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@BELONGMAG

FROM THE DESK OF THE EDITOR

I used to think hospita l it y was hav ing people 
over to your f resh ly cleaned house for a 
home-cooked mea l . Though I st i l l  bel ieve 
this is under the umbrel la of hospita l it y, 
there’s so much more than per fect ly la id out , 
monogrammed, hand towels , made-from-
scratch pies and t idy tucked covers . In this 
v ir tua l world we l ive in, we have to adapt our 
think ing to include the onl ine space as wel l .

So what does that look l ike? A welcoming 
presence. Any where. Ever yone wants a place 
where they belong. Hospita l it y is prov iding 
that place. Don’t get me wrong--we can’t be 
ever y thing to ever ybody whether it is face to 
face or on the internet . But we can be authent ic 
and conscient ious with and towards others .

I ’ve come to hope that hospita l it y is more 
about put t ing your best out there for others--
whether it ’s your fanciest d ishes or your most 
wel l cra f ted words. Maybe your best today 
is a f rozen pizza and a rol l of store bought 
cook ie dough. It ’s engaging with people and 
somet imes even sending emoji k isses and claps. 
Somet imes it jumps of f the screen, and you get 
the oppor tunit y to g ive your best in person 
whether through a smi le (with l ipst ick smears 
on your teeth, of course--tota l ly gui lt y here) 
or sending a note in the mai l (old school, I 
k now). But most days , we’re presented with the 
oppor tunit y through socia l media .

Toss out your v ir tua l welcome mat , f r iend, 
and create a place where others feel va lued and 
accepted. A place where they belong. This is the 
new hospita l it y.

Cheers ,

you
belong
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Creating and producing.
Both words can be defined as “bringing 

something into existence.” However, one warrants 
the idea of mundane and uninspired work, and the 
other offers a picture of excitement and passionate 
art.

Most often we start out creating, we are eager 
and full of ideas that bubble up at a rate we can 
barely keep up with. Then over time, we give in to 
the voices that tell us how and what to create. We 
end up on a production line. This is what happened 
to me.

When I started my journey as a writer, I 
envisioned analytics as a helpful friend there to 
propel me toward my dreams. Instead, they only 
ref lected the insecurities that I had unsuccessfully 
buried. They whispered of what I was failing at, 
comparing me to every other voice, reminding me 
that my moment had not yet arrived. The numbers 
smirked every time I clicked, taunting me with the 
hope that if I only did “that one more thing” then 
lines on the graph would skyrocket. I gave into the 

lie that I needed to perform and produce in order 
to get a better SEO score, which would inevitably 
lead to my success as a creative. I had moved from 
creating out of purpose and passion to producing 
and striving to make my analytics happy.

As a writer, my heart is to call people to action—
to stir their soul, start conversations and propel 
them forward. Sadly, many writers have become less 
focused on the needs of their audience and more 
intent on attracting followers. They aren’t interested 
in building community; they want to grow an email 
list. Their phrases are catchy and full of pithy one-
liners, but there is a lack of vulnerability in their 
words. They have moved from creating to producing. 
And it is happening in every branch of the creative 
arts. 

We have become obsessed with growing 
platforms. The result is that our audiences (and 
clients) stop returning because what we have offered 
is of litt le value. We produced quantity, not quality-
-or worse, we give them a carbon copy of someone 
else’s work. That is where I found myself.

Audience vs. 
Analytics

Malinda Fuller
Malinda is a freelance writer who loves to adventure with her family. She is passionate about 

stirring up dreams in others and believes that faith is an action word. Malinda shares regularly 
about relationships, chasing dreams and intentional living on her website and Instagram. 

WRITING FOR YOUR READERS INSTEAD OF YOUR STATS

PHOTOGRAPHY   L AUREN SCOT TI



10 B E L O N G - M A G . C O M   /   I S S U E  F I V E

So I did a crazy thing. I stopped checking 
the data. I gave up the goal of building a bigger 
audience and chose to better connect with those 
already tuning in. I decided to abandon the idea that 
better analytics equaled me being a better writer 
and I started focusing on my craft. I became more 
vulnerable, collaborated with the great things others 
were doing and I also celebrated small victories 
as they came. I chose to get off the hamster wheel 
of mediocre production. In case you are nervous 
that you might stil l be there, here are a few simple 
indicators:

1. ANALY TICS CALCUL ATE FAILURES. 
AUDIENCES CELEBRATE VICTORIES. It’s 
amazing how quickly a list of numbers, a pie chart or 
a percentage can so quickly def late us. That’s what 
analytics do. They are impersonal results based on 
calculated data. 

Audiences, on the other hand, are made up 
of individuals. Individuals with the ability to be 
personally affected by our work and then express 
what our efforts have done for them. They aren’t just 
watching us from afar; they become part of what we 
do and they are the voices who cheer loudly when we 
are successful. 

To be fair, we need the friend who speaks into 
our content as well as the presentation of it. These 
voices should not be polished experts, but instead 
those who know and love us—those who believe in 
our dreams and have our best interest at heart. The 
expert opinion is best left to a consultant, where we 
share detailed information coupled with personal 
goals and are given constructive criticism, not just 
blanketed advice.

2. ANALY TICS BREED COMPETITION. 
AUDIENCES BREATHE COLL ABORATION. 
When we are focused solely on the numbers, we tend 
to hoard ideas rather than share them. Instead of 
building relationships, we build walls. We become 
consumed with tracking data and we forget to 
celebrate the fact that people are enjoying our work 
and rallying behind us in the f irst place. 

Bravely creating and boldly sharing with others is 
something many people never gather the courage to 
do. Does is matter what someone else in our genre is 
doing, or how many followers they have, or whether 
they are getting traction as we struggle upward? 

Chances are other people are living in our shadow, 
and they envy our successes. 

We all have stories to tell and strengths to share. 
When we focus on what the person next to us is 
doing we rob our audience of our best effort. If we 
try to mimic what others are doing, it says that we 
aren’t enough and neither is what we have to offer 
them.

3. ANALY TICS DEMAND PERFECTION. 
AUDIENCES DESIRE VULNERABILIT Y. Analytics 
are like the friend we are afraid to invite over unless 
we can deep clean for 24-hours f irst. We spend the 
whole night worrying about what they think— of our 
outfit, the food we’ve prepared and how our home 
is styled. On the other hand, a best friend is free to 
show up whenever. They laugh if we burn dinner 
while simultaneously picking up the phone to order 
pizza. They like us better without makeup and in 
comfy sweats. They’ve seen us ugly cry and know our 
fears and greatest dreams.

Our audience wants to know us like that. They 
aren’t scanning and analyzing our work, nor are they 
wondering how many likes our recent post with get 
on social media. They just want to know the real us—
the creative who struggles and fails, dreams big and 
continues working hard. They want vulnerability, 
not perfection. We need to stop trying so hard to 
produce and be consistent with creating something 
worth sharing. 

As creatives, we have wild and crazy dreams 
about inf luencing people and changing the world. 
Because we want to stir people to action, we are 
driven to create community not just grow a fan club. 
We want to ignite passion deep inside of others and 
raise awareness. We fight for causes bigger than 
ourselves and create beautiful things, not just to be 
admired, but so that they cannot be ignored. 

We long for relationships with real people who 
celebrate victories not magnify failures, who want 
to collaborate rather than compete, who crave our 
vulnerability not our perfection. This is the audience 
worth creating for. Those who are more than just 
followers or fans, but who are like true friends.

FOLLOW MALINDA AT:
WEBSITE: MALINDAFULLER.COM
IG @MALINDA .FULLER

“Our audience just wants to know the 
real us—the creative who struggles and 
fails, dreams big and continues working 
hard. They want vulnerability, not 
perfection.”
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Jessica Ruhfus

Jessica Ruhfus is the Founder and CEO of Collabosaurus, an online match-making platform for 
brands. Her passion for creative brand experiences moved her from a background in fashion PR and 

small business marketing to developing a partnerships platform for brands of all sizes. She believes that 
business collaborations are necessary to build a modern business, gain exposure in new locations and 
reach audiences in an authentic way. Whether it be for referral partnerships, products, social media 

or event collaborations, Jess built Collabosaurus as a way to source and create growth opportunities in 
any industry and any location. Jess now runs entrepreneurial events around Australia, is a marketing 
consultant for over 20 brands in the fashion, lifestyle and food industries and runs the Collabosaurus 

platform for over 2,400 members.

Brand collaboration and working together is 
changing the marketing game—here’s how you can 
do it too!

It’s not always easy to share, especially with 
strangers! After seeing the amazing results from 
brand collaborations through a brief stint in fashion 
PR, I started a business based on the concept of 
connection and “playing fair”. Lately, I’ve found that 
a lot of business owners are feeling overwhelmed, 
lost and alone based on the “every man for 
themselves” mentality. The truth is, you don’t have to 
go it alone! Learning how to play fair in the sandbox 
not only helps you market your business, but grows 
your network at the same time. 

Brand collaborations have been around forever, 
evolving in exciting new ways with videography, 
social media and all things digital. The great thing is 
that they’re stil l one of the most effective marketing 
strategies you can do, requiring litt le or no budget 
whatsoever. Working together and playing fair will 
change your business in more ways than one, so I’ve 
whipped together my top three tips for a smooth 
brand collaboration. 

PL AY NICE. Remember that collaborating 
with other brands or inf luencers is simultaneously 
growing your network. Make an effort to be polite 
and considerate so you pave the way for an ongoing 

Playing Fair in 
The Sandbox

BRAND COLL ABORATION + WORKING TOGETHER
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relationship—these kinds of business relationships 
keep on giving. Also, playing nice gives your 
collaborator opportunities to shout your name from 
the rooftops, and we all know how powerful word of 
mouth marketing can be!

PL AY FAIR. Successful brand collaborations are 
all about mutually beneficial, win/win exchanges. If 
you’re offering huge social media exposure, multiple 
email blasts, event day exposure and a f inder’s fee 
in exchange for a short, un-promoted blog post you 
have my permission to say “umm…. no.”

Playing fair is tricky when money isn’t involved, 
as each collaborator’s assets almost need to be given 
a dollar value to understand whether the exchange is 
fair. Get all of the agreements in writing and it never 
hurts to get a second opinion regarding the fairness 
of the campaign.

PL AY HONEST. Communicating is the most 
important element to a fantastic brand collaboration. 
Make sure you clearly communicate your goals, 
listen carefully to your collaborators and establish 
your expectations and responsibilities. This way, 

you’re setting yourself up for incredible results—
you’re clear on how to track the success of your 
campaign and both parties know what they’re in for. 

Now, go and play in the sandbox! It’s not always 
what you know, but who you know.

About Collabosaurus

Collabosaurus is like a dating site for businesses. We help 
brands gain amazing marketing exposure by providing 
valuable, mutually beneficial partnership and cross 
promotional opportunities. Whether it be for events, social 
media, product or referral collaborations, Collabosaurus 
makes finding and negotiating creative partnerships simple. 
The platform was launched in April 2015 and has attracted 
over 2,400 brands, big and small, to create and source 
growth opportunities. A valuable site for startups to large 
corporations, Collabosaurus is anonymous and will match 
users based on relevant, shared target markets and goals.

FOLLOW JESSICA AT:
WWW.COLL ABOSAURUS.COM
@COLL ABOSAURUS

PHOTOGRAPHY  DELUXEMODERNDESIGN
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Your online presence is the face of your brand 
these days. The photography you present to your 
target audience will ultimately determine the way 
your potential client feels about your brand, so it’s 
crucial to always put your best foot forward and 
ensure you’re welcoming them into your virtual 
“home”.  Below are f ive tips for creating a welcoming 
and inviting online presence through photography.  

1. CURATE BEAUTIFUL PHOTOS. When 
creating a beautiful and welcoming online presence 
you want to make sure you are using beautiful on-

brand photos. Whether you are taking the photos 
yourself or sourcing them, you want to use photos 
that not only match your brand, but are also of 
excellent quality. Stay away from photos that were 
taken in bad lighting, photos that are heavily edited, 
or photos that confuse your audience about who you 
are and what you do.

2. CREATE A COHESIVE LOOK AND ST YLE.  
Be sure your images are cohesive with your brand 
and with one another. Don’t post a dark and moody 
photo if your brand is bright and happy. Likewise, if 

Creating a 
Welcoming 

Online Presence
THROUGH PHOTOGRAPHY

Alli Elmunzer
Alli Elmunzer is a professional photographer at her studio Turquoise & Palm, a photography and 
styling studio for lifestyle brands and creative businesses. Most recently she launched her stock
photography membership site, the Turquoise &amp; Palm Stock Gallery, featuring lifestyle and 

styled photos for small business owners, creatives, and bloggers, who want to make their lives 
easier and their brand more beautiful. Alli is always sharing tips on photography, business, and 
social media through her blog, workshops, and speaking engagements and has a strong passion 
to help and inspire others. She currently resides in Charleston, SC with her husband and son, 

loves the beach, a good book, and never needs an occasion to drink champagne!

PHOTOGRAPHY   TURQUOISE & PALM
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your aesthetic is bright and upbeat, present photos 
that use bright lighting, vibrant colors and fun items. 
It is a good idea to identify primary and secondary 
color palettes that exemplify your brand and try 
to highlight those colors when taking or posting 
photos. Feature them in the backgrounds, props, 
textures and materials of your brand-centric photos.   

3. BE CONSISTENT. Post photos regularly! 
This means at least weekly, but preferably daily (or 
multiple times a day). Your target audience wants 
to see that you are present and engaged in your 
business. Another great way to be consistent is to 
post at the same time each day. This helps build 
brand recognition and loyalty and allows your target 
audience to not only know what to expect from you, 
but when they can expect to see your post. If they 
continually see you posting beautiful images, they 
will start to like you and trust you and we tend to 
buy from people we like and trust!

4. SEND A CLEAR BRAND MESSAGE. The 
photos you post are your brand message and you 
want it to be very clear to your target audience about 
who you are and what you do. Don’t confuse them 
by posting photos of anything and everything! Stay 
on brand and always have your target avatar in mind 
when you post a photo. Will it resonate with them as 
well as further your brand?  If yes, then post away!  If 
no, scrap the photo and f ind a better one.

5. CONNECT WITH OTHERS AND INVITE 
THEM INTO YOUR “ONLINE HOME”.  Don’t be 
afraid to post more personal photos that you know 
will connect with your target audience. If your target 
audience are dog lovers, but you sell jewelry, you 
could stil l f ind a way to incorporate dogs into your 
photos. For example, a photo of you petting a dog 
while wearing one of your bracelets will resonate!  
This way you are furthering your brand messaging 
while connecting with your potential customer.  
These photos that truly connect with your target 
audience will help them feel they are being welcomed 
into your life and your home.

Remember, the goal is to create an online 
presence that makes your target audience feel like 
they know and trust your brand—so when it comes 
time to make a purchase, they think of you! If you 
haven’t created a welcoming online presence yet, 
now is the time! The f ive tips in this article will help 
you gain your audience’s trust, will result in greater 
engagement and ultimately increase your sales!

FOLLOW ALLI AT:
WWW.TURQUOISEANDPALM.COM
INSTAGRAM: @TURQUOISEANDPALM
FACEBOOK: FACEBOOK.COM/TURQUOISEANDPALM
T WIT TER: @TURQUOISE_PALM
SNAPCHAT: @TURQUOISE_PALM
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Social Glue
Method

WITH REINA P OMEROY
L I FE + B I Z SU CCES S COACH FO R R I G H T B R A I N ED 
A N D H E A R T CEN T ER ED CR E AT I V ES
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EDITORIAL PHOTOS  BECCA OLCOT T (NYSSA PHOTOGRAPHY)   •  CITRUS PHOTOS KIMBERLY MURRAY PHOTOGRAPHY  •  
HEADSHOT KRISTI MCKEAG

Reina Pomeroy
Reina Pomeroy is the founder of Reina + Co, the life + biz success coaching practice for 
creatives who are right brained and heart centered. She helps women who have a million 
brilliant ideas in their heads that they can’t seem to make happen. She helps them to stop 
spinning their wheels and take action on what’s most important so they can become the 
go-to expert in their field.

Reina has her undergraduate degree in Psychology and Master’s degree in Social Work 
and is a Certified Professional Co-Active Coach (CPCC) from the Coach Training 
Institute and the International Coaching Federation. She’s a candy connoisseur and could 
tell you what each flavor of Jelly Belly is in a container. Currently she lives in a suburb of 
Washington, DC with her almost 2 year old son, puppy and Marine husband.

Business is ruthless. Business is hard. Business is 
lonely. Business is corrupt. Business is self ish. 

That’s what I thought of the business world 
before I joined it. However, once I was in it, I found 
that all of those preconceived notions aren’t true 
in my world. While entrepreneurship can have its 
own challenges (like remembering how to spell it 
correctly), it hasn’t been as cut-throat or as divisive 
as I expected.

In the beginning, I didn’t how to describe my 
kind of entrepreneurship. I’m not great at marketing 
in the traditional sense. I’m not exactly tech savvy 
and I didn’t know a single person who was doing 
the same kind of work as me. I stumbled (thank 
goodness!) on groups like Heather Crabtree’s Savvy 
Business Owners community. I felt understood, 
my struggles were normalized and I felt welcome. 
It made sense to me that a community of a few 
thousand people could be kind to one another, to 
give to one another. I was addicted to that mentality 
and poured myself into encouraging people 
(complete and random strangers) on Facebook. 

As great as these groups were, I couldn’t help 
but notice that I was lonely and craved “real life” 
connections. In the Spring of 2015, I started inviting 
women to jump on calls with me (mmmk that sounds 
a bit creepy as I’m writing this, but it was with 
honest intentions)… not to sell to them or offering to 
coach with them, but just to get to know them. Once 
I started making those calls something changed. 

I went from feeling isolated, having limited 
contact with other business owners and feeling like 
I couldn’t connect with others to having people who 
understand my day-to-day stresses and feeling like I 
had comrades… virtual off ice-mates!

From these relationships I’ve collaborated over 
and over again, which has been fun while also 
elevating my brand. Maybe you’re thinking, “Of 
course it was easy for you, you had all these things 
going for you…” But honestly, I didn’t have anything 
at the beginning. I didn’t even have a website for 
many months! So this is possible for you. 

SOCIAL GLUE METHOD

In business, people have to like, know and trust 
you before they buy from you. People don’t like to 
be duped, so being authentic and representing your 
brand in the most honest way is vital to survival.

A grad school friend of mine gave me the 
nickname “Social Glue,” and that mentality has stuck 
with me in business. The basic tenants of how this 
translates into business are:

1. How can we help to connect people with 
other people and resources? We all have knowledge, 
resources, connections, etc. that can help to create 
better outcomes and relationships for others. 

2. How can we make business feel more 
personal? Get to know people in a genuine way 
to create relationships. Just as you want to feel 
understood and heard, others do too.

3. Rather than the need to compete with others, 
how can we run business on generosity? Instead of 
seeing others as threats, look for strengths in others 
and ways to support each other. Finding out our 
differences can help us discover what business is 
right for one another. 
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“I went from 
feeling isolated, 
having limited 
contact with other 
business owners 
and feeling like I 
couldn’t connect 
with others to 
having people who 
understand my day-
to-day stresses and 
feeling like I had 
comrades…virtual 
office-mates!”

REINA
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WHAT HAPPENS WHEN YOU BELIEVE IN THE 
SOCIAL GLUE METHOD

Oh, the possibilities are endless when you choose 
to see your business as constant partnerships and 
collaborations. 

I have seen people f ind the perfect accountability 
on these Social Glue calls, create a product together 
or host a webinar together that benefits the audience 
of both parties. People have become best friends in 
real life and each other’s cheerleaders through text or 
on social media. 

Christina Scalera and I now co-host the Creative 
Empire Podcast together (and are business partners) 
because before we knew there could be a podcast, we 
were online friends and were cheering each other on!

I think the Social Glue Method works really 
well with Belong Magazine ’s philosophy of “You 
Belong.” There is always somewhere for us to belong 
in this community… as long as each of us makes an 
effort to be active participants in cultivating those 
relationships.

Bottom line: don’t be salesy. Don’t be in it just for 
you. Be a nice guy (or gal). Give 5x what you take.

HOW TO BE SOCIAL GLUE

Your f irst priority is to go in with the mindset 
that you want to make a real-life connection… not 
just with someone’s business, but with the person. If 
you were meeting a friend at a cafe, what would you 
chat about? You’d probably want to catch up on how 
she’s doing, right? It’s the same with being social 
glue…you want to see how they’re doing in life and 
in business.

Cardinal rule of SGM: Put your thoughts 
about earning money aside while you’re creating 
connections. Do not think, “How can knowing this 
person earn me more money?” That’s just icky, so 
don’t do that. It’s not about you.

Make it your intention to make a friend, a 
deeper connection. When people bring others into 
their business or lives, it’s because of trust. We will 
continually buy things from people we know, like 
and ultimately trust. 

Remember that as nervous as you might be to 
get to know the other person, they might be feeling 
the same. Everybody wants to feel seen, appreciated, 
heard and validated. So be a leader in showing them 
your appreciation of them, their skills and their 
experience.

When somebody you are chatting with is 
constantly talking about themselves, their needs, 
their kids, their hopes and dreams and don’t take the 

time to ask you about what’s going on for you, how 
does it make you feel? My guess is, pretty invisible, 
right? In the Social Glue Method, we’re trying to 
create an even playing f ield for both parties involved 
so that there can be an atmosphere that fosters equal 
contribution and learning 

THE NUTS AND BOLTS OF HOW YOU CAN 
MAKE SOCIAL GLUE METHOD YOUR OWN

I know you’re in at least one Facebook group. 
If you’re not, you’re missing out! Savvy Business 
Owners (Heather Crabtree) and Heart Centered Biz 
Bosses (my community), Lit up and Loaded (Lacey 
Craig) are three of my favorites, even if I am biased. 

You can connect with people via email, Facebook 
groups or on Instagram to give good feedback, 
thoughtful comments and be of service. Rather than 
going into social media hoping for others to support 
you and cheer you on, think about what you can do 
for them! I know… it’s radical!

If somebody posts on their Instagram that they’re 
having a tough day or they’re dealing with a less 
than ideal situation, you can take it upon yourself 
to encourage them, to give them a “virtual hug”. If 
they comment back, you can try to get to know them 
better.

If you have more time on your hands than you 
have money, you can do this. If you are lonely and 
you want more connection, make time for this. 

Whether it’s on Facebook groups or through 
other social media, it’s going to feel super awkward 
asking somebody to go on a coffee phone date (or 
whatever ya wanna call it!) with you. It’s like asking 
if somebody will be your friend, or asking a cute 
boy to go on a f irst date (awkward!). The biggest 
hang-up I hear from people who are hesitant about 
doing this is feeling too insecure or vulnerable to 
put themselves “out there.” Girl, you are awesome 
and quit being so mean to yourself. You belong. 
Remember?!!!?

When I got invited to speak at Amber Housley’s 
Inspired Retreat I pinched myself. I reached out to 
the speakers to try to get to know them and how I 
could support them in the time we had before we 
met in person. I was expecting to hear, “I’m too busy 
to talk to you,” from incredible women like Tonya 
Dalton of Inkwell Press and Valerie McKeehan of 
Lily and Val. They were both so gracious and we 
had great chats prior to seeing each other in person. 
Lesson learned: JUST ASK for the coffee phone date. 
If you don’t ask, I can pretty much promise you that 
it won’t happen. But if you do ask, you might be 
pleasantly surprised that someone says yes!
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“If you have more time on 
your hands than you have 
money, you can do this. If you 
are lonely and you want more 
connection, make time for the 
social glue method.” 
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COFFEE DATE AGENDA—WE’RE FANCY LIKE 
THAT!

I have a super loose agenda for whenever I go on 
a coffee chat with somebody because if I don’t, I’ l l 
inevitably get nervous and forget everything! You 
don’t have to use this, but if you’re worried about 
your nerves for your f irst few calls I hope this will 
provide you with some structure:

1. Say hi!
2 . Where do you live?
3. Thank them for jumping on the call. Tell 

them about your intention of getting to 
know each other better, what things you 
would love to know about them!

4. Here are some questions you could ask: 
        How did you get to where you are? 
        What was your former career? 
        What did you want to be when you grew up?
        How did you get started in your biz?
        What’s going on in your business now? 
        Any fun projects that you have coming up?
        Tell me about your family…
5. Think to yourself: can I connect her (or 

him) to someone I know? You could ask, is 
there somebody who you think it would be 
good for me to connect with?

6. Think to yourself: Would I like to 
collaborate with her? How would both 
of our audiences benefit from working 
together?

7. Before you get off the phone: How can I 
support you? This is an important exercise 
for you—to be able to articulate what 
people can help you with is one way to be 
able to ensure that you will have constant 
supporters and encouragers. You don’t have 
to do this on your own! It also means you 
can support them, too!

POST-COFFEE CHAT MOVES

After your call, send out a quick email 
thanking them for taking the time to “meet.” Try 
to personalize it—include a litt le nugget you found 
fascinating. In that email, or in a subsequent email, 
do the thing(s) that they asked for support with!

Add a quick note to your calendar as a reminder 
to follow up on your chat with the person three 
months later. This helps if you don’t correspond 
regularly online—you can simply send an email to 
see how things are going. The purpose is to stay in 
touch, to refer each other, but if that’s not the case 
stil l make an effort to follow up. An easy way to 
stay connected with somebody is to interact with 
their social media platforms. Engage with their 
posts, comment and share their material with your 
audience. 

BONUS TIPS:
• If it feels icky, check your intention. If 

you’re feeling “slimy”, maybe it’s because 
you’re getting more out of the relationship 
than you’re giving. Figure out how you can 
even out the playing f ield.

• Check in with them like you would a friend. 
If, during a chat, they say they have a 
launch coming up, even if they don’t ask for 
help, leave yourself a note and text them or 
send them a sweet message and tag them on 
a Facebook group when that thing happens!

• Inf luencers are also people! As busy as they 
might be, they’re always wanting to hear 
feedback from people and want to hear the 
ways they are making an impact on you, so 
reach out to them!

My Social Glue mindset has helped me create 
and enhance strong friendships and business 
transactions. It’s the way I’ve encouraged my clients 
to operate and we’ve found great success. This isn’t 
the standard of marketing out there, but with this 
method you can deepen the like, know, trust factor 
for people who interact with you and your brand. 

If you’re looking for a safe place to meet 
somebody who “gets” you, join us in the Heart 
Centered Biz Bosses group by going to reinaandco.
com/join. 

FOLLOW REINA AT:
WEBSITE: REINA ANDCO.COM
INSTAGRAM: @REINA A ANDCOMPANY
T WIT TER: @REINA ANDCO
FACEBOOK: WWW.FACEBOOK.COM/REINA ANDCO
PERISCOPE: @REINA ANDCO
FACEBOOK GROUP: FIND US BY GOING TO 
REINA ANDCO.COM/JOIN
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Email 
Experiences 

that

WOW
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It’s no secret that your blog needs “curb appeal”. 
You work hard to build your audience, post gorgeous 
photos, and write compelling content they truly want 
to read. You invest in great design (or DIY it with a 
killer theme or template) and pour your heart into all 
the litt le details, down to that opt in form for your 
email list.

Every inch of your blog matters, as it should. But 
what happens once your readers subscribe through 
that gorgeous opt in form? What do they see once 
they “walk in the front door” of your digital home?

To use a real estate metaphor, if the inside of the 
house is a wreck, no one is buying… no matter how 
meticulous the landscaping is. 

Do you remember the last time you invited a new 
friend over to your house? Maybe you hosted a dinner 
party, a wine night, a rainy afternoon movie session, 
or even a backyard barbecue. Think about everything 
you did to prep your home (and yourself !) for that 
guest. You probably:

• made sure you showered (or at least wore 
clean clothes)

• picked up all of the leftover coffee mugs 
lying around from breakfast

• took the trash out

• stocked the fridge with the best snacks and 
drinks

• wrapped up your work day a bit early so you 
could focus

• put on some of your favorite music to jam 
out to

• swept the f loor and wiped down surfaces 
generally made it look like you didn’t put in 
a ton of effort even though you did 

     
And then your guest arrives. You grab them a 

drink, show them where they can take a load off, 
point out the bathroom or where the snacks are, and 
get to know them a litt le better.

Even if you aren’t the hostess with the mostess, 
it’s likely that none of this sounds strange to you. 
It is, after all, polite. I mean, they came into your 
house, right?

Without a strategy for your dinner party, you’re 
serving cold pizza and your guests are checking their 
watches wondering when they can leave. And just like 
that well planned evening, setting up an email opt 
in that wows from beginning to end is crucial to a 
successful blogging business.  

Val Geisler
In addition to being a yogi, mom, military wife, and avid podcast fan, Val Geisler is also the Marketing 

Lead at ConvertKit. She is ridiculously obsessed with really stellar emails, sharing and creating 
content that actually makes a difference in the world, and doing more with less effort. You can find 

her connecting with the ConvertKit community in blog comments, emails, and, of course, on Twitter 
at @ConvertKit or @lovevalgeisler.

PHOTOGRAPHY  DELUXEMODERNDESIGN
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Now don’t let the word “strategy” stump you or 
freak you out, my creative friend. Having a strategy 
is really about consistency. And consistency does not 
mean “spend all your time hanging out on Instagram 
waiting for the right post so you can respond”. Nope. 
In fact, consistency is defined as: “conformity in 
the application of something, typically that which is 
necessary for the sake of logic, accuracy, or fairness”. 
Now that’s something we can work with!

When I say consistency is key, I mean that it’s 
important for you to consistently be YOU in the 
entire email experience - from initial opt in form 
to regular emails. Your email opt in strategy starts 
when people see you for the very f irst time. It’s the 
“curb appeal factor” of your dinner party. If the front 
yard is immaculate and then you go inside the house 
and it’s a dusty mess, you’re going to be confused 
and wonder why you came over in the f irst place. You 
might even begin to think you’ve been duped!

Consistency here is all about integrating your 
own personality and unique qualities in a way that’s 
in line with the experience your customers get when 
they actually work with you. Are you quirky and 
fun? Put that pizzazz into your opt in form and 
follow up sequences! Do you care deeply about the 
people you work with and go the extra mile for them? 
Do the same in your welcome email – yes, before 
they are ever a paying customer. By giving them the 
experience they would get if they worked with you, 
they get a glimpse into their own future... and we all 
want that crystal ball, right?

A story about time: When I returned to work after 
my daughter was born I was searching for a daycare 
for her. With such a crucial decision to make, do you 
think I just Googled “ daycare centers in my area” 
and hoped for the best? Absolutely not! I asked my 
community who they recommended and, it turned out, 
a friend from the 4th grade just so happens to run an 
in-home daycare just 2 miles from my house that was 
ideal for my little girl! I’m certainly not saying that 
your relationship with your own ideal client is going 
to take decades to build, but this example proves that 
relationship building is all about the marathon, not 
the sprint.

To go back to our dinner party example, your 
brand new friends aren’t (likely) spilling their guts 
to you as soon as they walk in the front door. Give 
them time, take their coat, invite them in, and let the 
familiarity grow. It all pays off in the end.

Building your foundation is the f irst step to a 
seamless and beautifully branded email onboarding 
process. This process deserves the same time and 
attention your onboarding for your new clients 
gets. After all, research shows that those new email 
subscribers are 12 times more likely to become your 
future paying customers so they deserve to have the 
best welcome possible!

So how, exactly do you make a welcoming email 
experience?

1. OFFER AN INCENTIVE. Remember our 
dinner party? Well imagine throwing one and saying 
“Wanna come over sometime? I don’t have any food 
or drinks to of fer you but I promise to not talk too 
much.” Who’s coming to that??? Your email opt 
in form needs to convey the details, and tell your 
potential subscriber what they want to hear.

“Join the list!” isn’t enough. You’ ll want to infuse 
this with your own personality and pizzazz (and 
temper it to your niche, of course) but try something 
like “Get the free 37 piece minimalist wardrobe 
checklist! Enter your name and email and I’ l l send 
it your way.” Be specif ic, give them something in 
return, and tell them what comes next.

2. DELIVER ON YOUR PROMISE. You want 
to be sure your holding up your end of the deal so 
deliver that incentive exactly as promised. You can 
attach is straight to that f irst welcome email, you 
can have a redirect to a page on your site with the 
content, or you can snail mail it (okay, that last one 
isn’t really recommended since you want to grow your 
list by thousands) Just be sure it’s very clear where 
and how your new subscriber will get what they 
signed up for.

3. GO THE EXTRA MILE. Now that your 
new friend is on your email list, say hi! Sending a 
welcome series of emails is perfect way to stay in 
their inbox and top of mind for the next few days. 
Try these emails in your welcome series:

• Your Story
• Top Tips You Share (this can be 3-5 emails)
• What You Want Everyone To Know
• How They Can Work With You

You can also use your welcome series to ask 
your new friend some questions. Email services 
like ConvertKit allow you to use link triggers to 
tag subscribers based on their responses. Now isn’t 
it nice to know if your dinner party guests like red 
or white wine before you go shopping? Think of 
link triggers the same way. You get to know exactly 
what they want to hear about from you and tailor 
your follow up emails to meet that need. Talk about 
welcoming!

Finally, your new subscribers are going to want 
to shout from the rooftops how much they’re loving 
your dinner party, er, emails, once you put this 
time and effort into it. So tell them how they can do 
exactly that!    

Let’s be honest, asking someone to tell others 
how awesome you are is awkward! For as bold and 
brazen as we are in our social media lives, it is very 
rare that we will go and ask someone to share our 
stuff and especially to talk about how awesome we 
are.

I will tell you this: Your subscribers want to 
sing your praises and they are doing it anyways. 
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FOLLOW ALONG WITH VAL AT:
WWW.CONVERTKIT.COM
T WIT TER: @CONVERTKIT OR @LOVEVALGEISLER

Giving them instructions on how to do so is not 
unnecessary, it’s not rude, it’s not taking away from 
anything. Stop saying that they don’t want to do it. 
You simply don’t know until you ask.

Let’s go back to the dinner party and look at 
those f inishing touches. You’ve cleared the dishes, 
the guests have hugged you goodbye and thanked 
you for a fun night, and headed off to their cars. Now 
imagine if you were right behind them slamming the 
lock on the front door and turning off the porch light 
before they even get their seatbelt fastened. Not a 
great experience after a fun f il led evening!

If you loved having your dinner party guests 
over but then never invite them to dinner again or 
ask them to bring a friend, how will they know that 
they were your favorite guests you’ve hosted in a long 
time?

By NOT being up front and asking them to share 
your work, you’re slamming the proverbial door in 
your potential clients faces. After all, you’ve built 
up an incredible experience of your brand up until 
this point. It would feel disjointed and strange to not 
have a customized sharing process in the mix.

You might think “They’ ll tell people about me 
without me asking them.” or “They know where to 
f ind more of my products on my website, I don’t need 
to point it out”.... but you, my friend, are wrong.

Part of what makes a business truly stand out is 
this f inal step: making the ask.

Did you know that we consume the equivalent 
of 114 newspapers each week in digital content? 

That’s insane! Imagine trying to sit down and, in one 
week ’s time, read 114 newspapers and then spit any 
of that info back out to someone who needs it. It’s 
impossible.

That’s why it’s YOUR job to make it super simple 
for your subscribers.   

So be sure that your f inal email in the series 
gives explicit instructions for sharing. You can 
include Click to Tweet buttons, a link to your opt in 
landing page they can share with friends, and even a 
description of who you want them to share it with.

To make sure we’ve really made the most of the 
metaphor, imagine that your dinner party was a 
vegan, gluten-free meal. On the way out, you might 
tell your guests “Hey, I’ d love to host this kind of 
dinner more often. Can you reach out to other friends 
of yours who are also vegan and gluten-free so we can 
all get together? Send them my number and have them 
text me that they want on the next dinner invite list!”

Carefully working the email process from opt in 
to welcome sequence to sharing really puts the bow 
on the entire experience. This is the part that truly 
makes you stand out, remain memorable, and allows 
you to continue to add value to your subscribers for 
emails (and years) to come. 
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Stacia Pierce

Stacia Pierce is founder and CEO of LifeCoach2Women.com. She’s affectionately known as the 
whole-life coach because she helps you tighten the unraveled loose ends of your life and discover 
your true self so you can give one hundred percent to your career, family and personal life. After 
spending only a short amount of time with Stacia, you will suddenly see life from a grander, more 
promising perspective. She frees you to explore your creativity, embrace the possibilities of a 
better, more fulfilling and happier healthier way of living with her on- the-spot signature ‘Success 
Attractions Strategies’ for instant results. Stacia’s no-excuse business philosophy will empower 
you to take responsibility for your life and business, so you can finally live the life you’ve been 
dreaming of. She makes business easy, lucrative and fun with her vast collection success tools, 
seminars and conferences for entrepreneurs. She’s is committed to empowering entrepreneurs 
around the world to live their dream life and run their dream businesses. She specializes in 
showing you how to turn your passion into a paycheck by creatively building an authentic business 
that gets you recognized for your skills and expertise, attracts your ideal clients and works for 
you day and night. Stacia invented the Success Journals to empower heart-centered, creative 
entrepreneurs to manifest their dreams and desires. 

The most important and beneficial book a 
business owner can own is a journal. It will allow 
you to write your own story and create your own 
destiny. We live in a season and time where you need 
to listen within, follow your intuition and trust your 
ideas to build your business and life. 

Journaling is the best way to get your ideas down 
because what’s written is real.  My personal journals 
have been my best friends since I had my daughter 
Ariana 25 years ago. During that time, I had been 
in transition. I wrote in my journal often…at f irst 
it was only my thoughts and feelings, rants and 
problems…and in my life I was experiencing more 
and more problems. Then I felt inclined to write 
about what I wanted—to start planning my new life 
in my journal. When I did, my life shifted from bad 
circumstances to a life of success. 

I started using my journal to strategize my 
business ideas and goals. The more I wrote, the 
more clarity I gained in regards to my vision and 
everything seemed to manifest more quickly for me. 
I stil l carry it everywhere I go and use it daily. No 
other book is more significant to my success.  

You can use the power of pen and paper to 
strategize and create anything you desire. I built 
my blog and business with my journal. All of my 
products that I have created to serve people were f irst 

formulated in my journals. Book outlines, workshop 
notes, keynote addresses, even phone meetings are 
all planned in my journal f irst.  

A journal can be your most important visionary 
tool for planning a successful business. By extracting 
your greatest desires and putting them on paper, you 
set the ball in motion to goal achievement. When 
you put your desires and intentions in writing, you 
crystallize them and can move closer to realizing 
them. This is because a written plan forces you into 
action. Once you’ve written an intentional goal, it 
cannot be ignored until accomplished. 

SEVEN KEYS TO WRITING YOUR OWN 
BUSINESS SUCCESS STORY 

1. Write out your morning meditations. 
Meditation is the practice of visualizing your best 
possible outcome and seeing it in your mind’s eye. 
During this time each morning -- even if it’s just for 
a few minutes -- take out your journal and begin to 
write out what you are meditating on. 

Writing your vision makes it even more concrete 
and adds more detail to your visualization -- which 
in turn can speed up manifestation! Well before Walt 
Disney World was built, Mr. Disney f irst imagined it 
in mind then he wrote in his journals a clear vision 

Journaling

PHOTOGRAPHY  PHOTOGRAPHY BY LEANDRA   •   ULTIMATE LIFEST YLES ENTERPRISES (FL AYL AY)

HOW TO HAVE SUCCESS IN YOUR BUSINESS BY
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for the amazing theme park. By the time of the grand 
opening of the park, although Disney had passed 
on, many well-wishers expressed to Mrs. Disney 
that they had wished Walt could see it for himself. 
She replied, “He did.” That’s the power of extracting 
your vision from your mind and on to paper. It is a 
necessary step to making your vision a reality. 

In your journal write a big goal, then start 
breaking it down into smaller milestones. This 
process will take you from just wishing to working 
on your dream.

2. Write a detailed plan for your products and 
services. Every time that I create a new product, 
I f irst write a vision for it. I ask myself questions 
like, “Who’s this product for? How will it make a 
difference? How will I market it? What are people 
saying about this product? What makes it so 
special?”

By answering these questions, the product 
becomes more real and so does the direction I want 
to take with it. It’s important for you as a business 
owner to get intimate with your ideas, think them 
through on paper so that you can manifest what you 
want. Always get your goals on paper and make sure 
that you set goals beyond your comfort zone. When 
you do, they pull you to new places in life. 

3. Capture your brilliant ideas. Carry a journal 
with you everywhere you go so that when inspiration 
hits, you can easily record your thoughts. Capture 
ideas and keep your dreams alive until you can 
put them in motion. Ideas are all around you, yet 
they can become a vapor if you leave them f loating 
in your head instead of capturing them on paper.  
Writing your ideas enables you to retrieve your 
inspired thoughts whenever needed. In your journal, 
pertinent life information can be remembered and 
referenced so that you can run full speed ahead.

4. Record notes and information from reading 
and research. As an avid reader, I often f il l the 
margins of my books with notes and ideas that come 
to me while reading. When I’m done, I transfer 
those notes to my journal for safekeeping and quick 
reference. I also make a note of what I need the 
information for and how I plan to use it. By taking 
only a few moments to record this information, I’ve 
set myself up for future projects.

5. Create a Visual Life Map in your journal. 
Visualization and seeing your goals as pictures is 
very important to getting what you want in life. Paste 
photos in your journal of what you want to be, where 
you want to go, things you want to see, clients you 
want to have. Take time daily to look at and meditate 
on these pages. These mini-visuals in your journal 
will help you stay centered on company goals and 
attract what you want quickly. 

6. Brainstorm on paper to create new streams 
of income. When you are looking for answers to 
increase cash f low, write questions. For example, if 
you need to come up with $5,000 in two days, write, 
“Where is my five thousand dollars?” Phrasing the 
question in this way opens you up to possibility 
thinking. Write down all possible ideas and solutions 
for your situation. Include everything that comes to 
mind and don’t omit anything. When you are done, 
meditate on what you’ve written and then walk away 
from it. Stay open to receiving answers in many 
forms. Sometimes it can come as an idea. Other 
times it can come from a conversation with someone 
or triggered by a photo, etc.  The mind is like a super 
computer. Once you’ve imputed a question it will 
constantly search for an answer. By writing your 
money goals and questions, you are more likely to 
come up with f inancial solutions that will increase 
your cash f low.

7. Start and end your day with what you are 
grateful for. Practicing gratitude is vitally important 
to your contentment on your success journey. The 
best way to do this is by regularly writing down what 
you are thankful for. Each night, think back through 
your day and write everything you are grateful for; 
every victory, whether big or small. Doing this will 
heighten your awareness to all the good things that 
are happening in your life and business -- and when 
you are focused on the good, you will attract more of 
it.  Every night I write a gratitude list and review it 
each morning. Thankfulness is the key to happiness. 
It builds your awareness and fosters humility as well 
as empowers you to continue on your success track.

Your journal can also serve as your 
accountability book. When you go back and review 
what you’ve written, you can evaluate what you have 
done and what needs to be done. 

Everything I’ve listed here is a part of my regular 
journaling routine. It is the process that I use to 
write my way to success. After years of perfecting my 
personal journaling techniques of manifestation, I 
created a special interactive journal which includes 
guided prompts to help you achieve your dreams 
and goals. The Success Journal is the perfect journal 
guide to help you accomplish your dreams and 
goals, chart your progress, show gratitude and stay 
inspired daily. Journaling is a foundational method 
to intentionally building your business and living a 
beautiful life. If you or someone you know is serious 
about writing your own success story with intention, 
you need this journal. The hardcover, spiral bound 
interactive book is available at Lifecoach2women.
com. 

FOLLOW STACIA AT:
T WIT TER: T WIT TER.COM/LIFECOACH2WOMEN
FACEBOOK: FACEBOOK.COM/STACIAPIERCE
INSTAGRAM: INSTAGRAM.COM/STACIAPIERCE
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“A written 
plan forces 
you into 
action.”
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Feeling at 
Home on 
Instagram

6 S TEP S TO
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PHOTOGRAPHY  AMANDA JULCA @AMANDA _ JULCA

Beth Harper
Beth is a Business & Marketing Coach for ambitious female entrepreneurs who want to 
create seriously successful and profitable online businesses so they can live a freedom 
based lifestyle. She’s an Ohio raised midwestern gal living in England with her handsome 
English gent. When she’s not working on her business…you can find her spending time with 
her other half, looking awkward trying to capture the perfect Instagram picture, or running 
late for a flight! Beth also loves to blog, you can find her at www.bethgharper.com or on 
Instagram @bethgharper.

It can feel almost impossible to be as cool on 
Instagram as the blogger in London getting paid to 
promote products for Dior or the country gal living 
in a cute small town (yet swoon worthy) sharing her 
gorgeous rustic lifestyle.

In 2011, I downloaded an app called Instagram. 
This was before VSCOcam was the go-to app to create 
aesthetically pleasing grams, and before bloggers/
inf luencers where using Instagram to promote brands. 
After creating an account, I told my sister-in-law to 
grab her cat and snapped a picture of them. Off went 
my first ever Instagram pictures. 

Today, Instagram isn’t just about sharing your 
personal life but it’s a place for businesses, bloggers, 
and entrepreneurs to invite others into their world in 
a casual, and professional way. 

I work with clients around the world, here are 
the 6 steps I take with clients to help them create 
profitable Instagram accounts that attract their ideal 
clients/audience.

NOTE YOUR NICHE. Get clear on who you want 
to attract. If you’re running a business account than 
get clear on who you’re target market is. Only create 
content that they will love because it’s not worth 
attracting people to your account who won’t purchase 
from you.

A friends of mine always says, “if your targeting 
everyone your attracting no one.” Get clear and 
choose a niche. Here’s some accounts who are doing 
it best:

Foodie - @madisonsmeals
Clothing Store - @knowtheorigin

STICK TO A ST YLE. Finding your aesthetic takes 
time. With a litt le practice you’ ll develop a style that 
f its you, your brand, or business. Find your vibe and 
make it easier for people to understand what you’re 
about and feel more at home on your account.

For example, if your a foodie blogger, make sure 

“ Finding your 
aesthetic takes 
time. With a little 
practice you’ll 
develop a style 
that fits you, 
your brand, or 
business. Find 
your vibe and 
make it easier 
for people to 
understand what 
you’re about and 
feel more at home 
on your account.”
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you are sharing pictures that contain recipes or 
images of food. We don’t want to see only personal 
pics. We want in on your foodie secrets! 

The key is to create an aesthetic that will appeal 
to your niche. Here’s some accounts who are doing 
it best: 

Business Coach - @bethgharper
Fashion Blogger - @parkandcube

PLEASE YOUR PEOPLE. Look at your data and 
take stock of the pictures your followers are raving 
about most! Once you know what that is, give them 
more of what they want. 

I personally f ind that, in my account, people 
like and engage most on travel pictures and pictures 
that have a personal caption. These types of images 
allowed my followers to get a sneak peek into my 
world. Here’s some accounts who are doing it best:

Inf luencer & Photographer - @scottbakken
Photographer - @corinalesquivel 

VOW TO BE VISIBLE. Have you used Instagram 
stories?! It’s Instagram’s version of SnapChat and 
gives your followers a chance to get to know you 
better. Inf luencer, Scott Bakken, says “IG stories is 
such a blessing to have and I am enjoying seeing all 
the personalities of the people I follow and the fact 
that I can share my life while stil l being able to post 
pics I love.”

With 500 millions active users on Instagram, 
Instagram Stories makes it’s easier than ever to 
get close and personal. Don’t be afraid to show us 
around your town or take us to dinner with you. 
We want to know what you’re up to and seeing live 
snippets of your life will help make us feel at home 
on your account.

Don’t forget to get personal in your captions. 
People love reading long blurbs that allow them 
to be part of your story or part of your business 
journey. Here’s some accounts who are doing it best:

Blogger & Adventurer - @lidiaontheroad
Writer & Auther - @carolinecalloway

GAIN GROWTH BY CREATING 
CONVERSATION. Want to know the secret to 
quickly growing your Instagram account? Combined 
with the points above (especially getting visible) 
the best way to grow your Instagram account is by 
engaging with other accounts. Connect by simply 
leaving authentic comments on strangers accounts. 

I helped a client go from 147 followers to 11.6K! 
What a leap! All by simply implementing this 
strategy! Here’s some accounts who are doing it best: 

Stylist - @hilaryrushford
Success Coach - @iheartmylife

EXPERIMENT TO EXCELLENCE. As with most 
things in life, Instagram is a game of trial and error. 
There is no one perfect formula to create that ideal 
Instagram account. Audiences vary and each will 
resonate with one strategy or another. Discover 
what your magic formula is and create an Instagram 
strategy that works best for you!

You don’t have to be the best photographer or 
writer. Running a welcoming Instagram account 
just requires a litt le know-how and practice. Get 
motivated and start creating an account that will 
have people clicking the follow button in seconds 
after landing on your profile!

Ready, set, snap!

FOLLOW BETH AT:
FACEBOOK - FACEBOOK.COM/BETHGRACEHARPER
INSTAGRAM - WWW.INSTAGRAM.COM/BETHGHARPER
PINTREST - WWW.PINTEREST.COM/BETHGHARPER
WEBSITE - WWW.BETHGHARPER.COM 
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Make Room for
Relationships

A S TR ATEGY FOR KEEPING YOUR BUSINESS GOING WHILE 
YOU CULTIVATE COMMUNIT Y
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PHOTOGRAPHY  MEGAN WEAVER

Jordan Gill 
Jordan Gill is the Founder of Personalized Procedures, a business operations agency 
that creates space for more time and more money in creative companies. Personalized 
Procedures implements workflows for business owners and their teams. Jordan is also 
the creator of a podcast called Systems Saved Me, which showcases how business owners 
navigate their way to success… through systems, of course! She resides in the heart of 
Texas, Dallas. 

We, as women, grow up wanting to be in 
communities. We are encouraged to join spirit 
squads, play on sports teams and become sorority 
sisters. I once had a friend group in middle school 
who called themselves the “Six Chicks” (don’t judge).

We’re all constantly seeking like-minded souls 
who just “get us.”

That’s why we (including myself ) are in every 
Facebook group we come across or throw parties 
around the show Scandal. We even create monthly 
book clubs or mastermind meetings. However, 
sometimes you have to miss an episode because your 
client wants to hop on a call last minute. Or you can’t 
sign up for that mastermind because you don’t think 
you can commit to every meeting. 

You tell yourself you couldn’t possibly step 
away from everything that has to be done like 
corresponding to clients, meetings with your VA—
you know, business stuff. It doesn’t have to be that 
way. Whether you’re seeking more community 
in business or in life, there is a way to systemize 
your business in order to prioritize the building of 
relationships.

BLOCKING YOUR DAYS

Once I took the leap into my own entrepreneurial 
journey, having client calls all day every day got old 
fast. So I implemented day blocking. 

Day blocking is essentially choosing a “theme” 
for each day of the work week. It’s similar to color 
blocking in fashion where there are bold horizontal 
“chunks” of color stacked on of each others. That’s 
hypothetically what my calendar looks like.

Cal Newport, author of “Deep Work: Rules for 
Focused Success in a Distracted World,” introduced 
the idea of time blocking. Time blocking is where 
you plan out one hour chunks of your day dedicated 
to a certain task. You even have certain hours 
dedicated to “putting out f ires.” If you want to learn 
how to take even more control of your calendar, you 

can visit his website. I’m going to spend my focus on 
just blocking your days.

BENEFITS OF BLOCKING YOUR DAYS

You can literally go to bed anticipating what type 
of day you’re looking at when you wake up—no more 
guessing. I know when I go to bed on Sunday night 
that I’m going to have a long day of calls to look 
forward to. Placing expectations on your days help 
prioritize what’s important on a weekly basis without 
having to think about it. It truly becomes a habit.

When you want to make time for community, 
you want to take into consideration what you’re 
doing with the rest of the day. For me, I pretty much 
only make time for networking or hanging out with 
friends on the days I’m on client calls. After a pure 
work day, forget about it. I’m too exhausted to go 
and mingle. But maybe, if you’re hardcore working, 
you want to go out and par-taaaay! Make it work for 
YOU! 

DIFFERENT T YPES OF DAY BLOCKS

There really isn’t a type of day block that can’t 
be implemented. I would just keep the activities you 
are doing on a daily basis in mind. Be sure and take 
into consideration how much time you usually need 
for things. I do about 30-35 hours of client work so 
it would be sil ly for me to only block a single day 
for client work. See what I mean? So here’s some 
possibilities for your day blocks:

Social media, interviews, client work, client 
calls, writing for guest blogs, creating content, press 
outreach, networking, masterminding…

Something great about day blocking is that when 
a project or initiative is over, you can just change 
that day block to something new. For example, say 
you aren’t doing client work anymore–change those 
days to other new projects you’re taking. Easy like 
Sunday morning.
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a day in my life on wednesday

HERE’S WHAT MY DAY BLOCKS LOOK LIKE:

MONDAY: This is when I have reoccurring weekly 
meetings with each of my retainer clients. Also, any 
other calls I have with collaborators, potential clients 
etc. are scheduled for Monday. Every client contract 
states that I only take calls on certain days. For me 
that’s Monday, Wednesday and Thursday. Not a lot of 
“work” gets done, but it gets my meetings out of the 
way f irst thing of the week.

TUESDAY: This is a pure work day. No calls. I 
protect these work days like they’re my only child. 
Any task that takes more than one hour to get done 
is saved for today.

WEDNESDAY AND THURSDAY: Mastermind calls 
are in the mornings. Podcast interviews and other 
client calls are in the afternoon. On these days, I 
know I will only be able to tackle tasks that take 
about 30-60 minutes since there are just breaks in 
between calls mainly. Sometimes I only have 1 call 
that day, so then it becomes a pure work day. I also 
keep Wednesday and Thursday nights for going out 
and about with girlfriends or catching a happy hour 
with someone. Again, consistency makes it just so 
easy.

FRIDAY: This is my second pure work day. Again, 
any longer projects are great for this time. Also, I 
tend to take any local meetings on this day. Not sure 
the logic behind that, it’s just turned out that way. 

9:00AM: Wake up, grab some tea and a 
banana to start my day!

9:30AM-10:00AM: Masterminding in 
bed with some of my high school friends 
(because that’s a normal thing).

10:30AM-11:30AM: Business coach call 
to keep me in line with my goals and 
vision for my agency.



39

BIZ

B E L O N G - M A G . C O M   /   I S S U E  F I V E

11:30AM-2:00PM: Impromptu shopping 
with my mom who was in town visiting! 
We can’t possibly resist a good sale at the 
outlet mall… just can’t.

3:00PM-4:00PM: Podcast interview 
with a wonderful lady boss who I met at a 
blogger’s brunch. We got off on so many 
tangents, but I loved it.

4:00PM-6:00PM: Got a good chunk of 
time to hunker down and do some work.

6:30PM-8:30PM: Dinner with some 
incredible young entrepreneurial women. 
I got to hear Julie Hulet of the food 
blog Urban Poser talk about emotional 
intelligence. I even got a copy of her 
book “Paleo Patisserie” (nom nom).

9:00PM-10:00PM: Spent time with my 
sister watching trash TV until I started 
getting tired. 
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WHAT ARE YOUR TOP FIVE INITIATIVES IN YOUR BUSINESS? If you have less than f ive, what initiatives 
could take up more than one day. If you have more than f ive initiatives, sounds like you’re doing too much.

START TO PL ACE EACH OF THESE INITIATIVES INTO THE FIVE DAY BLOCKS:

Monday:

Tuesday: 

Wednesday: 

Thursday: 

Friday: 

CREATE A LIST OF REMINDERS of whom you need to notify about these changes. Think team members, 
clients, etc.

CHOOSE A START DATE to completely shift over to your new way of working. If you write it down, it’s more 
likely to happen!

I PROMISE TO START IMPLEMENTING MY DAY BLOCKS ON: 

your turn now

FOLLOW JORDAN AT:
WWW.PERSONALIZEDPROCEDURES.COM 

FACEBOOK - PERSONALIZED PROCEDURES
INSTAGRAM - @PERSONALIZEDPROCEDURES

PINTEREST - HT TPS://WWW.PINTEREST.COM/PERS_PROCEDURES/ 
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Over the last eight years—between corporate 
jobs, other businesses and the ranch—we’ve been 
to dozens of conferences, corporate retreats and 
networking events. Most recently, we attended our 
f irst conference dedicated to creative entrepreneurs 
(it was the Creative at Heart Conference, and you 
should totally go). We love meeting new people 
and we’re huge fans of learning from business 
owners who are smarter than we are. Both of these 
traits mean live events are perfect for us. That 
doesn’t mean we’re magical business unicorns who 
immediately feel comfortable in every new situation 
we’re tossed into with complete strangers… AKA: 
most business events.  

So, as we put the f inal touches on Vista View 
Events (VVE is our wedding and event venue in 
Colorado), we’ve started chatting about the kind 

of conferences, retreats and workshops we’d like 
to see happen at VVE. This led to us discussing 
the qualities of a conference that really make it an 
amazing experience. Most importantly, what are 
the specif ic qualities that help us feel comfortable, 
welcome and loved when we go to a new event? 
Reaching into our collective experience we’ve come 
up with seven ways you can make the ladies and 
gents at your next live event feel like a million bucks!

ONE: Before you start the planning process, ask 
yourself why you want to host this live event. What 
is the desired outcome or transformation you want 
your attendees to leave with when it’s all said and 
done? What’s your event’s mission? Do you want 
them to get motivation and training from a business-
minded conference or do you want them to unplug 
and achieve rejuvenation from a retreat-style event? 

The Ideal 
Networking 

Environment

Kinsey Roberts & Katie Day
Kinsey Roberts + Katie Day own Vista View Events; a luxury wedding and event barn on a private 

ranch in Colorado. They value family, the outdoors and are passionate about making life’s important 
events meaningful and authentic. Combining Kinsey’s love of statement pieces and a good party with 

Katie’s eye for classic beauty and natural design their waterfront venue is the perfect place for couples 
to start their lives, for families to celebrate special occasions and for businesses to bring their teams. 

They’re thrilled to share Vista View Events with their local community and with anyone who desires the 
rejuvenating spirit and energy of the stunning Rocky Mountains. 

PHOTOGRAPHY   VISTA VIEW EVENTS

HOW TO M AKE PEOPLE FEEL WELCOME AT BUSINESS E VENT S



44 B E L O N G - M A G . C O M   /   I S S U E  F I V E

Answering these questions and believing in your 
event’s mission will help guide your entire planning 
process and your attendees will notice, trust us!

TWO: Marketing and the style in which you 
communicate your event to potential attendees 
should be a consideration. This may not sound like 
it will make or break people’s feelings about your 
event, but hear us out. If your marketing efforts do 
not align with your event’s mission or if it is unclear 
who should attend your event, it will be diff icult for 
you to attract the kind of person who you can best 
serve. If your marketing is confusing, it is highly 
likely your attendees will be confused, and they’ ll 
feel lost. Nothing is worse than sitting in a room 
where you feel completely out of place. When you’re 
branding your event, consider what type of person 
or business will get the most out of the speakers, 
sessions, etc. and go from there. 

THREE: When we go to an event, we immediately 
feel more comfortable if we spot an acquaintance or 
someone we know. This is even more crucial when 
we attend events alone. How can you help attendees 
get to know one another before your conference or 
retreat? Can you create a private Facebook group or 
Slack channel just for attendees? How about sending 
a survey to all attendees and then facilitating new 
relationships prior to your event based on their 
answers? The Creative at Heart Conference that we 
recently attended did a beautiful job at this with 
their private Facebook group. Getting to know 
people before the conference made all the difference 
and helped us make new friends quickly.

FOUR: Your “Welcoming Committee” or the 
people at your check-in table have a great deal of 
inf luence. They can truly set the tone for your event 
and are likely one of the f irst people your attendees 
will see and speak with. When we’re greeted by 
a warm and friendly person at a conference, it 
immediately puts us at ease and gives us permission 
to be a litt le vulnerable and ask questions. Let’s face 
it, we ALL have questions when we f irst arrive at a 
conference and sometimes we just need someone to 
take our hand and tell us exactly where to f ind the 
food. Maybe that’s just us?!!!?

FIVE: When you walk into a room with natural 
light, fresh air streaming through the windows and 
beautiful f lowers dotted around the tables how do 
you feel? How about when you walk into a dimly lit 
hotel room with plastic chairs and styrofoam coffee 
cups? You feel differently, right? We’re not saying 
one is better than the other. What we are saying is 
that aesthetics, decor and the layout of your room 
will affect your attendees. When we attend events, 
we immediately feel welcome and energized by live 
elements (i.e. f lorals and greenery), plenty of light 
and a well thought out room f low. How many times 
have you been to conference or networking event 
where the aisle was so narrow you didn’t want to get 
up and go to the bathroom for fear you’d bump into 

every single person and their purse on the way out? 
Yep, we’ve been there. Part of making your attendees 
feel welcome and comfortable is ensuring that these 
small details are executed behind the scenes. You 
don’t want anyone tripping over the handle of her 
friend’s tote bag (ahem, Kinsey). 

SIX: If you’re running an intimate retreat of 20 
people or less, then this tip may not be applicable. If 
you’re hosting a larger event of 75 or more people we 
highly recommend utilizing breakout sessions. These 
can be sessions of smaller groups or even one-on-one 
time with other attendees. We personally love to take 
part in breakout sessions and small groups because it 
helps us feel less intimidated and allows us to more 
easily connect with individuals. Plus, throughout 
the event, when we have one or two “go-to” people, 
it helps us to feel less like wallf lowers and creates a 
ripple effect of introductions and new relationships. 
These are the building blocks of the friendships and 
partnerships that can come from a live event.

SEVEN: In the wedding industry we see a lot of 
vignette spaces being created for receptions and we 
love the idea of utilizing this concept at conferences. 
Vignettes are comfortable corners throughout your 
conference or retreat space that basically look like 
adorable living rooms. They’re typically created with 
loveseats, couches, comfy chairs and coffee tables. 
The point of vignettes is to encourage attendees to 
sit, relax and have casual conversations while getting 
to know one another. Vignettes can help you feel less 
formal and provide the perfect space for strangers to 
become new friends. Go the extra mile by providing 
a centerpiece in your vignettes that encourages 
conversation like a Q & A game or a giveaway that 
attendees can enter. When people feel busy and are 
using their hands they’re more likely to talk and feel 
less awkward. 

It is not easy to put yourself out there at a 
conference or networking event… we’re with 
you, sister! New opportunities can thrust us into 
situations that may be uncomfortable. Don’t let the 
absence of your comfort zone stop you. Incredible 
retreats, groups, conferences and workshops are 
popping up every year and they’re just waiting to 
welcome you with open arms. If you’re already 
running one of the successful aforementioned 
events, then you know there are 100 other tips we 
could add to this list (P.S. you’re our heroes)! Just 
remember, sometimes all it takes for us to feel like 
we can be ourselves, like we BELONG at your event, 
is for someone to reach out with a smile and say, 
“Welcome, here’s your nametag… let me show you 
where the cupcakes are.” 

FOLLOW KINSEY & K ATIE AT:
WWW.VISTAVIEWEVENTS.COM
INSTAGRAM - @VISTAVIEWEVENTS
FB - VISTA VIEW EVENTS AT OPEN HEART RANCH
PINTEREST - PINTEREST.COM/VISTAVIEWEVENTS
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ART

Clearing
Away

TAKEN FROM PRESENT OVER PERFECT BY SHAUNA NIEQUIST. COPYRIGHT © 2016 BY SHAUNA NIEQUIST. USED BY PERMISSION OF 
ZONDERVAN. WWW.ZONDERVAN.COM . ALL RIGHTS RESERVED.

Shauna Niequist
Shauna Niequist is the author of Present Over Perfect, Savor, Bread & Wine, Cold 
Tangerines, andBittersweet. Shauna is a bookworm, a beach bum, an enthusiastic home 
cook and a passionate gatherer of people. She is married to Aaron, and they live in Chicago 
with their two boys, Henry and Mac.

Of all the things I’m learning to leave behind, 
one of the heaviest is the opinion of others.

One of the peculiarities of being a writer is 
that your work is judged and measured publicly all 
the time. This many stars. This many books sold. 
Reviews and criticisms, detailed speaker evaluations. 
There is no shortage of opinions.

Writing is such good training for the rest of 
life, if you allow it to be, because it forces you to 
get comfortable with failure, with the wide range of 
impossible-to-meet expectations and standards. I 
hear all the time that I’m both too conservative and 
too liberal, too shallow and too deep, too casual and 
too formal.

When our closest friends gather around our 
table, we do not all agree about theology. Or politics. 
Or education. Or almost anything at all, and that’s 
just as it should be. Friendship isn’t forged out of 
sameness, and anyone who has in-laws knows that 
family isn’t either.

If our dinner tables represent great diversity 
of thought and opinion, imagine how much more 
diverse our churches and neighborhoods are, let 
alone the wild west of the Internet.

Some of what I’m leaving behind in this season 
is the need to please everyone. I want to respect 
all people. I want to learn from all people, most 
especially people who are different from me and who 
disagree with me, but pleasing, for me, is over.

Pleasing is such a fraught and freighted word, it 
seems, saccharine and over-sweet. Let’s do so much 
more than simply please people. Let’s see them and 
love them and delight them, look deeply into their 

eyes. Pleasing is a shallow and temporary joy, not 
nearly as valuable or rich as seeing or connecting or 
listening. Pleasing feels like corn syrup, like cheap 
candy, while pleasure is homemade pie, rich with 
butter, thick with sugar and ripe fruit.

For years, I have bridged that gap between 
differing opinions, tempered my own, made sure that 
everyone in the room was happy and fed and taken 
care of. It began as a clean love for hospitality, but 
over the years, I think, it devolved into care-taking 
and people-pleasing at the expense of my own self, 
at the expense of telling the truth about what I think 
and what I need and what matters most to me.

These days I want to love deeply and well, and 
that’s really different from pleasing. Love is often 
quieter, and it’s never connected to that anxious 
proving and tap-dancing that so many of us have 
learned to keep people happy.

After a lifetime of believing that the voices that 
mattered were Out There, approving or disapproving 
of me, I’m learning to trust the voice within, the 
voice of God’s Spirit, the whisper of my own soul. 
And when you learn to listen to that voice, the 
screaming of the crowd matters less. In some blessed 
moments, it matters not at all.

People, individual people, matter more to me 
than ever. I’m giving more focused time to the people 
I love than I ever have: eye to eye, uninterrupted, 
deeply connected. But People—as in What People 
Think, that nameless, faceless swamp of opinions—
has less to say to me now than it ever has. And the 
freedom in that is astounding.

FOLLOW SHAUNA AT: 
WEBSITE : SHAUNANIEQUIST.COM.
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How to Feel at 
Home on the Road



49B E L O N G - M A G . C O M   /   I S S U E  F I V E

ART

Bridgette Watson 
Bridgette Watson is a 24-year-old lifestyle blogger and the Social Media 
Coordinator for Bethel Music, living in Northern California. She spends the 
majority of her free time traveling, drinking copious amounts of coffee and 
writing. She desires to share with people their true value and along the way 
give them tips on traveling and thrift shopping.

I grew up taking vacations how most people took 
vacations before 2016—driving. My family drove 
everywhere. We lived everywhere too. There was 
always some new place to see or somewhere else we 
needed to go, so we did! There was something my 
dad would always recite to us when we were off to a 
new place: “Wherever you go, make it your home.” 
That simple litt le sentence has stayed with me since 
I was barely old enough to remember traveling. Now, 
as an adult and avid traveler, I stil l carry that phrase 
everywhere I go. I’ve learned quite a few things--tips 
and tricks as some would say--along the way and I 
want to share a couple of them. I’m going to help you 
feel at home in any city—think of this as your “Guide 
to Feeling at Home Anywhere”.

LESSON 1: GEOTAGGING IS YOUR FRIEND. 
We live in a day and age when everyone, even my 
mom, has Instagram. Well, dare I say, this may be 
one of your most valuable tools. On Instagram there 
is a feature called geotagging, a feature that allows 
you to tag wherever location the photo that you’re 
posting is located. This is really handy for travelers 
because you can type in the town in which you are 
going and just scroll through photos until you f ind 
one you think is promising then proceed to “creep” 
from there.

LESSON 2: IT NEVER HURTS TO BE 
FRIENDLY. One thing that I am very fond of doing 
as I travel is reaching out to people in the area that 
I am going. Say that I’m going to Portland Oregon 
by myself, but I want to have people to spend time 
with while I’m there—I would use various social 
platforms, particularly Instagram, to reach out to 
locals. Reaching out to locals is probably one of the 
most “stretching” parts of this, because you have to 
be brave enough and willing to make new friends. It 
is oh so rewarding though, because becoming friends 
with locals gives you access to all the best spots in 
the city.

LESSON 3: ACT LIKE YOU BELONG . When 
I travel, I make it a point to research the city I’m 
traveling to so I have an idea of what I hope to see or 
try while I’m there. This helps because if you have 
a plan you’ ll likely feel more comfortable which 
translates into confidence. Feeling confident helps 
you feel like you belong and helps you have more fun.

LESSON 4: TAKE LOTS OF PHOTOS. Every 
time I get home from a trip, whether it’s a long one 
or just a few days, I always wish I had taken more 
photos of the people with whom I’d adventured. 
Sometimes in this social media culture we take so 
many trendy photos that are “social media worthy” 
we forget about the goofy self ies with our friends or 
the cheesy standing-next-to-a-monument pictures. 
Take tons of those, and I mean TONS! I promise you 
won’t regret it.

LESSON 5: BE PRESENT. Remember that you’re 
in a different place than normal and you need to soak 
in all the beauty you can. Forget the deadlines at 
work, calling whomever, texting so-and-so and just 
live. Look up at the sky, breathe in deeply, observe 
the people you see. Soak up the newness and beauty 
of your surroundings. Being present brings more fun, 
solidif ies wonderful memories and makes you feel 
more at home.

These lessons are just a few of the tips I’ve 
learned over the years and I stil l actively practice 
them to this day. Remember wherever you travel, 
make it your home. Home isn’t a location, it’s the 
feeling you carry in your heart. Since you carry the 
feeling of home with you, it should be pretty easy to 
feel at home. Now, go have some fun! 

FOLLOW BRIDGET TE AT:
WEBSITE: BRIDGYCOLLEEN.COM
INSTAGRAM: @BRIDGYCOLLEEN
T WIT TER: @BRIDGYCOLLEEN
PINTEREST: @BEEGCOLLEN
SNAPCHAT: BRIDGYCOLLEEN
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Bree Iman 
Bree Iman Clarke is the Founder and Creative Director of The Iman Project and Lavender 
& Mint Designs. She has a passion and love for family and all things design and style. She 
lives by the quote, “She designed a life she loved.” Bree is a strong believer in community 
over competition and women empowering women. Acts 20:35 is the base of her family as 

well as small business: "There is more happiness in giving than there is in receiving." Her 
main goal is to make all things beautiful and create an experience, design or farmhouse 

table for all, no matter your style, race, creed, sex or opinion. This is her “why.” Bree lives in 
Dallas, Texas with her husband, twin five-year-old boys and the family Yorkie, Dallas. 

So many people ask me what inspired me to build 
my first farmhouse table, and the answer is pretty 
simple: family, faith and food. 

Growing up, my parents always had beautiful 
dinner parties, brunches and social gatherings. My 
mother always made occasions happen where chef 
prepared menus were present, unique cocktails were 
handcrafted and entertainment was plenty. I was 
never the child that was sent to my room to play; I 
was the one that prepped the stuffed mushrooms for 
appetizers or starters or rolled the lemons on the 
counter to soften for the sweet tea. 

So of course I grew into an adult that loved to 
entertain. Laughter, great conversation and fabulous 
food have fueled my life and my passion. And it’s just 
not the food, it’s the ambiance, it’s the style and the 
environment. The food that is being served is just as 
important to me as the table or table setting. 

Growing up we had a farmhouse table in our 
home. It was nowhere near as cool as the "farmhouse 
tables” that you f ind crafted today. But they just 
have a certain sentimental value to me. They bring  
back those childhood memories that only equaled 
happiness. Memories of being a litt le girl, when 
every evening my mother wouldn’t let us sit down for 
dinner until my father got home from work. In our 
backyard, she grew fresh lavender and mint (hence 
the name of our sub-company Lavender & Mint 
Designs). Every night for our sweet tea, she would 
send me to the backyard to gather it for our meal. To 
this day, when I smell lavender or see mint, I have 
this warm feeling and sense of peace that comes over 
me. It brings to mind memories of southern meals, 
family conversations and that farmhouse table where 
all of it was shared. 

A Place at the 
Table

PHOTOGRAPHY K ATSI SANTAMARIA  @PHOTOGRAPHYBYK ATSI   •  COWHIDE RUG, GLOBES & L ARGE CANDLE STICKS  
@CORALL ANETX  •  LOCATION  @SEV YSGRILL  •  FARMHOUSE TABLE  @THEIMANPROJECT
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Good memories bring joy and laughter to not 
only the present but the future. You can share 
memories, you can share laughter, you can share 
food. So why not share them around a farmhouse 
table? Farm-style tables are trendy right now--the 
total #Koolkids....but most don't come with a cool 
price. When my husband and I were shopping for 
one, I fell in love with this amazing table that had a 
not-so-amazing price tag. I didn’t think one should 
have to spend that amount of money to share meals 
and memories! So I asked my Dad if he could teach 
me how to build a farmhouse table. After chuckling 
at me and telling me that I didn’t want to build 
furniture, I convinced him. 

Just over a year later, this "idea" has turned 
into a business--a business that my husband, father 
and I love so much and a business that has made it 
possible for over 600+ families to share laughter, 
meals and memories around an affordable farmhouse 
table. And now I am able to pass my warm, southern 
memories down to all that share the same passion of 
The Iman Project + Lavender & Mint Designs. 

As for the success of the business, I believe 
success is not owned, it’s rented and the rent is due 
everyday. As far as my endeavors have taken me, 
with each and every single project from The Iman 
Project to Lavender & Mint Designs, it has never 
been so hard as it is right now. People think they 
know, but they have no idea; the reality is, what you 
can't and will never see is nonstop work, around the 
clock 24/7, blood, sweat and tears, stress that would 

age any human exponentially on the daily, an empty 
bank account at times, a level of personal sacrif ice 
that leads to panic attacks and no sleep. So when I 
think about my growth, my success, I smile because I 
can’t comment on something I don’t think is mine to 
say I own yet. I do believe I am exactly where I need 
to be. I do believe that my passion, my work ethic 
will lead to success. I believe that any next step that 
I am shown or that I move towards is because God 
is allowing me to do so. And I believe every family 
should have a farmhouse table.

In these photographs, I wanted to ref lect a 
setting that was warm, timeless and incomplete. Not 
perfect. I didn’t want a textbook setting which is 
why you see no silverware, no glorious, breathtaking 
backdrop, no chairs all around the table. I wanted it 
to symbolize our business, and my family’s authentic 
life, showing that even though we are incomplete, 
even though we "don’t have it all together," we 
are stil l beautiful. We have room to complete 
anything we want. I even stayed away from f loral 
arrangements set neatly in a vase. "Fall in love with 
wildf lowers," I said to myself. They truly symbolize 
The Iman Project: a f lower of an uncultivated 
variety, growing freely without human intervention. 

This is our story. This is our season. This is The 
Iman Project.

FOLLOW BREE AT:
IG @THEIMANPROJECT
FACEBOOK: FACEBOOK.COM/THEIMANPROJECT
#FAMILYFAITHFOOD  #FARMHOUSETABLES
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TRANSFORMING SUPERMARKET FLOWERS

Bethany Poteet  
Bethany Poteet is the owner and creative mind of BethanyPoteetCreative.com, a website 

providing local and global businesses with services such as social media management, 
product styling, logo design, word-smithing, and brand imagery consulting. Along with her 
close friends, Bethany is a blogger at Oak and Earth, a lifestyle blog empowering readers 

to live the lives they have always imagined. She enjoys combining her degree of Corporate 
Communication with her artistic passions to create innovative and alternative ideas and 

solutions. You can find her on Instagram @bethanympoteet.

If you’re like me, you know that a beautiful 
f lower arrangement can bring a normally simple 
space to life. The downfall? Flower arrangements can 
be extremely expensive and can die fairly quickly! 
Special occasions call for that beautifully mastered 
bouquet. But I’m always disappointed when I have 
spent a hefty chunk of change on an arrangement 
and it’s just sitting around my house. What if you 
could liven up multiple spaces with one inexpensive 
bouquet from your local grocery store? Grocery store 
bouquets are considerably cheaper and are ready to 
pick up at your convenience. Maybe you normally 
avoid grocery store arrangements because they can 
seem lackluster and small. Thankfully, innovation 
is what creatives do best! We do this on a daily basis 
with photographs and other artistic mediums, so 

why not create a personal vision for f lowers? There’s 
also a sense of pride when you take something 
people normally skim over and you transform it 
into something beautiful and functional. And hey, 
you spend half the price! When purchasing an 
arrangement at my local grocery store, I look for 
these things: a lot of greenery, specif ic f lowers that 
capture my interest, and a wide range of colors and 
shapes. Even if there are f lowers you don’t like in the 
arrangement, go for the arrangement that has the 
most potential to f it your style. Instead of keeping 
the arrangement the same as the store presentation, 
break it up for multiple arrangements and spaces! 
Are you stil l not sure how to transform your 
bouquet? Here are three ideas to get you started. 

Frugal to 
Fancy
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This project is great for your off ice space! The key to this transformation is keeping the design clean and refined. 
Any minimalists out there? I love how this brightens up any space while keeping the design super simple.

MATERIALS:

3 glass bottles
f lowers
water

Three Glass Bottles Arrangement

DIRECTIONS:

1. Choose three glass bottles to house your f lowers. Have fun with this! I chose clear 
bottles to keep it simple, but colored glass could make this look pop. Since this look 
is pretty simple, opt for different shapes and sizes of bottles (notice that some of mine 
are boxy, rounded, short, or tall).
2. Fill each bottle with a different level of water. Again, this small detail gives the 
design some depth and abstraction.
3. Pick your f lowers. Choose either bold colors or bold shaped f lowers for each bottle. 
The key to this arrangement is pulling the f lowers that stand out to you the most! I 
trim excess leaves off the stems so that the inside of the bottle looks clean and the 
petals pop. 
4. Arrange the bottles to f il l your space of choice.
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Geometric Floating Arrangement
I love the juxtaposition of sharp geometric edges with the beautiful femininity of f lowers! 
This arrangement is great for side tables, entry ways, or an off ice space. It’s also a fun way to 
utilize f lowers that you aren’t using for another arrangement. 

MATERIALS:

Geometric water safe 
   container
Flowers
Water 

DIRECTIONS:

1. Find a geometric water-safe container. I chose this container because 
of the sharp gold-trimmed edges. Make sure to f ind one with plenty of 
dimension!
2. Fill the container with water. Leave enough room for the f lowers to f loat.
3. Keeping your container size in mind, choose your f lowers. When 
choosing your f lowers, pick ones with various colors and shapes. Since this 
arrangement is small, it your arrangement interesting! 
4. Cut your stem down to one inch.
5. Place the f lowers on top of the water to f loat. You can also choose to 
secure a litt le bit of bubble wrap underneath the f lower to keep the f lowers 
af loat for many days! 
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Hanging your f lowers is such a fun way to think outside 
of a traditional arrangement. This can hang over a bed, 
living room, off ice desk etc. Hanging your f lowers is a 
great way to dry them. Because I also love dried f lowers, 
I can keep this hanger for ages. 

MATERIALS:

Small branch 
Flowers and greenery
Twine
Scissors 

DIRECTIONS:

1. Find a stick or small branch. The branch keeps the 
organic look; however, you can use a dowel rod if a 
branch is not accessible to you.
2. Choose your greenery and f lowers. This is a great way 
to utilize the stems, leaves, and greenery within your 
grocery store bouquet! When choosing your f lowers, 
choose ones that keep a color scheme you want to stick 
with. I chose to keep it simple and have the greenery be 
the focal point.
3. Cut your greenery and f lowers. I cut my greenery in 
sections about 6 inches in length. For my f lowers, I cut 
the stem down to one inch.
4. Roll out a couple feet of twine. Starting from the 
outside of the branch and working in, tie your f irst piece 
of twine onto the branch.
5. Starting from the top of the twine, tie a double knot 
around your greenery or f lower. Be sure to tie these 
knots as tightly as possible. As the greenery and f lowers 
dry throughout the coming days, they shrink in size.
6. Depending on if you want more greenery or f lowers on 
the arrangement, alternate between greenery and f lowers 
as you work your way down the twine. 
7. Once you have completed your f irst twine 
arrangement to your liking, tie a new (and longer) piece 
of twine a couple inches apart from your f irst one. Tie 
your greenery and f lowers down this strand. 
8. Repeat these steps, gradually making your strings 
longer, with the longest string landing in the middle 
of the branch. Once you’ve reached the middle of the 
branch, make your twine pieces gradually shorter. This 
creates a v-shape for the overall arrangement. 
9. When your arrangement is f inished, tie off a single 
piece of twine on either side of your branch for hanging.
10. Hang this arrangement in your space of choice. 

Organic Flower 
Hanger

FOLLOW BETHANY AT:
WWW.BETHANYPOTEETCREATIVE.COM
INSTAGRAM: @BETHANYMPOTEET
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A Taste of 
Hospitality

APPETIZERS YOUR GUESTS WILL WELCOME



63B E L O N G - M A G . C O M   /   I S S U E  F I V E

ARTART

Kim Daniels 
Kim Daniels is the Owner and Creative Director of her brand Kimbrough Daniels. 
She is a food blogger, product photographer and stylist.  She specializes in crafting 
captivating scenes through photography and styling. Kim has been styling events, food 
and homes for over twenty years. She learned photography to showcase her designs 
and in the process, she found a love of helping other businesses shine through her 
product photography. Kim is a true foodie, as well, and loves to entertain friends and 
family with fun cocktails and tasty dishes. Her food blog is where she shares many of 
her great recipes. 

INGREDIENTS:

24 cherry tomatoes
24 cubes of mozzarella 
24 good-size fresh basil leaves 
¼ cup white balsamic vinegar 
1/8 cup lemon juice 
½ tsp of mustard 
½ tsp salt 
½ tsp pepper 
½ cup fresh basil leaves 
¾ cup olive oil 
24 wooden skewers or toothpicks

Caprese Skewers with Basil Vinaigrette 
DIRECTIONS:

1. Make Basil Vinaigrette: In the bowl of a food processor, combine 
balsamic vinegar, lemon juice, mustard, salt, pepper and ½ cup of 
basil leaves. Pulse until leaves are f inely chopped. While processor is 
running, drizzle in olive oil.  
2. In a mixing bowl, combine tomatoes and mozzarella cubes. 
Pour in about half of the vinaigrette. Reserve the rest for future use. 
Toss tomatoes and mozzarella in the dressing. Refrigerate at least 30 
minutes.  
3. Slide a tomato, a basil leaf and a cube of cheese on each skewer. 
Serve chilled or at room temp.

POT TERY  ELIZABETH’S POT TERY    LINENS  DOT & ARMY

FOLLOW KIM ON INSTAGRAM @KIMBROUGHDANIELS
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Prosciutto Wrapped Asparagus 
with Creamy Horseradish Honey 
Mustard Dip

INGREDIENTS:

1 lb fresh asparagus  
½ lb thinly sliced prosciutto  
2 T olive oil  
Fresh ground pepper  
¾ cup whole milk Greek yogurt 
¼ cup of horseradish mustard 
1 T yellow mustard 
3 T honey
½ tsp salt 
2 T white vinegar 
1-2 tsp of fresh dill, chopped

DIRECTIONS:

1. Make the dip: Combine yogurt, horseradish mustard, yellow mustard, 
honey, salt, vinegar and dill. Whisk until smooth. Refrigerate until ready 
to serve. 
2. Pre-heat oven to 400 degrees. 
3. Wash and trim asparagus. Cut each piece of prosciutto in half. Wrap 
each asparagus spear in a piece of prosciutto. If you have small, tender 
spears, you can bundle 2 or three together in one piece of prosciutto. 
Place wrapped asparagus on a parchment lined baking sheet.  
4. Brush the bundles with olive oil and sprinkle with fresh pepper.  
5. Roast for 15-18 minutes until prosciutto is crispy.  
6. Serve with dip. 
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INGREDIENTS:

4 packages of mini f il lo shells  
1 16 oz can of black refried beans 
1 16 oz can of black beans, rinsed and drained 
1 4 oz can diced green chiles 
2 tsp ground cumin 
1 tsp chili powder 
½ tsp salt 
1 small can salsa verde 
1.5 cups of grated cheese (cheddar or Colby jack)
Sliced pickled jalapenos  
Sour cream Cilantro

Black Bean Dip Bites

DIRECTIONS:

1. Pre-heat oven to 400 degrees.  
2. In a bowl, combine refried beans, black beans, chiles, 
cumin, chili powder and salt. Mix well.  
3. Fill each f il lo shell with a teaspoon of the black bean 
mixture. Then place about a half a teaspoon of salsa verde 
on top. Top each shell with a pinch of cheese. If desired, 
place a pickled jalapeno slice on top of the cheese.  
4. Place shells on a parchment lined baking sheet.  
5. Bake for 12-15 minutes or until cheese is melted and the 
tops of the shells are crispy.  
6. Let cool. When ready to serve, add a bit of sour cream to 
each shell and garnish with cilantro.  
7. For an even quicker dish, spoon black bean mixture into 
a glass baking dish. Top with salsa, cheese and jalapenos. 
Bake for 20 minutes. Cool. Top with sour cream and 
cilantro.
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Effortless 
Hosting

10 HACKS FOR
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PHOTOGRAPHY  HANNAH GARVIN

Hannah Garvin
Hannah Garvin is a freelance photographer and art director. Hannah’s photography and 
design work are inspired by the colors and simple lifestyle of the West Coast. She shoots 
product, lifestyle and editorial photography with a clean, bright aesthetic. She is currently 
based in San Francisco, CA where she lives with her husband, Chris. 

Stefanie Etow
Stef is the visual storyteller behind www.inkandpulp.com. Creativity is her engine in life, 
whether that’s re-thinking a fresh solution to an old problem or designing an alternative 
approach to online community building. Stef is an advocate of women-led businesses and 
believes that taking the time to build genuine connections is the most fulfilling practice as a 
professional and as a human. She lives and adventures in San Francisco with her whippet-
mix-rescue-pup Jackson and her neuro-genius-creative-partner Stephen. If she’s not chain 
sipping coffee while cooking up her latest creative project, she’s listening to Bob Dylan, 
writing in her journal, or practicing meditation. 

We’ve been there. We’ve felt it. Some of us quite possibly 
even dread it. It’s that tinge of panic that sets in when we 
remember we are hosting someone for the weekend. 

No matter how experienced or confident we are as 
hostesses, we all know this feeling. Some of us are running 
businesses, some are raising families, and more often than 
not, we’re consumed by our busy schedules. Next thing 
we know, we have guests arriving in 48 hours and the 
anxiety builds as we think of all the clearing, cleaning, and 
planning left to do.

How often have we heard ourselves mumble, “But I don’t 
have the place ready yet,” or for the introverts of the crowd, 
“Will I have any time for myself this weekend?” 

Here are 10 simple hacks for your weekend as hostess, 
minimizing your efforts while maximizing your guests’ 
experience. We call these hacks because our mission is 
to eliminate as many to-do’s as possible when it comes 
to preparing for overnight guests. We’ve seen this help 
decrease stress and overwhelm, while freeing up time and 
space to actually enjoy the weekend. 

Our homes are ref lections of ourselves, and often a 
clean, tidy space ref lects a well organized life and mind. 
When we open our homes to guests, we not only offer them 
a glimpse into where we live, but how we live as well. So 
beyond an effortless weekend of hosting, practicing these 
hacks might also lay the foundation for a healthy lifestyle of 
clean, mindful living. 

FOLLOW HANNAH AT: 
IG : @HANNAHGARVIN
WEBSITE : HANNAHGARVIN.COM

FOLLOW STEFANIE AT: 
WEBSITE: WWW.INK ANDPULP.COM
INSTAGRAM + FACEBOOK: @INK ANDPULP
T WIT TER + PINTEREST: @STEFETOW
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Prep Hacks:
CLEANING ROUTINE
Start developing the habit of cleaning regularly, perhaps designating just one hour 
each week for cleaning. Schedule it in your calendar. Make it real. If you start 
practicing this now, it will become part of your routine, and then by the time you are 
ready to host a guest, you will no longer feel like you’re scrambling. Plus, you’ ll be 
able to more regularly enjoy a clean and tidy home! 

VERSATILE COUCH
Invest in a couch that doubles as a bed. You may be eyeing that vintage-inspired 
vanity from Anthropologie, but what is pretty is not always practical. For personality, 
you can always style a plain couch with fun pillows and a throw.

RESERVED BEDDING
Set aside an extra set of sheets that are reserved for guests. Store the sheets with 
something that keeps them smelling fresh (like lavender) and voila! You’ ll always 
have clean bedding on hand for your guests. 
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Amenity Hacks:
WIFI
There are tons of fun and easy ways to display your network name and password 
so your guests can connect without having to ask for them. Scribble it out on a 
chalkboard, write it on the back of a photo, or pick up a cute litt le letter board like 
this one from Three Potato Four. 

THE HANGER HACK
For guests who want to hang things, putting up 3M hooks make for great temporary 
hooks to hang hats, scarves and clothing, while your walls remain unscathed!

SUITCASE STORAGE
Convert a bench or table into easy suitcase storage and stacking. Providing an 
accessible place to store luggage will encourage your guests to keep their things from 
spilling out all over the f loor. 

COMFORT CUBBY
Assemble all the essentials in a basket or crate for your guest! Sleeping amenities like 
ear plugs and an eye mask are a must, plus everyone loves comfy socks and a nice 
towel like this one from Priyam Global.
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Activity Hacks:
PRE-PACKED PICNIC
Hosting a couple? Send them off on a date to the park or beach with a pre-packed 
picnic basket. Fill the basket with your favorite local treats so they can indulge in 
your city’s best snacks.

WHITE SPACE
Perhaps one of the most crucial yet underrated parts of hosting. Though a host may 
feel obligated to entertain, some guests value alone time or may even have plans to 
meet up with other friends in the city. Likewise, guests might feel like they owe it to 
their host to spend their visit with them without realizing how much their host might 
need a break from hosting. Our solution is setting aside time and space for guest and 
host to do their own thing. Clear communication is always best so no one feels self 
conscious or ignored.

CITY GUIDE
Suggestions and recommendations for an off-the-beaten path experience of your 
city. Your guest has opted out of staying in a hotel, so inspire them to authentically 
experience your city through the eyes of a “ local.” Have fun creating a litt le city guide 
of your favorite sites and spots, and reuse it again and again!
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Gather
TIP S FOR HOS TING A SIMPLE
+ CHIC G ATHERING
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PHOTOGRAPHY:  MARIA DOK A PHOTOGRAPHY  •  MARIADOK APHOTO.COM
CREATIVE DIRECTION + ST YLING:  MANDY FORLENZA STICOS  •   MANDYFORLENZA .COM

HAIR + MAKE UP:  MICHELLE DEMARTINO  •  MICHELLEDEMARTINONYC.COM
MODEL:  EVELYN BEDOYA  

LINEN CLOTHING:  CONSCIOUS CLOTHING  •  CONSCIOUSCLOTHING.NET
LEATHER SANDALS + ACCESSORIES:  AMBER RAE  •  AMBERRAE-SANDALS.COM

BASKET TOTE:  FLUTE OF THE HOUR  •  ETSY.COM/SHOP/FLUTEOFTHEHOUR
TABLE LINEN:  LOST IN LINEN  •  LOSTINLINEN.COM 

VINTAGE PROPS:  LITTLE VINTAGE RENTALS  •  LITTLEVINTAGERENTALS.COM 
BRUSHSTROKE NAME CARDS:  INK AND NIBS  •  WWW.INK ANDNIBS.COM

Maria Doka
Maria is a photojournalist lifestyle photographer based out of New York who recently married 
her dream man. She has been adventuring around ever since while following God’s direction 
over her life. She and her husband love the Lord and give Him all of the glory for all that He 
has done in us and through us. Her passion and love for photography has been something 
she has always had, and it goes much deeper than just weddings. Her heart has been after 
fashion & beauty photography this past year. In her journalistic approach, she loves to capture 
those raw and real moments, the candid and natural ones. Those moments to her are the best 
moments to be documented... The simple and pure moments where you’re just being your true 
and authentic self.

Mandy Forlenza Sticos
Mandy Forlenza Sticos worked in event marketing for 15 years prior to launching an event 
rental company in 2013; Little Vintage Rentals.  She also designs and styles weddings, events 
and photo shoots.  Mandy teaches Prop Styling regularly at The Fashion Class in NYC and 
is launching a mini online workshop, Styling for Social Media, this fall.  Mandy’s styling work 
has been published on Style Me Pretty, Wedding Chicks, mywedding Magazine, Trendy Bride 
Magazine, The Everygirl, Best Friends for Frosting and many more.

FOLLOW MARIA AT: 
INSTAGRAM: @MARIADANIELLEDOK A
FACEBOOK: FACEBOOK.COM/MARIADOK APHOTO
WEBSITE: WWW.MARIADOK APHOTO.COM

FOLLOW MANDY AT: 
FACEBOOK: FACEBOOK.COM/MANDYFORLENZASTICOS
INSTAGRAM: @LIT TLEVINTAGERENTALS
T WIT TER: @LIT TLERENTALS
PINTEREST: PINTEREST.COM/LIT TLERENTALS
WEBSITE: LIT TLEVINTAGERENTALS.WORDPRESS.COM
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ART

Creating au natural decor
• Grab a basket and clippers to troll the neighborhood for plentiful foliage; it’s nature’s best décor.
• Nowhere to forage?  Purchase less expensive greenery.  It makes a simple and refined statement 

without breaking the bank.
• Before placing in water, re-cut stems on a 45 degree angle under water for maximum hydration.
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Selecting a memorable menu
• Have a garden or know someone who does?  Incorporate some of the garden haul; it’s a great 

conversation starter .
• If fresh-from-the-garden isn’t an option, research and incorporate seasonal items to ensure the 

freshest of produce.
• Get your hands dirty!  Scrub peel and chop your way to an authentically homemade meal.
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ART

Setting a sensational table
• Mix together new and vintage dishes, f latware and glassware for an eclectic and stylish tablescape.
• Purchase a few thrift store cocktail glasses, bottles and glass pitchers; they make unique vases.
• Layer up table linens to create length when needed and visual interest.
• Add a touch of calligraphy with name cards  - everyone will get to take home a personalized card.
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It wasn’t too long ago that my concept of 
connection--via my social media feed--was all about 
what I could gain and not at all about what I could 
contribute. I wanted to be well-liked, impressive 
and to make a name for myself. I interacted with 
the Internet as a guest, leaving disarray wherever I 
went. I hopped from blog to profile to article staying 
for as long as I was entertained. I wasn’t there for 
relationship. I was there to launch myself into higher 
realms of popularity—to see my numbers increase, 
my inf luence expand and my platform assembled. 

It’s diff icult to realize when our intentions 
to connect have morphed into something much 
uglier—when we recognize that we’ve been hustling 
ourselves and peddling false authenticity at the altar 
of endorsement. It’s the same as inviting a friend into 
our home who wants relationship, only to attempt to 
sell them everything from a batch of freshly baked 

brownies to the kitchen sink. We don’t really want 
to spend time with them. We just want them to want 
what we have. 

Lately, I’ve intentionally changed my role 
from consumer and saleswoman to community 
gatherer. This change didn’t happen overnight 
but from the beginning of an unanticipated and 
significant friendship. I had just jumped into an 
online community that encourages women in their 
creative endeavors. Yet, even though my heart was 
burning with dreams, goals and ambitions, my 
personal life was falling apart. Late one night, as I 
read through the various messages posted in one of 
the community’s popular forums, I couldn’t help but 
be frustrated. It seemed that there were so many who 
were searching—for collaboration, for friendship, for 
advice and for encouragement. Just like I was. But 
out of the hundreds of members who populated this 

In Search of
Connection

THREE WAYS TO INVITE OTHERS INTO YOUR CREATIVE SPACE

Tabitha Panariso  
Tabitha Panariso is a chronic decaf coffee drinker and occasional nap taker who has lived 

all over the United States, but fortunately landed in the Rockies of Colorado. She is a wife 
to a rugged mountain man and mama to two lovely littles. Together they’re embracing 
a gloriously mundane life, leaning into hope, and taking huge leaps of faith. Tabitha is 
passionate about sharing unfiltered stories in order to create authentic and inspired 

community especially on Instagram @tabithapanariso. You can also read more of her 
writing at www.tabithapanariso.com.

PHOTOGRAPHY  BERNADET TE UZCATEGUI OF BLUEPRINT SOCIET Y
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particular community, these posts were met with an 
eerie silence.

It hit me at that moment that this forum was a 
ref lection of my own personal expectations—to be 
entitled to a response, rather than freely give one. As 
I scrolled through each post, my eyes f inally landed 
on a woman’s story that seemed strangely familiar. 
As I read her words, tears streamed down my face—
her story was my story. Instead of absorbing it all 
and moving on, I chose to respond. And because 
of that, I’ve learned a few ways we can all stop 
connection-surfing and instead invite others into 
our story, our creative spaces and our hearts. 

LOOK FOR THE PERSON, NOT THE PROFILE

First off, we must remember that the profile of 
a person is simply the outline of who they are. And 
often the profile of a person only really highlights 
what they do, not the heart within them. It seems 
that out of pure comfort we naturally segregate 
ourselves based on familiarity. Photographers friend 
other photographers. Moms connect with moms. 
Bloggers follow other bloggers. Additionally, a 
simple hashtag delineates even f irmer boundaries, 
rather than expands them. However, as creatives our 
dreams aren’t just to pander to those who are like us, 
but to inspire and challenge those who are different 
than us. Consequently, we must stretch ourselves 
to see past accolades, catchy slogans and the f irst 
few squares of an Instagram feed to see the sum of 
a person. To summarize, we simply cannot deny a 
person based on our f irst impression of them, as this 
is how we usually miss out on true potential. 

LOOK FOR CONNECTION, NOT FOR ACCESS

Both joy and trepidation are felt in the 
instantaneous connection of the internet. We can 
deposit our stories, images and businesses into 
the vastness of the World Wide Web, and, in mere 
moments, be seen, heard, celebrated and belong. We 
bravely invite people into our lives and then just as 
swiftly we are ignored, deleted, unfollowed and at 
worst, openly mocked. In our hurt (or in fear of it) 
we often appear and act standoffish- responding 
to those we only know. To avoid exploitation and 
manipulation, we forget to be the person that we 
hope others to be. It’s as simple as this: if we want 
to be celebrated, celebrate others. If we want others 
to engage with us, start the conversation. If we want 
to feel like we belong, we must make others feel 

as if they do too. If we want to truly connect with 
others, we must embrace the notion that authentic 
relationship is inseparable from the possibility of 
personal risk. And while risk is scary, the value of 
authentic and abiding relationships makes it well 
worth the leap. 

LOOK FOR THE OUTLIERS, NOT THE 
HEADLINERS

Finally, it’s important to remember that 
connection with longevity occurs beyond numbers, 
pageviews, money and fame. True connection is 
substantial and thrives when the need to belong and 
to be understood is consistently being fed. It’s from 
being known that calls an individual to action. And 
it is from being championed that calls out the best 
of another. Unfortunately, our tendency can be to 
focus on those who supposedly have it all. However, 
I would argue that connecting with those who are 
stil l struggling, learning and even just beginning is 
far more personally edifying and significant than 
surrounding ourselves with those who have already 
succeeded. As Outliers author Malcom Gladwell 
writes, “We overlook just how large a role we all 
play—and by ‘we’ I mean society—in determining 
who makes it and who doesn’t.” This paradigm shift 
requires us to play a more active role within our 
communities, in which we purposely seek out those 
we can invite in. Success is less about what we have 
achieved and far more about who has walked the 
journey alongside us. Success is found in who we 
help to feel as though they belong. 

With all the creatives, entrepreneurs and doers 
of the day—it’s evident that we all want to make an 
impact. In our hustle, we forget that we aren’t just 
dealing with likes, hearts or the validation that 
comes from our specif ic community. We are dealing 
with people who have a story and true potential. 
When I made that online connection years ago, it 
was clear to me that inf luence does not come from 
what we create or what we do—it comes from who 
we are. More specif ically, our inf luence is going to 
come straight from how and who we ask to come 
along with us. Now is the time to worry less about 
promoting ourselves, and more about connecting 
with others. Now is the time to invite others into 
our heart, instead of forcing ourselves into theirs. 
Everything else will follow.

FOLLOW TABITHA AT: 
WWW.TABITHAPANARISO.COM
INSTAGRAM: @TABITHAPANARISO

“If we want others to engage with us, 
start the conversation.”
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We’ve all seen this quote artfully written while 
endlessly scrolling through Instagram, stopped, 
double tapped it and kept on scrolling. The words 
ring true in the heart of all of us, but the truth is that 
the doing of this is hard work and lots of upkeep. It 
is kind of like having platinum blonde hair. Getting 
it takes forever and it takes a lot of maintenance to 
keep it looking good. 

As humans we are called to commune with each 
other and to be in communities that feed our souls, 
spirits and lives. However, the very tools with which 
we use to connect with other humans are the same 
tools that build walls between us, divide us and push 
us further and further apart. Facebook, anyone?!!!? 
So the question at the end of the day is, how do we 
f ind our tribe? What does it mean to love them hard? 
How do we cultivate a spirit of hospitality that lends 
people an opportunity to be in our tribe? 

To get the most out of your life you need to focus 
on your 33%. Throughout your life, 33% of the people 
you encounter will dislike you, 33% of the people you 
meet will be indifferent toward you and the f inal 33% 
will love you. Your goal in f inding a tribe is to look 
for and love back on that last 33%. These are your 
people—don’t worry about the other 66%!

WHY DO YOU NEED A TRIBE?

One of the most fundamental human needs is the 
need to belong.

Doing life and work alone is hard and scary. 
Most of us are part of the f irst tribe we are called 
to be in: a marriage or a committed relationship. 
However even that person who understands us at the 
core of our being is not enough to f il l all the places 
where our spirits want to be included in something 

Find Your 
Tribe.

LOVE THEM HARD.

Skye McLain  
Skye McLain is a blogger, speaker, virtual assistant, and dream designer. She loves working 
with creativepreneurs to find their sweet spot between running a successful business and 
living a balanced, healthy life. She has beenworking in the handmade and creative arena 

for over five years helping her clients handle the day to day minutiae so they can focus on 
the big picture of scaling their business to be more profitable. She lives in Texas with her 
husband and son and enjoys being outdoors, running around after her son, exploring, and 

traveling when she can. 

PHOTOGRAPHY  CHELSEA RENEE PHOTOGRAPHY   •  HEADSHOT STEPHANIE CL ARK OF ATASCOCITA PHOTOGRAPHY
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outside of that loving relationship—with women who 
understand us as something other than a partner—a 
mother, a business owner, a cat enthusiast, an expert 
chess player or a FitBit lover.

Members of your tribe accept you just as you are 
and want the very best for you. Being in community 
with these people makes you feel understood and 
encouraged to set goals and go after your dreams 
in life. They also support you when you’re going 
through trying times and commiserate with you 
when you experience failures or setbacks. 

As Bree Pair, the founder and director of Thrive 
Creative Events put it, “Your tribe is your people that 
get it.” With no explanation necessary, your tribe 
is in tune with you and your thing, whatever your 
thing may be. Their existence in your life and career 
is essential to you becoming a successful business 
owner and thriving as a person. 

As online entrepreneurs, a tribe is significant 
in getting opportunities and advancing your career. 
In addition to all the hard work you are putting 
into your business, your tribe is going to have new 
opportunities, helping hands and open doors to get 
you to the next level. They will help grow your circle 
of contacts and open up worlds of opportunity that 
would have previously been right outside your reach.

FIND YOUR TRIBE.

The best thing about your tribe, even if you 
don’t have one, is that they do already exist. If you 
are currently without a tribe, rest assured that your 
tribe is out there. There are women out there who are 
looking for all of the same things you are—a place to 
belong, be lifted up, be encouraged and be loved on. 
You just need to be brave and start looking for them. 

Start by looking for people who run in the same 
niche as you. Whether you’re a handmade business 
owner, the CEO of a business, a home and DIY 
blogger or a fashion maven on Instagram, you will 
f ind the most success in both f inding your tribe and 
within your tribe. Focus on others who are already 
sharing the same interests as you. 

Start by becoming active on the social media 
and websites of those you admire. Make it a point 
to spend a few minutes every day to check out 
their latest content, comment on it and sharing it 
with your community. This not only gives you an 
opportunity to build a relationship with someone 
you admire, but it also serves as a great starting 
point to f ind others who share this interest with you. 
Start looking at other people who are interacting 
with this person and reply to their comments, follow 
them and interact with them. This is such a great 
way to meet people who are outside your inner circle, 
but stil l within your niche!

In addition to looking at other people’s 

community, try taking a good look at yours too. Is 
there a particular person who likes and comments 
on every single one of your Instagram posts or 
consistently shares your content on Facebook? Take a 
few minutes to go through your notif ications and see 
if a couple of names regularly pop up and check out 
their online presence to see if they have a similarities 
with you. 

Another great place you can f ind potential tribe 
members is in Facebook groups. You can use any that 
you’re already in or use the new search feature to 
f ind groups that align with your interests or goals. 
There are endless, absolutely endless, Facebook 
groups at your disposal where you can f ind your 
people.

A key point to remember is that a tribe doesn’t 
have to be a certain amount of people. Anywhere 
from three to thirty people could be a part of your 
tribe as long as you are all after the same goals and 
share some common traits. It also doesn’t have to 
stop growing, ever. So even if you only f ind one or 
two people to connect with at f irst, you always have 
the potential of growing as your needs and interests 
grow as well. The point is, if you are starting from 
scratch don’t feel like having one or two people as 
part of this new tribe is failure. The primary concern 
is just getting things going!

More important than the number of people 
you have is the character traits and personality 
that they are bringing to the table. It is paramount 
that members treat other members with respect, 
can listen without judging, have a similar sense of 
humor, have a passion that you share and are loyal 
and trustworthy.

Many others out there are looking for their 
33% of people to vibe with, but they don’t have the 
bravery it takes to reach out and make it happen. 
So here is where the challenge comes in—once you 
f ind your 33%, even if it is a very small portion of 
that percentage, take a deep breath and send them 
a personal email letting them know you’ve enjoyed 
getting to know them. Ask them if they’d like to 
be business besties, accountability partners or just 
help cheer each other on! Most likely, they’ve been 
waiting for you to come right along and ask. 

LOVE THEM HARD.

Once you’ve gathered a few like-minded women 
into your tribe, it is important to take the next few 
steps to really cultivate community and engage 
with your new circle of friends. Find a place to host 
this new community, like in a group text, a Slack 
community or in a private Facebook group and invite 
everyone to introduce themselves in the group. 

Check in daily with your tribe—even a quick 
message to stay on their mental radar is enough to 
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remind them that no matter what, they have this 
group of friends who will be here to support and 
encourage them! A daily dialogue is certainly not a 
requirement, but will go a long way in this world that 
is strapped for attention. 

Clearly set the goals of the group from the 
beginning. You can be a member of many different 
tribes and they don’t all have to be a constant love-
fest. There are tribes that focus solely on things 
like social media interaction (i.e. Pinterest pinning 
groups) or opportunity sharing so make sure the 
goals of the group are crystal clear. 

Be intentional about your interactions. Some 
days may call for a storm of funny meme sharing to 
keep the mood light; others may be a day of really 
talking the nitty-gritty of business after a mistake 
or a failure. One day might be everyone lifting one 
person up and the next may be a single encouraging 
message to everyone. Whatever the conversation may 
be, do your best to make it a priority to check in and 
be involved!

If you’re all local—or, hey, even if you aren’t plan 
a time to spend some face-to-face time together! Put 
together a girl ’s night out and grab a drink together 
or all plan to attend the same conference. An online 
connection is fantastic, but there is something about 
spending time in each other’s physical presence that 
will bring a whole new reality to your tribe. 

Last, but certainly not least, be there for your 
tribe. If you all work together to hold each other up 
you will f ind that this group of women will become 
steadfast and loyal friends and you’ ll be able to talk 
to them about way more than just business stuff. 
They’ ll become an integral part of your life and you 
just as much for theirs. Your tribe will grow to be 
something that builds you up and helps you belong. 

FOLLOW SKYE AT: 
WWW.SK YEMCL AIN.COM
IG + T WIT TER: @SK YENMCL AIN
FACEBOOK.COM/SK YEMCL AINVA
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Gather 
Around 

the Table at 
the Illume 

Retreat
A RES TFUL RE TRE AT E XPERIENCE FOR CRE ATIVES
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The bright Texas sun f ilters through the trees 
overhead, bathing the outdoor courtyard where I’m 
standing in light. Nestled in the Texas Hill Country 
right outside of Austin, I’m surrounded by a handful 
of women - some new friends and some old - all with 
eyes sparkling with excitement, anticipation and 
promise. As we exchange hugs, share heartfelt laughs 
and our joyful nerves start to calm down just a bit, 
I push my heart down out of my throat just long 
enough to breathlessly say, “Welcome to the Illume 
Retreat, sweet friends!”

Set in the rolling hills of Austin, Texas, an 
intimate group of attendees and speakers gathered 
together for three full days of rest, actionable 
learning, heart searching and community building 
from April 25-28, 2016. Together, we delved deep 
into the very purpose of our work as creative 
entrepreneurs, learned practical ways to build more 
strategic systems, and gave ourselves much-needed 
permission to punch our fears in the face. Over 
family style meals, we broke bread and swapped 
stories, choosing to pursue lasting relationships over 
simply trading business cards. And at the end of it 
all, not only did we all walk away with a better sense 
of clarity, and a more renewed vigor for our purpose 
as creative businesswomen, but also a close-knit tribe 
that will cheer us on for years to come.

I created the Illume Retreat in 2014 to invest 
in, love on and pour into creative business owners 
who seek to turn their businesses into intentional, 
heartfelt endeavors that operate from a clearly 

Bonnie Bakhtiari

Bonnie Bakhtiari is the creative director of b is for bonnie design, a boutique branding studio for creative 
entrepreneurs, where she works to help purposeful businesses get to the core of their best work through authentic 

strategy and strong design. In addition to being a brand designer and strategist, she is the founder of the Illume 
Retreat, an intimately restful luxury retreat for creatives striving to build businesses that operate from a clearly-

defined place of purpose. She lives in beautiful Waco, Texas with her husband and their rambunctious golden retriever, 
eating way too much Tex-Mex and drinking all of the soy lattes.

PHOTOGRAPHY  SHALYN NELSON OF LOVE , THE NELSONS PHOTOGRAPHY
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defined place of purpose. In our efforts to create a 
successful business, provide for our families and 
make a name for ourselves, we often forget that our 
businesses have the potential to offer us so much 
more than a paycheck. This experience exists to help 
us refocus on building businesses that afford us the 
opportunity to bring authentic value to our lives 
and the lives of others, all while fueling our creative 
passions and achieving big goals! Limited to just 10 
attendees in order to preserve the relational nature of 
this experience, the Illume Retreat is for the creative 
who desires to refresh her spirit, the big dreamer 
who craves a way of doing business intentionally and 
from the heart, and the boss lady who seeks to walk 
away with a true community of like-minded women 
who are cheering her onto a life well-lived.

Our approach of productive rest centers around 
the desire to encourage and prepare creatives to do 
business well. For us, it’s not about teaching the 
latest marketing ploy or social media platform in 
order to add more to your ever-growing to-do list. 
Instead, it’s about refining your workf low, systems 
and approaches in order to get to the heart of your 
best work. It’s about equipping you to walk away 
with a clear plan to live the life that you’ve always 
dreamed of, and how your business can make that 
happen. Through planned periods of goal setting 
and introspection, educational speaker sessions, 
and hands-on creative breakouts, we walk through 
a curriculum that leaves you feeling refreshed, 
empowered and focused as you move forward.

Our sweet attendees are creatives, artists and 
big dreamers in every sense of the word. From 
calligraphers to creative lawyers, from photographers 
to f loral designers, every inch of the creative 
spectrum is represented here. Gathered around the 
breakfast table at our second treat this past April, we 
traded laptops for warm cups of coffee as we honestly 
explored what it means to pursue your life’s best 
work in an industry that seems to grow noisier and 
noisier by the day. And through heartfelt anecdotes 
and vulnerable conversations, we discovered that 
although creating our life’s best work differs from 
person to person, it always stems from a clearly 
defined place of purpose. So together, we pursue that 
calling in all facets of our work and life so we can 
create in a way that is as fulf il ling as it is profitable. 
Because we believe the best work you’ ll ever do is 
forged from the heart.

In early 2017, we’ ll gather around the table once 
again with a new group of bright-eyed attendees 
and speakers eager to serve to delve into how we can 
create from a place of truth as creative entrepreneurs. 
Together, we’ ll spend our time discussing what it 
means to create your best work from that truthful 
place, as well as how to uncover what that individual 
truth looks like to you! Will you join us there?

FOLLOW ALONG AT:
WWW.ILLUMERETREAT.COM
INSTAGRAM: @ILLUMERETREAT  •  @ BONNIE JOYMARIE
WWW.BISFORBONNIEDESIGN.COM
RETREAT UPDATES: HT TPS://BIT.LY/ILLUMERETREAT
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Thrive was created by two girls with a singular 
goal in mind – provide local bloggers with a 
conference that would teach them how to be 
successful. Fast forward two years later and Thrive 
has grown beyond their wildest expectations. Now 
reaching all creative entrepreneurs, growth from 
75 attendees their f irst year to an expected 200 
attendees in year three, and adding workshops in 
over four different cities, Thrive is continuing to 
teach and inspire creatives far beyond its home in 
Texas. 

Thrive is a yearly conference located in Houston, 
Texas. It hosts speakers that are successful bloggers, 
entrepreneurs, and #bosses. More importantly, every 
speaker, coordinator, and volunteer has a passion for 
seeing others succeed. At Thrive everyone supports 
one another, and the attendees have become a tribe 
that stay in touch long after the conference is over.

What started out as a conference targeted only 
towards bloggers has now opened up to include 
every type of entrepreneur. When promoting the 

f irst conference, Breanna Pair, CEO of Thrive, 
noticed every session topic, whether it was growing 
your audience, creating good content, or talking 
about collaboration, applied to all small businesses 
and not just bloggers. Whether you are a blogger, 
photographer or a jewelry designer, these sessions 
will help your business grow. 

Attendees are connected with each other even 
before the conference weekend through designated 
Thrive mentors. Small groups form online and get 
to know each other in order to allow attendees to see 
familiar faces when they arrive at the conference and 
already feel a part of the Thrive tribe. Coming to the 
conference and learning is amazing; being able to 
avoid the nervousness of not knowing anyone when 
you get there makes the experience that much more 
enjoyable. 

Every session teaches you something. While 
Thrive motivates and inspires, that is not the main 
objective of the conference. Attendees walk away 
with new knowledge that they are able to implement 

Thrive
Conference

Breanna Pair 
Breanna Pair is a firm believer in chasing your big dreams and that life is too short to be 

stuck in a job that you hate. With a background in blogging and graphic design, she found 
her sweet spot with Thrive where she can encourage and equip entrepreneurs with tools 
to succeed. If you have a big idea, goal, or dream, Breanna will be the first one to tell you 

to go and chase it. She currently resides in Houston, Texas with her husband Brannon and 
the two are currently working on their next adventure of buying a travel trailer and visiting 

entrepreneurs all over the country.

PHOTOGRAPHY  MEG CADY-HAWLEY
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right away. The speakers at Thrive know their stuff, 
have been through it all, and are willing to spill 
their guts so others can avoid mistakes they have 
made. Another unique aspect of this conference is 
everyone learns together in the same room. Breanna 
says, “One thing we wanted to do from the beginning 
was to have everyone learn together. We didn’t want 
anyone to miss out on hearing one of the amazing 
sessions and speakers.” 

Thrive Conference 2017 is set for February 24-
26 at the new The Westin hotel in The Woodlands, 
Texas, just north of downtown Houston. It consists 
of a welcome gathering on Friday night, full day 
conference on Saturday, and optional, but highly 
recommended, intensive workshops on Sunday. The 
Westin in The Woodlands makes for a gorgeous 
locale to relax, recharge, and gain tools for your 
business. With a beautiful waterway just outside 

and steps from restaurants and shopping, attendees 
are encouraged to make it a weekend getaway and 
explore the area with new friends before and after 
Thrive. 

At Thrive, attendees are challenged by the 
speakers, thrilled with the new friends made and 
encouraged to make your dreams happen. Find out 
more and take the next step towards your goal at 
www.thrivecreativeevents.com 

FOLLOW THRIVE AT: 
WWW.THRIVECREATIVEEVENTS.COM
INSTAGRAM @THRIVECREATIVECON
T WIT TER @THRIVE_CREATIVE
WWW.FACEBOOK.COM/THRIVEFORBLOGGERS

FOLLOW BREE AT: 
WWW.BREEPAIR.COM
INSTAGRAM @BREEPAIR
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WITH  FIONA HUMBERS TONE

Workshop

Colour for 
Creatives
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Fiona Humberstone

Fiona Humberstone has been styling brands, running workshops and creating websites since 2000. An exacting 
Creative Director and commercially minded entrepreneur, Fiona brings clarity and possibility to every project she 

works on. Having founded, grown and sold one of the UK’s most successful brand styling companies, Fiona now works 
as a freelance Creative Director for branding projects and consults for design agencies who want to sell more creative 

work. Fiona partners with leading industry experts to run game-changing courses both online and around the world 
and is available for speaking engagements.

Good Light Studio in Manhattan’s Chelsea District 
proved to have the most deliciously bright light and 
white walls – the perfect blank canvas for Fiona 
Humberstone’s styling dreams as well as her workshop, 
Colour for Creatives which hosted designers and brand 
stylists students from far and wide, as well as some 
native New Yorkers.

Lemon verbena geraniums were sourced by the 
wonderful Gloria Battista Collins  who also wrapped a 
selection of ferns and ivy as well as bringing the most 
gorgeous bale of forsythia. She snipped huge bamboo 
canes from her garden and we used the leaves as a 
backdrop. Fiona hand painted various posters as well 
as the welcome folders and name badges in f luorescent 
watercolour ink and added her acrylic stars for a shot of 
neon energy on the tables.

Much of the morning was spent learning about the 
seasonal personalities in detail by creating a number 
of collages that would help students visualise each one. 
They take some time to get your head around fully, and 
those based in warmer climates (Miami for example) 
really had to use the powers of their imagination to 
relate to each season. If you f ind you have the same 
challenge, Fiona recommends to think in terms of 
‘groups’ rather than seasons. Don’t take things too 
literally and just think of them as personalities. In her 
book, Angela Wright, the original developer of the 
theory refers to them as Type 1, 2, 3, 4. From there, 
collaging continued, this time looking at the style of 
the seasons, a litt le like looking in through someone’s 
instagram lens. 

The afternoon included more collaging: this time 
looking at the design styles that ref lected each season. 

“Fiona is a true 
expert in her field 
and she gave us 
fresh eyes with 
which to view 
our established 
brand. This new 
perspective allowed 
us to think outside 
the box and to 
create a younger, 
fresher, more 
vibrant identity that 
will carry us into 
the next phase of 
our growth. She is 
a pleasure to work 
with!”
DIANE, 
WORKSHOP ATTENDEE
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This was quite a challenging task as it’s really about 
looking for the nuances in design and that can be 
tricky, but the reward: a really robust understanding 
of how to make design work for your brand.

Next on the list was mood boarding, something 
Fiona f ind so inspirational and a really fun, creative 
activity. Each student created a board to use as a 
jumping off point either for their own brand or a 
client project.

Fiona loves planning the drinks as much as she 
does creating a vision for the styling of the venue. 
For this workshop, she had fun with f lavoured 
waters. A quick trip to WholeFoods gave her all 
the inspiration she needed and she snapped up 
Meyer Lemons and Californian Oranges, as well 
as combining Scented Geranium Leaves with 
Blackberries for an unusual but delicious refresher. 
The idea for the cucumber, ginger and mint f lavour 
was shamelessly pillaged from a lemonade the kids 
had at Illi restaurant. Drinks aside, there was also 

whole host of gorgeous cakes, including cute vanilla 
bundts on Liberty of London plates. And lunch was 
catered by Poppy’s Catering in Brooklyn.

As well as making the marbled envelopes, each 
student was also given an Absolute Essentials of 
Colour Psychology book as well as a Brand Stylist 
sketchbook to use in the workshop and then for a 
host of inspiring projects at home. 

At the end of the day, it was time to kick back 
with cocktails and a really lovely goody bags with 
treasures from generous sponsors including Diane 
James Home who provided the glorious faux roses, 
Legion Paper for the Colourplan samples and 
books and the lovely Daniella Rondon for the sweet 
calendars. Fiona even snuck in a bar of chocolate 
from the UK.

FOLLOW FIONA AT:
WWW.THEBRAND-ST YLIST.COM
@THEBRAND_ST YLIST
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Belong Magazine is designed to 
celebrate the art and community 

of blogging, social media and 
entrepreneurship

In all that we do, our mission is to inspire women to use 
their passions for a purpose in creating and sharing authentic words, 

images, ideas and experiences virtually and off-line 
and to be life-giving and encouraging to others. 

It is our desire for women to know that they are enough, 
their voice matters, and that they have a place. 

They belong. YOU BELONG.

Our Mission

J O I N  T H E  C O N V E R S A T I O N !

W W W . B E L O N G - M A G . C O M
@ B E L O N G M A G

Tessa
$118

www.theonyxfeather.com
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J E WELRY

Belong Market Guide

Sara Pendant Necklace
$50

atakcrafts.etsy.com

Tessa
$118

www.theonyxfeather.com

Choker Necklace : Ashby Green
$38

www.HopscotchShoppe.com

Make Me Purrrr : Silk Wrist Wrap
$48

www.HopscotchShoppe.com

Estelle Gold Ring Stack
$67 / use code BELONG for 25% off

www.olivekohl.com

typewriter key bracelet
$40

www.juNxtaposition.com

Shay Bracelet Set
$78

www.cadorah.com

faith as small as a mustard seed
sterling mustard seed charm  /  $20

www.aperfectpeacejewelry.com
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PL ANNERS

Belong Market Guide

The Success Journal
$69

staciasuccessjournal.com

The To Do List Planner by She Plans
$56

www.sheplans.com

2017 Classic Planner, By Horacio Printing 
$37.50

www.horacioprinting.com 

2017 Refresh Weekly Planner
$39.95

jlynndesignery.com

The Collegiate Daybook
$35

www.rachelrosaliedesign.com
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CLOTHING

Belong Market Guide

Redefined Courage Tshirts and bracelets 
$22 and $20-$30 respectively

redefined-courage.squarespace.com

Braveheart Scarf
$60

sellingwarmth.com

Short Kimono Cape
$49

www.astylishdesign.com

The Sarah - What Is Done In Love
$38

www.soulhoneyclothing.com

Chic + Active Legging
$58

www.howwesoul.com

Possible Tee
$24

www.ashleygabbydesigns.com

New Indigo Mud Cloth Scarf
$39

www.reflektiondesign.com
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BOXES

Belong Market Guide

Bee Happy Gifting Box
$129

postcardpantry.com/product/bee-happy-themed-gift-box

Home Gift Box
$58

www.astermarket.com

Happy Cake & Confetti Day!
$55

www.surprisegiftco.com

Oh So Classic Box
$79 - $129

www.alongcameabox.com

Personalized Stationery Gift Box
$82

sandrapicco.com
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Wild and Free Curated Gift Box
$105

www.gracevincentgifts.com

The Box of Success
$97

theboxofsuccess.com

Down the Road and Back Again Curated Gift Box
$160

www.gracevincentgifts.com

Roasted
$159

postcardpantry.com/product/roasted-themed-gift-box
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Pink Poppy
$55

@kathylynnflowerphotography

PAPER + WALL S

Belong Market Guide

Fabulous Cat Holiday Card / $5
www.amtaylorart.ca

Custom Canvas Gallery Wrap
www.CanvasHQ.com

Holidays in Red + Holidays in Blue
$40  {Print only, frame not included}

www.pistacheandrose.weebly.com

Custom Mini Sign by Pancakes and Glue Guns
$7-$30

www.etsy.com/shop/pancakesandglueguns 

Minted Ribbon Wrapped 
Personalized Cards by Casey Hooper

$163/100 cards
www.minted.com

“Designed to Impress” 
fine art photograph

$15+ depending on size of photo
http://www.jessicanicholsart.com
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Custom Business Stamps
varies by size (average price $35)

www.helloworldpaperco.com

Ink Road Tools
$6/ea

theinkroad.com

G IF T S

Belong Market Guide

Badass and Brilliant Mug
$15

www.goodeystudio.com

Werk! Bag
$29

www.loveperidot.com

Bunny Teether & Teething Lovie
$12-$12.50

www.littlepeachesshop.com 

Blooming Lavender Bath Salts 20 oz.
$21

www.etsy.com/shop/style1963
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G IF T S

Belong Market Guide

Heavy Linen Kitchen Towels
$13.21

lostinlinen.etsy.com

The Mamuye Tote
$178

www.livefashionable.com

Quilled paper art doll
$64

www.runnerbeanarts.com

See Jane Work Canvas 
Snap Together Pouch Set  /  $9.99
www.officedepot.com/seejanework

Arrows Teepee
$133

www.ashleygabbydesigns.com

Kindness is so Gangster Mug
$18

darlingsavagedesigns.com
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about the 
artist

Paige Poppe

Paige Poppe is a watercolor + acrylic artist based in Scottsdale. She is an Arizona native. Her 
favorite subject matters are desert botanicals and the Sonoran landscape. She also has a Bachelor’s 
of Architecture, so she often incorporate architectural elements into her work. A large part of her 
work involves creating her own original paintings, designing products, and painting commissions for 

clients. She offers art prints, greeting cards, and products with her designs from tumbler cups to 
phone cases. She loves that art can be incorporated into our daily lives, but of course she couldn’t 

stop there so she also loves to design logos, brand elements, and wedding suites as well. She basically 
loves to bring a hand painted, analog touch to anything she does.

 
Paige loves creating art because it is a tangible extension of her creativity. She loves that she can 

work from her inspirations, create art, and share them with her audience online and in-person and 
considers it a gift! The computer is also an invaluable tool for her--one that she can’t live without--

but there is something about making art with her hands that really resonates with her.

FOLLOW PAIGE AT:
WWW.PAIGEPOPPE.COM

@PAIGEPOPPE

COMM
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amazing ingredients for 

extraordinary adventures
FLYJOY.COM

@FLYJOYBARS

FLYJOY Variety Pack 
perfect for when you need a little adventure.
available at flyjoy.com



vanleeuwenicecream.com

P U RS U E 
YO U R PA SS IO N

Create a beautiful website for your business.


