying new things. When you start 
feeling comfortable, it’s a good time to try new things. Boom!

•

Some action you can now take:

•	 Set your goals to be specific. Plan them out over a 
year using the ‘working back’ method, month-by-
month, then week-by-week and day-by-day.

•	 Take one action per day towards your goal, no matter 
how small. Every day you say, ‘I want to achieve 
that many clients, make some calls, let’s do some 
Facebook ads, let’s give away some freebies.’ Start 
connecting with people. Go to networking events.

•	 Try some meditation in the morning. Every day, 
before I get out of bed, I connect to my higher self. 
Ten minutes of meditation can change the whole day.

Go and take action! I’ll see you in the next chapter!
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S eriously, how many people 
out there who want to tell you 

about branding? How many want to 
tell you what you should or shouldn’t 
do? They tell you whatever they think 
is right for you. Now I’m going to tell 
you something: I have learnt that your 
branding is you. Don’t try to change it 
to suit others. Be real and people will 
just love you the way you are. Listen to 
what your clients love about you and use that for branding.

As mentioned earlier, 8 out of 10 businesses fail within 
the first 18 months. We know it may be partly due to 
inexperienced leadership but what does this mean in 
the context of branding? A lot of business owners receive 
negative feedback because the clients thought they would 
get one thing but got another instead. There was a lack of 
congruence between the advertised values (the branding) 
and the actual values of the business owner. This led to a 
bad reputation and no doubt contributed to the failure of the 
business. You don’t have to be a multinational corporation 
to suffer a PR disaster but, while some corporations have 
the ability to recover, small businesses don’t.
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Don’t Waste Time Trying Things That Don’t Work
I feel less tired when I’m just being myself because I don’t 
need to put on a mask. I don’t need to say, ‘Maybe I shouldn’t 
say this, because it doesn’t suit my branding.’ My branding 
is me. It’s never going to be difficult for me to follow my 
own branding.

Another huge benefit from following your branding as 
you is that when you align yourself with the truth, when 
you don’t trust what other people want you to be, magic 
happens.

What does this actually mean? It means that you’re going 
to be transparent and the people who like what they see 
will be attracted to your energy. You’ll probably get along 
well with them too. You sometimes see people who are fake. 
They don’t have many friends or those who hang around 
them are the wrong people. It’s because if you have a mask 
on, nobody is going to connect to you.

I love the fact that I teach my clients and I’ve been doing 
this for the past twelve months. I don’t need to fake this till 
I make it. I’m just me all the time, when I go to networking 
events. Even at the beginning, when I wasn’t successful yet, 
I used to tell the truth. ‘Look, I want to be a coach. I don’t 
have many clients yet but I’m working towards it.’

Congruence is Not Stagnation
If you don’t have your branding matching who you are, 
then once you have employees, they won’t be able to follow 
your branding since you yourself are not clear on what your 
branding is.

A lot of people put a standard on their branding but then 
they become a different person. We all grow personally 
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and professionally. As we change, we don’t have the same 
values and it ceases to match our initial branding. It may be 
difficult but keep in mind that your branding will change as 
you change and grow.

The Dangers of Not Being Yourself
One thing that I’ve noticed from other new business owners 
is that they try to impress others. They lose who they really 
are and they lose the connection with their higher self. They 
lose the connection with the reason why they started their 
own business. Then they find it hard to connect with other 
people, to find new clients. They become people who they’re 
not and they attract sharks.

We all know that there are a lot of sharks in the business 
world and we don’t want to be surrounded by them. We 
want to be surrounded by dolphins.

Later on, in chapter 8, I’ll relate a story of dolphins and 
sharks. I do believe that in business there are a lot of sharks 
out there and, by not being yourself, you might attract more 
sharks into your business. This is something you definitely 
want to avoid.

How to Be Yourself
Why have I called this chapter ‘ShutttUpp!’? It’s because I’ve 
started using my own vocabulary in my business and using 
my own words when I speak in public. When I do public 
speaking and events, I often say, ‘ShutttUpp!’ This sort of 
means ‘Get out of here!’ It can also mean ‘That’s incredible!’ 
That became my own branding. Also, my clients often use 
#shutupp #boom when they comment on my posts on 
Twitter. I’ve used this figure of speech for a long time and 
so I made it part of my business. What your own branding 
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stands for is a powerful way to do business because people 
don’t just buy services or products, they buy emotions.

What is it about you that people know you for? How do 
you describe yourself when you talk about your higher 
purpose? How do other people describe your best assets 
and skills that you’re hopefully using in your business on a 
daily basis? These are all just a few ideas to get you thinking 
about your own personal branding. What makes people 
laugh about you? If your business is more serious than that, 
then what makes you serious?

If you are yourself, your customers and clients will be 
touched by your emotions. They’ll resonate with you. By 
being yourself in business, you’re going to begin attracting 
the right clients into your life; not the ones that don’t have 
money, nor the ones that are not yet ready to commit. If you 
are in the right place, if you’re centred and balanced, you’re 
going to be able to find the right clients who are ready to 
purchase what you have to offer.

Tips to Find Your Branding
Here I’m going to give you three 
important steps on how to be 
yourself, how you’re going to 
use yourself as your branding.

1. Take off the mask and be 
vulnerable. In a 2013 interview 
with Lady Gaga on CBS, she took her mask off and shared 
how she actually feels about being famous. Lots of people 
who weren’t her fans shared that video and many love her 
now to the next level because they consider her to be more 
human by being vulnerable. Often, we are afraid of what 
people think about us but, when we are ourselves, people 



21

2 .  S h u t t t U p p !

are going to judge us even less. They’re going to judge us 
when we pretend to be what we’re not.

2. Show who you really are wherever you are, whether on 
stage or Facebook. A client met me in a car park one time. She 
had never seen me before in real life. We had connected  on 
Facebook and she had been following me for some time. She 
stopped me and said, ‘Hi Francesca, I’ve been following you 
for a while. I just wanted to say hi and I love your awesome 
videos, thank you so much for sharing.’ I was really happy 
for her to stop me and I gave her a hug and talked to her. 
She was shocked that I was so approachable and that I was 
the same as that on Facebook. I said, ‘Of course, what did 
you think I would be?’

A lot of people go on Facebook and seem friendly but they’re 
rude when you meet them. So don’t fake it! Don’t try to be 
something on Facebook that you’re not in real life because 
people will spot it. And when they do, they are going to talk 
about you in a bad way.

3. Make fun of yourself and your mistakes. You don’t need 
to be perfect and hide your mistakes. Show who you are 
without worrying about what other people think. I try 
to listen to suggestions and learn from people who are 
more successful than me. I tend to try and do everything 
in business that people tell me but I tweak it to my own 
personality. I went to a hire studio with a videographer and 
shot a couple of promotional videos. Then we edited them 
and made them professional. I did get a lot of views, about 
700. I thought it was a really good achievement.

Then I decided to create a fun video where I was just me. I 
wasn’t trying to do that professional voice that many do. I 
worked with a voice coach on finding and connecting with 
my real voice. I learnt that I should ‘pretend to be on stage, 
where you know you will give your best and talk to your 
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clients and not to a camera.’ On the video I said, ‘You guys, 
you have to come to my event. ShutttUpp! Boom!’ and I spoke 
about the benefits of my workshops, amongst other things.

I made mistakes in the recording and I said to the 
videographer, ‘Do not delete the mistakes because we’re 
going to use them at the end as outtakes.’ That video went 
crazy. We got 2,700 people watching my Empowering 
Events outtakes video. It was funny, people saw who I am 
and everyone who came to my event said that the reason 
why they came was because they saw my video.

Dealing with Objections
Entrepreneurs often say, ‘Oh yeah, but what if people don’t 
like me?’ Well, what I can say to you is that if they don’t like 
you, then they’re not your ideal clients. Let go of expectations 
to be liked by everyone. If you want to be loved by everyone 
in business, you’ll never be successful.

Some people are not going to like you. Get over it. It’s not 
important that everyone likes you. What’s important is 
that you are yourself and, when you are yourself, you will 
attract people who are similar. If someone doesn’t like you, 
then most likely you won’t like them either.

‘What if I’m not funny?’ That’s a huge question that many 
of my clients ask me. They want to be funny and they can’t 
be funny. Every one of us is funny in his or her own way. 
Some people are clowns and some people have got that 
quirkiness about them. Just be you. Don’t try to be fake and 
funny because that’s not going to be funny. There’s nothing 
worse than someone trying to be funny and they’re not.

If you’re not funny, then that’s fine. People who are like you, 
the people who are not funny, they’re going to resonate with 
you and they’re going to become your clients. Don’t worry 
about trying to be something you are not.
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When I said previously that you should make fun of 
yourself, it’s because we need to just relax and take it easy. 
There’s nothing worse than watching someone who’s fake 
when you watch a video or when you try to follow them 
online. And another big fear is, ‘What if people laugh at me? 
What if people judge me and I’m not ready for controversial 
comments on Facebook?’ They’re afraid of upsetting 
someone.

If people give you a hard time on Facebook or on any of 
your posts, then they’re really not the people you want to 
surround yourself with. They don’t deserve your time. If 
stuff like that happens, I sit and think, ‘How can I turn this 
into something better?’

I once joined a networking group and the owner, a lady, told 
me via a private message that she appreciated me joining 
her group but that she couldn’t allow me to because I teach 
people how to grow their network. She didn’t want anyone 
who could to take her members away from her group. 
That message was really nasty. I could have gotten upset. 
Instead, I asked myself, ‘Right, how can I use this for my 
own marketing?’

So I copied that post and put it onto my own Facebook 
group. Of course, I didn’t put the name of the group nor 
that lady. It was not about making them feel bad, it was just 
about making me feel good. It was potentially dangerous. 
Some people could have said, ‘She’s right, you manipulate 
people.’ It could have gone the wrong way but my fans 
defended me and asked for the name of the group, as they 
wanted to defend me. I didn’t give it to them because that 
wasn’t the point.

The point was that we should be collaborating constructively 
instead of closing each other off from opportunities. That 
post went crazy. For a week, I was at the top of the group 
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and everyone was commenting, ‘Actually, Francesca, you 
teach exactly the opposite. You’re not manipulative at all, 
you help people. You teach people how to collaborate.’ By 
being yourself, your fans are going to step up and help you 
grow your following.

•

I’d like to leave you with three important steps that 
you can take right now and make things happen. I love 
implementation. Are you ready?

1. Do a video where you show your vulnerability. Use your 
smartphone or Android. Stick it in front of you and show 
people who you are and share your story. People want to 
know who you are. Keep the video short (less than 1 minute 
and 30 seconds). Go for it!

2. When you attend networking events, don’t do the 
60-second pitch. It doesn’t work. Instead, tell your story 
of why and how you started your business. Try to shorten 
your story to a 60-second story. It’s powerful and it always 
works. People will ask questions. Write down your story 
and time yourself reading it. Shorten it to about 60 seconds 
and use it in your networking events.

3. Write down what makes you different and what people 
comment about you. For example, people always say that 
I’ve got a lot of energy, that I’m very genuine and they love 
how contagious my energy is.

I use these three steps in my marketing and my branding. 
As a result, all my videos are energetic, powerful and 
contagious. People resonate with these three things. What 
are yours? What are the things that make you different from 
other people?
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H ow many 
times do 

people say that 
networking is not 
working?

Some say that net-
working is a waste 
of time! If someone says that something is a waste of time 
it’s possible that they’re not doing it properly. Don’t let this 
kind of cynicism overcome you. Here I will show you how 
I have done it and how you can too grow a database of over 
4,000 people in less than twelve months.

When you go to a networking event, do you set a goal for 
that event? More specifically, who do you want to connect 
with? Many of my clients reply, ‘I want to connect with my 
target market, with potential clients.’ But that’s a bit vague 
and so I respond, ‘Great, so you go to a networking event 
and there’s forty people in the room … how are you going 
to know who is your target market? How do you recognise 
them?’
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Profitable Networking and Worthy Connections
So what are the benefits of networking profitably? One of my 
favourite sayings is network = net worth. Once you start to 
grow your network, it will truly equal your net worth and it 
can happen pretty quickly too.

As I mentioned before, I’ve grown a database of over 4,000 
people in less than twelve months and I now have a six-
figure business from it. It has been such an amazing journey. 
The key to doing this is to start by setting your goals before 
you go to networking events and understand that you need 
to start building strong relationships with key people of 
influence. You need to converse with many people at once 
and not merely one at a time.

People go with the intention of connecting with potential 
clients but they don’t really know how. The first few minutes 
are daunting so the first thing they do is grab a drink and 
desperately scan the room for a familiar face. Then some 
stranger approaches them and they start talking – small talk, 
of course – before the super typical question comes out: ‘So 
tell me, what do you do?’ Then the mask and professional 
voice comes on and they exchange their well-prepared 
60-second pitch. This can leave them both very confused as 
to what the other person does exactly. At this point, they 
either go back to small talk or they click with each other and 
this becomes their new comfort zone. Then that’s it for the 
night! It becomes too hard now to talk to someone new.

Maybe you’re going to have time to talk to five people. But 
what if those five people are not your target market and the 
other thirty-five are? Yet, this is the standard way that most 
business owners attend networking events. They randomly 
move about, talking to as many people as they have time 
for, blasting them with their elevator pitch and handing 
over business cards. It’s not very personal nor effective.
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Networking is only a waste of time if you don’t prepare with 
a clear sense of direction. Don’t get me wrong, I’m all about 
making real connections and building strong relationships 
but you attend networking events because you also want to 
grow your business. So let me tell you my strategy on how 
to network profitably and still make genuine connections.

First of all, prior to the event, research who is attending. 
Most events are advertised on social media and you can see 
who is going. Focus not only on your target market but also 
who has a huge network of their own, the event organiser 
and guest speakers. Those are the people who you want to 
connect with, partly because you also want to be the guest 
speaker of that event the next time.

Of course, it’s about being the real you so, as I mentioned 
before, chat with them at the event. If you click, then nurture 
that relationship into a friendship.

Eventually, you will be recognised in your community and 
be seen as a person of influence. Clients, customers and other 
business owners are going to want to be around you and 
you’re going to be able to reach more people and help them.

One of the things which I’m very passionate about and 
that’s when everything started to change for me, was when 
I understood that I didn’t want to be small. I didn’t want to 
go to networking events and talk to one person at a time. 
It would have taken me forever to grow my database. The 
power is in the network and I reached hundreds of people 
in my first year.

I had to step out of my comfort zone, to stop being afraid 
and stop thinking about me, me, me. It’s not just about me. 
If I grow my network, I’ll be able to reach more people. If I 
reach more people, I’ll be able to help more people and each 
of us can help improve the world.
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When you have a big network that trusts and likes you, 
you’re going to start attracting collaborations with people 
who already are successful and have a big network. I’m 
now working with millionaires and that’s very exciting. 
They want to collaborate with me! ShutttUpp! They can see 
the win-win situation that we can create for each other.

The bigger your network, the easier it will be for you to get 
speaking gigs. That is when you can take your business 
to the next level and more are going to hear about your 
business. Your goal should be to connect with people of 
influence who are eventually going to invite you to be a 
speaker. Boom!

This is a lot better than randomly trying to talk to as many 
people as you can in a half-hour, right? Also, trying to 
connect with people of influence will take the pressure off 
from trying to gain business from people in the room. After 
you have connected with people of influence, you can relax 
and enjoy the event without feeling desperate and more 
people will be naturally attracted to you.

A successful friend of mine once told me: ‘The bigger 
my network, the bigger my business and, the bigger my 
network, the more free invites to events and seminars I get. 
Wish I had this free stuff when I was broke at the beginning.’ 
How true is that? If you’re going to play small, you might 
have to pay a lot of money on marketing. It’s hard to find 
people who are keen to collaborate with you because it’s 
about who you know. Why would someone help you if you 
don’t have a big network? What’s in it for them? You’re not 
going to send them more clients. It may sound cynical but 
the truth is that in business, the more people you know the 
easier it will get.

It’s obvious that without a big network, you’re going to 
struggle to put bums on seats for your workshops or events. 
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One of the biggest benefits I got from connecting and 
growing my network is that I have launched my business 
in Melbourne and Sydney thanks to the collaborations that 
I was able to have.

How Much Money Should I Spend on Marketing?
I did not spend one cent on Facebook ads or marketing 
until the end of 2015. I never needed to. I started recently 
as I have the budget for it and I have the infrastructure to 
accommodate more clients at my workshops.

If you don’t grow your network, lots of money on marketing 
are going to leave your pocket. At the beginning, it’s far 
better to invest in your own knowledge and your people. 
We all know how hard it is to invest in marketing and we 
all know we call companies and ask, ‘Can you guarantee 
you’re going to get me clients?’ And the answer will be, ‘No, 
sorry, I can’t.’ Of course they can’t, because they don’t know 
how good your product is and whether people trust you. It 
takes time to earn trust.

Do you understand why I said networking is gold? Because 
we have to understand that people buy with emotions. 
I have mentioned this in chapter 2 and I can’t emphasise 
this enough. My database is not all there is. I have a big 
following on social media, such as Facebook and Meetup, 
with a total of over 15,000 people.

How will you grow your community too? I was attending a 
lot of meetups and networking events, at least two per week. 
Networking events are not just events where you talk to 
people. There are also seminars and workshops. Anywhere 
you go, there could be people who belong to your target 
market: the bakery, the hairdresser, the gym, even the bus 
or the train. Anywhere you go, there are people who could 
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be your target market or could know your potential clients. 
Your business is you. You are in business twenty-four hours 
a day. Never forget that.

However, I don’t mean that you’re going to go round and 
give business cards away like a crazy person. That’s not the 
way to network.

Attend as many networking events as possible and be 
you. Show them who you are and tell your story instead of 
pitching to them. Don’t sell. Be the person who doesn’t sell 
and they’re going to ask you questions about your business.

Lose the Business Cards
When you give 
away a business 
card, it often gets 
chucked in a 
drawer.

If you call them, 
they’re likely to 
feel like you’re 
trying to sell them 
something. That’s a feeling you don’t want to give your 
clients.

When people request a business card, ask them to connect 
with you on Facebook because business cards nowadays are 
a waste of trees. Grab your phone and punch in their name 
on Facebook and make a friend request.

Yes, I mean friendship. Don’t ask them to like your business 
page. Become friends! It’s very powerful to have people on 
your Facebook as a friend.
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Many of my clients have objections to this. They might not 
want to mix business with family and friends. Sometimes, 
they even have two or three profiles and try to separate their 
posts. But you wouldn’t believe how important it is to have 
your clients as friends on your Facebook. Yes, I do mean 
your personal profile.

If you still have a problem with this, then have different lists 
for friends, family, acquaintances and business clients. That 
way, you’re still going to be able to invite all your business 
clients, potential joint ventures and collaborators into your 
personal profile.

Why would you want to share your personal profile with 
clients? By not doing so, you cannot be invited to events 
on Facebook and you might miss out on a lot of amazing 
networking events or workshops. You cannot join groups 
with a business page so you have to use your personal 
profile to do so. And you cannot invite people to your group 
on Facebook unless you are friends.

People want to see what’s behind the scenes. Let them in. 
They are going to see what you are up to and they will never 
forget you. (If you just give them your business card, they 
probably won’t remember you.)

Once you have connected on Facebook, then exchange 
business cards. You can then call each other once a strong 
enough connection is made.

Sharing Your Story Whenever You’re Given the Green Light
When you go out to networking events, other entrepreneurs 
will want to know who you are. They will want to know 
why you do what you do. So just be yourself. Go to these 
events not with the intention of selling but to make new 
friends.
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I went to a personal development seminar and they got me 
to break one of those wooden boards. A guy held the board 
and I gave it a go by aiming at the point they told me where 
it would break. I ended up only hurting my hand.

Then the mentor said, ‘Francesca, you are just concentrating 
on the point you want to break. What you have to do is look 
beyond that.’ As soon as I concentrated all my energy into 
the chest of the guy who was holding the board, I smashed 
that thing in two. It was such an exciting moment! But that 
moment wasn’t just about the board; it’s about my values in 
business and networking.

Every time I go networking, if I think I want to sell to them, 
there’s a lot of pressure from my end and a lot of negative 
energy from their end because they’re resisting my efforts.

Instead, whenever you talk to someone, think like they are 
your wooden board. They are the barrier and you want to 
win them over. The only way to do so is not to sell to them, 
but to be their friends. Build a relationship and think beyond 
them. Who do they know? How many people do they know 
who could be potential clients? Look after that person as if 
they’re your best friends and give them your best tips. That 
person is going to say that you are generous. Boom! It’s a 
win-win situation when you are not trying to sell. Just have 
fun. I made heaps of friends that way.

I have been doing this for nearly two years. People I met a 
year ago are now coming to my events and workshops and 
buying expensive courses from me. I haven’t tried to sell 
them stuff, I have just nurtured the relationship.

 People ask, ‘What if I go and waste my time?’ If you follow 
this strategy, if you are yourself, if you’re not just giving 
out business cards and you’re connecting on Facebook, then 
you’re not going to waste your time. And what if people 
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don’t want to become friends with you on Facebook? That 
sometimes happens, but you’ve got nothing to lose. All my 
clients do it and love this tip so try it! Remember, to succeed 
we do have to step outside our comfort zone.

•

Three actions you can now take:

•	 Plan two networking events per week in your 
calendar.

•	 Manage your Facebook lists and be ready to accept 
more business connections.

•	 Connect with people of influence on Facebook.
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I f you are not on social media, 
you’re not in business.

You have to understand that 
every one of your clients is on 
Facebook. Not kidding! A lot of 
my clients tell me, ‘My clients 
are not on Facebook.’ They 
probably are, many people are 
on Facebook. Since the third 
quarter of 2015, there are 1.55 billion monthly active users.5 
Imagine how many of those are your potential clients.

It may seem silly but Facebook is like window shopping 
for women. Your clients are on Facebook, hanging out and 
trying to see if you are active, who you are, what you do, 
whether you’re honest, whether you’re kind, whether you 
have kids and what you do with your family.

They want to know whether you have a heart.

Are you someone trustworthy?

5. Statistica, November 2015, Number of monthly active Facebook users worldwide as 
of 3rd quarter 2015 (in millions), Statistica, viewed December 2015, <http://www.statista.
com/statistics/264810/number-of-monthly-active-facebook-users-worldwide/>
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People do that because they want a stronger connection. 
They’re sick of being sold to and buying from people they 
don’t know. They want to know you before they buy anything 
from you. So treat Facebook as if it’s your storefront. People 
like to check out the window before they come in, before 
they want to commit.

In a lot of stores, the staff don’t let you out without you 
buying something. They ask you millions of questions. So 
people aren’t as eager to get in. They just want to be outside 
and watch. They’re watching even if you don’t see them. 
That’s why you have to be active on Facebook.

I’m not on Facebook checking out feeds all day. I’m on when 
I need to be. When something is happening that my clients 
need to know, Facebook is a great marketing tool. This is 
why I sometimes just take a selfie, make a Facebook post, 
tag myself, tag the people (especially people of influence) 
who were with me and then just get on with my day.

Twenty-first Century Customer Service
A couple of times a day, I’ll get notifications from people 
who commented on my posts. I’ll open Facebook and reply. 
I may do it more frequently if there are people of influence 
who comment and tag me. I may need to continue and 
engage in the conversation.

It’s a bit like a customer-service phone call or when people 
are outside your shop window, knocking with the intention 
of asking you a question before quickly moving on. Not 
responding is a bit like saying no to them, like telling them 
to look around but not answering their questions. They 
don’t know if there’s going to be any value if they do enter.

You have to go and escort them in. You have to go outside 
and say, ‘Hey, how are you? Do you know we’ve got this? 
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And this is free today?’ In most cases, they’ll say, ‘Oh, wow, 
that’s interesting,’ and they’ll come in.

Building Your Credibility through Facebook
One of the biggest benefits from growing my fanbase on 
Facebook was that people from interstate and overseas began 
to think that I was famous. And so, some wanted to buy 
my products, like my recordings, videos and workshops. In 
fact, my very first workshop in Melbourne was my biggest 
one so far. I had fifteen people and super-great energy and 
amazing feedback!

So, are you active enough that people think you’re successful 
or are you hiding behind curtains and nobody knows what 
you do? Seriously, this is super-important for your business.

The Right Way to Use Facebook
Facebook comes with many other features apart from 
the ads but you don’t need them much to expand your 
network. Many business owners have a separate page for 
their business and, although I’ve set one up too, I don’t use 
the pages app much. I tend to ignore all the analytics and 
statistics as I just use my personal profile and connect with 
people directly. Of course, it’s great to have business pages 
as they may be considered your ‘website on Facebook’ and 
your clients can check how many likes you have. The more 
likes, the more credibility you apparently have.

I launched my business in Melbourne and Sydney in the last 
twelve months. When I got there, I didn’t know anybody. 
I thought that it would be like starting all over. I was very 
nervous when I got to one networking event to meet thirty to 
forty people. Four ladies came across and said, ‘Oh, you’re 
Francesca. You’re the Meetup Queen, right?! I’ve heard so 
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much about you and we’ve been following you on Facebook.’ 
I said, ‘That’s so cool, thank you so much, we must be friends 
on Facebook right?’ I didn’t know them but they recognised 
me. They have been checking me out to see what I’ve been up 
to. The reason why I didn’t know them was possibly because 
they were not that active on Facebook. If you are not active, 
then people won’t notice or remember you.

On Facebook, if you grow your following enough, you’re 
going to have support from your fans. They will feel inspired 
by you and, in turn, they will give you strength. You will 
feel like you have to succeed for them, that they’re waiting 
for you to do this, to take your business to the next level. 
They want to learn from you.

Leveraging Facebook for Success and Commitment
I share a lot on Facebook and I mentioned that I was writing 
a book to see if there was any interest in Follow Me. I sold 
forty copies before I even finished it and now I’m committed 
to publishing this book because people are waiting for me. 
Thank you so much if you’re reading this and you bought 
my book before I even finished writing it. That gave me so 
much strength and I wrote my book in such a short time. 
Great way to not procrastinate!

Facebook is too big to ignore with 1.55 billion monthly 
users, an increase of at least 10% from last year.6 If you’re 
not actively on Facebook and committed to growing your 
following, you’re not going to be as successful in growing 
your business. Of course, there are other ways but I strongly 
believe that it’s a must.

 With little or no following, there won’t be much commenting 

6. Statistica, November 2015, Number of monthly active Facebook users worldwide as 
of 3rd quarter 2015 (in millions), Statistica, viewed December 2015, <http://www.statista.
com/statistics/264810/number-of-monthly-active-facebook-users-worldwide/>
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and interaction. You may struggle to sell anything online. 
Not only that, you may struggle to get likes on your 
Facebook page and it will be challenging to create events 
and get people to come to your events.

Facebook is a great way to start building trust with your 
potential clients. They want to see who you are. Everything 
needs to link back to your business but your private Facebook 
profile is not for your business. You’re not going to sell to 
them, it’s a way to build trust and show them what you do.

The Power of Facebook Groups
I can show you three different ways to use Facebook groups 
to grow your following. One of them is to be active on three 
Facebook groups where there are many other business 
owners. When I say ‘be active’, I mean schedule time for 
posting on groups, follow the daily prompt and let people 
know about you. By ‘Facebook groups’ I mean business 
groups, networking groups and other active groups with 
many members who could part of your target market. This 
is also a very good way is to give away tips and position 
yourself as an expert in your niche.

One example of a great group is Ultimate Business Support 
(UBS). It’s an interactive group with nearly 12,000 people. If 
you’re not in it, then join the group straight away! Another one is 
my own group, the Entrepreneurs’ Abundance Mindset, which 
is worldwide and there’s nearly 2,000 people. It has been very 
exciting to run this one. Apart from these two, another good one 
is I Work in Personal Development, another worldwide group.
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I suggest being active in these groups by not merely posting 
on the days they allow you to sell but to actually post every 
single day, to add value and build trust. Focus on doing a 
few little things at a time. Comment on other people’s posts 
and pages.

Make sure that you read their description and you read the rules 
of the group so you don’t upset any members or the administrator 
and moderators. Apart from that, go for it. Be active!

Monitor your replies. Have you noticed that every time 
someone comments on a post, the post itself goes back 
up on top? That can be used strategically. The posts at the 
top of the group are likely to get the most views so ensure 
that you get enough interactions on your posts. I strongly 
recommend you wait for your post to move down before 
you reply to a comment. And when you do, you will be back 
on top of the group! Boom!

Comment on other people’s posts, especially those by people 
of influence. Comment on posts where people ask questions 
which you can answer. Position yourself as the expert.

Working with Virtual Assistants on Social Media
If you’ve been in business for a while and you’re as busy as I 
am, I bet you don’t have as much time to post as you used to. 
I have taught my Virtual Assistants (VA) in the Philippines 
how to be me. They answer comments on my posts on my 
behalf and know what I would say and do.

They sometimes ask me if they think this post would be 
good for me to post and I will always let them because 
now they’re pretty much my clones. They always identify 
themselves by saying, ‘It’s Francesca’s VA here, Francesca is 
running a workshop right now. I am sure we can help you 
find …’
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They’re my employees. I let them comment for me in different 
groups. We’d probably have something like a hundred groups 
which we’re members of. We’re running our workshops and 
events and they post on different days in different groups to 
let people know what we do. We use a spreadsheet to organise 
and track when and which group we post.

Connecting with People of Influence
It’s so important to be active with people of influence. As 
mentioned previously, you want to connect with people 
who have a big network. You want to do this mainly on 
Facebook because you’ll be able to see what events they’re 
organising and attending. Once you follow them, you can 
build a relationship with them.

You can also ask for friendship from the people who are 
actively going to events. Once you ask for friendship, just 
to make it not weird, send them a super powerful message. 
My message: ‘Hi, I’ve noticed that we have so many friends 
in common so I’ve decided to ask for friendship as I’d love 
to hear more about your business. I look forward to seeing 
your posts. Love and Live with Passion, Francesca.’

It’s a very short message but I’m asking them to tell me 
more about their business. About 99% of people reply 
to my message with something like, ‘Thank you for your 
connection Francesca, my business is …’ But then what 
happens? They are now on my Facebook and I can begin to 
build trust with them and adding value by posting on my 
wall. As we just become friends I will appear on their new 
feeds and they will see a lot of me.

They then follow me as I am very active on my Facebook. 
Eventually, they come to my events. They’re the ones who 
see how ‘famous’ I am on Facebook and they’re just happy 
to be connected to me.
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Challenges with Facebook
Many of my clients have a few objections with Facebook. 
One is that they don’t want their family to see their business 
or vice versa. It’s normal to have lists for different groups 
of people; one for friends, family and business. It’s a great 
technique and it works well.

Remember though that Facebook won’t allow you to sell 
your business on your private profile so be soft with it. But 
still, that’s the reason why you start a Facebook page, to 
promote your business and yourself. People want to know 
who you are and what you’re up to and that’s perfect for the 
personal profile.

The other challenge is: ‘What if people don’t like me 
messaging them? What if people don’t want my friendship?’ 
I’ve been using this technique for over twelve months and 
I’ve never upset anyone. Or if I have, they haven’t told me!

In business, sometimes you have to be bold and try things. 
If you sense that someone is upset, you can obviously stop. 
If you’re not targeting business owners, then you can’t ask 
about their business but, you can still say, ‘We’ve got so 
many friends in common and I just love connecting with 
people on Facebook because I like to connect with like-
minded people.’ That can probably work as well.
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•

Three actions you can now take:

•	 Asking for friendship from people of influence on 
Facebook and privately message them. Attend their 
events and talk to other business owners. Even if 
those business owners are not your target market, 
they may know people who are. It’s not just about 
connecting to the right people straight away, it’s 
about who they know.

•	 Start your own Facebook group. I started my 
own Facebook group (Entrepreneurs’ Abundance 
Mindset) about five months ago and reached 2,000 
members. People see me as the leader of the group 
and they want more time with me.

•	 Join different groups in your city which are active 
and have a lot of your target market in it. Be active 
daily. If you don’t have time to do that, then get a VA. 
I’ll discuss about VAs later in this book.

Go on and don’t read the next chapter until you have taken 
these actions!
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S tarting a meetup group fourteen 
months ago was the best 

business choice I have ever made as 
it helped me tremendously grow my 
network. I have over 10,000 members 
in my meetup groups.

What is meetup.com?

It is an online platform for people to 
create and join groups and organise 
meetings where members can meet face to face. It can be a 
group centred around hobbies or business.

In September 2014, I started a personal development 
community in Brisbane called Personal Development 
Mindset Brisbane. It currently has over 1,100 members. It’s 
very exciting to see how fast my group has grown and I 
never would have imagined this when I first started it.

In December last year, people were asking me a lot of 
mindset-related questions in my personal development 
group and I realised that it was a great opportunity to start a 
separate group called Entrepreneurs’ Abundance Mindset. 
That group is now growing very quickly and it’s exciting to 
see a following of over 1,500 members.
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Your Own Facebook/Meetup Groups Can Grow 
Your Business
Set up a group as soon as you can. When you have your 
own meetup group, you create your own network and 
people come to you for a chat. Once they know you, there’s 
no more small talk, no more trying to impress people. You 
become the honey so let the bees come to you!

I used to struggle talking to strangers at networking events. 
I’ve written about this in previous chapters. It’s very 
inefficient to try connecting with five people out of thirty 
or forty when you don’t even know if they’re your target 
market. (Consequently, many business owners think that 
networking is a waste of time. Obviously, it’s not a waste if 
you follow the strategies I gave you previously.)

At the time I thought, ‘There must be a better way.’ In addition, 
I wanted to grow my network fast. Patience may work for 
some but I find that it hinders progress when it comes to 
business and you may miss out on some opportunities.

I saw how leading my own group would help. People could 
get to know me more efficiently and they would be able to 
see the type of business I run. When you’re the leader of 
a group, clients, customers and other business owners will 
see you straight away as successful.

All successful people in the world have a huge network and 
all the successful people in the world have a community 
around them: Robert Kiyosaki, Sir Richard Branson, Danielle 
Laporte and Barbara Corcoran all have huge networks. 
Check out what they do on Facebook.

For me, the fastest way to create a community was to start 
my own meetup group. When you have one, you’re going 
to be seen as an expert in your field. You’re going to be able 
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to build your credibility by showing how knowledgeable 
you are in your field. If you are invited as a guest speaker, 
you can do that once but is one time enough to build trust? 
Most likely not. When you have your own group, you have 
multiple opportunities to show them your worth and your 
tribe will invest in your service/product sooner rather than 
later.

It’s also very easy to monetise meetups by having guest 
speakers. It’s the return on investment for the time you’ve 
spent in your business and an important step to becoming 
successful. When you invite a guest speaker, if the speaker 
generates any business from your clients on the night, then 
you receive a small commission from it. It’s a win-win 
situation for everybody!

Overcoming the Pitfalls with Meetup Groups
The downside of meetup is that most meetup groups fail 
within the first two weeks. I know this from personal 
experience. That sounds daunting but, if you are mindful 
of why you started the community, then it can work. It’s 
not just about you. Don’t start a group to promote your 
own business or products. The group is about serving your 
community.

Your network equals your net worth. It sounds very simple 
and even silly but it’s true. When your community is big 
enough, people are going to want to do business with you. 
That’s like the cherry on top.

I had recently acquired a meetup group called Young 
Entrepreneurs’ Society. A local radio station called and asked, 
‘We want to interview you because we want to know why 
you started this group to help young entrepreneurs.’ They 
wanted to know why I wanted to help young entrepreneurs 
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in Brisbane. I had only acquired the group the day before 
and I hadn’t even begun doing anything in the group but I 
did the interview anyway. Whenever you put yourself out 
there, whenever you’re the leader of a group, a lot of people 
will want to be around you and learn from you.

Meeting People is the Strongest Marketing Platform
If you don’t grow your 
network, business is 
going to be tough. 
You’re going to stay 
small for a long time 
and you’re going to 
struggle to grow your 
branding.

Meetup is one of the strongest marketing platforms in 
existence today, where like-minded people can meet. 
Anyone can start a meetup group but not many know how 
to grow a group, keep it active and monetise it. I’m going to 
give you three steps you could take to get started.

Step 1: Think about what your target market wants. What 
is it that they want to learn? What is it that they’re missing? 
You can start a group around a common interest that your 
target market has. It’s not just about you or your business. 
It’s about what they want.

For example, in Entrepreneurs’ Abundance Mindset, the 
title tells you that they are entrepreneurs and they have an 
abundant mindset. They want to grow, they want to learn 
and they want to be big.

Step 2: People like to follow others. They will not RSVP to a 
meetup where there are only a few people attending. They 
need to see there is movement and that it’s not going to be 
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a waste of their time because we all have very limited time. 
In reality, a small attendance isn’t necessarily a waste of 
time but it’s hard to change people’s perceptions. I’ve been 
to many meetup and networking events where there were 
only three or four people. There’s always a way to make the 
most of the situation. In smaller gatherings, you can have a 
more personal connection with those few people who are 
more likely to become clients. Either way, you can still build 
a strong relationship. It doesn’t matter how many people are 
present but many need to see that other people are attending 
to have the sense that it’s going to be worth their time.

I’ve created this strategy called the ‘sheep effect’. Sheep 
like to follow one another. If one sheep goes one way, all 
the other sheep follow. The sheep need a good leader, a 
sheepdog. You have to find good ways to boost the number 
of your meetup group. Why not ask some friends and family 
to help you out? They can post, ‘Yeah, I’m going,’ and help 
your numbers when you’re starting out. When there’s ten 
to fifteen attendees, others will follow. Eventually, you may 
have thirty, forty or even fifty people attending. The sheep 
effect never fails.

Step 3: You can offer some places for free as an incentive for 
people to sign up and attend. I announce, ‘We’ve got five 
spots available for free, make sure you grab them now.’ As 
soon as those five free spots go, I can be generous and offer 
more, ‘I’m blown away how fast these five tickets went so 
I’m going to give away another five. Make sure you book 
now.’ Those five may go straight away as well so you’ve got 
ten people coming to your next meetup.

From there, you can offer more free tickets five at a time 
or you could actually start charging $5. Remember selling 
tickets is not a money-making exercise. You want people to 
attend so be generous and let them come along. Let them 
know you and earn their trust.
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How to Overcome Objections to Meetup
One question I get asked a lot is, ‘What am I starting a 
meetup for?’ It is to create a community where you can 
help people and create potential clients. When you have the 
meetup event, you don’t have to just sell to them because 
people don’t like to be sold to.

You’re creating a community because it is of value to them. 
You’re going to give them tips and presentations. You’re 
going to give away a lot of your intellectual property. They 
will understand that you have a lot more to give, that you’re 
an expert in your field. This will create the feeling that every 
time they think about a need, they associate it with you. You 
become the solution to their problem.

A specific example is that when people wrote a beautiful 
post on Facebook but nobody replied or they organised an 
events to which nobody showed up. They realise they have 
a problem… they need more following and the need to grow 
their network… so I want them to think of me. I want them 
to think, ‘Oh my God, I need to go to Francesca’s training, 
because she’s going to teach me how to get bums on seats, 
how to create a following and how to have interaction on 
Facebook.’

That’s what you want to keep in mind, you want to build 
that trust with your community, you want to become an 
expert so when they have the problem come up in their life, 
all they think about is you and your solution. You’re going 
to solve their problems.

Another question that I get asked a lot is, ‘What if I run a 
meetup group and nobody shows up? That would be the 
biggest failure ever.’ You wouldn’t believe how many people 
ask me this question and I can tell you that everything 
happens for a reason. If you’ve got one person to show up, 
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that person might be someone who really struggles and 
needs your help. And you’re giving them the chance to 
work with you one-on-one. That happened to me twice.

I said to them, ‘I usually charge $250 an hour and you’ve got 
me here for two hours just by yourself. Pick my brain, ask 
me any question about networking, meetup and I’ll be able 
to help you out.’

The perceived value of that meetup now changed. It’s no 
longer perceived as a loser meetup, they’re actually going to 
think, ‘I’m so lucky. I can ask this expert so many questions 
by myself.’ It’s worth $500 straight away.

The other thing is that if nobody actually shows up, nobody 
will know! There’s only you in the room so just erase all the 
evidence. Cancel all the proof that you had a meetup group 
scheduled that night. Nobody will ever know you failed. 
ShutttUpp, don’t tell anyone!

Another thing my clients sometimes tell me: ‘I don’t really 
know what my clients want.’ That’s because a lot of us 
already think we know what our clients need. We might 
often have the answer to their problem, but usually what 
our clients need is the two hard yards. They don’t actually 
want to work a lot. They want something easy, simple and 
fast; a magic pill to solve their problem.

What you have to do is tell them that they’re going to get 
what they want and once they trust you, once they tick 
all the boxes and you have built credibility and trust, then 
they’re going to ask you for the details. You can give them 
what they need only after they trust you, only after you’ve 
given them what they want.

•



52

F o l l o w  M e

There’s a lot of information in this chapter so here’s a 
summary with three actions you can now take:

1.  Start a meetup group around the type of community 
your clients want. What type of support do they 
want? Don’t just think about your business. Think 
about your clients and the community they would 
want to be part of.

2. Schedule and promote an actual meetup event as 
soon as the group has started. Don’t make people 
wait. Don’t tell them that they have to join you before 
you tell them when the first meetup is. Tell them 
straight away!

3. Find a venue. Look for community halls, libraries, 
pubs, function rooms, hotels. There are plenty of 
venues that will be happy to offer you a place where 
your group can meet. If you need a projector and 
microphone, then you may have to pay for it. If you 
start small and have a small meetup, you can 
definitely meet in a pub and go from there.

Off you go! Enjoy your meetup group and remember: it’s 
about your community, not just you and your business.
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W hen was the 
last time you 

let yourself dream big?

Don’t be afraid to put 
yourself out there. 
Think global. There is a 
need for what you have 
to offer. Dream big!

A lot of my clients start 
their own meetup group 
but they think local 
and they don’t show 
what they’re doing 
on Facebook. If you 
start your own meetup 
group and you keep it 
local, it’s going to take 
you forever to get that 
group growing and to 
generate income from it.

Remember what I mentioned before: perception is key! If 
you are running meetup groups and you constantly have 
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thirty to forty people, or even ten to fifteen at the beginning, 
let everyone know about it! Take photos and share it on 
Facebook! Make sure that everyone knows you speak in 
public and that people keep coming back to your meetups. 
You must be good if they keep coming back.

In marketing, the feeling that people have when they want 
to be involved in something they missed out on is called 
FOMO (Fear Of Missing Out). This isn’t about playing on 
people’s fears, it’s recognising that human beings are social 
beings, that part of a balanced life is having a meaningful 
sociality.

People at home see the photos of your events, the comments 
and posts, they see how much fun you all had and the energy 
in the photos and they think, ‘I can’t believe I missed this! 
I want to go next time.’ They’re going to book your next 
event because they don’t want to miss out.

Be an Early Adopter of New Technology
Start using new platforms. Blab and Periscope are two 
amazing live-streaming platforms where you can record a 
video and where people can interact through comments. On 
Blab, they can actually join you in conversation if you want 
them to.

You are in control and you can block anyone to ensure that 
nobody disrupts you or your followers. The reason why 
I suggest being an early adopter is because I only started 
Periscoping mid-2015 and I already have around 25,000 
likes and 500 followers. I’ve only done one Periscope here 
and there and it’s very exciting how many people actually 
want to see what I do behind the scenes.

Once you begin to use new platforms and people see what 
you’re doing, they naturally want to start buying your 
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products and services. In recent years, many consumers 
have seen the benefits of buying products and services 
online rather than traditional brick-and-mortar shops. They 
are able to research and evaluate what they need in their 
own time and pay for what they want in the comfort of their 
own homes.

People want to buy my products and services online and, if 
I don’t have something available, they often ask me to make 
it happen. They want to do my training online. According 
to a recent article on Forbes, the industry is set to reach $107 
billion value by the end of 2015.7

I realised quickly that I needed to reach out in various media 
if I wanted to keep up with the demand. Initially, I didn’t 
want to prioritise online training and didn’t have time for 
it. But I was losing out on business. It’s very exciting to put 
yourself out there where people will notice you and consider 
buying from you.

Crowdsourcing Your Creativity
In recent years, crowdsourcing has become a popular way of 
finding investors for almost anything. Sites like Kickstarter 
and GoFundMe allow you to take a business concept or an 
idea, see if people like it, and ask them to help you fund 
everything from the research-and-development phase all 
the way to production and distribution.

I attended Natasa Denman’s seminar about writing your 
book in 48 hours and was presented with a challenge: to sell 
your book before you actually finish writing it. Why? 
Because people need to be given a chance to be attracted by 
what you have to offer. In traditional publishing, the 

7. McCue, T.J., 27 August 2014, Online Learning Industry Poised for $107 Billion in 2015, 
Forbes, viewed December 2015, <http://www.forbes.com/sites/tjmccue/2014/08/27/
online-learning-industry-poised-for-107-billion-in-2015/>
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publisher’s marketing department decided what was 
‘marketable’ or not. Nowadays, you can just test the market 
by doing a presales of your book. If you already have a 
following, then you can gauge their interest by letting them 
know about any upcoming projects or products.

There were fifteen people at the seminar and a few of 
them were scared of posting something on Facebook about 
pre-launching their book. Once everyone did it, nobody 
believed the reaction. Everyone sold over 100 books in the 
first night. Everyone was stoked and couldn’t believe how 
many followers they had.

People are waiting for you, waiting for you to share your 
knowledge. You already have your community, a market. If 
you put yourself out there by doing a presale, more people 
may want to be part of what you’re doing.

Going Global to Increase Your Business
Once your business gets big globally, the perception of you 
and your business will also get bigger. On Periscope, every 
time you go live, it will make a Facebook post: ‘Francesca is 
live on Periscope now, join her.’ It’s attractive to customers 
to know that you’re on live. It boosts the perceived value of 
your fame.
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Also, selling online potentially increases your revenue. 
Imagine, over a year, if you had a thousand people buying 
from you a service or product costing $97; that’s $970,000 
for your business that year.

On the other hand, if you restrict it to your meetup group, 
to your Facebook friends, to your local market, you’re not 
nearly going to be able to reach that level of income. If you 
think global, you don’t have to sell a $500 program. You can 
sell something at great value for under $100 to many more 
buyers instead.

About 80 percent of Twitter’s active users are on mobile 
devices.8 Although it remains to be seen how businesses 
will use Periscope on Twitter, this is another avenue for 
communication with clients. Even if other businesses don’t 
take advantage of this, it’s something you can access and 
use.

If you stay local trying to sell to the same community, it’s 
going to get old and it will get increasingly hard to get 
yourself out there.

Window Shopping with Social Media
I suggested earlier that you have to think of social media as 
window shopping. You have to imagine your clients being 
outside your shop, checking out what you do. Periscope 
is your own live streaming show. You can run it anytime 
you want. You don’t have to do very long Periscopes; ten to 
fifteen minutes is fine. People can comment or they can give 
you hearts (which are similar to ‘likes’ on Facebook). This is 
feedback for you to know if you’re on the right track or not.

8. Plummer, Quinten, 26 March 2015, Twitter’s Periscope Allows Live Stream Replays, 
TechNewsWorld, viewed December 2015, <http://www.technewsworld.com/story/81873.
html>
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Where do you start? Join Periscope first. You have to have a 
Twitter account to join and, once you’re signed up, I suggest 
following people who have been doing it for a while and see 
what people like to watch.

One of the people I suggest you to follow is Alex Pettit. He 
is one of the first who started using Periscope. He’s got over 
forty million hearts and had around 65,000 followers in the 
first three months.

It’s a very powerful platform and the company that makes 
the microphone he uses during his Periscope sessions is 
now his sponsor. They pay him $100 for each Periscope he 
does as he mentions how good the microphone is.

These are the types of opportunities that can come seemingly 
out of nowhere when you are courageous enough to adopt 
and use new technologies.

Another person who did really well on Blab is a lady who 
created a YouTube template that puts your Periscope on 
YouTube with buttons on the side: ‘Click here to get my 
product’ or ‘Click here to see my next video’. That’s a 
powerful feature and it costs only $97. You can imagine how 
many people have bought it from her. Her name is Laura 
Husson and I suggest you follow her as well.

I’ve also been following Melanie Bandock who is based 
in the UK and uses Blab as a tool to promote personal 
development strategy to get rid of limiting beliefs. She’s 
very fascinating and inspiring. I commented on her Blabs.

She began following me and saw my Blabs and Periscopes. 
She asked to interview me on a Blab and so we did. Then I 
did a Blab for her so my community would see how great 
she is at tapping into and clearing limiting beliefs.
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On such online platforms, you can create win-win situations 
by collaborating with people who already have a big 
following.

Overcoming the Fear of Going ‘Live’
What if nobody watches my recordings?

It happens. Especially at the beginning. As I’ve said 
before, start following people who have a lot of followers. 
They’re very big on the platform and they’re going to begin 
commenting. Interact and make sure that they notice you. 
They will start following you back, like Melanie did with 
me. After a while, they’re going to see you as an expert and 
perhaps to collaborate with you.

Many people are very scared to do the first video. It can be 
daunting and a bit awkward to talk to a camera, especially 
if you don’t have a large audience at first. I have noticed that 
people are generally supportive of each other when they 
notice someone new.

I get a notification where there’s a Periscope starting: 
‘Jennifer’s starting and she’s new, it’s her first Blab, come 
and support her.’ I would click and join her and say, ‘You’re 
doing great, Jennifer.’ Many users will do this. It’s nice how 
people get together and help each other out.

Another thing that people are scared of is saying something 
bad. It depends on how many people you’ve got live but, 
once they see it, there’s nothing you can do about it. If you 
made a mistake you can apologise and move on. If you 
don’t want anyone to see that video again, you can delete 
the recording. It’s unlikely you will ever get in trouble!

•
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Three actions you can now take:

•	 Do your first Periscope now.
•	 Invite a speaker. Follow someone who you like and 

does great Periscope or Blab sessions. Ask them to be 
your guest speaker. When you announce on Facebook 
and Twitter about this interview, their followers will 
then know about you as well.

•	 Change your Twitter settings to allow posting on 
Facebook on your behalf, so that Facebook followers 
will see that you’re on Periscope.

Now, put the book down, get started and happy Blabbing 
and Periscoping!
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B y now you have 
your meetup 

group ready, your 
Periscope and your 
Facebook followers. 
You’ve started to 
create your following 
on different social 
media. Now it’s time 
to start running some 
events.

Being the organiser of the event and the leader of a 
community will get you more exposure. You can invite your 
guest speakers to come along which will give you access to 
tap into their network. You will also be able to develop a 
relationship with that guest speaker and perhaps continue 
collaborating with them in different ways.

Facebook to Avoid Unsuccessful Events
Many people who run events make it a bit too professional 
and too boring. This relates directly to the fears that people 
have when they begin running events. ‘What if nobody 
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shows up? What if I can’t get the number that I want? What 
if I don’t cover costs?’ The truth is that most people don’t 
want to go to  boring events. They want to be inspired, feel 
a certain energy and, most of all, have fun. They want a 
pleasant change of pace to their day-to-day lives.

Assuming you are on social media and have created meetup 
groups, you will hopefully have started to gain some 
following and allowed some people to see what you’re 
doing. Now it’s time to really put yourself out there.

First, create an event on Facebook. The reason why I 
previously advised to make friends with many people on 
Facebook is because the platform only allows you to invite 
your friends to events that you create. If you’re not friends 
with people of influence and with your target market, you’re 
not going to be able to invite them to your events. You’re not 
even going to be able to invite them to join your Facebook 
group. You won’t even be able to see what events they’re 
running. You want to see where the people of influence 
hang around.

There are many events on Facebook and Meetup. You have 
a lot of competition! What is the number one thing that’s 
going to differentiate your events from everyone else’s? I 
suggest coming up with ideas to make the event fun and 
interactive to create a strong connection between you and 
your attendees.

One of my clients teaches business owners how to create 
their workshops, put them online and sell them. We were 
talking about what type of events she could run. Her 
market is  mostly females. We were talking about doing an 
information meetup where she could show her audience 
the different ways they can utilise online platforms for their 
businesses. She could teach them marketing. I said, ‘That’s 
good but people need variety. People need a different 
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speaker. What sort of speakers could you bring along? What 
type of event can you run that people will be interested in?’

Given her market and her intention of teaching the benefits 
doing business online in order to free up one’s time and have 
a better lifestyle, I suggested that she could do a pampering 
day and take all these ladies to a spa. Women love that and 
such an event shows them what that better lifestyle can be 
like. When they’ve seen what’s possible for them, they’re 
going to come to you and ask you for your services to help 
them reach their goals.

The Process of Planning Events
Write down all the different topics that you could talk about. 
Think about all the different topics your target market may 
want to hear. What type of guest speakers could you invite 
who would add value to the event?

Another great idea is to run a lucky draw. What could you 
give them that is of value? Perhaps offer them a free pass 
to the next event or a chance collaborate on a project in the 
near future.

If you’re still out of ideas, then observe what other businesses 
are doing. Modify their ideas and fit them into your own 
business model. Make friends with those business owners 
and let them know that your events are fun, that you make 
them different, and that you will have amazing guest 
speakers along for the ride.

Vetting Your Guest Speakers
I would never have a guest speaker that I haven’t heard 
speak before. I need to ensure that the guest speaker is worth 
it for my followers. That means that I would have tried their 
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product or service and, if I would invest in them, then I 
would be comfortable sharing their expertise with my 
community.

One thing that I do at 
my events is I have 
people take their 
masks off and be 
real. Every time I’ve 
finished an event or a 
workshop, I’ve found 
that people don’t 
actually want to leave. 
They want to stay and connect with the other people, to 
continue building those relationships because of the strong 
bond that I had set during the event.

I want to invite guest speakers who can create this energy 
too at my events. As the organiser, you have to share 
your values and ensure that everyone follows the ethic of 
the group. If you help people to connect with each other, 
then that’s what they’re likely to do. If the event organiser 
thinks the event is all about them, then it’s going to be a bad 
experience for everyone involved.

Lighten Up
A powerful educational tool is the icebreaker game so 
research and learn how to run such games. People don’t 
know each other at your events so the purpose of these 
games is to quickly get rid of the tension and awkwardness. 
As the organiser and leader, you need to lighten the mood 
and allow them to connect with each other, breaking down 
the fears that they might have about meeting new people. 
Also keep in mind that your attendees may be people who 
work online and often don’t go out or, if they do, it’s to meet 
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people one-to-one in a coaching setting, so they may not be 
the most sociable type.

Ask questions that will trigger their thoughts and get them 
to know each other better. At the same time, you can give 
some insight and a basic answer. My purpose is to help 
people with mindset challenges and, to do that, I need to 
make sure that they are in the right frame of mind to run 
their businesses. My ultimate offer for my clients is to work 
with them one-on-one; it’s the highest part of my business 
model.

For example, I ask, ‘What is your biggest fear about 
business? What are your biggest dreams in business?’ Then 
I ask people to share their views with those near them. 
When I take the room back, I take a quick tally of the most 
common answers. Then I give them some sort of solution to 
overcoming their fears. I will, in effect, position myself as an 
expert in overcoming fears.

For your own business, consider what other questions that 
could make the attendees think of problems which you can 
give them solutions for. This is how you build trust with a 
group of people who may not know you very well when 
they first enter the room. The audience will begin to trust 
you and understand that if they need to fix a problem, they 
can come to you.

Setting Your Outcome for the Event
When you run events, know the ideal outcome which you 
want. Is your goal to sell a product? Or is this event to grow 
your network?

For the first few months, especially if you’re running a 
meetup event, be prepared that you’re most likely not going 
to sell anything. People are generally sick of being sold to. 
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They want to know they can trust you first. In my first three 
to four months, I did not sell my products. I just positioned 
myself as an expert in my field. Eventually, people asked me 
more questions and they began to ask for more of my time 
and services.

If you hard-sell, people are going to feel like you’re being 
pushy, that you only run your events because you’ve got 
something to sell. It’s important to know what your goals are 
and that they’re not just about sales. Usually, my intention 
for all my events is to grow my database and my network.

To do this, I always make sure that I take every single 
person’s details at the door. For example, my company, 
Empowering Events, is sponsoring the meetup itself. When 
people come through the door, I’ll have my client form to fill 
out and I’ll say, ‘Empowering Events is offering a couple of 
lucky draws tonight so we’ll need your details to send you 
the prize, in case you’re the winner.’

People love to win prizes. Nobody is going to say, ‘I don’t 
want to give you my details.’ If they do, I mention that my 
insurance company needs to know who was in the room in 
case something happens. Ultimately, you want to grow your 
network with people who are happy to share their details as 
they’re more likely to be interested in becoming part of the 
community.

So now you’ve got two powerful reasons why you’re 
collecting their details. People will give you their details 
and they will go into your database. You can use that for 
Facebook ads, you can use that for Google ads and you 
can use that for a lot of things because you’ve asked their 
permission and they’ve given it to you.
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Perfection is the Enemy of Creativity and Success
The biggest fear for a lot of people is that they don’t have 
enough content to share and they don’t know if they’re an 
expert.

I was not an expert when I started out in business either. I 
was studying personal development and I didn’t actually 
know where to start. So I told people up front that I needed 
their help. I told them that I was running these events but, 
if they could add value to what I was saying, then they’re 
more than welcome to. In the early stages, I was just setting 
my own goals and scheduling and helping people set their 
own goals and organise their own schedules. I was helping 
people with what I was doing for myself. I was helping them 
be more active on Facebook and a few other little things. I 
didn’t think I was an expert, I was merely sharing what I 
knew.

Your events will get better and better. I still try to improve 
my own events. After each one, I reflect and write down 
what I could do differently the next time.
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You have to start somewhere. If you wait for everything 
to be perfect, you’ll never run any events at all. Just go for 
it. Prepare what you can. Your knowledge is in your head 
anyway. Share it. It’s your business. You already have clients 
because they know you’ve got something to give them. So 
share that with the people at your events.

•

A few actions for you to take now:

•	 Write a list of activities or icebreaker games you 
could run at your event. Write the questions that 
your clients are likely to ask and prepare answers.

•	 Prepare a fun video to show people how great it’s 
going to be. People come to events because they want 
to see what’s going on. They want to know what type 
of event you’re running. If you give them an idea, 
show them a video of your energy – a past event if 
you’ve already done one.

•	 Find some exciting lucky draw prizes. Shock people 
with your prizes. Give away an iPad. You can get 
these items through sponsorships, by going to big 
companies and telling them that you’re likely to have 
fifty to sixty people. If they want to sponsor you, 
you’ll have a banner or their logo on your website or 
something to that effect. Announce the lucky draw to 
your Facebook community.

Go and run your first event. Have fun!
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I love joint 
ventures. 

I love them 
for a couple of 
reasons: I’m a 
team player, I 
love to work 
and interact 
with people, 
and I get bored 
very quickly if 
I’m working 
by myself all the time. I need to have some stimulation and 
I need to have people to look up to. Joint ventures for me 
are magical.

Many clients ask, ‘How do I find the time to collaborate 
with people? How can I collaborate with many successful 
business owners at once?’

When you have a big network, opportunities for 
collaborations find you. Help a few people and they will 
probably talk about you. Eventually, you’ll be contacted by 
some of these people. You just make sure you stay consistent 
with your values and branding and keep your eyes open 
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for new opportunities. Much has been said about the law 
of attraction and there’s nothing magical about that. It’s the 
way you help people and build your reputation.

There are many benefits to being part of joint ventures. The 
biggest one is the way you can interact with people who 
all have a great mindset. You can’t help but improve. It’s 
intoxicating, but in a good way.

I have been privileged to work with amazing mentors and 
coaches throughout the last eighteen months. I loved their 
connections and the help I’ve got from all these people. Some 
of them have taught me directly and some have helped me 
grow my business while I help them grow theirs. I am so 
happy and proud to be able to say that a few of them got lots 
of business by hanging around me.

I’ve been lucky enough to have met many amazing mentors. 
I’ve collaborated with people who are growing their business 
and doing better and better things. I’ve always tried to 
surround myself with people who are more successful than 
I am. If I don’t, then I might stop growing and I might start 
feeling too good, that I’m better than everyone else. I might 
get too comfortable and stop improving and learning. I believe 
you become like those who surround you. Surround yourself 
with people who inspire you and motivate you to do better.

A friend of mine hasn’t got a business yet and she’s trying to 
find what her passion is. She doesn’t have much cash flow 
at the moment so it’s totally understandable that if I give her 
suggestions on what I do and how I do it, she believes she 
can’t afford it. She keeps saying, ‘Oh, it’s so good for you 
that you’re going to all these events and seminars, I can’t 
pay for it.’

When I surround myself with friends, coaches and mentors 
who are doing better than I am, I let myself get inspired and 
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motivated. I think, ‘That’s okay, I’m going to be able to do 
this soon. I will find a way.’

You have to think big. Don’t look at what you don’t have 
and play the blame game. You’re only going to improve if 
you make an effort. You see what’s happening for others 
and there’s no reason why it can’t happen for you. When I 
look at those who are doing better than me, I use that as a 
push to do better and to work harder. It’s not because I’m 
competitive but rather because it’s fun and it’s great to be 
able to dream big! I always ensure that envy doesn’t live in 
my mind. There is enough for everyone!

Invest Money in Joint Ventures
Twelve months ago, someone told me they were paying $2,000 
per month to a company to do Facebook ads and that was just 
the fees. On top of the $2,000, there were the ads themselves 
to pay to Facebook directly. I thought to myself, ‘ShutttUpp! 
Who’s going to be able to afford that? That’s insane!’ Even if 
I had that money, I wouldn’t waste it that way.

I’m proud to say that I didn’t use Facebook ads for my 
business. I still managed to have fifteen to twenty people 
attending my events. I was very happy about it but there 
was a lot of work promoting those events. As the business 
grew, I began to realise that my time was precious and I 
could have spent that time making $250 per hour instead of 
trying to fill up a room for my event. So I paid for Facebook 
ads to help me grow the number of attendees from fifteen 
to thirty. Our perception of time and money changes as we 
grow and our business grows!

This is something I’ve learnt by working next to people who 
know what they’re doing and have done it before. But don’t 
change who you are to model someone else’s success. Study 
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and make sure it feels right to you. Recognise what the 
expense is and whether the money to be invested is going to 
give you a return. Investments should cover themselves by 
bringing in new clients and generating more income.

It Takes Two to Tango
I don’t like joint ventures where people just take from 
you. It has to go both ways. Joint ventures are there for 
supporting each other where all parties involved should get 
something. For example, Natasa Denman and I have been 
working together for the past six months and her business 
has generated around $60,000 since she’s been working with 
me. I’ve generated over $15,000 since I’ve been working 
with her.

Now, you may point out that it’s not the same amount. Well, 
it isn’t but the future relationships that this joint venture 
may bring are priceless. Also, Natasa has been in business 
for five years and I’m relatively new. It’s still a win-win for 
the both of us.

Joint venture opportunities are everywhere. We’re just not 
used to seeing them. That’s partly because we’re busy and 
we‘re usually concerned about letting go of our intellectual 
property and ideas. We think, ‘What if that person steals 
this from me?’ That kind of thinking holds us back. We have 
to think generously and understand that we are unique and 
nobody can take anything you have and make it better. 

Natasa and I both teach Bums on Seats, so we decided to 
write a book together, take our clients to Hamilton Island in 
2016 and teach them how to fill up their events while living 
the lifestyle they want. We could have walked away from 
each other but since Natasa and I clicked, we decided to 
make it work.
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How to Tango with a Partner
Natasa Denman runs 48-Hour Author and I wrote this book 
at her retreat. I’ve been following Natasa’s circles on 
Facebook for a while because she has a massive Facebook 
group called Ultimate Business Support (UBS). If you’re not 
in it, make sure you join.

When I contacted Natasa six months 
ago, her group was already big. She 
replied asking whether we knew each 
other and what I was looking for.

I responded, ‘I see you have a massive 
group and I’d like to join and see if I 
could have you as a guest speaker.’

I knew that Natasa didn’t have much 
spare time and that a ‘speaking gig’ would get her attention. 
Having your own group and community gives you so much 
more leverage to be able to connect with people of influence.

If I didn’t have that, how would I start this conversation? 
Imagine if I said, ‘Yeah, I saw that you’re famous and 
successful and I just want to collaborate with you.’ They 
would probably answer, ‘What’s in it for me? Many people 
want my time … why you?’

Remember the three steps from my brother. The third point 
is: find out what they need and give it to them. Business 
owners want a big network. Everyone wants to connect 
with someone who’s got a big network and everyone wants 
a speaking gig!

I said to Natasa, ‘I’d love to have you as a speaker.’

She said, ‘I’m coming up to the Gold Coast in ten days. 
When is the next event that you have planned?’
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I said, ‘The next event is in five weeks but what if I run an 
event just for you?’

Naturally, she said, ‘What do you mean? It’s in ten days, 
how are you going to fill up a room in ten days?

I answered, ‘Of course. How many people would you like 
in the room?’

Even Natasa was surprised I was able to put bums on seats 
on short notice!

Natasa answered, ‘I’ll be happy with ten to fifteen.’

I said, ‘How about I give you twenty to twenty-five, or even thirty?’

She said, ‘Wow, can you do that in ten days?’

I said, ‘Of course I can! Just send me a blurb of your speech, 
a couple of photos, boom! I’m going to make it happen.’

And I did just that. I promoted Natasa coming to Brisbane 
and we got twenty-eight people in the room and she was 
very happy. It was great. Everyone loved her and everyone 
loved the energy.

Natasa and I had a couple of meetings on Skype after that 
and we decided to continue collaborating. She offered me 
to be one of the leaders of her Ultimate Business Support 
in Brisbane, to run events for her group. I was stoked but I 
didn’t know how I was going to fit it into my busy schedule.

I nonetheless accepted the offer and, after a few months, 
I got the opportunity to speak at Natasa’s UBS night in 
Melbourne. We’ve become good friends and have been 
closely working together since.
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It’s important to pick someone who runs a business that is 
compatible to yours and someone you like.

Sharks and Dolphins
When you are looking for joint 
ventures, know that there are 
a lot of sharks out there. They 
surround themselves with 
dolphins. The following is a story 
that illustrates this very well.

We are on this big ship called 
Entrepreneurship, full of 
entrepreneurs. We’re trying to 
survive the big storms and get to 
where we want to be. For some, 
it is an amazingly beautiful 
island. For others, it is still not clear where they wish to go. 
We all want to find that island of success although nobody 
really knows the exact coordinates. That island is always far, 
yet sometimes it gets closer. Then it recedes into the distance 
again depending on what’s happening in the ocean.

When we decide we need more support, we see a lot of fins. But 
we don’t know what type of fins they are. Dolphins? Sharks? 
So we check them out. As we get closer, we realise they’re all 
dolphins. We jump in the water, swim around with them and 
have fun but, as we do so, we realise that there’s a shark leading 
this group and the shark is biting all the dolphins.

What I’m telling you is that I’ve been bitten by sharks a 
couple of times already and I’ve been telling all the other 
dolphins to watch out. But they don’t see it, they just want 
to keep hanging around there. The more dolphins that are 
around this shark, the more dolphins they attract. That’s why 
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the sharks surround themselves with dolphins and I don’t 
like that. I want to stop the sharks surrounding themselves 
with dolphins because they are killing a lot of businesses by 
over-charging and not delivering.

Those two times when I got burnt, my gut was telling me, 
‘Do not go with this person, do not buy this program. Do 
not collaborate with this person!’ But the offer was too good 
to be true, the money in the game was so appealing to me at 
the time that I got desperate.

You shouldn’t make a decision based on that kind of fear. 
This is a decision taken from ego. Ego is that part of us 
that we want to avoid making decisions from. Don’t make 
decisions in a state of fear. Follow your instincts and assess 
your own feelings as well as the situation.

•

Three steps to take now:

1. Find and list three people of influence to connect 
with this week. Check out what they do, connect 
with them on Facebook and just chat with them. 
Do not sell anything to them and don’t ask them to 
collaborate straight away. Build a relationship and be 
real. People will love that and they will see you are 
a great speaker from all your posts on Facebook. Let 
them ask you to speak at their events!

2. Once you’re running events and meetup groups, 
invite people to be a guest speakers once you get to 
know them.

3. Offer the guest speaker to collaborate with you in 
some other way.
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Boom! Three great tips. But it’s no good if you don’t put 
them into practice. Don’t wait until everything is perfect. 
Just give it a go!
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W e have to first give 
before we receive. 

Free speaking gigs are a 
powerful way to build trust 
and add value to your tribe. 
We need to make sure that 
we make money as well and 
not give everything away 
for free but, before people 
commit, they want to know 
if what you offer has value. 
There are many courses, trainers, coaches and products out 
there. There’s a lot of competition. If your audience doesn’t 
trust you, then you have to show them what you’ve got.

When you do free public speaking gigs for different networks, 
that’s going to boost your credibility and exposure to that 
entire network. It’s not merely about how many people are 
present at that event itself, it’s about how many people are 
in that network. For example, if you go to speak at Business 
Network International (BNI), there’re a lot of different 
chapters around your city that you can tap into.

If you do a great job at public speaking, your confidence 
will grow. The first time I held a microphone was over ten 
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years ago. I was in Greece and I spoke in front of 600 people. 
I totally stuffed up and did not speak proper English. Even 
twelve months ago, I was still shocking. At my first event, I 
was shaking. Now you can’t shut me up! Some people think 
I must have been always good at public speaking but that’s 
not true.

Be Brave
Free public speaking gigs are going to save you a lot of money 
in marketing. My marketing budget is $14.99 per month, 
which is my Meetup membership cost. I didn’t spend any 
other money on marketing in my first year in business.

Public speaking gigs are not just about you relying on 
other people to fill the room for you. I strongly recommend 
helping out in that regard. Many of my clients find this 
challenging. They would say, ‘Should I invite my tribe to 
where I’m speaking? Isn’t that what the event organiser is 
meant to do? Shouldn’t I be the star of the event? What if 
my tribe is going to love that event and never come back to 
my events?’

If you have built a relationship with your tribe, they’re not 
going to leave you after one event with another organiser. 
Share and announce that event on Facebook. You want a lot 
of people at that event so your photos look successful and 
you can use them for your marketing posts in the future. By 
sharing these photos on Facebook, you can fuel the FOMO 
effect as people who attended the event will post comments 
on how great you were. Boom!

On top of that, most professional speakers don’t get on the 
corporate circuit. It’s not easy to become a paid speaker. To 
be one, you have to be able to do a little bit of work, to hustle 
and get a lot of events. And it just doesn’t happen so easily.
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Getting Free Speaking Gigs
Speaking gigs can be all types of events: seminars, webinars, 
podcasts or any groups where people are looking for 
someone with a certain expertise. Most of the time, these 
networking events don’t let you sell anything at the end. 
Besides, I would rather not sell anything on stage.

When you are the guest speaker, get e-mail addresses 
from the attendees. Later, you can offer an e-book or a free 
consultation.

So how are we going to get free speaking gigs?

I’ve said it before and I can’t say it enough: make friends 
with people of influence live and on Facebook. This is 
really important. How do you know someone’s a person of 
influence? It’s easy. You just have to follow them and check 
out how many people they know, how big their network is, 
how big their LinkedIn profile is, how much interaction they 
get on their posts. Someone who has a LinkedIn profile of less 
than 500 people is probably not yet a ‘person of influence’.

I’m not the only one claiming that speaking gigs are a huge 
and profitable marketing strategy. Natasa Denman provides 
a great example. She teaches people how to write a book 
in 48 hours and, at her half-day workshop, she shows you 
the benefits of having a book and that to write one is not 
as hard as some people think. Her half-day workshop is 
not as in-depth as her retreat, which is a three-day retreat 
where you write your book. She spoke at one of my events 
in Brisbane last August and there were twenty-eight people 
in the room. She did a great presentation and her call to 
action was a half-day workshop costing only $30. One of 
the people in the room wasn’t actually interested in writing 
a book herself but she knew someone who did and needed 
Natasa’s service.
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This person called her friend, ‘Dean, you have to absolutely 
go to this retreat and write the book you have been wanting 
to write forever!’ Dean in turn called Natasa. She thought 
it was going to be for the half-day workshop. He said, ‘No, 
absolutely not, I want to write the book. I don’t want to come 
to your half-day workshop, I want to come to the retreat 
this weekend in Melbourne.’ And she responded, ‘What 
are you talking about? Today’s Thursday, the retreat starts 
tomorrow and there’s not enough time. I have to prep you, 
I have to do all of these things. You have to do a lot of work 
before you can write the book and it’s not happening.’ He 
said, ‘No, no. I’m ready, I’ll put money in your bank now. 
I’m getting on the flight to Melbourne and I’m coming to 
the retreat.’

For Natasa, that flight to Brisbane and that talk at my event 
resulted in a $17,000-investment from Dean. By giving away 
free speaking gigs, you never know what’s going to happen. 
You just have to put yourself out there and be seen!

I’ve actually had a similar experience in Melbourne with 
Natasa’s network. I was invited to talk at a UBS night and I 
converted around fifteen people to my half-day workshop. 
I was very privileged to have eight of those people join 
me in my two-day workshop called ‘Follow Me Intensive 
Training’ where I teach my clients how to create a profitable 
following and how to strategically work in alliances with 
people of influence. That trip to Melbourne was worth over 
$12,000 which is an example of how powerful free speaking 
gigs can be.

I’ve been very privileged to have been introduced to people 
of influence. You just have to always meet better and more 
successful business owners. The more you hang out with 
people who are successful, the more you’ll be motivated 
to step up and grow. I was introduced to Julie Bannister 
who runs the Key Business Network (KBN) in Brisbane, 
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consisting of over ten groups from all over the city. It’s a 
networking group where they meet each week and share a 
lot of valuable business tips. They always have great guest 
speakers.

I attended and I met a lot of people. One day, Julie asked 
me to be a guest speaker for KBN. From that gig, I made 
amazing connections and met some future clients. I 
converted about $10,000 from her members who came to 
my two-day workshops.

Connect to people of influence and attend their events. But 
don’t just go out there and say, ‘I saw you at your event, can 
I speak?’ Nobody is going to let you in. I don’t let anyone 
speak to my people unless I’ve got a relationship with them. 
I need to know that they have something of value to give 
my members, that they are a dolphin and not a shark.

Take Initiative or Take a Big Risk
Don’t rely on others to organise the event for you. There 
is a risk that there will be only four people in the room if 
you do that. Think about it: you put in all this effort, you 
might even take a flight and there are only four people in 
the room. That would be pretty disappointing.

Even though you’re speaking at another person’s event, 
advertise it yourself. After all, you are the speaker. Post 
about how you got a speaking gig in another city. Let your 
own groups and followers know. Invite them along and say, 
‘Hey guys! I’ve been invited to be a guest speaker at this 
event. Do you want to come along? I’ll give you a discount 
ticket and it will be great to see you there.’

Your tribe will love you because you invite them to places 
to network.
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•

Some actions you can now take:

•	 Attend at least two events and two seminars per 
month. Choose the events that you want to be a guest 
speaker at and go and be an attendee.

•	 At speaking gigs, get someone to take a photo of you 
and post it on Facebook. Get people from your tribe 
that you invited to the event to take a couple of photos 
of you and share them as well. They’re going to make 
you look good and possibly give people the feeling 
that they want to be there as well. They won’t want to 
miss out on your next speech.

•	 Make sure you take a selfie while you’re speaking. Say 
to the audience, ‘I’m going to post this selfie on my 
Facebook. Tag yourself and put a comment about my 
speech if you enjoyed it. If you didn’t enjoy it, don’t 
tell anyone.’ And they will laugh. I then add, ‘The first 
three people to tag themselves and put in a comment 
are going to win a prize.’

Happy public speaking!
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E veryone loves a surprise 
so why not reward your 

potential clients with amazing 
presents they can’t resist?

The reason why you want to create 
a lot of goodies is exposure. People 
are going to advertise for you. To 
create goodies you can start by 
repurposing some of your material. 
Many successful business owners 
reuse their material. They don’t 
just keep creating new products. Customers and clients are 
constantly using new media or demanding your products 
for media that it’s not available yet. You can reuse your old 
material in different ways. For example, you can record a 
webinar, then transcribe it and that can become an e-book. 
Then the e-book can become an audiobook.

There are many different ways that you can do it but all these 
should be lead magnets. That means these freebies should 
attract new leads, get new e-mail addresses of your clients 
and, once you have them, you can put them in Facebook ads 
and show them what you’re offering.
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You’re going to use the right language which helps people 
remember you. It will remind them that whenever they have 
that problem, you’re available to help them solve it for them.

Giving People a Taste of What’s to Come
You’ve got to make sure that the surprises you give your 
clients are the right surprises, and not something that you 
think is a surprise and they don’t actually like.

If people don’t have a taste of what I have to offer, then 
they’re not going to buy the big end goal product that I have. 
Movies have trailers, books have free extracts and albums 
have singles, samples and video clips. It’s the same for your 
products and services. People like to know what they’re 
buying and it will help them make informed decisions if 
given some sort of sample. As there is a lot of competition, 
you must be unique.

Nobody else has your flavour of lead magnet marketing. 
Create an e-book that’s yours, that talks in your language. 
Like this book, for example. This book is totally me, right? It’s 
called Follow Me: ShutttUpp and Build Your Network. If you 
ever watch any of my videos, you know that I always say, 
‘ShutttUpp!’ as a joke. People love it and it’s so me. So if I do 
a serious book How to blah blah blah, it will be not me and 
people will feel that it’s not genuine.

Give them some kind of a bonus 
because everyone wants something 
in their hand. As Natasa Denman 
says, ‘If you are in business, you are 
selling hot air.’ That means if you give 
your audience something tangible, 
the perceived value increases.
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Some Ideas for Giveaways
Organisers usually respond well when they know their 
people can get something tangible and valuable at your 
speaking event. For example, Natasa Denman is selling 
2016 planners. I got myself one too. Every time I use my 
diary, I see ‘Natasa Denman’ on every page. It that hypnotic 
language or subliminal programming? Every time I have a 
question about business, will I contact Natasa or someone 
else?

You can also give away your e-book to the first ten people 
who sign up on Facebook. You put that message on your 
personal profile and other group pages. I did that and I 
have reached over 150 people who gave me their e-mail 
addresses. I’ve picked ten and given it to them; the other 
e-mail addresses can be entered into the database.

Not long ago, a lady, who is very successful in Brisbane and 
as well all over Australia, contacted me. She asked me to be 
a guest speaker at her next webinar. We were chatting on the 
phone when she said, ‘Francesca, sorry, can you just wait on 
the line one second? I’ve got Channel 9 on the other line.’

I said, ‘Sure, why not, of course.’ ShutttUpp! I was talking to 
someone who wanted me as a guest speaker at her webinars 
and she was in touch with Channel 9. She is on television!

Whether it’s a book or another product, these can be offered 
to those who sign up to your Facebook and any event you 
run or participate in. There are plenty of opportunities to 
give away things which show off your business: a lucky 
draw or handouts at the door. You never know who may 
see the material and contact you with opportunities.
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Don’t Do It Alone
It’s true that most people probably don’t have time to write 
these books. But outsourcing is an option. Everything I’ve 
written so far in this book was by me full-time when I 
started out. But as time went by, I had to seriously think 
about finding help since I didn’t want to sacrifice quality.

Now I have other people doing many things for me. I 
outsource as much as I can to my two awesome VAs. They 
are amazing and they’re doing an amazing job. I just have 
ideas and they create stuff. As I’ve said before, you do things 
once and then other people are going to create different 
products with the same concept. I’ll definitely talk more 
about VAs in chapter 11.

Beware of Strangers Bearing Gifts
What happens if the organiser doesn’t want your freebie? 
That happens sometimes and it’s the main reason why you 
have to first build a trusting relationship with the organiser.

I have been offered gifts a few times from some of my 
attendees and I felt awful to say no but I have to look after 
my other attendees as well. I need to be sure that whatever 
is offered at the event has value. If I haven’t tried a service, 
then I don’t give it away as a lucky prize. It may not be that 
lucky to receive it!

Without sounding rude, it did happen a few times when 
people gave me prizes and, when my attendees won the 
prize, they contacted the business and nobody ever got back 
to them. They were never able to redeem their prizes. This 
weakened my credibility. Now, I don’t accept any service-
based gifts unless I am certain that the business satisfies my 
standards.



89

1 0 .  H o t  G o o d i e s

•

Three actions for you to do now:

1. Start writing an e-book and get someone on Upwork 
to create a 3D book cover for you. This e-book should 
be about your business and about you but also 
something which is valuable for your target market.

2. Put a post on Facebook saying that you are writing 
the e-book. Consider requesting clients to contribute 
by writing about their experiences and offer anyone 
who does a free copy. Also, you can offer a discount 
and/or freebies to those who sign up to your events.

3. Sell your hot goodies on Periscope. A lot of people 
get scared and say, ‘What if I don’t sell any? What 
if people think I’m pushy?’ You’re giving away a 
freebie. Just give it away and then eventually people 
will start to pay for all your stuff.

Take action. Merely reading this book is not going to make 
you famous or grow your following magically. Be generous 
and put your products and material out there. Show what 
you have to offer.
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T his is 
a c t u a l -

ly my favour-
ite part of this 
book because 
the reason why 
I started my 
business is be-
cause I wanted 
a certain life-
style and free time.

When I started my business I had neither and now I’m very 
fortunate to say that I am always outsourcing more and 
more.

Consequently, I have more time for myself, including time 
to go away on a retreat to write this book, my very first book.

I used to do everything: I was the marketing girl, the admin 
girl, accountant and bookkeeper (not a very good one). 

I handled Facebook, made and received calls and did the 
invoicing. I was burning myself out.
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I had reached a point of diminishing returns when it came 
to knowledge of my business and I wanted to share that and 
train others to do my job.

In the early days of my business, when my dad was doing 
my books, he said, ‘Francesca, I just wanted to let you know 
that your virtual assistant in the Philippines is getting paid 
more than you do.’

I said, ‘Oh my God, I understand that but it’s an investment! 
Dad, I’ll survive. Don’t worry.’

It took me a while to start earning more than my VA but it 
was worth it because now that my business is bigger, she 
knows everything about my business. Morena is like my 
right hand and knows my clients by name.

She is part of the family. I’ve been very fortunate to have had 
the time to train her. She’s been with me since the beginning, 
knows what I’m doing and can follow the flow and growth 
of the business.

If I employed her when my business was bigger, I would not 
have had the time to train her as well nor the opportunity to 
get to know her. We have a special bond and that is because 
of the time we both invested in each other.

Learn to Slow Down and Create More Time
Why would you get lazy? Again, the reason why we start 
a business is because we all want a certain lifestyle and to 
spend time with our loved ones.

If you’re like me, you are probably working a lot more 
than you expected to. Since we’re passionate about our 
businesses, it’s really hard to stop.
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If you start outsourcing little tasks, then you’re going to 
have more free time to be more creative and to assist your 
current clients on a different level.

I sometimes contact my clients to catch up; no surveying 
nor selling, just to catch up and they love these gestures. To 
delegate all those boring but necessary things, you can focus 
on stimulating your creativity, networking and growing 
your business. You can tweak and change your products 
and services to make them more professional.

A really shocking truth is that many businesses outsource 
non-core business processes in order to remain competitive 
and reduce overhead costs. Over the five years through 2014 
to 2015, the industry is expected to grow at an annualised 
3.3% to $24.8 billion.9

This is just in Australia and I believe it’s going to grow even 
more in 2016. If you don’t outsource, you’re going to get 
fully-booked schedules and you will be trading your time 
for money so you won’t be able to grow your business to 
where you want it to be.

The Real Reason Why People Don’t Outsource
Many people are scared of outsourcing because they’re 
scared of becoming too big. This was one of my fears as 
well. I was afraid of becoming a company because I was 
afraid of giving that cold service to my clients.

I love to treat my clients as my friends. I didn’t want them to 
become just a number and so, subconsciously, I didn’t want 
my business to grow. I was afraid I was not going to be able 
to control it.

9.  IBISWorld, February 2015, Business Process Outsourcing in Australia: Market Research 
Report, IBISWorld, viewed December 2015, <http://www.ibisworld.com.au/industry/
business-process-outsourcing.html>
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But those fears are not real. You can enjoy the process and 
train someone overseas to do your job for a salary that’s 
higher than their local standard pay rates. You can find 
someone who cares about your business as much as you do 
and bring them in to do the tasks that you are now an expert 
at and don’t get the same satisfaction that you did before.

This is what outsourcing means, giving a job to someone 
else. You will therefore have more time to bring in more 
clients and work on the business, creating more of a lifestyle 
for you and your family.

How are you going to outsource? First of all, find a full-time 
VA on Upwork. This platform is easy to use: just post a job 
on there and you’re going to be able to outsource everything 
you want to. One client of mine asked, ‘Francesca, I don’t 
know how you do this outsourcing thing. Can I have a 
session where you show me how to do it?’

The following is what I did with her. Write down on different 
post-its, using different colours, every daily task: reading 
e-mails, replying to e-mails, posting on Facebook, Twitter, 
LinkedIn, bookkeeping, data entry … every single thing 
done in a day.

Then you stick the post-its up on the wall at eye level. Then 
you’re going to switch on a different part of the brain and 
be practical with it, not emotionally attached to any task in 
particular.

Take one post-it at a time and move it to the left-hand side if 
you can delegate it. Keep them where they are if you can’t. 
You say, ‘Okay, e-mails, I could delegate that.’ Then move it. 
Once that is done, you’ll be automatically looking at your 
schedule and think, ‘I’ve got very little to do, I just have to 
look after my clients and look after new sales and go for 
coffee with new prospects.’
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And that’s where you should be. When I did that with my 
client she was so happy and she was able to double her 
business because of the free time that she gained from this 
strategy.

Writing Down Your Processes for Automation
It’s important that you create a system for everything.

Your VA will need to start writing down everything he or 
she does in detail. If the time comes when you need to find 
someone else, then you’re not going to get stranded and 
have to start everything again.

One of the apps I used to manage the tasks for my VA is 
Trello. I’ll write every task that I do in there so I can delegate 
it to whoever I want to delegate it to. When the VA starts the 
task they will change it to the progress column so it’s very 
easy to track what’s been done and what still needs to be 
done anytime during the day.

•
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Three actions you can now take:

1. Write down all the tasks that you do daily. Separate 
the ones that you can delegate to others. You might 
be able to get someone to do two or more tasks.

2. Download the following apps that you’re going to 
need for your VAs.

◊	 Dropbox: to share files.
◊	 Viber: to communicate with them for free and 

talk over the phone as well.
◊	 Evernote: for notes and templates.
◊	 Trello: to share tasks and monitor their progress.
◊	 Daylite: a Customer Relationship Management 

(CRM) software but you can use any CRM.
◊	 Lead capture software such as MailChimp or 

Infusionsoft. Create an e-mail address for your 
VA with the name of your business. For example, 
mine is info@empoweringevents.com.au. The 
reason why I don’t use the VA’s name is because 
you never know when they may leave your 
business. You can’t change the e-mail and then all 
your clients have that e-mail address and you’re 
going to lose track of it. Make sure you use info 
or support @ name of your business.

3. Write down everything you do. Document everything 
step-by-step. For example, I’ve got a manual on how 
to answer the phone. The instructions say, ‘Smile as 
soon as the phone starts to ring. Before you reply, 
smile and say, ‘Hi,’ so people can feel your energy. If 
you answer the phone without smiling, you can feel 
the person is not happy.’ I want my VAs to work like 
I do. I want them to be a clone of me so I have to tell 
them step-by-step what to do and how.
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I also document on how to handle Facebook ads, Facebook 
groups, meetups, reply to clients, invoicing … everything 
which you delegate. You need to make sure that your 
employees know how to do everything at a set standard.

Bonus tip:

If you have limited time, you can record a video of you 
performing a task. For example, I have a Mac and I use 
Quicktime player so I can record step-by-step how to create 
an event on Eventbrite. Then I send it to my VA and tell her 
to transcribe the video and take screenshots of the process 
to put each step into our manual. You will then have a 
procedural manual for all your employees to follow. That is 
a smart way to take your business to the next level! Boom!

Now get out there, outsource all the things you don’t want 
to do and start smiling again because business should be 
fun!
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N ow we are at 
the point of 

the book where you 
have to start growing 
your following and 
implement the tips 
I’ve shared with 
you. I hope that 
you have done all 
the homework and 
actions at the end of 
each chapter because they are important.

By now, the reasons why you want to grow your network 
should be clear. My dream was to collaborate with Tony 
Robbins and, only fourteen months ago, I was trying to sell 
ten tickets to Unleash the Power Within (UPW) seminar in 
Sydney. At the time I didn’t have any money. I didn’t have 
$1,000 to go and attend Tony Robbins’ event. I’m so grateful 
for how fast I’ve grown in the last twelve months!

I managed to sell the ten tickets and, when I was at a 
seminar, I deeply wanted to meet Tony Robbins. I just knew 
that I would be able to collaborate with him if I wanted to. 
I wrote on a piece of paper, ‘Tony, I am going to meet you 
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one day and if you ever want to collaborate with someone 
in Brisbane, just call me.’

I wanted to hand that piece of paper to Tony and I got close 
to the stage but the security guards told me, ‘You can’t give 
that piece of paper to him, he doesn’t want it.’ Don’t tell an 
Italian girl that she can’t do something! So I ran towards the 
stage and screamed at the top of my voice, ‘Tony!’ He looked 
at me and I reached out and gave him that piece of paper. 
In that moment, I committed myself to the mentality that I 
would not let anyone tell me what I could or couldn’t do. If 
I wanted to do something, I was going to make it happen.

Lessons Learned and Applied
I will always be grateful for that security guard because he 
taught me something huge. Who is he to tell me that I can’t 
do something? I gave the piece of paper to Tony and then 
he must have found my line busy when he tried to call me a 
few months later. Okay, just joking. He didn’t call, of course, 
but it didn’t matter since my commitment was to myself, 
not him.

The UPW 2014 experience was truly life changing as I set 
goals for my business and for my life. In less than seven 
months, all my dreams had come true, including building 
a six-figure business thanks to my following, except one: 
meeting Tony Robbins in person. So I made another deal 
with Empowernet. I had to sell 100 tickets to UPW 2015 to 
be able to meet him in person!

It seemed impossible to sell 100 tickets but, seriously, 
anything is possible! 

I had only four months to sell 100 tickets. I put my mind to it 
and I worked really hard and, the day before UPW started, 
I had only sold 96. But at lunch time, I got three last-minute 
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bookings. I am pretty persistent and boom, at 4:30 pm, I 
sold my last ticket!

Not only was I sitting in the second row for the entire UPW 
weekend on a Diamond seat but, on the third day at 6 pm, 
the organiser told me to join him in the corridor, ‘In thirty 
minutes, Tony will meet you, Francesca.’ ShutttUpp! My 
dream was about to come true!

I was nervous but I tried to stay confident. Honestly, I 
couldn’t believe it … a year ago, I thought it was impossible 
but when you want something strongly enough you can 
make anything happen. I was waiting in the corridor and 
then this giant rounds the corner. Tony smiles at me and 
straight away talks to his security guards. Then the organiser 
held my hand and said: ‘Tony, this is Francesca and she has 
personally sold over 100 tickets for you this year.’

Tony hugged me, kissed my forehead and said: ‘Wow, 
Francesca I am very impressed, thank you so much for all 
your efforts.’
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All I tried to say was: ‘You’re welcome Tony, it’s my pleasure. 
I believe your seminar changes people’s lives and it’s an 
honour to collaborate with you.’ But all that came out from 
my mouth was: ‘You’re welcome, I LOVE YOU TONY!’ It 
was so embarrassing.

The energy I felt standing next to Tony was empowering, 
encouraging and inspiring. He truly cares for each and 
every human being and their stories. I can still remember 
his connection to me, he was looking straight into my eyes 
and he was truly interested in finding out how I achieved 
my goal even if the security guard was trying to hurry him 
away. He asked me lots of questions about my business, 
about me and we made an awesome deal for next year. He 
was so interested in what I had to say that I just wanted to 
impress him even more.

All of a sudden, I found myself saying, ‘Oh my God, Tony, I’m 
going to sell 1,000 tickets for you next year.’ I could have said 
200 and he would have been impressed with that. But I said 
‘1,000’. So I made a deal and Tony told me that in exchange, 
I was going to be his guest at his resort in Fiji. He was 
going to book flights for me and provide accommodation. I 
couldn’t believe it and now I’m committed to Tony Robbins 
to sell 1,000 tickets.

My community read my article on LinkedIn which registered 
over 1,000 views in a week. It was intense. I received a couple 
of hundred e-mails, people who wanted to be coached by 
me. They asked, ‘How did you not give up along the way?’ 
One thousand tickets are a lot.

I couldn’t believe that Tony Robbins was actually having a 
business conversation with me! I am officially collaborating 
with Tony Robbins. ShutttUpp!

All my dreams came true in the last twelve months and 
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I have bigger goals for the next twelve months. And this 
is thanks to all of my raving fans and my network. I am 
so grateful to you all! This is what I believe having a huge 
network can do for people and for you too.

Inspiring People to Do Better
I was very happy with the response but then everyone 
started to make their own deals with the company, which 
was great. I’m very happy that I inspired people to start a 
community and sell their own tickets but they didn’t realise 
that we can all work together instead and hold each other 
accountable. I would love to have people sell ten tickets for 
me. Their people will get a discount and that person will be 
able to get a free ticket and I’ll be able to reach my goal of 
1,000 people. 

It’s fascinating how sometimes people are afraid of 
collaboration. They prefer to just do their own thing because 
they want to make sure nobody rips them off. Then it 
becomes harder for everyone. If we all work together, we’re 
going to achieve bigger things and it’s going to be easier for 
everyone.

Asking the Universe for What You Really Want
It’s really hard for the universe to give you what you want 
if you’re not clear about your own dreams. My big dream, 
my big vision, is to be a motivational speaker, to get people, 
especially teenagers, excited about their life and run big 
events Tony Robbins-style.

That’s my biggest dream and I’m working towards that. I’m 
helping business owners to be in the right mindset to grow 
their own business.
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I’m so passionate about showing people that they can dream. 
I didn’t know I was allowed to dream when I was little. 
Society was showing me that I had to follow the system and 
choose the school that will help me enter a great university 
and then, when I finish university, get a job. Boring! I was 
never good at school. It never sat right with me that you 
had to follow those rules, that you had to go to school and 
university and then get a secure job – whatever ‘secure’ 
meant – and then get married and have kids and all that. 
That never resonated with me. Most of my clients find it 
hard to take action and create their own following because 
they too have these big human fears that most of us have.

Biggest Fears that Hold You Back in Business
As we grow our own business, we get more and more 
limiting beliefs.

•	 Fear of success – When there’s a perception that 
you’re successful, you’re going to feel alone or that 
nobody is going to be your friend or everyone will 
want to use you. That is not true. The more successful 
I become, the more amazing people I meet who want 
to collaborate. The more I try to achieve something, 
the more I stay in the lower part of the achievement. 
That’s when I meet people who try to stop each other 
to gain more. The more you go up in the ladder, the 
more you meet amazing people who are happy to 
collaborate and share their contacts with you. When 
you become successful, you’re able to connect to 
more people and to achieve your biggest dreams.

•	 Fear of standing out – If you are yourself, then 
there’s no fear about standing out. I saw the changes 
in people at the book-writing retreat. They were so 
terrified to share on Facebook that they were writing 
a book, so terrified of saying, ‘This is my book, anyone 
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interested in buying it?’ They were scared because 
they feared rejection. I can’t stress this enough: if you 
find yourself, if you’re happy with yourself, then 
there’s no one that can take you down.

•	 Fear of public speaking – Again, if you’re you, if you 
speak from your heart, there’s no one who can judge 
you. When I’m speaking in public, I have to give the 
best of what I have. I never prepare a script and try 
to be super-organised and fake. I just speak from the 
heart and, every time I do, I get amazing results.

All these things are so true but you have to remove the self-
imposed limitations at the core. Get a coach and work on 
your growth. You can consciously say that you’re not afraid 
of something but subconsciously you might be. And if you 
don’t dig in and discover what is truly holding you back on 
a subconscious level, you will risk falling back to where you 
started.

Investing in your personal growth is the most important 
investment you can make in your life. There is always 
something new we can learn from each seminar we go to or 
from each coach we have. I am so blessed for every single 
piece of the ‘life puzzle’ and I am immensely proud of each 
step I took to get 
here. Just be you 
because almost 
anything is 
possible. Follow 
your dreams, 
make it happen 
and never give 
up.

Love and live with passion,

Francesca
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Bonus: An Interview that 
Reveals More …

This interview was conducted by Anna Petrarca. She is 
a client of mine who attended the half-day Follow Me 
Workshop in Melbourne and found my story inspiring. 
She had to interview an inspiring coach or mentor for her 
master’s degree in coaching and requested me. I thought it 
was perfect timing and that it was meant to be as we could 
put this at the end of the book for those curious readers 
who would like to know more about me, my story and my 
business tips.

Anna Petrarca: Thank you so much for your time, Francesca. 
I’ve heard you are the Meetup Queen. It’s pretty exciting and in 
such a short time too. I thought you’d be the perfect person for an 
exciting story.

Francesca Moi: Thank you so much.

Anna: You’re welcome. So tell me about your story so far because 
you’ve become successful so quickly.

Francesca: I’m Italian and I’ve been in Australia for seven 
years and, until two years ago, I actually had no idea about 
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business and I had no idea that I even wanted to start a 
business. I went back to Italy and my brother got me into 
personal development because he saw that I didn’t have a 
passion and didn’t have any idea what to do next.

Then I started to study all these beautiful mindset things 
and I actually realised what my passion was. All I wanted 
to do was help other people who, like me, didn’t think they 
had a passion or anything aspire to. I needed to help people 
find their passion because we all have one.

From there, I returned to Australia and started my own 
business and helped people do some life coaching at the time. 
I started a meetup because I wanted to do some expensive 
courses. I thought, ‘If I’ve got a group, I can have mentors 
come along and they can get new clients and I can get free 
courses.’ Yay, win-win. That’s how I started and then it just 
exploded into this amazing six-figure business that in six 
months will hopefully turn into a seven-figure business if 
all goes according to plan.

Anna: It took you all of a two-year period to go from arriving here 
with nothing to getting started, purely because you wanted to get 
more learning. Then it sort of took off from there.

Francesca: Absolutely and then people started to ask me, 
‘Why is your calendar full? And you’re a foreigner, you 
don’t know anyone in Australia. Where do you find all these 
clients?’ And I said, ‘Just through these meetup groups.’ All 
I do is offer to coach them in a group environment. It was 
scary. I was not sure that I could coach people in a group but 
I said to them, ‘I can coach you for free.’ And they were like, 
‘Yeah, why not.’ Win-win!

Anna: Fantastic. What challenges did you face when you were 
doing this? Because you did have a bit of fear, right?
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Francesca: Oh yeah, heaps!

Anna: So how did you overcome those fears?

Francesca: To be honest, the fact that I didn’t know anyone 
in Australia was good. If I stuffed something up, I could 
have just gone to Sydney and started again. Nobody would 
know me there.

I kept saying to myself that there was nothing to lose. I just 
tried and I was getting members. I remember before my first 
meetup: I had that feeling when you go to an exam which 
you haven’t studied for. I was so nervous. I was thinking, ‘I 
don’t think I can do this,’ and my mentor did a little bit of a 
hypnosis session on me and said, ‘Just imagine everyone is 
naked.’ And it actually worked!

Anna: Fantastic. And you are a good speaker and I love your 
passion. What I get from you in the short time I have been in the 
same room as you is that you genuinely care.

Francesca: Thank you. I do care. Maybe it’s because in 2014 I was 
desperate to find money to pay rent and eat. I doubted what I 
was doing. I doubted it was going to take me where I am now.

I totally understand people when they say to me, ‘Do I really 
want to invest on growing my network? I’m not sure how 
I’m going to make money from this.’ That’s why I’m here 
because, if I didn’t grow my network, if I didn’t have the 
following that I now have, I would not be able to have over 
$20,000 per month in income. I’m totally passionate about 
this because I know that it works and if it worked for me 
and it works for my clients, then it can work for anyone that 
it’s really passionate about their business.

My ultimate goal is to become that rich that I could teach 
children so that they can live their passion. That’s my 
ultimate dream.
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Anna: Given what you’ve achieved so far, you seem to be on your way.

Francesca: Thank you.

Anna: You’ve had your challenges. Do you continue to experience 
these fears and doubts? How do you manage them now?

Francesca: I’m really very lucky that I met my latest mindset 
coaches, Tony and Eliza Priddle, a couple from the Gold 
Coast who own Mind Mechanix. Their technique that 
I’ve been trained on, which I use with my clients as well, 
is unique. Every day, the first thing I do, I connect to my 
higher-self via meditation. I’m grateful for everything I 
have and I truly realise what gratitude is … a lot of people 
say that but they don’t actually do it. When you practice 
gratitude, it’s very powerful.

Before I knew about personal development, I used to press 
snooze on the alarm and be upset about having to wake 
up. I’d say, ‘It’s so early, I’m so tired.’ Now I press snooze 
and I spend ten minutes meditating. I roll over in the bed, 
thinking this is so good. That starts the day in a different 
way and it’s very powerful.

Anna: What else makes your mindset so powerful now compared 
to where you were before you started your business?

Francesca: A lot of people say that I never give up. They 
ask, ‘How are you so persistent? It feels like you have 
this certainty that everything is going to work out.’ There 
have been days when I have asked myself, ‘Is all this hard 
work going to pay off?’ Life can still get scary but I believe 
everything happens for a reason. I can’t wait to write my 
third book about my story because every day and every 
decision I’ve made so far created who I am now. Every 
single thing that happens to us has a message and a lesson. 
That’s something I keep in mind.
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Anna: Now tell me about your values because they define you. 
What do you value?

Francesca: I value people. I love my family and my biggest 
value is people. I’ve got this thing for community that really 
drives me. When I see people connecting, you touch one 
person, who touches another, then another like a domino 
effect … that’s what I value most.

The more I’m surrounded by the right people and the more 
I help others, the more I realise that there’re not bad people. 
We’re all the same. There’re some people who may have taken 
the wrong path but, deep inside, they’re beautiful people too.

My biggest rule is to treat other people like you would want 
to be treated. My family is not that religious but we grew 
up as Catholics and I went to church. When I was little, I 
actually loved it. I went to church every Sunday. I was a very 
good Catholic. And it was always something I remember: 
to treat others like you want to be treated. I never actually 
understood that but now it’s one of my rules. So every time 
I talk to people I think, ‘Would I like to be treated like that?’

Anna: I consider you to be an extraordinary leader. You are a 
young person and you’re doing great things, pushing forward and 
helping people with what you’ve learnt. What empowering beliefs 
do you need to have in order to be a successful leader?

Francesca: Thank you so much, Anna. I don’t know if I 
consider myself a great leader but one of the biggest things 
that I believe in and I repeat to myself is: everything is 
possible. I don’t really take ‘no’ for an answer. And it’s not 
because I’m stubborn or because I want to win, it’s because 
I don’t want to give up. Anything that I want and think is 
beneficial for my business or my life, I’m going for it. I’m 
so fortunate that every time I set a goal, I just find a way to 
make it happen.
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I used to say that I’m very lucky and I am but, at the same 
time, I work towards my goal. The other day, I was asked 
during an interview, ‘What’s your dream?’ I said, ‘Oh my 
God, my dream is … hold on a second, I’ve got to be careful 
because every time I say what my dream is, it actually 
comes true. I’ve got to make sure that it’s really what I want 
because it will become true.’ So many people can feel that 
and might find my determination contagious.

Anna: Sure, there’s a bit of luck but there’s a lot of work and self-
belief is what I hear.

Francesca: I never knew what self-belief was … if you knew 
me before 2013, I’d be the last person in the world who 
would believe in herself. I didn’t have any self-belief or self-
worth or self-love whatsoever. I don’t take no for an answer 
anymore. So if someone says, ‘No you can’t do that,’ then 
I’ll answer, ‘What do you mean you can’t do that? Let’s find 
a way to make it happen.’

Anna: What are the structures and systems you’ve had to put 
into place so your business could grow?

Francesca: That’s where I’m at right now. We haven’t got 
stuck into it yet but we are about to. We’re at the point where 
we need more systems and I’m not very good at that. I’m 
very creative and I see the big picture and I was hoping that 
my employees could see that as well … but how am I going 
to get from here to there? That’s the challenge.

I’ve got two amazing VAs in the Philippines. From January 
2016, we’re looking for a full-time Executive Assistant in 
Australia who can translate my creativity into processes for 
the VAs.

Anna: What’s your attitude towards your team? How do you look 
after your team?
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Francesca: That’s a perfectly timed question because I am 
all about people. The three of us communicate using a free 
app called Viber, where we can chat. Every time we receive 
a payment or even a $5-ticket to our events or workshops, 
or anything that we receive from a client, they would drop 
everything, stand up, do a little celebratory dance and then 
there’s little dancing images on Viber.

So even if I’m not looking at the bank account, when I see 
them celebrating, I know we’ve got a booking. It’s a great 
feeling. It makes them happy and it makes me feel happy. 
I want that to be the case all the time. So now I’m setting 
goals for them; we’ve got a daily goal, a weekly goal and 
a monthly goal. They get a percentage of what we make 
when we reach those goals. It’s not just me making money. 
The more I make, the more they make as well. I want them 
involved. I never wanted someone who worked 9 to 5 and 
then just knock off. I didn’t like that. I want a win-win 
situation for everyone.

Anna: I now want to move onto your trainings. How do you 
prepare yourself? You did mention the meditation earlier. But how 
do you prepare yourself when you go into the trainings in terms of 
your mindset and being ready?

Francesca: I put on my favourite songs and I dance like 
there’s no one watching and I just have the best time. I sing 
and dance and every part of my body feels it. When people 
come in the door, they feel my energy. They don’t know 
what it is but they feel like that I am exploding with energy.

When I do that, my intended outcome is not about how 
many people I convert to a two-day workshop. Money is 
important but it’s more about the energy and the atmosphere 
in the room. I think dancing is my thing. I’ve got a few songs, 
usually dance tracks, but I put my favourite song that I play 
every time: ‘Bonfire Heart’ by James Blunt.



114

F o l l o w  M e

Anna: What do you think is the most important part of your 
training for the people who come to see you?

Francesca: I think the biggest part is that they never give 
up. A lot of people say that you want to give your audience 
what they want, not what they need. And what my people 
want are more clients and money, so that’s what I hold in 
front of them. But they’re not going to get that if they don’t 
believe in themselves, make decisions and go for it.

Anna: So how do you know your audience are going to buy 
into what you have to offer?

Francesca: You have to build trust along the way. Taking the mask 
off and being real. People notice when someone is not being real.

Anna: And as a result, they would want to come back.

Francesca: My biggest learning experience from this year 
was that when I ran a workshop for $49 and, at the end, 
people left after I gave so much, I felt used. I was giving so 
much and then they were leaving without buying anything 
else. At $49, it didn’t even cover the room hire so I was 
operating at a loss. My mentor then told me to put it up to 
$97. I answered, ‘Are you sure? It’s a lot of money.’ 

I changed my mindset by charging more for the half-day 
workshop. I’m expecting less from them and I don’t care if 
they don’t buy anything else because I’ve probably made 
money still. I don’t feel as if they’ve used me. My self-worth 
changed and these people now come in and I know I have to 
give them $97 worth. They come to learn and I’m happy to 
give. At $49, I felt that they were just using me and I didn’t 
want to give if I felt used.

Anna: When you’re at a loss, you’re chasing your tail; you’ve got 
to do this and you’ve got to do that. But as soon as you change, 
you’re free to give the value and not worry about what comes back.
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Francesca: Yeah, so you’re taking the expectation away.

Anna: Thanks for sharing that. It’s great because you grow from 
it and they also grow from it. It becomes a give-give situation.

Francesca: One of the biggest things I could say to everyone 
in love and business is, ‘Stop expecting things from the 
other people.’ If we stop expecting, then things happen. If 
we expect someone to love us back, if we expect someone to 
send us flowers or buy us a ring, if we stop expecting and 
let people give, then we’ll feel satisfied. That’s when you’ll 
be happy.

Anna: How do you get your audience to take action? People 
can come in and pay for a course and not take the action to move 
forward. How do you assist them?

Francesca: In the half-day workshop, I don’t want them 
to take too much action because I haven’t given them 
everything I have. It’s not because they didn’t give me the 
money, it’s because in four hours I can’t give everything that 
I give over two days. And a lot of people who have done the 
half-day and went forward without me have failed and then 
I feel bad. They say that growing a following doesn’t work, 
that it’s such a waste of time.

I’m going to answer this while thinking about my clients 
who come to my two-day workshop. I’m learning and I’m 
improving the workshop every time. What I’m happy about 
is that people are allowed to come back, for I think around 
$250 just to cover the cost, because I want them to attend 
my training that is getting better and better all the time. And 
how I get them to take action is to remind them the reason 
why they’re doing this.

I ask them, ‘Why are you here?’ I keep asking them to remind 
them. When I create a safe environment for them and a strong 
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relationship between them, they become such good friends 
that they’re going to support each other towards their goals. 
My job is to get them close during the two days and I do that by 
making them share their stories, by helping them understand 
why they’re doing this and making sure that they’re connected. 
If they’re connected they’re going to take action.

Anna: What is your attitude to receiving feedback?

Francesca: I love feedback. Because if people don’t tell me 
what I’m doing right or what I’m doing wrong, then I can’t 
improve. The right thing is as important as the wrong thing. 
The negative ones, they are massive, because if I don’t have 
them I can’t improve.

A really good one I had last week was from one person who 
attended the half-day workshop. She said, ‘Francesca, it 
was amazing and I really want to do the two-day workshop. 
I don’t want to doubt and I don’t want to ask you but please 
don’t get offended as I need to ask you.’ I said, ‘No, I never 
get offended. Please, tell me.’ Then she said, ‘You look like 
fun but I don’t think you’re going to be able to teach me 
stuff seriously. Is the two-day workshop all going to be fun 
or are you actually going to teach us stuff?’ I said, ‘Wow. 
That’s huge feedback and I love you for it.’ I think that a lot 
of people felt that way but nobody actually told me.

Now, at the end of my half-day workshop, I can add that. 
I can say, ‘A lot of people think that I’m just fun and not 
serious but the two-day workshop is full on. We work, 
work, work. We also have fun but I give you everything I’ve 
got.’ Had I not got that feedback, I wouldn’t know to add 
that and people might have walked away thinking like that 
lady. So feedback is a blessing.

Anna: The fact that people are willing to share and your openness 
to feedback is just fantastic. It’s so important.
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Francesca: I need feedback. Feedback is so important and I 
don’t understand the people who get upset from feedback 
or take it personally. It’s because they’re insecure. They 
think they’re not good enough so they try to defend it.

Anna: There’s growth with feedback, too.

Francesca: As I said before, at the beginning of the interview, 
everything that happens to us has a reason and a lesson. If 
we don’t learn from it and use it, then it’s useless. If you 
give me that feedback and I just think, ‘Whatever …’ and 
not do anything with it, then it’s wasted. But if I ask, ‘How 
can I answer this objection at the next half-day workshop?’ 
and then act on it, then that could convince a few more 
people who were not sure if they wanted to do the two-day 
workshop.

Anna: So when you’ve answered one, you’ve possibly answered 
others since only one person might say it whereas others might be 
thinking it anyway.

Francesca: Totally.

Anna: With you being a young entrepreneur and other people 
coming to follow your footsteps, or becoming entrepreneurs in 
other fields, what are the three key learnings that you would want 
to share with others?

Francesca: Some of them I might have said already.

1. Be you, be yourself, do learn from anyone who’s doing 
better than you, take what resonates with you and leave the 
rest. There’s no one who’s got gold answers for everything. 
Take some things and others, don’t. It doesn’t mean that 
you’re arrogant. At the beginning, I probably had four 
different mentors and I was going mental.



118

Anna: So how did you manage that?

Francesca: I was like, ‘Who am I going to listen to now? 
They’re all more successful than me, and so what should I 
do?’ Then I realised it was not just about what they told me, 
it was about who I am and what resonated with me more. 
Get mentors and get coaches but be you.

2. Don’t be afraid to give. The more you give, the more that 
comes back. Sometimes, there’s months of giving and you 
say to yourself, ‘Is it ever going to come back?’ But you just 
have to keep giving and don’t doubt it because every time 
you doubt it, it will delay. Keep giving.

3. Surround yourself with people of influence and grow 
your network. Connect with people of influence and grow 
your network.

Anna: What a great way to end. Thank you so much.

Francesca: Thank you.

F o l l o w  M e



119

Thank You

A massive thank you to my mentors who, from the 
beginning of my journey, contributed to my success: 

Gary Jeffress, Tanya Targett, Eliza and Tony Priddle (Mind 
Mechanix), Jacqueline Nagle and Natasa Denman.

To all my friends, volunteers and to my team: thank you so 
much! I truly couldn’t have done all this without you all! To 
all my clients, followers and raving fans: I love you all.

To my heroes: Tony Robbins, Oprah Winfrey, Patrizio Moi 
and Robert Kiyosaki.

Thank you all for inspiring me daily!
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About the AuthorAbout the Author 
	

 
Fresh from Italy, Francesca came to Australia as driven 
Entrepreneur, with no friends or family to accompany her, 
Francesca’s dream was to start a life coaching business and 
to find more clients decided to grow her community and 
did this through the power of the internet using just 
'Meetup.com' and Facebook. Soon after Francesca realised 
that the power lies within your network. 
 
Francesca created a fool-proof system to show her clients 
how to build a profitable network of raving fans purely 
through her own experience. 
 
From zero members to over 10,000 people in her Meetup 
groups in only a few months, Francesca has generated a 6- 
figure business for herself and for her client's via workshops 
and training programs. She was soon recognised as "the 
MeetUp Queen". 

 
She is famous for her infections energy and she is also known as the crazy Italian lady. 
She now helps business owners with an already-successful “time-for- money” 1-to-1 model 
BOOM their business through social media and events. Francesca loves teaching at her FM Half 
Day Workshop how to build a community through Facebook and Meetup, and create a successful 
marketing funnel to have fully booked workshops and events. 
 
 
 
Speaking 
 
In true Francesca style she likes to imprint her fun and imaginative side and this year spoke at 
more than 100 events on the topics of: 
 
• Get bums on seats: How to fill up your workshops   
• Monetise Meetup and Facebook groups and make a 6-figure income   
• The 7 secrets to “sell without selling”   
• How to get the right mindset to achieve success   
• How to create a raving fan from the minute you meet someone  
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Custom Workshops  
 
Francesca runs customised workshops for businesses and corporate organisations, teaching 
business strategy, mindset, marketing and social media tactics to provide innovative solutions to 
increase revenue. She runs group and individual sessions for high-calibre companies and their 
employees. 
 
 
 
FM Workshops 
 
As well as having super success with her workshops and training programs, speaking gigs has 
been a main factor within her workshop syllabus. Teaching all her clients, how to fill their diary 
with speaking gigs, how to create their own speaking gigs and what profitable and effective 
content to use. To which she has had amazing success rate from all of her clients and continues 
to watch them grow. www.francescamoi.com/workshops 
 
 
 
If you would like give Francesca the mic and have her speak at your next event, please email 
info@empoweringevents.com.au or visit our website at 
http://www.empoweringevents.com.au/ 
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(Meetup	And	Facebook	International	Academy)	

	

	
	

Contact	us	for	pricing:		info@empoweringevents.com.au	
	



	
	
	

If you would like give Francesca the mic and have her speak at your next event, please email 
info@empoweringevents.com.au or visit our website at http://www.empoweringevents.com.au/ 

	



 

Now that you know the power of creating a following let’s get into 
filling up those events. Read this great book from Natasa Denman 
and me ;) Enjoy!



Boom!

ShutttUpp!
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