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 00:01

Welcome to the brain space optimized podcast. This is the place where creative
entrepreneurs get the insight and inspiration they need to be the best versions of
themselves. I'm Haley and I run brain space optimize, where I help establish small business
owners execute on their goals, while keeping their sanity intact. This week, we're chatting
with business coach, Louisa show, Liza has an incredible coaching business built on the
idea of helping everyone becoming a little bit more entrepreneurial. Whether it be by
transitioning out of your corporate job and starting your own business, or staying in your
nine to five and creating a course to help you share your expertise. She has got you
covered. Louisa is internet famous in the online business world for her multi six figure
launches and building a seven figure business, but often not talked about is how she was
able to do it, it comes down to her ability to experiment and test with intention. She has
done that by creating a business that makes room for trying and failing, keeping her team
nice and lean. and preparing herself mentally for failure. Louisa gives us a lot of detail
about how her ability to experiment within her business has developed over time. And just
some super practical advice for how to go about experimenting intentionally in your own
business. I learned a lot from our conversation, and I think you will do so without further
ado, here's my conversation with Louisa Joe.

 01:27

Right. Lisa, welcome to the podcast.

 01:29
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Thank you so much for having me.

 01:31

I am so excited to talk with you. You and I were talking before we got on. You're known for
like these multi six figure launches. And you know, being such a great person and having
this incredible business. But I feel like what's not talked about as much is your ability to
experiment really well. And I feel like that might be a bigger part of your success, and
probably people talk about regularly.

 01:57

Yes, I'm so excited to talk about this, because it's actually it's so huge. And it's something
that's definitely close to my heart because I my background is in engineering. So I'm really
excited for today.

 02:09

Yes, yeah, shout out to all the engineers out there. I used to work with a tech company.
And a lot of my clients are startups. And so shout out to all engineers everywhere.

 02:20

So tell me about experimentation in general, what does it look like in your business now?
And how do you and your team go about setting up an experiment? intentionally?

 02:32

Yes. So we are always experimenting, because I can't remember where I first heard this,
this was so long ago. But that's saying that you've probably heard before, if you're not
growing, you're dying. And the world is just always constantly changing that you've got to
constantly be trying new things. And so for us nowadays, I consider that one of my main
jobs, basically to be identifying what new things we need to be trying every month, every
quarter every year, and how that's going to look like and prioritizing. So when I'm thinking
about what we need to try and what we need to test, I will basically I mean, I'm constantly
I've trained myself to constantly, always be on the lookout for new ideas that come to me
that I want to try. I'm always open to my team members having new recommendations as
well. But then every, let's say, every month or every quarter, when I'm deciding what's our
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focus for this amount of time, I will list out all of the ideas that I've compiled over the last
quarter or so. And then I'll identify which one has potentially the biggest impact if it's a
success. And based on that, I will also of course take into account how much work from
me from other people I work with? What's going to be required, what's the risk, but all of
that taking into account, whichever one is whichever ones have the potential biggest
impact are the ones that will end up focusing on. Yes, I love that I love the intentionality
with it. Tell me about how maybe that process has changed. Because it sounds like a very
straight up, you know, you've trained yourself to look for the opportunities, map out how
they fit with, you know, what kind of resources you have right now. How does that change
from say, when you first started your business? Oh, my gosh, it has changed so much.
Because nowadays, it's a lot more intentional. We've got a lot of great systems in place
for our sales processes, our lead generation, all of these things that I didn't have at the
very beginning of my business. So in the very beginning was kind of like, all right, these are
the top things that I think are going to make a difference. Let's kind of

 04:48

as strategically as possible, throw things at the wall and see what sticks.

 04:52

Yeah. So tell me a little bit about and we can talk about how things are set up now and
how they were when you were first starting. But what kinds of things did you have in place
in your business? Or what kind of mindsets Did you have that make experimentation? I
don't wanna say comfortable, cuz that's not the right word. But like, give you the freedom
to experiment, right? So for me, and for other people I talked to you, it can be challenging
to want to experiment because it doesn't feel safe, right? Like you might lose something,
you might lose money or resources. So tell me about it. Let's start with today. How do you
get yourself in the right mindset, or your organization situated where experimenting is
something you can do?

 05:30

Yes. Okay. So the really big piece is what you just said, where you've got to have other
things going on, where you're not relying on your experiments to have to succeed to keep
your business going. So I didn't have this luxury early on in my business. Thankfully, now I
do because we've built, like I mentioned, we've got evergreen systems, we've got lead gen
going all the time. And so I know how much from my payment plans from my launches, all
of those things are how much is going to come in every month, at a minimum, that is what
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gives me the freedom in my business to say, Okay, if I want to try a new product launch, if
I want to try a new type of campaign, a new platform, whatever that looks like, all right,
even if it completely fails, even if it costs me money, because I have to hire someone to
help me with it or do or spend in whatever way that's going to be okay, I can absorb the
cost. And it's going to be potentially worth it. Because here's the potential payoff. And so
really thinking about it not as something that you count on to work, but basically adding
in this room for experimentation into your business so that you kind of plan for failure. And
it's great if it wins, because it's like venture capital investment one good when it like
makes up for all of the losses.

 06:51

I love what you said, you have to plan for failure, you have to make that space in your
business to you know, know that this can completely bomb but maybe not. And if it
doesn't, that'd be great. But it's not going to like sink the business if this doesn't work out.
Exactly. Yeah. So tell me about the ways and maybe you're more seasoned at it now. But
in the beginning, when you started to make room for experimentation, what were some of
the things that like, had to be in place, I guess for you?

 07:21

Yes. So the very first thing is I had to have somewhat semi consistent income, it's not a
job. So I never want to say like, Oh, it's completely consistent. But some way of
consistently generating sales, that basically gave me a little bit more flexibility and
freedom. And so in the beginning, in the earlier stages of my business, I did that through
launches. So I would do one big launch maybe once a year. And that would give me
enough revenue for the remaining month year to be able to experiment in my business
and other ways, in the even before that I had coaching. So every month, I would know
about Okay, I'm going to do this get this many coaching clients, and that's going to pay
the bills for me. And later on in my business I shifted to not having to rely so much on
launches, and having evergreen core sales that would be driving sales in my business
every single month. And so at each phase, I knew, okay, because of my coaching or my
launch, this is how much I've got going on income wise in my business projected revenue
for this amount of time. And so this is the length of amount of time I can afford to
experiment on a new rain, right. So for example, to get really specific in year, about
between year two and three of my business, I had done a few big launches. And I really
wanted to set up an evergreen system. So I could generate sales, even when I wasn't
launching. And I knew this was going to be a really long big experiment. And so I told
myself, look, I'm going to dedicate the entire rest of my year to doing just that this, and I'm
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prepared to spend. I mean, obviously I wasn't hoping to spend it, but I'm prepared to
spend this much money on on this knowing that look, if I spend it all and don't make
anything. Yes, it'll eat into my profit for the year, but I'll be okay. And the payoff is
potentially worth it. And so just taking both of those into account, just like basically,
having something that you do that you can kind of count on, of course, nothing is short,
but at least kind of count on to buy you time and space and money to be able to invest in
these experiments that you feel like you're going to be able to use to grow your business.

 09:41

Yeah, absolutely. There are a couple things that you said I wanted to like, just pick out and
one of which was knowing exactly like you said, you you know that your launches, or that
your coaching or whatever is going to take you through this much time and give you this
much dollars. And so you're letting your business like help set the parameters for your
experiment. I think one of the things people that one of the problems I run into is creating
experiments kind of in a vacuum as if it was separate from you know, their business, but
you have to let that inform. You know what the experiment is going to be in the
parameters of your experiment? Exactly. Yeah, yeah. So I also wanted to make this point
or to see if you have thought about the way these things are different. There seems to be
a difference between goal setting and experimenting. Yes. So talk to me a little bit about
how you see those being different, you know how that's played out in your business?

 10:35

Yes. So there is a little bit of overlap in that sometimes to hit big goals that you haven't hit
before, you're probably going to have to experiment with new things that you might not
have done before. But that aside, I really see the two as very separate things. Because the
whole beauty of experimentation is you don't know what the end result is going to be. And
so if you don't know, how can you use that to set a goal? This goes back to basically what
we were talking about earlier, where you experiment from the mindset of Okay, it could
fail, or it could be really great, but you don't. And of course, you have a hypothesis, like I
think it's going to do this. That's why I'm experimenting, but you can't count on that. And
so each month, each quarter each year, my business I have, for example, revenue goals,
and I know to make this revenue, let's say I know my how for every 100 people who come
in this is how many people I can expect to buy. All right, then if I need to hit this goal, I
need to get bringing this many people, then I map out what are the different channels and
things I need to do to bring in this many people is it this many joint affiliate partnerships,
this many, this much money spent on Facebook ads, this much organic traffic, whatever
that looks like. So that's very, very tangible, each step of the way, in terms of setting a
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goal. When it comes to experimentation. It really is I do set goals for experiments. So for
example, if I'm launching a new product, I might say, okay, given that I'm going to launch
it to this many people on my list, and I want to baseline beginning conversion rate of let's
say 1%, then this is my goal for how many sales I want to make, if I make it, that's a great
benchmark. But if I don't, then I know that there's a lot of room for improvement. And if it
wakes these my expectations, then even better. However, that's not a goal that I'm
necessarily counting on. So that if it if it falls through, and it makes way less sales, and I'm
thinking about I'm sitting there braiding myself or feeling like a failure.

 12:31

Yeah, and I think use the word hypothesis. And I think that's so great. My my four year old
just like figured out what that meant. And

 12:37

now he's

 12:38

going on saying like, I have a hypothesis that this fish is going to eat this many, we also
just got fish, this is going to eat this much food. So let's put some in and see what
happens. And I think that's the big difference. It's that it's not a goal has pieces that are
kind of tested, like you said, there's some stretch to it, there's some flexibility and unknown
to it. But hypothesis really is just like an educated guess stuff like this is what I think will
happen based off of X, Y and Z. Let's just see what happens. And so I think being very
clear about at least for yourself, and we'll talk about with the team here in a second as
well. But at least for yourself, I feel like that really changes how the outcome affects your
mindset affects your mood affects your confidence, your ability to be an entrepreneur.

 13:25

Yes, exactly.

 13:27

So let's talk a little bit about your team because you have a team now tell me if you'd like
to how your team is set up, like how many folks you have? And then how do you just really

BSO - Zhou.mp3 Page 6 of 16 Transcribed by https://otter.ai

https://otter.ai


practically communicate, hey, this is an experiment, this is what I'm expecting from it, you
know, all those things.

 13:44

Okay, so I've got a very lean team. And nobody is full time Well, except for me. So I want
to preface that everything we do, it's not in the structure of a really big corporation, it
really is. We're, we need to be flexible, because most of me and everyone I work with built
their businesses to be able to support a certain lifestyle. And so keeping that in mind, let
me just think through. So I've got someone who handles my operations, that includes my
tech, like sending up my said, sending out newsletters, just setting up, I don't know my
payment stuff and things like that, and also handles customer support. So both of those
fall under operations, then I've got a sales person who to handle my my sales calls for my
more premium coaching programs. I've got a copywriter, and a site designer. So you know,
things that I outsource. And then as needed. I also have, for example, a video editor, and a
Facebook ads, my world ads manager for Facebook, YouTube, whatever channels that
we're talking. And let's see, those are the main ones, I'm probably missing one or two
freelancers who I work with occasionally. But really, that's the main goal. And so a really
big thing I want to point out is that a really common role in this type of businesses to have
like an integrator, a CEO, project manager, whichever you want to call it, and I don't have
that. And the reason for that is because I prefer to rely on really a set system every single
time we have a project. So we keep it super simple. The software that we use is base
camp, which is a really simple task management software. And we've got templates for
Okay, when we're trying a new campaign when we're testing a new platform, whatever,
what are the exact steps? What are the exact benchmarks, we just use a combination of
base camp and Excel. So no Excel the Google Spreadsheets virtual summit. Yeah, exactly.
And so what we'll do is there's always a scope of Okay, we're going to do this project over
this amount of time, what's the goal? What's the hypothesis? What's the breakdown of
who has, what responsibilities and when those are due? And so it an example of that is
we'll have a tracker for whatever the benchmarks are, if we're testing a new platform,
okay, how many leads we drive from this platform? What was the conversion rate, opt in
conversion rate, and then someone on the team will have a task of Okay, every Friday,
every other week, whatever that looks like, go ahead and update the tasks. So it's very
much broken down in a very simplified way, where it's mostly automated people know
what they need to be doing. And when.

 16:42

Yes, I love that I love just the simplicity of it, right? Sometimes, when I think of
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experimentation, I think of like, you know, someone in a lab doing all these, there's, I don't
know, wearing a lab coat, like there's so much going on, right? Or there's lots of people
that need to be involved. But like you said, it's just as simple as having an idea of what you
want to test getting everyone on the same page, assigning tasks to the test and a
deadline to the test, and then executing on that. Yes. Like, it's really as simple as that. So
do you have any project or not project? Do you have any experiment that you've worked
on in the last 90 days or so. But you want to give us any, like details for how, how you built
it, why you chose it? You know, how you rallied your team around it, what your mindset
was while executing on it?

 17:29

Yeah, absolutely. So what I've been focusing on this year is creating some new courses
that I want to launch. And I haven't done this for, I don't even know how many years
because the last few years, I've been focused on just improving, selling, selling better
getting my clients better results, my my two signature programs. And so this year, I was
thinking, Okay, you know what, I spent three, four years doing that. Now, it'd be really fun
for me to create some smaller courses where there some topics I want to teach on. And so
over the last quarter, we've really had created and launched to two courses, which is not
easy to do.

 18:13

No, it is now the two of them.

 18:17

So basically, what that looked like was I went into this thinking, all right, there are a few
this is this is an experiment, I'm not relying on this to pay the bills or drive revenue, of
course, the goal is to drive revenue. But if it flops, I'm going into it with this
experimentation mindset. And so we defined, okay, like the same things that I mentioned
earlier, we defined All right, this is the amount of time that we have to for me, I will create
the course to create it, then I will flip it to my designer to set it up on my course
membership site, then I will have this meeting with my copywriter to talk through what I'm
thinking for the sales page, then I'll flip it to operations to set up and we use the same like
order form templates and everything for all of our products. So just Hey, duplicating this
previous templates, setting it up updating it with the logo of this new course, setting up
the post purchase emails and delivery, whatever that looks like. And so having it be a very
set time, then that. So that's the creation, the sale setup all of that, then the second piece
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is all right. Now let me really think through how I'm going to sell this. That's what I view as
really the big experiment. How is this going to do for my audience. And so it's exactly
what I mentioned earlier, I decided to send it to a subset of my audience. I, based on my
market research, and just working with clients over the last few years came up with the
angle I wanted to do for my marketing campaign. I also did an A mini experiment where I
wanted to test a which of my how many sales each of my social media platforms would
drive. So we created some links to track for Instagram and Facebook. And of course,
tracked sales from emails as well. And so that was just another mini experiment.
Experiment within the Yeah, yeah. And then we just measured all the standard metrics,
how many people we sent it to, for each of the sales emails, what was the open rate?
What was the click through rate, what was the conversion rate of the sales page. And
basically, after the launch ended, really sat down and looked over all of those numbers,
and realized, for example, for one of the products I launched that at all of our metrics are
aligned, except our sales page conversion rate was a lot lower than what we had been
aiming for. So we were aiming for about two to 3%. And it had been a lot lower than that.
And so that told me, okay, look, there's interest in this product, because our open rates
and click rates were really strong. However, the biggest room for improvement right now is
in the sales page. So what I'm going to be doing over the next few weeks is reworking that
sales page with my copywriter so that we can test it again in a few few weeks or months.

 21:04

Yes, I love that. Thank you so much for giving all that detail. It really is a matter of I mean,
really, just like you said, outlining a goal, getting everything ready, and then just executing
on that as you go. I think the big pieces is making sure you have enough room for that
because this was on top of your regular work, correct? Yes, yeah. So is there anything
special that you do to make, I don't say physical time, but like time on your calendar to
work on these experiments?

 21:33

Yeah. So I will say at this point in my business, and I want to really emphasize, remember
what like what we talked about just a few minutes ago, where I spent three to four year on
just two courses, essentially. So what that'll end, you know, doing one or two experiment
big experiments a year. And doing that, that's what allowed me to, at this point in my
business be have a lot more freedom and freedom of time, especially that I did at the
beginning of my business. So it was a lot easier to manage. Because I work a lot less now
than I did five years ago.
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 22:10

Yeah. But I think that's so important to know, as you said, like, you kind of bought that
time by putting in the time before. Exactly.

 22:16

So I love that you said that. Because that's what I was basically thinking it's like I used the
time before to basically buy the time now.

 22:27

Yeah, no, that's exactly correct. And I think and I don't know, I might be making this up just
for my own self. But sometimes you see people online, and you see the work that they're
doing, and they're like, wow, they must be doing so much so quickly. But when reality,
you've had two courses for four years, which is like, you know, in the online business world,
like insane, that's like 20 years, you know, and the regular business world, but you spent a
lot of time curating and working on those two projects, and then kind of giving yourself
the time and space to you know, try other things now. And I'm sure why during the last
four years, you had other experiments going but like you said, it was really like one or two
or a year, which I think some people miss they It feels like if you're only doing one or two
experiments a year, then you're moving too slowly. You know, you're not, you know,
iterating enough for moving fast enough to change enough.

 23:20

Yeah, I love that. You said that. Because I I definitely fall prey to that as well, just thinking,
Oh, I need to be doing more doing it faster. But it takes sitting down and thinking about
for a second. All right, what are the actual metrics that matter the most to me? Is it how
much time I'm spending working? And how much I'm doing? Or is it maybe my business
growth? Right? And so this goes back to the very first thing we talked about? How do you
decide which experiments to prioritize? When I was prioritizing? Look, let me make my
course better. Let me experiment with how to make my launches bigger and better. That
was one experiment a year. But what that allowed me to do is to double, triple, quadruple
my business income. And that I would say when it comes to building your business, that
your income and your time freed up, those are the two main metrics that really are the
main ones that matter when it comes to thinking about your benchmarks for your
business.
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 24:17

Yeah, and there's two I mean, there's two parts or like you said, right, one is for your
business, the revenue, the revenue and the health of your business. And then the second is
for you as a founder as a CEO, you know, how is your space? How is your time? How is
your sanity? And I think doing experimenting, intentionally can help protect some of those
things for you.

 24:39

Exactly.

 24:45

Quick question for you. Where do you want to be 90 days from now, if you're like many
business owners, I know there is a goal or a project that is calling your name. It is vital to
the growth of your business and your sense of accomplishment as an entrepreneur. By
unfortunately, if you only get a chance to work on it, as you have time, which is almost
never there's a good chance that 90 days from now, that project will still be on your to do
list. without a plan for careful implementation and a measured approach to
experimenting, you'll be right where you are right now. Now, don't get me wrong taking on
any new projects is a risk, but it's also a chance to discover a new opportunity and a
chance to reach your goals. Together, we can create the plan that turns risk into reward
and experimentation into vital learning. Not to mention, you can officially take that
project off of your to do list. The next 90 is my project management and coaching
package for small business owners who have a specific goal in mind. It's a custom
approach to executing on your projects within a realistic and shame free framework
delivered and weekly strategy calls and unlimited email support. At the end of 90 days,
you have accomplished the goal that you set with your sanity intact found a rhythm for
big picture project execution amongst daily asks, feel comfortable editing and prioritizing
competing commitments on your own and feel more confident in your ability to process
stress and overwhelm. If you're ready to take the next 90 days and see massive forward
progress towards your goal. I want to hear about your project, go to brain space
optimized.com slash project and fill out the free project assessment form. I'll get back to
you with two to three ideas for making that project happen. And I'll let you know if you're
a great fit for the next 90. Again, for your free project assessment go to brain space
optimized comm slash project. Okay, back to the episode. I think the last thing before we
move into our lightning round of questions. You are an engineer by trade it is in your
blood. And so I think something that people can convince themselves like myself who is
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more of a student of the humanities and whatever, I love flowing words and books. It may
feel like oh, experimenting intentionally. It's just not for me. I'm just not good at tracking
your data or numbers or whatever. What are your thoughts on that? And what are some
of the ways that you think people can combat that?

 27:08

Yes. Okay. So I've got a couple of things that I really I really feel strongly about this, I love
that you asked because the truth is, it's like saying I'm bad at math, or I'm not good. I'm
whatever thing it's just a story that we tell ourselves. And guess what? It's a skill that you
can learn just like you can learn to be better at math, you can learn a new language,
whatever. Yeah, not only that, as an entrepreneur, it's a skill you have to learn. Because if
you are not in control of all right, let me measure what's going on my business. I mean,
there's another someone, some VC said this in a book, I can't remember, I'm blanking on
the name, what doesn't get measured, doesn't change, it doesn't grow. And so it this is one
of those things where first you have to realize, look, this is not a story, I'm going to keep on
telling myself, this is a skill I can choose to improve. And this is what I'm going to do to
improve it. The second thing is, it's really important to realize like, it's not complicated, it
shouldn't be complicated. We talked about where like when I share the example of how
we decided to test a new product launch and what we tracked, I didn't track a whole
bunch of different things. I just tracked a few open rates, click rates, conversion rates,
basic, basic math, that is like anybody can track if you're smart enough to build a business
to get clients, you are definitely smart enough to do this. And just realizing, okay, how can
I do it at the simplest level in the most impactful way? So to recap, basically telling you
like, stop telling yourself that story is an excuse your it's another skill you have to learn as
an entrepreneur. And because you as an entrepreneur, you're the type of person who's
going to do what you need to do, you're going to do it. And then second of all, it can feel
complicated and overwhelming. But when you break it down, it's actually not nearly as
overwhelming and scary as it might feel.

 29:07

Yes, a loving kick in the butt for movies. No, but it is true. Go slow. Take your time. What's
the simplest way I can try this out? And then just keep moving forward? Yes. Awesome.
Awesome. Okay, so we are going to transition into our lightning round of questions. Are
you ready? Yes. Okay. Question number one is What are you reading right now?

 29:28
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Right now I'm reading this great book called stealing fire. And it's this really cool study.
That's also really scientific about getting into, like this zone where you are ultimate in your
ultimate FLOW ZONE of creativity and focus and yeah, really amazing. Creating really
your best work.

 29:50

Yeah, that is awesome. Question number two,

 29:55

if you had to make up a superpower based off of unusual things that you're good at, what
would a made up superpower of yours be?

 30:05

Okay, so this is not I mean, okay, let me just answer with. So I would love to be able to
reading, if I could read people's thoughts, that would be great. It's a little bit creepy. But
like a softer version of that would be to really, deeply connect with and understand
people, like if I had like the superpower version of a mood ring or something, just to really
understand that because I feel like that's the most important thing. As an introvert as
someone who's naturally, like a listener, empathetic, I would say that's something that I'm
already pretty good at. But every single time I write something, or I'm writing emails,
doing launch, talking to people doing check in survey responses, there's always something
that comes back that surprises me. And it just makes me think there are so many different
layers to endless layers to people and how we work and how we think that sometimes it
would just be so nice if I could have like a decoder ring or something to help me out with
that.

 31:05

Yes, I think there's a character from like her. I don't know if you're into superheroes but
Guardians of the Galaxy. She's the mom the antennas. Yeah. And she can let it touch them
and like know what it is they're thinking and feeling.

 31:15

Yes, yes. I know who you're talking about. Yeah.
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 31:18

And I'll have to figure out remember who that was? Okay, that's a great answer. Question
number three, it's a zombie apocalypse here need to leave your house immediately. What
are three things that you bring with you?

 31:32

Okay, so are these things that I have to have in my home right now? No, they can just be
anything. Okay. So the things I would bring with me is I would bring like a tank or a
Hummer or some movie or a car. Yeah, that I don't have one. I live in New York, so I don't
drive. But I would definitely make sure I had that. The second thing that I would make sure
I bring is some sort of like weapons arsenal, again, either live in New York, I don't have any
guns or anything. But if it's zombies are off everything all the firepower I can get. And then
the final thing this is, I mean, this is a no brainer, but I would just bring as much bottled
water like a water filter. Yeah, like, honestly, this is kind of gross. But I might bring one of
those things that turned urine into water, just in case. Yeah. If you want to serve

 32:30

post Apocalypse, like literally

 32:32

matters, go out the window. Exactly. So anything like that. And then just like non
perishable canned foods, anything along those lines, those would be my three must
haves? Yes. Smart

 32:45

answers. Okay, I might, I might sync up with you at the

 32:50

awesome. Okay, last question. Tell us about a mission or a project. You're excited about
that you're working on your business right now?
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 32:58

Yeah. So what I've really been focused on lately is now that I feel so so good about my
employed entrepreneur, my ultimate course launch, those are the two courses I've been
working on for the last few years. I am, Mike, My mission is just to get it out there into the
world. Before you know, I was getting in front of a good number of people and helping
them but there was something in my mind was like, my core still isn't ready. It's not it's, and
part of it. This is definitely my own mindset. So I'm definitely calling that out. But there was
a piece of me that's like, that was like, I need to add this or this or test it with this many
more people for it to be ready for the big time for me to get it out there. And now I
basically just addressed every single possible decision I could have had, getting my course
in front of more people. And so my goal now is just to take it mainstream, to really help
people realize that, hey, if you want to be an entrepreneur, there's never been a better
time we've never had the opportunities and tools that we have now. Or on the flip side if
you love having a job, but you'd love to be able to share your knowledge with the world
via course. Guess what, it's not mutually exclusive. So to really get out there and just help
people tap into that entrepreneurial side of themselves, which I believe is going to make
the world a better place make everyone feel more fulfilled. And I mean, personally, from
my own personal experience, there's been no better growth journey than building my own
business. And I Yeah, exactly. Right. So I would love to help as many people as possible
experience that in whatever way is best for them.

 34:36

That is awesome. At a so great. Okay, so Lisa, thank you so much for being on the
podcast. Can you tell us where we can find you online?

 34:43

Yes. So super easy. My website is just my name. So it's LUISAZ as in zebra hou.com. I'm
also having a lot of fun lately on Instagram. So my handle is pretty much the same. It's
Louisa done, Joe. That's how you pronounce my last name. And then I also do live streams
on my Facebook page. So that's the best place to connect with me. And if you hop on a
live stream chat with me real time and that's surprise Louisa Joe live

 35:17

curveball, it's always a joke.
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 35:19

Awesome. Awesome. Well, thank you so much for being on and just sharing your wisdom
with us. We really appreciate it.

 35:24

Oh my gosh, thanks so much for having me and for asking these really fun, unique
questions.

 35:33

Big thanks to our guests for being on the podcast this week. Thank you to our producer
Melanie Scroggins and ticket details about anything we referenced in this episode. You
can go to brain space optimized.com slash podcast. We will see you in the next episode.
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