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FROM THE DESK OF THE EDITOR

Life is compl icated. It ’s hard and it ’s ex haust ing 
and somet imes it would be nice to breathe a 
bit of simpl icit y into a day, a moment. Maybe 
we can. Maybe i f we cou ld come at l i fe with 
an intent ion to love, it cou ld be just a l it t le bit 
simpler.

Care and col laborat ion is the theme of this 
issue. Care is integra l in being successfu l in 
the world , f rom car ing for your customers and 
cl ients to car ing for your col leagues to car ing 
for yoursel f .  Likewise, col laborat ion—bringing 
col lect ive ta lents together for a common 
purpose—is one of the most beaut i fu l aspects of 
the fema le creat ive and entrepreneuria l sphere.

This magazine is a representat ion of the ver y 
theme it hopes to exude. It ’s a col laborat ion 
of women’s voices with one common goa l : to 
suppor t and care for other fema le creat ives and 
entrepreneurs and to create communit y amidst 
the vast expanse of the internet . The goa l, 
simply, is to love. Just love.

Just 
love
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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
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The Art of 
Collaboration

As entrepreneurs, we all dance between being 
business women and free-spirited creatives. We glide 
between contracts. We twirl through photo shoots 
and brand re-designs. We waltz from networking 
event to networking event. And from time to time, 
we f ind a partner to hold hands with us and make 
business magic. When it comes to being in business, 
collaboration is inevitable. 

But, the reality is, collaboration isn’t always 
easy. As if the juggle between your left brain and 
right brain is not hard enough (because, let’s face 
it, early on in your business you’ ll be wearing tons 
of technical hats like Accountant, Bookkeeper, 
Administrative Assistant and more - while doing 
your craft), partnering up with another powerhouse 
woman and her business can be incredibly daunting. 

We’ve done our fair share of partnerships, and 
during the process of collaborating with others over 
the years, endless questions have come to mind. 
“How will my audience respond to me working with 
this other brand?” “Is this the right f it?” “How will 
we divvy up the responsibilities?” “Who gets all  
the credit?” “Did she just suggest we use beige on 
that logo?!” 

It is easy to become discouraged quickly—and 
to even consider dropping out of the partnership 
altogether. The good news is, you’re already a well-
seasoned collaborator—after all, your creative self 
and business self work together all day long. The key 

is to tap into your hard-wired and assertive business 
side to set goals and expectations with your new 
partner. Then, let your creative heart run eagerly 
toward the opportunity to do business with double 
the genius. 

After tons of trial and error (trust us, we 
mean tons), we’ve learned what it takes to strike 
collaboration gold. Here’s our notes on how to nail 
it (and yes, you can trust us—after all, we wrote this 
together!) 

A CREATIVE PURSUIT: SEEKING OUT THE 
PERFECT COLL ABORATION 

Tiffany says: There is something to be said about 
the initial stages of collaboration. And if I’m being 
honest (‘cause we’re totally friends now), it can begin 
to feel like an endless game of speed dating. There 
you are, alone and anxiously grasping your second 
(okay, third) glass of wine. Your head is stil l spinning 
from your last potential “collaboration candidate” 
because that time, it just didn’t f it. Something didn’t 
quite feel right. So you take a breath and dive right 
back in. And then it happens. The heavens open and 
you’ve met your match. The one who will walk with 
you through this journey, however long it may be, to 
bring your amazing idea to life. 

Since I started my business, just under a year 
ago, I’ve been deeply passionate about collaboration, 
especially amongst women. The transformative 

Tiffany Tolliver + Kamari Chelsea Guthrie 
The EmmaRose Agency, a luxury boutique branding firm based in Washington, D.C. focuses on 
visual storytelling for creative entrepreneurs and influencers. They have worked with women in 
business across the country—designing and building brands of all sizes and specializes in stylish 
visual balance through web design and creative styling. 

Kamari Chelsea Guthrie is the founder and principal coach at Kamari Chelsea, a full-service 
coaching and consulting agency that empowers creative professionals and businesses 
to manifest more of their greatest potential. She’s individually coached some of the top 
professionals in media, sports, entertainment and provided consulting support to A-list 
celebrities and Fortune 500 companies.

FEATURING
THEEMMAROSEAGENCY.COM

@THEEMMAROSEAGENCY

FEATURING
@K AMARICHELSEA

K AMARICHELSEA .COM

PHOTOGRAPHY
ASHLEIGH BING PHOTOGRAPHY

@ASHLEIGHBING
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power of the combined efforts of like-minded 
creatives has been a life changing process. The 
possibilities of a well thought out collaboration 
could totally change the forecast for your business 
and allow you to reach heights that you could only 
imagine. But with any good thing, it requires work… 
a whole heck of a lot of it! 

Right from the beginning, when searching for 
your perfect collaboration match, think about the 
businesses that you are naturally attracted to—
those products or services that you would seek out 
and spend your own hard earned money on even 
when there is no potential for a collaboration in 
the works. Take a moment to think about it. What 
are those brands that immediately catch your eye 
while scrolling through Instagram? Who are the 
individuals that you gravitate toward because their 
work is so exceptional that it leaves you dropping 
heart eye emojis under each one of their posts? That’s 
not where you should stop. Natural attraction in any 
relationship is a plus, but it is not 100% sustainable. 
There are four key components that I keep in mind 
on the creative pursuit to the perfect collaboration: 

MAKE SURE THE REL ATIONSHIP IS 
MUTUALLY BENEFICIAL .

Have you been in a relationship and realize that 
you both aren’t on the same page? Your goals don’t 
line up and the thoughts begin to swarm around your 
mind as to why you started this in the f irst place? 
Well, the same can be said when thinking about your 
ideal collaboration. Making sure there is some sort 
of end-game that results in both businesses coming 
out better on the other side is crucial and will keep 
everyone enthused for what is to come! 

Be a Cheerleader Before the Collaboration: This 
is key, especially when working with established 
brands. They want to see that you’ve been a 
supporter of their product or service before the 
conversation of collaboration even started. I mean, 
who wouldn’t want to work with someone who has 
been spreading the word and singing their praises 
from their digital rooftops? 

Think Outside of the Box: Okay, here is where 
the fun happens! When thinking of a possible 
collaboration, my mind literally runs wild of what 
I could create that will be completely different than 
what is currently being done. There are so many of 
us doing the “same old, same old” that brands get 
excited when you take that extra step and propose a 
creative project. 

Take Your Time: What’s the rush guys?!!!? 
The good stuff, the extremely mind-blowing 
collaborations that we all wish we would have 
thought of, did not happen overnight. Take your time 
to do research on not only collaboration candidates, 
but also during your decision making process on 
whether or not to move forward. Trust me, you’ ll 
thank me later! 

GETTING DOWN TO BUSINESS: HOW TO 
MAKE IT “OFFICIAL” 

Kamari says: So, you’ve found your “person”. 
Congrats! As Tiffany noted, f inding the right person 
to work with you is a huge task in and of itself. As 
with any new partnership, you always start off in 
a honeymoon phase. Ideas f loat between you both. 
Hearts race and excitement swells. You are going to 
be an incredible, unstoppable match. 

What happens next is not quite as sexy, but 
definitely worth doing. 

The f irst step you should take after you’ve felt 
the thrill of f inding a dream partnership is tap into 
your business brain and ask yourself a few questions 
that will ensure you protect yours and your partner’s 
interests with integrity. 

• How do I ensure that we both get the most 
out of this?

• What do I want out of this and what does 
she/he want? 

• What will it take to get these things done? 
• How do we keep one another accountable and 

honest? 
• How do we make sure that we do this in a 

way that is legal and fair? 
• How will I commit to show up to this 

partnership at all times? 
In my personal and professional life, I have felt 

the dread that comes when you have to be “Debbie 
Down-to-Business Downer” and begin asking these 
tough questions of your partner. Underneath the 
dread may be a range of emotions. Guilt about 
asking for what you want and need. Confusion about 
whether you are doing the right thing or being too 
pushy. Shame about maybe not being good enough 
to be collaborating with this person. Anxiety about 
whether you will come out of the situation with 
dignity, respect and the continued good rapport with 
your partner. 

While all of these emotions may tempt you to 
run for the hills, stay the course. Often times, when 
my clients reach this place of anxiety and fear about 
a major opportunity, it means that they are at the 
precipice of greatness. Take a deep breath, ref lect on 
why you were so excited about this partnership in the 
f irst place and remember why you and your partner 
deserve to start things off the right way—with 
integrity and protection. 

And don’t hesitate to work with a legal 
professional or mediator to work out the terms of 
your partnership. These professionals can often 
make the process much smoother and speak on your 
behalf so you can focus on the fun stuff like humble 
bragging about the world domination that is to come 
from your new collab! 

BAL ANCING ACTS: MAKE THE MOST OUT 
OF YOU AND YOUR PARTNER’S STRENGTHS 

Kamari says: When it comes to our weaknesses, 
collaborations are a Godsend. It’s safe to say that 
even Beyoncé herself is not a master of all things, 
which is why having someone responsible for the 
things that you are weak in can be a game changer. 

First, that requires us to get real about the areas 
that we may not be as talented as the next gal. There 
are several assessments that can help you get a better 
handle on your personal strengths and weaknesses, 
so you walk into every partnership prepared to 
offer your best and hand over the rest. A few of my 
favorites include: The Myers Briggs Assessment, 

Now, Discover Your Strengths: Strengthsfinder and 
Herman Brain Dominance Instrument Test 

After taking these assessments, I became 
crystal clear on my strengths - two of them being 
Communications and Strategy. Suffice it to say, I also 
got confirmation that putting things together - like 
numbers - just are. not. my. thing. 

Now, when I begin working with a new partner 
I make sure to offer to handle any writing or 
speaking aspects and jump in to help roadmapping 
and planning. When it comes to determining the 
f inancials or designing a layout for visual aspects, I 
leave that to my partners. 

The trick is to make sure you are very careful 
to select partners that complement you well, and 
outsource in the areas that neither of you will do 
your best work. Then, play to your strengths to 
eff iciently maximize your time, instead of trying to 
prove something to yourself or others by stressing 
out over your weaknesses. 

Collaboration is all about combining your 
genius with someone else’s. So, as you would in 
any partnership or relationship, make sure you’re 
bringing all of your best to the table. 

CELEBRATING: WHAT TO DO AFTER A 
COLL ABORATION 

Tiffany says: So you’ve found your perfect match, 
ironed out all of the not so fun business details and 
distributed the work that best f its each collaborator! 
Now it’s time to pop the champagne! You’ve made 
it! Sit back, relax and enjoy the fruits (cupcakes in 
my case) of your labor. Right?!!!? Wrong. Sorry girl, 
but as an entrepreneur, know that your work has just 
begun! Launching a successful collaboration project 
is definitely something to celebrate, but only after 
you’ve completed “The Formula”. 

The Formula is simply the steps you should 
consider taking to ensure a successful collaboration. 
It’s super simple just remember to think of  
your NEEDS! 

• N-Never miss a deadline! This establishes 
trust within your partnership. 

• E-Extend gratitude. Always make your 
collaborator(s) feel your support. Small 
gestures such as handwritten notes go a long 
way! 

• E-Extra is always better! In my business, 
I’ve thrived by under-promising and over 
delivering. The brands you work with will 
appreciate your eagerness.

• D-Dive into feedback as soon as the 
collaboration ends. Gaining insight on what 
went well, as well as where improvement can 
be made can help you make better decisions 
in future collaborations. 

• S-Save the water + drink champagne! Don’t 
forget to have fun throughout your project. 

Celebrate those small wins and overcoming the 
obstacles that will arise! 

“Collaboration is 
about combining 
your genius with 
someone else’s.” 
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Ari Krzyzek  
Ari Krzyzek is co-founder, creative director and chief designer of Chykalophia—a full 

service design shop that implements powerful branding strategies to provide distinctive 
designs for maximum impact via web, mobile and/or print. Additionally, she founded and 

hosts Creative Women’s Co., serving as design consultant, mentor and professional peer in 
support of fellow female entrepreneurs.

Life as an entrepreneur can be joyously hectic.
Your mind is a constant live stream of new ideas, 

new projects and new business ventures. There are 
always client meetings to schedule, creative sessions 
to lead and business partnerships to maintain. So, 
how do you manage it all and keep your sanity?!

You effectively maximize your time and give 
yourself an extra boost by utilizing tools that will  
do the work for you. Here are f ive tools you can use 
to help you organize ideas, store work and share  
with collaborators.

TRELLO. Tired of organizing your idea for 
collaboration in good old Excel sheets? Meet Trello! 
It’s a collaboration tool that helps you organize 
your projects into simple and easy-to-navigate 
boards. Trello shows you what’s being worked on, 
who’s working on what, and where something is in 
a process. Each Trello board contains lists laid out 
horizontally, so you can get a quick glance of your 
project. Items within the lists, called cards. You can 
use these cards as to-do items, checklists, set a due 
date or use it as a note card. All cards on Trello can 
be dragged and dropped onto other lists or reordered 
within lists which makes it one of the simplest tools 
to organize your collaboration ideas and tasks in  
one place.

DROPBOX. There is only so much we can f it on 
our devices—whether it’s on our desktop computer, 
laptop or smartphone. One top tool to help you 
connect with your all of your f iles and digital assets 
is Dropbox. Dropbox is perfect for work in the off ice, 
but also on the go.

GOOGLE DOCS. If you have a Gmail account, 
you already have access to this simple tool. Have an 
idea for your upcoming workshop collaboration? 
Done, use Google Docs to share your written ideas or 
notes, agenda or full event details on your workshop 
outline. The latest feature helps you assign a certain 
task that you can include on the document. Isn’t  
that handy?

APPEAR.IN. In today’s age, we have diverse 
video conferencing platforms. Google Hangout, 
Skype and Facebook Messenger to name a view. 
But what if there’s one platform that can make 
your virtual meeting a piece of cake? Try Appear.
in, a simple video conferencing tool for your next 
collaboration project. No sign-up, no extra plugin or 
software download, just a link and you’re on. Plus, 
you can have up to eight people at a time for your 
video call. Easy peasy! 

COVELLE. Having trouble f inding other women 
entrepreneurs online for your next collaboration 
project? Don’t have enough time in the day to browse 
through Instagram to f ind the perfect collaborator? 
Covelle solves this for you. Covelle is built to help 
you connect with other women entrepreneurs for 
your next collaboration. Whether it’s to form a 
partnership, reach a larger audience or even f ind 
a simple coffee date partner. Covelle members’ 
directory is also searchable by location, services, 
topic, availability and more.  (read more about 
Covelle on page 72 in this issue)  

FEATURING 
CKLPH.COM

@CHYK ALOPHIA

PHOTOGRAPHY   
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5 Tools for 
Effortless 

Collaboration
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Caring for Your 
Blog + Email List
Benefits Your 
Business

“Grow your list.” 
“The money is in the list.”
“You have to have an email list to be successful.”
You hear those phrases uttered so many times 

as an entrepreneur that you probably read them just 
now and thought, “Oh no, not again.” Am I right? 

The thing is, an email list is essential to growing 
your business and so is having a blog (and a good 
blog following), but we don’t have time to only focus 
on marketing in our businesses.

We’re the CEO, the CFO, the CMO and the face 
of our business; we don’t have time to constantly 
spend time in the CMO (chief of marketing) role. As 
entrepreneurs, we have to f ind ways to combine tasks 
and make things feel easier so that our time isn’t 
constantly taken up in one area.

So, from this day forward, I want you to be 
combining your efforts in growing “the list” and 
growing and executing your blog and I’m going to 
tell you how.

Buckle up baby.
Before I really get into “the how,” I want to 

talk about “the why” in case you’re new to business 

ownership or you just really don’t know why you 
would need an email list or a blog.

THE WHY:

I’m going to give you a really cheesy example that 
will make this really easy to understand.

Let’s say that you have a brick and mortar local 
business and you decided to get all of your biggest 
customers or the people who liked you or your 
product together so that you can deliver a message 
to them.

You could send them invitations and get them all 
together in a room and tell them what you have going 
on and how they can benefit etc. OR you can stand 
in the middle of the street and scream your message 
just hoping some of your customers hear you.

Your email list is like having everyone you want 
to reach in a room. Not having an email list is like 
standing on the streets screaming. With no email 
list, you’re just relying on things like an Instagram 
account or a Facebook page and it’s not guaranteed 
that your followers even see what you’re doing—

Jessica Stansberry
Jessica Stansberry is an infopreneur who makes the technical parts of running an online 
business seem way less scary with free blog and video content, online courses and workshops 
at Hey Jessica, LLC (www.ohheyjessica.com).  She is known as the “sassy southern half” of 
the podcast, All Up in Your Lady Business. When she’s not creating content and helping online 
entrepreneurs figure it all out you can find her chasing chickens and raising her two boys with 
her husband on their farm in the mountains of North Carolina. 
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you’re literally in a crowded space screaming, hoping 
people will hear you.

Now that we have that covered, how about we 
talk about why you need a blog?

Alright y’all. Every.single.business needs a blog. 
I don’t care if you’re a local brick and mortar, a 
freelance artist or a basket weaver—you need a blog.

You need a blog as a way to show your expertise, 
attract your ideal client or customer and drive people 
to your email list.

“Ok, Jessica, I get it. I need to do these things, 
but how do I grow both at the same time without 
losing my mind?”

Good question. Let me just tell you, mmmk?

THE HOW:

It’s actually really simple, like really simple. 
You need to always be sending potential clients and 
customers and peers to your blog. Always.

You want to come up with a process that looks 
something like this:

Provide interesting free content relevant to your 
client or customer.

Get more marketing and PR opportunities and 
always promote a relevant blog post.

Use content upgrades to get people who are 
reading the blog post to morph into email list 
subscribers. 

Let’s talk this through—I want you to leave here 
knowing your exact next steps, so come along with 
me on this ride, will you?

When you’re blogging always have your ideal 
client in mind and try to think outside the box. Just 
because the blog is your blog, doesn’t mean it has 
to be all about you and your business. I see, all too 
often, business owners only blogging when they 
have something about them to share: “Hey look at 
my new thing,” or “Here’s a beautiful photo shoot I 
did last week,” or “Here’s how to use my products.” 
Unfortunately, that’s just not how this works. You 
need to drive traff ic to your blog by appealing to the 
needs and wants of your ideal customers without 
screaming, “Look at me!”

Now, are you ready for some examples? 
Say you are a local newborn photographer; you 

should be blogging about local new mom activities, 
accommodations, to-do’s, etc. 

If you are a business coach who helps budding 
entrepreneurs start and run their business, you 
should be blogging about anything and everything 
an entrepreneur might be searching for. This might 
include topics like, How to Set-up Your First Business 
or 10 Things You Need to Do to Start Your Business 
Of f on the Right Foot.

In either example, someone wanting to read those 
blog posts is the same person you want hiring you or 
buying from you.

Now, once they get there, you don’t want to lose 
them (or send them back out on the street in my 
earlier example), you want to “put them in the room.” 
To do that, you’ ll want to give them a reason to go 
to the room (bear with me in this example). You will 
create an “upgrade” to the blog post they’re reading, 
something that they’ ll really want based on the fact 
that they were interested in the post.

Let’s use my example of 10 Things You Need 
to Do to Start Your Business Of f on the Right Foot, 
written by the business coach. In this example, you 
may have an upgrade that is a PDF checklist of the 10 
things they need to do. Now, you could easily say (at 
the beginning, middle or end of the post), “If you’re 
ready to start checking things off this list, download 
the free printable checklist of the 10 Things You Need 
to Do to Start Your Business Of f on the Right Foot, 
you can keep up with where you are in your journey 
and know exactly what comes next.” 

Once someone has read the post, you establish 
your expertise, they know you know what you’re 
talking about and of course they want the freebie 
that you’re offering them. From there, the reader will 
sign up for your email list in order to get that freebie 
and now they’re “in the room,” so to speak. 

Market, market and then market again and 
point interested parties toward your blog. In turn, 
your email list will grow along with it. To market 
your blog you’ ll want to consider using social media 
platforms (Instagram, Facebook, Pinterest, Twitter, 
etc.), getting PR opportunities and really getting 
your name (or your business name) in front of  
more people.

Blogging isn’t just for your dog-loving Aunt Susie 
anymore—you, and every other business owner, 
should be a blogger. Use your blog to establish 
expertise, grow your email list and create great 
content that your ideal client will swoon over.  

“Blogging isn’t just for your dog-
loving Aunt Susie anymore—you, 
and every other business owner 
should be a blogger.” 
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Meg Clarke  
Meg Clarke is the President of Clapping Dog Media where she helps creative 
businesses be found by Google for what they want to be known for. When she 
isn’t searching out the ins and outs of SEO, Meg is busy hanging out with her 
husband and 3 boys.

Have you ever had an experience that you know 
you’ ll never recover from? I don’t mean that in the 
sense that you’ ll never be okay again, but in the 
truest sense of the phrase.  In the way that, after the 
experience, you’ ll never be quite the same person. 
You’re different than before. The world around you 
may not have changed, but you have and that makes 
all the difference. 

I had one of these defining moments or, rather, 
a long string of them while visiting Uganda and the 
Dominican Republic with Compassion International. 

I saw how people and cultures are so different, 
but also how people and cultures are so similar. I 
saw mothers who work hard every day to feed their 
families, families who celebrate and grieve together, 
children who smile and play and friends who love 
and support each other. That’s the same. What’s 
different?  Pain where it didn’t need to be, striving 
where it could be a lighter load and struggle where 
there could be relief. This was just the tip of the 
iceberg, and I found myself spending my days caught 
between joy and grief at what I saw. 

And this, my friends, is what I never  
recovered from. 

Suddenly and slowly, my world grew and 
changed. I knew that I had to be part of the solution, 
however small. My life and business became even 
more about giving back. Now, this doesn’t mean I 
uprooted my family and moved to Uganda. However, 
giving back to others is at the heart of all I do.  
It informs every decision in my business and in  
my family. 

Giving to others has made the hard decisions 
easier and the hard moments lighter. While the story 
you’re reading is about me, my life story isn’t. When 
I have a diff icult business decision, I know that the 
impact of it is bigger than how it will affect me day 
to day. Giving back to others has made the hard days 
easier to bear and given my life more meaning by 
knowing that I’m part of something much bigger 
than myself. 

I’ve deliberately woven giving back into my 
business model and my life model. My family and 
I sponsor several children through Compassion 

International, where we get to alleviate poverty 
through education and build one on one 
relationships with the kids we sponsor. Every time I 
make a sale, I cheer because I know I’ l l get to provide 
for my family and someone else’s at the same time. 
We deliberately purchase from socially conscious 
companies like Sseko Designs, Noonday Collection 
and FashionABLE because we know the direct impact 
this has on so many. 

The choice to make giving back a defining detail 
of my life has changed me for the better—I’ ll never 
be the same. I wouldn’t have it any other way. 

FEATURING 
CL APPINGDOGMEDIA .COM

@MEGPCL ARKE

Giving Back 
is Good 

Business
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Blogger + 
Photographer 
Collaborations

Over the past several years, blogging has 
generated a steady stream of income for many DIY, 
lifestyle and fashion bloggers. Having solid content 
with beautiful branding and a visual strategy 
attracts an audience, inspires engagement and helps 
bloggers to secure sponsorships from top brands. 
A contributing factor to many blog’s success is the 
inclusion of professional photography. So, how do 
those magical photos come to be?  

While many bloggers are skilled at photography, 
others don’t feel confident that they know their way 
around the camera. They know the “ look” that they 
are going for (i.e. bright and clean, light and airy, 
dark and moody), but they aren’t sure how to achieve 
it.  Regardless of photography skill, most established 
bloggers hire professional photographers for their 
visual content. They want to spend their time doing 
what they love (styling and blogging) and not worry 
about taking the perfect picture with respect to 
lighting, composition and editing it so that it pops. 
This is exactly where a fruitful collaboration  
can begin.

Ideally, your collaboration will be a hit from 
the beginning and you will cultivate it over time. 
However, as a photographer, I’ve experienced and 
witnessed situations in which collaborations went 
awry. The collaborations didn’t feel authentic or 
life-giving—they felt opportunistic, even one-sided. 
When I was starting out in my photography journey 
I was looking to get as much experience as possible 
so I could establish my niche. I experienced one of 
these unfortunate collaborations that left me feeling 
discouraged. I realized later how those feelings of 

discouragement could have been avoided (or at least 
minimized) had I had realistic expectations and 
had up front discussions with my collaborator about 
various aspects of the work. As a result, I remained 
on the fence about the value of collaborations 
for a couple of years. Meanwhile, people were 
championing the benefits of collaborations and 
having coffee dates with other creatives everywhere I 
looked. I thought to myself, “hmm...maybe I should 
give this another try”.

I f inally stumbled upon Brittni Mehlhoff of 
Paper & Stitch (papernstitchblog.com). When I saw 
that she would be moving to Atlanta and was looking 
to work with photographers I immediately decided 
to reach out, crossed my fingers and sent the email. 
When we met in person I felt excited because Brittni 
“got it.”  She was clear on her brand, understood 
the value of photography and communicated clearly 
about her expectations and needs.  What’s more, 
even though she was a “blogger superstar” in my 
eyes, she believed in the relationship being mutually 
beneficial. Once I started doing shoots with her it 
was like a dream—it never felt like work. Because 
she’s so skilled at styling and creative direction, I 
was always excited when I showed up to her studio 
to see what was in store for the day. You can imagine 
how overjoyed I was when she agreed to collaborate 
with me to create images to accompany this article.  

Here are several tips I’ve picked up along the 
way—my hope in sharing is that you can start your 
collaborations off with photographers or bloggers on 
the right foot.  

Kimberly Murray
Kimberly Murray is a commercial photographer specializing in interiors, food, products, and 
lifestyle portraits. Kimberly’s Ph.D. in psychology helps her to stay attuned to her clients’ 

needs by creating the perfect images that capture the mood and personality of their brands. 
Although she is based in Atlanta, GA, she works with clients across the U.S.

FEATURING
WWW.KIMBERLYMURRAY.COM

@KMURRAYPHOTO

PHOTOGRAPHY
KIMBERLY MURRAY FOR PAPER & STITCH

T I P S  FO R  S U CC E S S F U L 
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DO YOUR RESEARCH:

When you hear about a potential opportunity to 
collaborate do your research before you pursue it. 
The f irst step to a successful collaboration is to f ind 
someone whose style aligns with your own. That’s a 
much better starting point than trying to make your 
style f it a mold. If you are an established blogger, 
this is probably a no-brainer. However, if you are a 
new blogger or a photographer seeking to build your 
portfolio this may not be a given (Let’s just say I 
learned this the hard way when I was starting). 

With the wide expanse of the Internet it’s easy 
to do your research and gauge the style of your 
potential partner. Look through their blog, website, 
social media (particularly Instagram and Pinterest) 
and any other online presence. Do your styles 
mesh? Not only do you want to get a sense of their 
visual style, but also their personality. You want to 
indications that you might connect with that person 
when you meet up face-to-face. I like to read my 

potential collaborator’s blog to get a sense of her 
voice, seek out featured articles to f ind out what’s 
important to her to hopefully discover common 
ground (hello, conversation starters!) and check 
out her Instagram stories to see her in action. It’s 
helpful to learn in advance if the person is chatty and 
bubbly, quiet and reserved or quirky. You want your 
work together to feel more like play than work. Of 
course you want to stay focused during the shoot, but 
it should feel like your dream job and not like  
a chore.  

COME TO AGREEMENT:

So, you’ve done your research and it appears that 
you might be a good fit. Awesome!  Now it’s time to 
meet (either on the phone or in person) to discuss 
your expectations and come to an agreement about 
your working relationship. It is critical to discuss 
everything up front. What does everything mean?  
Well, the high points include:

• Payment – Monetary vs. exposure vs. trade.
• Deliverables – How many images will be 

delivered? Will those images be edited and 
retouched?

• Turnaround time – How many days from 
the date of the shoot will the images be 
delivered?

• Image ownership – Photographer vs. 
Blogger? Will the photographer hold the 
copyright or is it considered a work for hire?

• Credit – Will all parties be credited for the 
collaboration?

• Online sharing – Is the photographer able 
to share any of the images? If so, how many 
and when?

All of the above points are details that you 
should include in your contract. Don’t allow 
important details to go undiscussed because it’s 
potentially awkward or slip into the abyss of “grey 
area”. Payment is often a subject that people hate 
to talk about. I am one of those people. Without 
getting into how much you should charge, my belief 
is that you should be paid for your work if you 
are a professional. Sure, there are times when you 
will work for free because you want to contribute 
to a project that you love and partner with other 
bloggers and vendors. You may also want to do a 
free shoot or offer your styling services to build 
your portfolio. I stil l do this from time to time 
because I love collaborating with other creatives on 
cool projects. In fact, some of my favorite images 
I’ve photographed were done for free to build my 
portfolio. However, doing free work should be the 
exception—not the rule.  

That brings me to exposure. I always cringe when 
I hear that term because exposure doesn’t tend to 
pay the bills. I personally don’t buy that exposure 

“It’s helpful 
to learn in 
advance if 
the person 
is chatty and 
bubbly, quiet 
and reserved 
or quirky. You 
want your 
work together 
to feel more 
like play than 
work. It should 
feel like your 
dream job and 
not a chore.”
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is payment because, in reality, it rarely leads to 
an abundance of new clients and often exposure 
comes in the form of non-paid work. This is not 
to say that you should never collaborate without 
pay for exposure, but only work that way under 
circumstances that have clearly defined expectations. 
Always come to agreement about how long you are 
willing to work for free and at what point, if ever, 
you will be paid for your work. 

Speaking of payment, that may come in various 
forms. You might get monetary payment or you 
might barter your services. With bartering you are 
each putting a numerical value on your services 
and agreeing to trade that in lieu of money or for 
a reduced fee. I do this with some small businesses 
that I believe in and want to see f lourish, but who 
I know cannot afford my services. In cases where 
money is exchanging hands some bloggers have a 
different rate for their own personal projects vs. 
payment for projects that are sponsored by a brand. 
With sponsored projects, if you discuss your fee up 
front, the blogger may factor that amount into her 
pitch. I love scenarios like that because they still allow 
me to support bloggers that I love by working with 
them on their own projects (even if the rate is lower 
than my usual fee) while knowing that I will be paid 
my rate when a sponsored opportunity comes along.

Another sticky subject is ownership of copyright. 
Whether the photographer should own the copyright 
or the blogger should own it is often hotly debated. 
It is standard for the photographer to own the 
copyright—legally, photographers hold the copyright 
as soon as the images are created.  That is a deal 

breaker for some bloggers and they require that 
photographer’s they work with transfer the copyright 
to them. In the latter case, this often comes with a 
larger price tag. Why does this matter? It matters 
because it dictates who can decide what is done with 
the photos (i.e. reproducing the images, sharing the 
images with a third party, selling the images, etc.) 
without asking the other party for permission. I 
typically retain the copyright in my collaborations, 
but I add additional verbiage in my contract (if 
requested) that limits my use of the images. For 
example, I always state that I will not sell the images 
or share them with a third party (i.e. a magazine) 
without prior written permission.  

RESPECT THE ART OF BOTH FIELDS:

I’m constantly in awe of DIY, lifestyle and 
fashion bloggers. The fact that they can come up 
with new outfits or projects for daily posts is an 
art form. Likewise, photography is an art form—it 
takes a discerning eye and artful vision to determine 
how to best capture those DIY projects or outfits. 
Sometimes you may feel like you should just stay 
in your lane during the shoot so that you don’t 
step on any toes—after all, artists are known to be 
sensitive. However, I’ve found that the best images 
are created when you truly collaborate during the 
shoot. Whether you are a photographer or a blogger 
don’t be afraid to make suggestions, especially if you 
think it will improve the project. At the end of the 
day, you want the f inal images to represent both of 
your brands.

This goes back to the f irst point about 
making sure you work with other creatives who 
have a similar style. When I f irst started out, I 
reached out to a well-known blogger to offer her a 
complementary shoot because I was interested in 
getting some experience in lifestyle photography. 
Yes, I was interested in exposure that would put me 
on the map and make all my photographer dreams 
come true (#kiddingnotkidding). I was proud of the 
images we made together. I delivered the images 
and eagerly waited for her to share them on her blog 
and social media. She did and tagged me…yay!  Oh, 
wait. She put a f ilter on the images. Boo. We hadn’t 
discussed that beforehand, so I wasn’t prepared. In 
fact, I was dismayed. It didn’t represent my style or 
how I wanted my photography to be represented. 
However, it represented her style. I was confused and 
hurt. Did she not like my images? Then, when I really 
looked at her blog, I noticed that all of the images 
had the same “look”.  She probably assumed that I 
would either deliver images with that same look or 
be okay with her editing them to match her aesthetic.  
Had I paid attention to that before even reaching out 
to her, I could have spared myself some hurt feelings. 
Lesson learned.

COME PREPARED ON SHOOT DAY:

It’s true what they say, time is money. You want 
to make sure that you take advantage of the time 
allotted for the shoot. I subscribe 100% to the notion 
“to be early is to be on time and to be on time is to be 
late.” While “chasing light” can sound whimsical and 
fun, in actuality it can put a damper on the shoot. 
When you are a natural light photographer, which 
many bloggers love, there is always an optimal time 
to shoot at any given location. So, it’s important for 
both the blogger and photographer to come to the 
shoot well prepared. What that means for bloggers 
is that you have a shot list, all materials gathered, 
a sample of the completed project (if you are a DIY 
blogger), outfits picked out and pressed, etc. What 
that means for photographers is that you have all of 
your gear charged and prepared—such as camera, 
extra memory cards, a variety of lenses, tripod, 
computer, tethering tools, ref lector, step stool, etc.  

It is ideal to try to get a sense of what you will be 
shooting in advance so that you can be prepared in 
other areas, like your chosen outfit for the day. As 
a photographer, if you are shooting something light 
colored and will be standing close to and over it you 
should wear neutral colors. If you have blue jeans 
on and are kneeling near a white background, for 
example, it’s very likely that blue from your pants 
will ref lect onto the scene. Similarly, if you’re are 
collaborating on a f lat lay with hands in the shot, 
a hot pink shirt on the blogger may not be the best 
choice because of the potential color cast it will 
cause. If you are working with a fashion blogger for 

an “outfit of the day” shoot, it may not be as big  
of a deal. 

FOLLOW GENERAL ETIQUETTE AFTER THE 
SHOOT:

So, the shoot is over and you are excited about 
the images that you created together.  You want to 
share that magic with the world! Before you do, 
pause to make sure that you are following general 
etiquette. How you act after the shoot can determine 
whether the relationship grows or f izzles out.  

This is one of those key moments when it is best 
to think back to how the relationship began. Whose 
project is it? Hopefully, you remembered to discuss 
this up front and included the sharing of images in 
your agreement. Let’s say that the scenario is one of 
a photographer working for a blogger—it’s expected 
that the photographer will not share any images 
until the blogger has published her blog post and/
or shared on social media f irst. Once that happens, 
it is okay for the photographer to share an image or 
two.  However, it is tacky and taboo to overshare, 
such as practically duplicating the blogger’s post. If 
it is the photographer’s project, and she collaborated 
with a blogger on a styled shoot, the same holds true 
for the blogger’s sharing of the images. Regardless 
of who initiated the project, if the intent is to 
submit the images for publication in a magazine, it 
is expected that neither will share the images until 
after the submission is accepted and published. Most 
magazines want exclusive content that has not been 
shown elsewhere.

Finally, my pet peeve is when either party shares 
images online without crediting the other. This goes 
against the spirit of collaboration. Sure, there is 
the occasional oversight. But, when it is the general 
practice, it just doesn’t feel right to me. I’m a f irm 
believer in crediting (i.e. tagging on Instagram) 
everyone who was instrumental in the creation of 
that image—the photographer, blogger, make-up 
artist, calligrapher, etc.  Everyone gets a shout-out, 
regardless of whether the shoot was for pay or not.

So, that’s it. More and more, creatives are 
collaborating on projects. These collaborations 
can be wildly successful or a big letdown. The best 
collaborations come about when there is mutual 
respect for what everyone brings to the table and 
a clear understanding about the terms of the 
relationship. It’s important to have a meeting before 
the project begins to discuss all the details. Always 
confirm that you are on the same page and get your 
agreements in writing. Above all, make sure that it 
is mutually beneficial, that all parties are properly 
credited and that you have fun!

Do you have other tips for successful blogger + 
photographer collaborations?  I’d love to hear them!  
Drop me a line or message me on Instagram. 
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5 Ways to 
Care for 
Your Clients

What’s the difference between a customer and 
a client? A customer gets their product in the mail, 
leaves you a four-and-a-half star review (the half star 
was because the shipping box got dinged up a litt le - 
darn USPS!) and that’s the extent of the transaction. 
A client is a relationship. It’s someone to whom you 
provide a service. And that means your provided 
service is the product. A client is an ongoing process, 
which can be wonderful, and yet exhausting when it’s 
a (not-really) emergency at 11pm on a Saturday night. 
Sometimes you have to drop it all, attend to it, and 
then have nightmares about it later. But sometimes 
clients are a dream! So without further ado, here are 
f ive easy ways to improve your client’s experience 
while staying sane.

1. TAKE CARE OF YOURSELF FIRST

It may seem counter-intuitive, but taking care 
of yourself before dealing with clients can make 
a world of difference. If a client brings an issue 
to your attention (especially in a manner that is 
confrontational or off-putting), take a deep breath, 
go for a walk, have a snack, or do something just 
for you before responding. Give yourself some time 

to cool down and craft a response that moves both 
you and your client toward solving the problem 
rather than exacerbating it. Just remember - there 
are almost no true emergencies with clients! 
Almost anything client-related can be resolved in a 
productive manner when minds are calm and clear.

2. BE TRANSPARENT 

Stuff happens in every business. Things go 
wrong. Products are mixed up. Mistakes are made. 
If something happens that causes a deliverable to be 
delayed or a mix-up happens on the client end, be 
transparent and let your client know what happened, 
why, and what you’re going to do to f ix it or make it 
better (ie - if a wedding album is taking longer than 
expected from the manufacturer, let your clients 
know the product is delayed and offer a gift card to 
your store as an apology). The biggest mistake isn’t 
the issue itself - it’s usually a lack of communication 
about it. You’ ll be surprised to f ind that most clients 
are very forgiving when you explain that something 
has gone awry, and will appreciate you all the more 
for being upfront about it!

Rebecca Shostak
Rebecca Shostak is the Founder & President of Galler.ee Inc., a modern 
Photoshop template design company established in 2011. Rebecca has received 
international recognition for her work and is considered one of the top designers 
for photographers in the world. Galler.ee offers a huge library of affordable 
Photoshop templates to professional photographers.

FEATURING
WWW.SHOPGALLEREE .COM

@GALLEREE
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3. GOOD FENCES MAKE GOOD CLIENTS

Just as in any relationship, having healthy 
boundaries keeps things working well. Boundaries 
for clients include:

Keeping agreements in writing. Having off icial 
contracts, or agreements spelling out the scope of 
work, compensation, time, and details of a project or 
deliverable for a client makes it easy for all involved 
to keep reasonable expectations. They also offer legal 
protection for both parties and ensure that things 
stay on track.

Set healthy working hours. Pretty much every 
business owner struggles with this one. If a client is 
calling at 1am on a Sunday night, you don’t have to 
answer it! Set working business hours for clients and 
keep to them. If you give yourself “off-time” to relax 
and take care of yourself, you’ ll be all the more  
“on it” and cheerful for clients during business 
hours. Whatever they’re calling about, it can wait 
until tomorrow!

Keep track of your time. Although not everyone 
bills by the hour, it is always good practice to log the 
time you spend on each particular project or client. 
This way you can learn about your process, f igure 
out average lead times for specif ic tasks, and stay 
organized and realistic with your scheduling. Also, 
it’s ok to let a client know if a particular work project 
goes over the time you have allotted for it and you 
need to renegotiate the terms.

4. PROVIDE AN EXPERIENCE

With any client-facing, service-oriented 
business, the service you provide to clients is part 
of your product. That means every phone call, 
lunch, email, text message, Facebook post, or other 

client interaction is a part of your brand. Think 
of communication as an important part of your 
deliverable. Physical products should also be an 
experience - think of your packaging as something 
your client experiences as they open it rather than 
just wrapping for what’s inside! 

5. GET CONSTANT FEEDBACK

Whether you are an introvert or the world’s most 
charismatic extrovert, it can be tedious just f ielding 
the regular questions and necessary discourse with 
your client. Although you probably have a f inger 
on the general mood between you and your client, 
it’s good practice to check in every once in awhile 
with specif ic questions for some honest feedback. 
Because you’re great at what you do, they are likely to 
request more work in the future. A great relationship 
with them will make your general communication 
much easier, and provide the essential trust needed 
between a contractor and client. Feedback can also 
help you learn about what works for you in a client, 
and help you determine red f lags and green lights 
when taking on new projects. Whether it’s preparing 
a formal survey, or simply reaching out with a 
question or two, asking for feedback is good client 
care and will only help make your business better.

A quick recap: Your clients and your sanity are 
equally important. Keep your clients in the loop, 
even when you have bad news. Most hiccups are not 
emergencies. They’re just...hiccups. Make, set, and 
keep boundaries. That means contracts, reasonable 
(read: healthy!) availability, and tracking your time. 
Every interaction is an opportunity to create an 
experience. And finally, get that (overwhelmingly 
positive) feedback! 

“Physical products should 
also be an experience—
think of your packaging 
as something your client 
experiences as they open it 
rather than just wrapping for 
what’s inside!”
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Dana Bucy Miller
Dana Bucy Miller is a business and tax attorney for creatives and entrepreneurs. She is the 
owner of DM Law, LLC located in Pasadena, Maryland. As a creative herself, Dana has an 

understanding of the issues facing small business owners. She works with owners to develop 
a tailored legal approach that accounts for their unique needs and challenges. Dana also 

runs a Facebook group where she provides legal information and answers general legal and 
business questions.

Whether you are a small business just starting 
out or a large, growing company, having good 
accounting practices and taking care of your 
business books is key to smooth operations and 
business success. Bookkeeping represents more than 
just numbers in an Excel spreadsheet—it’s a tool to 
monitor the health and growth of your business and 
will keep you prepared for all of the f inancial aspects 
of your business, including taxes and budgeting. 
Let’s take a look at some of the major ways that 
maintaining proper books will help support and 
protect your business. 

PROPER ACCOUNTING KEEPS YOUR 
PERSONAL AND BUSINESS INCOME AND 
EXPENSES SEPARATE.

One of the most important f inancial aspects of 
starting a new business, especially if it started as 
a hobby and has now become a business, is to keep 
your personal and business f inances separate. In 
the beginning it may not have seemed like a big deal 
to buy supplies with your personal credit card or 
deposit business checks into your personal account. 
However, as the business grows and you work to 
establish it as an entity separate from you as an 
individual, it is important to keep that separation 
intact. You should maintain separate accounts for 
your business where you can accurately track your 
income and expenses. If you have formed an LLC 
or corporation, it is particularly important not to 
commingle personal and business assets because you 

run the risk of creditors being able to “pierce the 
veil” and go after your personal funds for expenses 
and debts of the business, which typically they 
otherwise would not be able to do. 

KEEPING UP WITH YOUR BUSINESS BOOKS 
ALLOWS YOU TO CREATE A BUDGET AND 
STICK TO IT.

Running a business can be expensive and without 
a solid budget in place, all of those litt le expenses 
can add up to significantly more than expected. 
Constructing a budget allows you to prioritize 
what areas you want to invest in to help grow your 
business and determine how much is realistic to 
spend on those efforts. It forces you to sit down and 
take a close look at where your business is currently 
and make projections for how your business will 
continue to grow. Budgeting helps you create a plan 
of action to ensure that your business is healthy 
and balanced between its income and obligations. 
It also provides you the opportunity to account for 
uncertainty in your business by budgeting for an 
emergency fund to cover your costs in case you lose a 
big client or a large purchase order falls through. 

SOLID BOOKKEEPING PRACTICES WILL 
HAVE YOU PREPARED COME TAX TIME.

Have you ever had to dig through mountains 
of receipts and statements come April to try and 
piece together the previous year’s income and 
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expenses come tax time? If so, you know that can 
be a frustrating and overwhelming process. By 
implementing solid bookkeeping practices, you 
document your income and expenses throughout the 
year so come tax time all you have to do is plug in 
the numbers. This means keeping detailed records of 
expenses through receipts and order confirmations 
and tracking income through deposits to your bank 
or payment processing account. You can do this on 
your own through an Excel spreadsheet or there are a 
number of bookkeeping programs out there that will 
walk you through the process. Having good records 
is also key in case your business ever gets audited. 
You want to be able to substantiate any expenses that 
you deducted on the year’s return. 

TRACKING YOUR FINANCES WILL HELP 
YOU IDENTIFY TRENDS FOR PEAK AND SLOW 
PERIODS.

We all know that running your own business 
can sometimes be unpredictable, but over time you 
will start to see trends develop in your sales. By 
keeping track of your income, you will be able to 
identify your peak and slow periods throughout the 
year so that you can plan accordingly. For example, 
you may notice that sales spike going into the 
Christmas season and then have a lull for the month 
of January. By identifying this trend, you’ ll be able to 
prepare yourself with more inventory to supply the 
demand of the holiday season and also be prepared 
to adjust to the lack of income early in the year. By 
understanding the big picture of the sales cycle for 
your business, you can create a holistic plan that will 
allow your business to sustain itself year round.  

ACCURATE ACCOUNTS RECEIVABLE 
RECORDS WILL HELP YOU STAY ON TOP OF 
COLLECTING TIMELY PAYMENTS FROM YOUR 
CLIENTS.

No matter how successful your business, there 
will be a time when you have clients that do not pay 
their invoices. One way around this is to get payment 
up front, but in some cases that’s not always an 
option. The longer the accounts go unpaid, the more 
diff icult it can be to collect and the more likely it is 
that you or the client may forget about it. Tracking 
your accounts receivable and the due dates of client 
payments will allow you to stay on top of these 
accounts. You will have a clear snapshot of how much 
income is outstanding and you can strategize on the 
best way to collect. One practice you should set up in 
your business is a reminder system that will notify 
the client that their payment is stil l outstanding. 
Whether you do this yourself or through an 
invoicing program, it is important to send these to 
improve the chances of the client paying. You depend 
on this income and it’s important to take steps to 
ensure timely payments.

Although the thought of bookkeeping can be 
overwhelming at f irst, it does not have to be. What it 
boils down to is tracking all of the money coming in 
and all of the money going out. You can either track 
this information by creating an Excel spreadsheet 
or investing in one of the many small business 
accounting software programs on the market that 
will walk you through how to document your 
income and expenses (bonus—the software is tax 
deductible!). Once you set up accounting practices 
for your business, it will become part of your routine 
just like checking your email. You’ ll also be able to 
have a clear snapshot of the health of your business 
at any time. 

“Budgeting 
helps you create 
a plan of action 
to ensure that 
your business 
is healthy 
and balanced 
between its 
income and 
obligations.”
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Bailey T. Hurley  
Bailey T. Hurley is a blogger and writer that finds inspiration through her relationships with 
the Lord, family and friends. Her desire is to mentor women through the written word 
by speaking capital “T” truth into everyday realities and helping them build relationships 
rooted in Christ. She currently writes the friendship columnist at Radiant Magazine and 
partners with a local author to help women build relationships with their neighbors. 

When you’re young, being a cheerleader for your 
friends is easy. There’s not much to compete over 
because you’re unaware of the trivial things that 
you’ ll later obsess over as an adult. Your focus is 
solely on creating the best hopscotch on the block 
and helping each other start a baked goods stand. 
Kids are so darn altruistic.

Unfortunately for my childhood friends, I didn’t 
know the difference between powdered sugar and 
regular sugar. So, typically our desserts turned 
out like science projects gone wrong—bubbly and 
possibly lethal. The effort was there even if the 
outcome wasn’t appetizing. Supporting my gal pals 
was second nature. Unless they bossed others into 
playing the Yellow Power Ranger—you know what I 
mean, the Monica to their Rachel… no one wants to 
feel like someone else’s second choice.  

Maybe, just maybe, the f irst hints of bossiness 
are indicators of the innate competitive drive 
between people, amplif ied in female friendships.

I started to shed my naïve lack of self 
consciousness in middle school. I began to notice 
that I looked different than my friends. The biggest 
indicator was the fact that I sat inside all day and 

read books while the other girls joined basketball 
teams. Some of my friends were picked for better 
parts in the play or could run faster during gym class 
(despite the awful gym shorts that we had to wear). 
We were no longer equally simple and unaware of 
our surroundings; we were blossoming into our own 
unique people. Some, not until the braces came off, 
but stil l. 

Adolescence highlights the human tendency to 
compare, which is damaging in itself. There are new 
ways for women to compare themselves daily: looks, 
possessions, or the ability to always choose a salad 
during meals. However, there’s another issue that’s 
damaging born from comparison—competition, 
which typically involves our talents and skills. 
Where comparison makes us feel worse about 
ourselves, competition uses that feeling to drive us 
into a game of “frenemies” with any woman who 
dares to succeed more than we could. Competition 
compels us to smother another woman’s gifts and 
abilities because we are threatened by them. 

I didn’t have these revelations as an awkward 
ninth grader. Subconsciously I knew I had my evil 
moments. When other friends began to write blogs/
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Win Big

articles, I refused to read them because I was afraid 
to see them write better than me. I had friends get 
the job I applied for and secretly told myself that 
they were only chosen because they had a family 
connection. Somewhere deep down I knew I was 
grasping for excuses, but I didn’t realize I was 
perpetuating a culture of negativity among women.

In graduate school, I came across an article in 
Forbes about women advancing in the workplace. 
There are many causes for this dilemma—but  
did you know that we, women, might be a hindrance 
to the success of other women? Let’s turn that  
f inger around. 

Women are some of the worst supporters of other 
women because of our tendency to compare and 
compete. Women in high-level positions often hinder 
the career advancements of other women because 
they are afraid of being overshadowed. Forbes 
interviewed a successful businesswoman who said, 
“I’d like to say I’m secure enough in my talent and 
abilities to be giving without reservation. But should 
I really be giving away all the secrets to my  
success—really?” 

It’s not surprising that women struggle to foster 
and celebrate the success of other women when our 
individualistic agenda argues for the ruthless pursuit 
of success. My question is, do I value success  
over harmony? 

 As much as I want to be “Queen B” in all the 
things I do, I have to be realistic enough to know 
that I am not here alone. I need other women—smart 
and talented women to help me in the mission of 
life. So I have begun a new practice of pointing out 
and promoting the amazing things about the women 
closest to me. I work as hard to encourage their 
efforts and success as I do my own. Whether they 
are starting their own business, homeschooling their 
kids or running a marathon, I want to be the fan  
who broadcasts the great and wonderful things 
they’re doing.

This simple practice of celebrating and fostering 
the success of other women is one way we can begin 
to transform the communities of women around us. 
I know there are some of you who are brilliant at 
celebrating the lives of others. For the majority of  
us who are human, we stil l wrestle with competition. 
It’s easier to discourage others when we feel insecure 
in our abilities rather than f ind ways to build  
others up. 

The truth is, authenticity is better than being 
the best. Applauding others feels better than putting 
them down. Sometimes we will be the Yellow Power 
Ranger because we truly can’t be great at everything. 
But we can choose to be the most supportive Yellow 
Power Ranger there is—now isn’t that something to 
be proud of?!  
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Business 
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Cyndie Spiegel  
CYNDIE SPIEGEL is a Brooklyn-based speaker and small business coach focusing on 

strategy for creative entrepreneurs. She is also an adjunct professor at Parsons, the New 
School for Design and 500-hour RYT. She spent fifteen years on the business side of the 

NY fashion industry prior to transitioning her own career into a successful coaching practice. 
Her empowering workshops and laser focused sessions have inspired innovative start-ups, 
independent entrepreneurs, and renowned luxury designers to grow their businesses and 

personal lives. 

Cyndie is also the founder of The Collective (of Us), a curated business accelerator for women 
entrepreneurs to build their businesses through coaching, intentional community, focused 
strategy, and occasional “bullshit calling.” She shares her expertise in person and in writing, 

bringing experienced feedback and inspirational insights. Her message on taking big leaps and 
embracing possibilities, coupled with realistic strategy, has launched many into their boldest 

businesses.
THE PURSUIT OF GENUINE IN A 
(RIDICULOUSLY) SOCIAL WORLD

As business owners in a social world, you live 
in an era when you’re expected to post your entire 
life on social media. You should be genuine (but not 
too boastful), honest (but not too honest) and happy 
(but not too perfect). You can see how this can get 
confusing. It also makes it really diff icult to be all 
of the things to everyone, while making it really 
easy to use others as a benchmark for your own 
success—or lack thereof. These reasons are exactly 
why cultivating business relationships that matter 
are very rarely a numbers game. 

Though small business experts seem to be 
yelling from the Facebook sponsored post “rooftops” 
that you should focus on social media, grow your 
Instagram with intention and hustle, hustle, hustle—
you feel more disempowered, more disillusioned and 
less connected than ever before. You are not alone.

Fostering genuine community is what prevents 
loneliness, analysis paralysis and depression, while 
impactful collaborations support your business in 
becoming more visible and more profitable. Yep, sign 
me up for genuine relationships any day!

Below are some of the ways to focus on 
relationships that really matter in this ever-changing 
world of small business.  

CULTIVATE COMMUNITIES THAT SUPPORT 
YOU WHERE YOU ARE.

As founder of The Collective (of Us), a curated 
business accelerator for women, I’ve learned a whole 
lot about cultivating a genuine tribe. One of the 
most important business practices is to instil l a 
foundation of intentional relationships, regardless of 
the type of business you own. It’s equally important 
that you nurture communities that meet you where 
you are—while empowering you to develop your 
business. Having this foresight is what allows you to 
be heard, to feel supported and to stay connected to 
what matters foremost in your business: your own 
well-being. 

KEEP PERSPECTIVE. SOCIAL MEDIA STATS 
ONLY REPRESENT…SOCIAL MEDIA STATS. 

Having a million followers on social media 
doesn’t replace real life relationships, and it doesn’t 
make the person with the highest following the 
most successful or the most interesting. Nor does it 
represent factual knowledge about their business. 

In order to build businesses based on 
authenticity, you have to see past the social hype. 
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You must be willing to dig deeper and become less 
superficial, not just about others, but also yourself. 

How often have you looked at someone’s social 
media numbers and felt less than? Exactly! Chances 
are, you have at some point allowed a random 
number to decide that you are inferior to a random 
person that you’ve likely never even met. Sit with 
that for a second because that, my friend, is powerful 
self-awareness. 

Use your individual strengths to cultivate a loyal 
and mutually supportive community. Numbers alone 
do not matter.

At the time of writing this article, I have 
approximately 12,000 followers across platforms. 
This, by most standards, is a small following 
for a socially based business. And stil l, in the 
last 9 months alone I’ve built relationships and 
collaborations with TOM’s, Glamour magazine, 
Ebay, Teen Vogue, Forbes, Tiffany Han and several 
other brands. I’ve done this by building a community 
around my strengths. In my case, it’s a no bullsh*t 
presence and an ability to intentionally connect 
people to one another. I also show up online exactly 
as I am off line, which makes it very easy for brands 
to know if I’m right for them or not. 

Develop your innate strengths and represent 
yourself authentically online without f luff. By doing 
so, you build a loyal community to both support and 
be supported by. I’m not an anomaly. Social numbers 
alone do not create success. 

DON’T BE A SIZE QUEEN.

Smaller collaborations can create higher impact 
in terms of business growth. Glamour magazine is 
fantastic for street credibility, but being on Tiffany 
Han’s “Raise Your Hand, Say Yes” podcast (which 
speaks to my direct audience) allowed me to have 
much closer access to the folks who actually buy my 

services. Don’t be afraid to collaborate with smaller 
brands.

FOSTER WHAT IS GENUINE.

How much have you focused on building real  
life relationships?

How often have you started a conversation 
with a stranger, emailed an inf luencer sharing 
honest feedback or graciously replied to someone 
who has an opinion different than your own? If 
your answer is “never”, you are missing out on 
major opportunities to create genuine connection. 
Superficiality doesn’t cut it in the world of small 
business anymore; your audience needs connection, 
generosity and honest insights.  

These are just a few of the ways to focus on 
relationships that really matter. As you continue to 
develop your business, remember that people connect 
to people, not numbers. Foster mutual relationships 
that align with your goals and wellbeing. Support 
others often. Collectively be kind, especially to 
other women, and you’ ll create business growth and 
friendships that you’ve never dreamed possible. 

Develop 
your innate 
strengths and 
represent 
yourself 
authentically 
online 
without fluff.
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Christina Scalera 
If you’ve ever complained that you love what you do, but HATE the business side of things, 
you’re in the right spot. Christina Scalera’s mission as a lawyer for creative entrepreneurs 

is to help them fulfill their life’s work by creating beautiful businesses from the inside 
out. She provides the creative world with accessible, affordable legal solutions. Whether 

you need a last-minute contract template that covers your butt, a painless trademark 
registration or want to learn more to empower yourself to run your business well, legally 

speaking, Christina has you covered.

Like many of you, before I settled on the work I 
do now, I wanted to do so many different things as 
an entrepreneur. One of those things was to become 
a private yoga teacher, which actually kind of stunk, 
but that’s a story for a different article. However, the 
experience did teach me how unprepared I was to 
work with clients on my own. If you’re in a corporate 
job, you know you’re just handed your work from 
your higher-ups, without much thought or effort 
about where it came from or who it serves (the 
company, duh). It may sound obvious, but working 
with clients is actually quite challenging at f irst-- 
here are people who are relying on you for a specif ic 
result, which can be stressful in and of itself if you 
let it be. Then, on top of that, you have to actually 
manage these clients, which no one tells you about. 
It’s not sexy. It’s sexy and fun to learn how to get the 
clients, but those online courses that teach you how 
to actually manage them? Non-existent, so here, let’s 
at least dive in to f ive ways you can prepare for your 
f irst client.

UNDERSTAND YOU DESERVE TO WORK 
WITH THEM. 

One of the biggest challenges I faced in working 
with clients was feeling inadequate and unhelpful. 
Deep down, I felt bad charging someone money 
for something that I knew how to do because it 
seemed easy to me. I didn’t feel like I deserved 
the work they were giving me, which resulted in 

delays, procrastination and overwhelming feelings 
of guilt. This is something I stil l struggle with, 
but it has gotten better when I remind myself that 
I am deserving of their trust and will give them 
something they need (services) in exchange for 
something I need to grow my business and support 
my life (money). Unless you are a superhuman, you 
will struggle with this feeling too, and most likely a 
LOT at the very beginning. Understand that this is 
normal, and that just because something is ‘easy’ or 
takes you f ive minutes and you charge $100 for it, 
doesn’t mean you’re ripping someone off. 

HAVE A CONTRACT READY TO SEND. 

It may sound funny, but before I started my legal 
businesses, I didn’t have a template ready to send 
to my first few yoga clients. This resulted in delays 
and ultimately disinterest and lost clients. I had 
drummed up interest, sold them on my services and 
promised them a proposal that came way too late 
and by then, they had moved on. It was a blessing in 
disguise because it was part of the reason I created 
the templates I have now, since I did not have any 
kind of ready-made contract template available to 
me. Having a contract template before there is a need 
will give you the time to make the tweaks you need, 
f ind an electronic delivery service like HoneyBook or 
HelloSign and give you the ability to look like a pro 
when you can send your contract to a client minutes 
after they express interest in working with you.

Take Care of 
Your Business 
Legally Before 
You Take on 
Clients
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COMMIT TO A BASIC SYSTEM. 

One of the things that held me back from serving 
my clients well was the lack of a system. I now use 
DaPulse for all my legal clients in my law firm 
and Asana for all my consulting and mentoring 
clients, as well as for my content. I only mention 
these platforms because it took me SO long to even 
commit to trying these, and while they’re stil l not 
perfect, they are a system that allows me to track my 
progress and tell me what upcoming tasks need to be 
completed. Your system may be the free version of 
Asana, or a Google sheet (we use this for the Creative 
Empire podcast) or even a paper system of checklists. 
The important thing isn’t the system you use, but 
rather your commitment to yourself to use a system. 
You can always add to it and change it later.

HAVE A QUESTIONNAIRE READY TO GO. 

Similar to the contract, have a questionnaire for 
your clients ready to go. For awhile, you will always 

be adding to this questionnaire and tweaking it. The 
questionnaire should be sent immediately after your 
client signs and sends your contract back. It serves 
three purposes: (1) It makes you seem competent and 
organized, which builds trust with your clients; (2) 
It collects the boring information so your clients can 
feel like they’re getting a great value for their money 
during your sessions or services by focusing only 
on the juicy stuff and not “what’s your address?... 
can you spell that? Is that a ‘b’ as in ‘boy’ or ‘v’ as in 
‘victory’?”; (3) Finally, when you send your clients a 
questionnaire, it helps them feel like they’re doing 
something-- like you’re already serving them well. 
People like to do stuff, as long as it’s not something 
that’s too much of a commitment. My questionnaire 
fulf il ls all three of these things, and takes my clients 
less than f ive minutes to complete. Winner winner 
chicken dinner.

SHOULDER THE BURDEN. 

Your clients are paying you to help them do 
something, yes. But what is unspoken is that they 
are also paying you to shoulder their burdens—by 
omission (taking something off their plate) or 
commission (holding them accountable to take 
action). Always make the diff icult decisions for 
your clients and then give them 2-3 choices. It is 
empowering for them to be able to choose, but 
overwhelming for them if you give them too many 
choices. Whenever they are faced with a choice, help 
them as much as possible by (1) breaking down the 
risks and benefits of each choice, (2) telling them the 
expected outcome and cost of each choice, and (3) 
advising them as to which choice YOU advise. Yes, 
this means stepping up and taking responsibility, 
which also means that sometimes you’re wrong and 
things won’t go well. It also means that hopefully, 
the majority of the time, things will go exceedingly 
well since you’re the expert and the client will feel 
eternally grateful for your help.

Choosing to be an entrepreneur and serve clients 
well is not a choice that’s lightly made. But, it’s also 
a joy and an easy one to prepare for if you know 
how. If you follow the f ive guidelines here and get 
all this in order before your f irst sales pitch, your 
onboarding + client process will be a dream and you 
should only need slight tweaks and additions (e.g. 
client gifts, farewell surveys, email templates, and 
other litt le details to make it a great experience). 
What are some things you’ ll be implementing in 
your business today? Tell us on instagram using the 
hashtag #belongmag and tagging us in your post. 

“Choosing 
to be an 
entreprenuer 
and serve 
clients well  
is not a choice 
that’s lightly 
made. But,  
it’s also a 
joy and an 
easy one to 
prepare for 
if you know 
how.” 
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Vanessa Kromer  
Vanessa is the CEO and founder of Vanessa Kromer Female Entrepreneur Success + Life 
Coaching. As a certified life and success coach, Vanessa helps hundreds of women tackle 
their goals and dream big daily. She is a fashion-forward self-made entrepreneur who loves 
to motivate and encourage other women to succeed and crush goals. She is a born leader 
and speaker with an energetic and fun personality!

Vanessa has a gift for bringing out the qualities deep inside the women she works with, 
characteristics they did not even know existed. She is known for the ultimate in positive 
reinforcement, yet transparent coaching. Her genuine care for her clients and her level of 
professionalism keeps her clients coming back for more.

Vanessa is always seeking new and innovative ways to build her brand, including means to 
help encourage other leaders and entrepreneurs. She is a highly sought public speaker and 
online presenter, who frequents several podcasts and online radio shows, as well as teaching 
through virtual business schools and live webinars. Vanessa has written for many popular 
magazines and blogs including Belong, Raspberry, Badassery, Huffington Post, Hype 
Social Strategies and much more.

“When people work toward a common goal, they 
are driven, passionate and purposeful.”  
- Richard Branson

As a small business owner, blogger, creative or 
entrepreneur, collaborating with other like-minded 
individuals is imperative for our success and growth. 
A strong collaboration can bring new audiences 
together, create long-term partnerships, compliment 
each other, bring upon brand awareness and even 
validate your business. 

However, working with someone you have only 
just met can be stressful if not approached correctly. 
Let’s talk about collaboration etiquette to ensure that 
you are taking the right steps towards a successful 
collaboration partnership. Here are some common 
etiquette checkpoints. 

When choosing to collaborate with a fellow business 
owner always make sure that your brands are like-
minded and in line with each other. For example, 
a traditional and feminine brand may not mix 
well with a loud and opinionated brand. If your 
partnership involves mixing personalities for an 
e-course or a live webinar event, this is vital. The 
collaboration has to mesh just right and compliment 
one another. 

I recommend that you complete a memorandum 
of understanding (MOU). A formal agreement 
between two or more parties—MOUs are not legally 
binding, but they carry a degree of seriousness and 
mutual respect. Companies and organizations can 
use MOUs to establish formal partnerships. These 
agreements ensure that both parties are going into 
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the collaboration ethically and with good intent. It 
may not always end that way, but it is good etiquette 
to have in place.

Make sure to communicate as well as set deadlines 
and expectations. Sometimes one party is more 
diligent than the other to hold up their end of the 
deal, while the other just goes with the f low. Setting 
up timelines and expectations upfront will help the 
collaboration to succeed for everyone involved. 

Be loyal to your collaboration partner. At all costs, 
do not attempt the same partnership with another 
similar brand while you are stil l in the middle of the 
current collaboration. Depending on the partnership 
and business you are in, this can look terrible. It 
can also cause customer/follower confusion and you 
can even discredit yourself, not your partner. For 
example, if you are doing an online giveaway that 
will also lead to an upsell involving both of you, 
do not do the same online giveaway with another 
business that mirrors your partner’s niche at the 
same time. Again, this will discredit you as a source 
among your viewers because it will create confusion 
and make your collaboration appear disloyal. You 
cannot take a partnership seriously if you are doing 
the same thing with another business in the same 
field. And again, it just goes against collaboration 
etiquette 101. 

Do your part. Make sure to take the collaboration 
to heart and provide your end of the bargain. If you 

say yes then stay the course, follow it through. Even 
if during the middle of the partnership you feel a 
bit off, f inish your end of the deal and then move on 
politely once it has ended. 

Always boost up and shout out your collaboration 
partner. Think of this more as what you can do for 
them not what they can do for you. If you start with a 
giving attitude, the receiving will come around. That 
is the best etiquette to have for every collaboration. 

Do not set your expectations too high. Take 
baby steps and celebrate small wins with your 
collaboration. Magic doesn’t always happen right 
away and may take some time. Be hopeful and give 
things a fair chance to succeed.

No drama! Always have a good attitude and smile. 
Stirring the pot never gets anyone anywhere. Keep 
your personal issues at home and be ready to work in 
good spirits. 

Always remember that you are working with your 
collaborator toward a common goal. Get excited, 
unleash your talents, have a giving attitude, know 
your expectations and celebrate your wins together. 
Some of your best moments can arrive through 
collaboration, so embrace them! Remember that 
working toward a common goal brings out purpose, 
passion and drive between you both! Best of luck and 
HAPPY COLLABORATING!!! 

“When people 
work towards 
a common 
goal, they 
are driven, 
passionate &
purposeful.”  
- Richard 
Branson
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Get Gorgeous: 
More Than a 
Headshot

Mallika Malhotra 
Mallika Malhotra of Mikifoto + Co is a fun-loving photographer and brand energizer who works 
with women entrepreneurs, inspiring them to express themselves, share their stories and unleash 
their creativity through photography, branding and live workshops. She combines her strategic 
business sense with her photography skills to help her fellow lady bosses stand out and own 
their message with confidence. Her mission is to empower her clients to become incomparable 
and unforgettable leaders in their industries. Based in northern NJ, Mallika also teaches live 
workshops on branding, vision boarding and iPhoneography as well as hosting local networking 
soirees. When she is not taking photos or building brands, she is at home with her three sons and 
husband, drinking coffee or red wine and dreaming about their next global adventure.

A photo session is that one experience that can 
crack even the most confident. 

There is so much pressure and anxiety that 
bubbles to the surface when the camera is pointing 
at you. Does my hair look ok? Is my outfit f lattering? 
Do I look natural? And sometimes, it can be 
frustrating to have a photo that doesn’t match 
your brand story or personality. Artif icial lights or 
backdrops—the traditional “corporate” photo can 
often feel stiff and dated. 

Mallika Malhotra of MikiFoto + Co created 
the Get Gorgeous photography event for women in 
business who are looking for a fresh and modern 
headshot, taken in the easiest way possible. She 
partnered with experts in hair, beauty and styling to 
create a one of a kind photo experience where you are 
taken care of and pampered before the f irst click of 
the camera. All the obstacles associated with a photo 
shoot are now put into the hands of professionals—
the only thing clients need to worry about is 
revealing their inner spark. Since 2013, Mallika’s 
dream team has serviced and taken headshots for 
over 250 women from authors to realtors to creatives 
to corporate leaders. 

Get Gorgeous is a quarterly event hosted at Blow 
In Blow Out a hair salon in Summit, New Jersey. 
Mallika offers 10 pre-scheduled appointments on 
the day of the event. The process takes less than 
three hours but the experience is transformational 
with long-term effects. As soon as clients walk in, 
they are greeted with a smile and a warm beverage. 
Their outfit options are taken off their hands and 
hung in the styling area. They are whisked off for 
a hair wash and head massage before their locks 
are blown out to perfection. Next they head to the 
makeup chair where beauty guru Lucy Chambers 
listens to their vision and works her magic. While 
the beauty process is being done Mallika helps the 
client select two outfits for the photo shoot. Next, 
the jewelry stylist adds some bling with accessories 
from her collection: a chunky statement piece or 
delicate earrings or a sparkly bracelet. The creative 
team always works together with the client to create 
a head to toe look that feels like the best version 
of themselves—all while taking the client’s job, 
personality and style into account. 

The fun doesn’t stop with just the beauty process. 
Networking opportunities are also an important 

FEATURING  
WWW.MIKIFOTO.COM

@ MIKIFOTONJ
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part of the day. Introductions are made amongst the 
clients. Ideas, referrals, strategies, cards and stories 
are all shared while hairspray and mascara are being 
applied. Words of encouragement and compliments 
spread through the room. Many collaborations  
and partnerships have been born at the Get  
Gorgeous event.

Once clients f inally sit in Mallika’s chair for their 
photo they truly feel like a million bucks. While she 
is capturing them in a variety of poses and angles, 
they are not only connecting with her but with 
themselves. They are standing straighter—looking 
and feeling more beautiful inside and out. They are 
oozing confidence and excitement. No longer are 
they anxious, insecure or feeling bland and generic. 
They are radiating their true essence and spark. This 
is an extraordinary process to witness!

The Get Gorgeous event is successful at 
producing professional photos which clients are 
proud to share in their marketing from LinkedIn 
to profile pics, but it’s really so much more than 
a headshot. Clients are now ready to be the face 
of their brand and stand out as leaders. They are 
motivated to boldly share their story and message. 
It’s this confidence that not only turns heads, but 
creates powerful connections and inspires action. 

5 TIPS FOR A KILLER HEADSHOT

Hire a Professional Photographer. Do some 
research and find a photographer who has experience 
with headshots and branding photography. Make 
sure you like their work and style. Ask for referrals 
and f ind out what the experience was like. Did 
the photographer ask about your business and 
understand your brand story? Is he/she good at 
posing and giving direction? Did you feel “yourself ” 
with him/her? Good photos are based on trust so 
make sure you like the person behind the camera.

Invest in Hair and Beauty. You not only want to 
look your best on photo day, but also feel your most 
confident too. Hire experts in hair and makeup so 
that you don’t have to worry about that part of the 
process. Bring sample images and communicate your 

vision with them. A bold lip is always a good idea 
and photographs well. Strive for a fresh face versus 
overly glamorous. You want to make sure your photo 
looks like you, just the best version of you. And don’t 
forget to color your greys and get your nails done. 

Try on your Outfits. Don’t wait until shoot day 
to test drive your outfits. This will completely 
stress you out if something doesn’t work. One week 
before the shoot, select clothing that ref lects your 
personality and brand (now is not the time to take 
style risks). Try everything on. Pick clothes that 
f latter, f it well and make you feel confident. Look in 
the mirror to see how the clothing drapes as you sit 
down. Watch for any pulls or tightness. Don’t forget 
accessories. Bring an extra outfit just in case. Bonus 
if you incorporate your branding colors in some way. 

Remember your Why. It’s easy to get caught up in 
the stress and anxiety of a photo shoot. Take a step 
back and remember why you are taking this photo in 
the f irst place. You have a message and a story that 
needs to be shared with your audience. Squash that 
inner critic and show up as the leader you are! The 
world needs to see you as the face of your business.

Have Fun. Try your best to relax during your 
shoot. Breathe. Laugh and move. Laugh some more. 
Forget about perfection and focus on being you. Do 
your best to reveal your true personality. If overly 
nervous, ask your photographer for help. Think 
about happy thoughts and moments. This is your 
moment to shine and enjoy the spotlight.  

“The world 
needs to see 
you as the 
face of your 
business.”
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@BELONG_ MAG  •  #YOUBELONG
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Fashion & 
Flowers

A COLL ABORATIVE CONCEPT SHOOT DESIGNED 
TO BREAK OUT OF THE MOLD
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WHERE
Bruneau Dunes State Park

WHEN 
Late afternoon in the springtime

WHY 
We are a l l ar t ists , entrepreneurs , and creators . 

Our l ives have ta ken us around the countr y and 
around the world but now we a l l ca l l Boise our 
home. And rather than dream of mov ing away, 
we’re are a l l devoted to bui ld ing a communit y of 
ar t ists r ight here. 

So of ten our work is cl ient based — we a l l 
create within the parameters set by those we 
are ser v ing. W hich is what made this project so 
ref reshing and upl i f t ing. It was a col laborat ive 
v ision designed to br ing out the inner creat ive 
in a l l of us . We wanted people to look at these 
photos and feel t ranspor ted. To a place that 
is a l it t le more whimsica l and a l it t le more 
unexpected than da i ly l i fe . 

The f lower stems were a l l indiv idua l ly  
encased in a water capsu le to keep them fresh in 
the deser t heat . The f lowers were then at tached 
to a corseted top with a zip closure in the back . 
And it was this idea — a piece of clothing made 
ent irely f rom f lora ls — that was the foundat ion of 
the ent ire concept . The per forated orchid g loves 
and l i lac clutch were the singu lar v ision of Wi l l 
Heat ter, founder of Flowers at Wi l l .  The sof t , 
draping fabr ics and blush pa let te were curated 
by st yl ist Laura Tul ly. And the locat ion, with the 
rol l ing sand hi l ls and minima l landscape, were 
chosen by Ben and Joel la to prov ide sca le to the 
images without compet ing with the fantast ica l 
f lora l elements . 

From a photography perspect ive, the images 
needed to be the per fect blend of simple and 
ar t ist ic . Medium format f i lm a l lowed the st rong 
colors of the f lora ls to stand out without washing 
out the pa le sand. And by shoot ing two images 
on the same piece of f i lm, there are the double 
exposure images that feature a si lhouet te f i l led 
with the f lowers . 

Of tent imes, the ar t of creat ing needs far less 
than we think . Instead of focusing on a l l the 
things that need to be in place f i rst — I need to 
l ive somewhere else , I need more connect ions, I 
need more t ime — focus on just star t ing. Don’t 
wait for ever y thing to fa l l into place, just commit 
and star t sma l l .  Work with people who’s v ision 
ma kes you come a l ive. Fol low your passion. The 
things you f ind easy aren’t easy to ever yone. 
They’re your ca l l ing. And you just might surprise 
yoursel f .  And hopefu l ly you surprise a few other 
people a long the way too. 

PHOTOGRAPHY
BEN+JOELL A PHOTOGRAPHY

BENANDJOELL A .COM
@BENANDJOELL A

FLORAL DESIGNER
FLOWERS AT WILL

FLOWERSATWILL .COM
@FLOWERSATWILL

FASHION ST YLIST
L AURA TULLY CO
L AURATULLY.CO

@SEEL AURAST YLE

M AKEUP ARTIST
BLUSH BY JAMIE ROSE

BLUSH-CO.COM
@BLUSHBYJAMIEROSE

MODELS
L AURA TULLY

ELLEN RAYBURN
L ACEY THOMPSON
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THE ART OF GIVING

ART

Zhanna Tsytsyn-Hamadeh
Zhanna Tsytsyn-Hamadeh is the co-founder and 

CEO of Ames and Oates, a lifestyle brand special-
izing in celebrating life and building memories on 

everyday moments one gift at a time. Ten percent 
of all orders donated to Pencils of Promise. Zhanna 
is passionate about supporting others to follow their 

calling, has a degree in Art and Design, and is a 
mother of two young children.

I saw a gorgeous pair of glasses while shopping online a few years 
ago. They had a rectangular frame with a subtle angular dip in the brow 
line and gold detailing at the temple. They were perfect. I spent around 
an hour perusing that particular site and got to know Warby Parker and 
the concept of a company that gives back. Needless to say, I purchased 
the glasses and felt a lot better about spending my money knowing that a 
part of my purchase was helping make a difference in someone else’s life. 

Studies confirm that giving increases happiness, fulf il lment and 
purpose in the life of the giver. We were not designed to be self ish 
creatures. Instead, we were designed to seek and discover happiness in 
loving and caring for others. Some of the world’s most intimate acts of 

FEATURING 
WWW. AMESANDOATES.COM

@AMESANDOATES

Gift Giving  
that Gives Back
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giving happen in between traditional occasions. 
They happen in a line at a coffee shop where you get 
a coffee for a complete stranger just because, sending 
a note to a friend who is going through a tough time, 
or in congratulating a colleague on landing that big 
promotion. Those moments where you give your 
attention and support to others are the true essence 
of the world give.

One of the best things about the Internet is that 
it connects people. It connects friends across state 
lines, businesses to their customers and people with 
needs to others who can help. The idea of “conscious 
consumerism" is a force that’s driving the way people 
shop and the way that businesses operate. The power 
of the dollar dictates what’s important and there 
are a ton of really stellar companies today that are 
giving proceeds to deserving organizations. There 
is nothing better than picking up a litt le something 
for yourself or your loved one, knowing that your 
purchase is going to help someone else! 

"Celebrate 
People. 
Celebrate 
Moments. 
Celebrate 
Life."

Businesses that Give Back
THE BELONG COMMUNITY'S FAVORITE

AND MORE!

helloworldpaperco.com

ashleygabbydesigns.com

onehopewine.com

cheekydaysbox.com

headbandsofhope.com

outofprintclothing.com

krochetkids.com

allkiind.com

howwesoul.com

livefashionable.com

thegivingkeys.com

skyandarrow.com

helloworldpaperco.com
http://ashleygabbydesigns.com
onehopewine.com
http://cheekydaysbox.com
headbandsofhope.com
outofprintclothing.com
http://www.krochetkids.com
allkiind.com
http://howwesoul.com
livefashionable.com
thegivingkeys.com
skyandarrow.com
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Teresa Lieh
Teresa Lieh is a UX + UI Designer based in San Francisco with a few side projects up her 
sleeve. She taught herself photography on the weekends by hitting the streets of New York 
during fashion week and going on road trips to SoCal with her creative friends. In the process 
of learning, she challenged herself to post at least one Instagram picture a day—sharing 
her passion for design, fashion and travel through the lens of faith (and wit). In November 
2016, she co-founded a mystery startup that bridges fashion, community and sustainability 
together and plans for it to stay afloat within the torrent sea of tech companies.

As I thought about how to define and describe 
the art of collaboration I searched for classical music 
in Spotify for the f irst time in months—hoping to 
apply Mozart’s genius to my writing. After pressing 
the skip button too many times, I eventually found 
my brainstorming pace in the music of Mendelssohn.

The sound of each violin stroke evoked memories 
of my teenage self, rehearsing classical music for 
orchestra auditions from the sixth grade up until my 
senior year of high school. Sometimes, I practiced for 
several hours at a time or until my middle and ring 
f ingers developed deep indents in their thickening 
callouses. Those f ingers always seemed to be the 
hardest workers anyway, although it feels appropriate 
that I held a love-hate relationship with classical 
music. I remember slaving away on the violin after 
having bruised my arms at volleyball practice; but 
trust me, I uncompromisingly believed the end 
result was worth the exhaustion. The end result, my 
perceived gold mine at the end of the rainbow, fueled 
my way through auditions and weekly orchestra 
rehearsals year after year. Performances were our 
moments of glory. The mental energy we channeled 
into rehearsals felt electrifying as it intertwined with 
the crowd buzzing into the concert hall. Everyone 
seemed to hold their breath moments before the 
conductor lifted his arms, their eyes ogling and their 
buttocks clenching as they watched his arms jerk 
downward in slow motion. The “I” in every member 
of the orchestra faded into a “we” as every musical 
note echoed through the hall in deafening emotion.

Now, consider your passion project to require 
extensive rehearsal—the disciplined practice towards 
your goldmine. After you reach a certain point in 
the project, you start inviting others to participate 
with you, testing out whom you have collaborative 
chemistry with. Over time, you begin working 
consistently with a small number of people based 
on that chemistry. That group is your orchestra, or 
more simply, your quartet. Each quartet is comprised 
of two violins, a viola and a cello working together 
to produce one coherent melody. The instruments 

naturally take turns supporting one another during 
solo excerpts depending on how the score is written. 
Each member must learn the art of listening, leading 
by following and harmonizing.

Collaboration between two or more people, 
at its core, requires developing those skills. If a 
digital inf luencer produced original, meaningful 
content, their most inspirational work was not 
achieved by stepping on other people. For example, 
Youtube sensation JacksGap—a documentary style 
channel run by twin brothers, with a penchant 
for globetrotting and social impact and Wong Fu 
Productions—a three-man cinematography team 
changing the climate around Asian Americans in 
the media. Both teams share commonalities despite 
being in vastly different genres. They each started 
as a modest group of friends (or family) doing 
side projects for fun. As their videos gained viral 
view counts, their channels maintained a sense of 
integrity and continued to inspire their audiences 
because essentially, they had “collaboration 
chemistry.” Bringing people on board to partner with 
future videos became second nature as their content 
established trust and credibility on the web.

I parallel my experience as a violinist to the 
journey developing my passion projects in fashion 
and photography. The process was far from smooth—
it was strenuous, emotionally taxing and many 
times a complete failure. However, I tried again and 
again. Although I grew up enjoying sketching and 
practicing music from a young age, it took me more 
than a decade to feel truly content with my creative 
workf low. To combat impatience and perfectionism 
I challenged myself to post one Instagram photo a 
day starting in August 2016. By doing this I have 
sharpened my photographer’s eye.

For my Instagram alone, I have worked with 
local San Francisco photographers to friends and 
family who never take photos. Most of my successful 
collaborations f irst began as friendships. When I 
moved to San Francisco my roommate and I ventured 
down the Pacif ic Coast Highway to Los Angeles. Let’s 

FEATURING 
LL AURESTINE .COM

@LL AURESTINE

PHOTOGRAPHY 
BRIAN RAMOS

@L ASTIS1ST

PHOTOGRAPHY 
ANNA MILEYEVA
@ANNA .SIMPLY

PHOTOGRAPHY 
SHAINA LIEH

@SHAINA . ANDREA

Got a Passion 
Project?

LEARN HOW TO COLLABORATE

PHOTO BY BRIAN RAMOSPHOTO BY TERESA LIEH

PHOTO BY TERESA LIEH
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just say our photos weren’t the best, but we tried! I 
am fortunate to have made lifelong friends in the Bay 
through our mutual love for photography and travel 
because it has helped me pursue entrepreneurship 
through social media. 

On the f lipside, when travelling solo, I ask 
fellow tourists to take my photo. People generally 
understand if you want an innocent touristy picture. 
I’ve befriended unexpectedly talented strangers, 
including a young Spanish photographer and 
videographer during an overnight layover in Iceland 
from Amsterdam. Fulfil ling my daily challenge 
forces me out of my comfort zone, to get creative 
and to be more personable. The discomfort also 
heightens my social awareness—when not to ask 
for a photo, however polite I aim to be and when to 
pounce on a photo opportunity.

Remember, your passion project may start 
with only you. Before you collaborate with others, 
you need to bring an idea to the table. What is 
your passion? Once you f igure it out, inviting help 
from like-minded people can begin. Collaboration 
blossoms through mutual connection and has the 
potential to grow into a community. It centers 
around fostering healthy relationships with 
individuals who pursue similar goals.

10 TIPS TO CONSIDER WHEN 
COLL ABORATING:

Find people who want to learn the same skill.
Don’t know where to start? Google research can 
come in handy here. You never know, there might 
be a conference, hackathon or meet-up in your area. 
Meeting people online is no longer taboo; reach out 
through your favorite social media outlet or shoot 
someone an email. 

Example: I wanted to add hackathon experience 
to my design resume, so I attended a fashion 
hackathon hosted in San Francisco. Through it, I 
teamed up with a woman who shared similar ideas 
for the resell and second-hand industry. We have 
continued working together after the hackathon. 

Keep it lean. If you have a specif ic project that 
requires more structure, refer back to the string 
quartet analogy. Keep the number of decision-
making people on the project small. Be open to 
all ideas, but the less push and pull you have from 
conf licting interests, the more eff icient you’ ll work. 

Ask questions. There are people who do the same 
thing you do, only “better”. Aim to be a master at 
your own skills, but keep learning from people who 
bring a unique edge to their work. Some individuals 
offer years of experience and wisdom. Others may 
inspire you to experiment or change directions. If 
you’re not ready to reach out to someone YouTube 
tutorials and advice can help you get started. 

Have a plan, but welcome spontaneity. Be clear 
about what you want to collaborate on, but also leave 

room for spontaneity. Creativity is like the gust of 
wind on a calm, warm day. Sometimes the best ideas 
come when you least expect it. 

Respect other people’s space. People have lives 
outside of “making cool stuff ”. It’s similar to 
maintaining a work-life balance philosophy with 
your collaborators even if you prefer to have a work-
work lifestyle because you enjoy creating so much.

Have integrity. It’s perfectly acceptable to be 
inspired! Stealing, on the other hand, is absolutely 
vile. We’ve all heard of giant fashion companies 
copycatting and mass producing work from 
independent artists. All the profit goes where?  
To the giant billion-dollar company. Don’t be that 
person who “collaborates” only to claim another 
person’s original ideas as your own. Behavior like 
that is a one-way street to failed friendships and loss 
of respect. 

Be consistent in your craft. Consistency will not 
only attract others who want to learn from you, it 
will inspire others to create. Set soft deadlines for 
yourself if necessary! 

Example: My daily Instagram challenge has given 
me a few rewards in the process: cool connections 
around the world, a freelance design project I 
actually wanted to work on and a few writing gigs. 

Be thankful. Buy someone a meal or treat them to 
a coffee to say thank you. People love being around a 
grateful person.

Stay humble. You started from the bottom, now 
you’re here. The world doesn’t revolve around you 
though. If someone became an expert at a skill, pride 
is generally the default reaction. Having a massive 
audience can do that to your ego. Humility needs 
to be present in healthy collaboration. It keeps you 
listening, leading by following, and harmonizing 
with others. 

Enjoy the process. Any process toward greatness 
requires perseverance. Make mistakes often and 
quickly. And then try again. 

For further reading on Instagram blogging, 
I recommend Aimee Song’s New York Times 
bestselling book, “Capture Your Style.” 

Blog: www.songofstyle.com
IG: @songofstyle

Get inspired by Socality, a collaborative 
community based on storytelling through photos.

Site: www.socality.org
IG: @socality

Inspirational Youtube channels I follow
Jacksgap
Wongfu Productions

PHOTO BY ANNA MILEYEVA

PHOTO BY BRIAN RAMOSPHOTO BY TERESA LIEH
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Covelle
BY SA M ANTHA J OHNSON  
& MEG AN LUSHER

Covelle is an online connection and 
collaboration platform for female entrepreneurs 
in creative industries helping creative women 
#findyourf lock.

Samantha Johnson and Megan Lusher met on 
Instagram after individually suffering through the 
incredibly time consuming, incredibly ineff icient 
process of scouring the internet looking for 
creativepreneurs who meet a specif ic set of  
criteria. Just a few weeks later, while stil l essentially 
total strangers, they decided to build and  
bootstrap a better networking solution for  
women in online business. 

Two girls walked into a bar. The f irst one said, 
“Trying to f ind you really, really sucked.” The second 
one said, “No kidding. Want to f ix it?”

Replace “walked into a bar” with “met on 
Instagram” and that, friends, is the very (very) 
abridged story of how we met. And we hate it.

If any one of a thousand things from Sam 
studying abroad in college to Megan saying “peace 
out, bro” to the startup she worked at had happened 
differently (or slightly earlier, or slightly later or not 
at all) we simply wouldn’t have ever crossed paths. 
Covelle wouldn’t exist. It’s a thought that, well... not 
to be dramatic or anything, but it haunts us. We’re 
inspired every day by the amazing concepts and 
businesses that the women in our lives come up with. 
How many incredible, game changing ideas are going 
to stay ideas forever because the women who could 
make them happen might never meet?

We believe wholeheartedly that your business 
will succeed or fail on the strength of the 
support system you build for yourself. As female 
entrepreneurs we face enough challenges. Building 

a business based on luck shouldn’t be one of them. 
There’s a certain amount of luck that goes into 
meeting the right people—online and in real life. 
Taking that luck down a few notches is where we 
come in.

For more than a year we’ve poured our time 
and energy into the idea that you deserve a better 
way to connect and collaborate with other women 
in business. That idea has taken shape in a lot of 
different ways. From our searchable directory of 
creative entrepreneurs to our collaboration listings 
and easy-peasy coffee and Skype date scheduling, 
Covelle makes it easy to f ind exactly who you’re 
looking for… exactly when you need her.

We had hundreds (literally, hundreds) of Skype 
calls and coffee dates with creative women because 
we wanted to f igure out what we could do to help  
you connect with each other. Our absolute favorite 
piece of our business is a piece that we never saw 
coming, was never on our radar, until you got on the 
phone with us and shared all the things that kept you 
from connecting with other women as much as you’d 
like to.

“I can’t always hire a sitter so I can get out of  
the house.”

“I work full-time. Sometimes I sign up for an 
event and then I end up not wanting to put my pants 
back on or get off the couch once I get home.”

“I hate showing up by myself in a room full  
of people.”

“Honestly, I’m struggling. I can’t afford a  
$35 ticket to a networking event a couple of times  
a month.”

“I barely have time to see my husband/wife as it 
is. I don’t really want to spend three hours going to 
an event, sitting through it and then getting home.”

“I live in the middle of nowhere. Even if I wanted 
to go to industry events, they don’t exist here.”

“Small talk is the worst. It feels like such a waste 
of time and I’m so awkward.”

Here’s what struck us about every single one of 
those comments: no matter where you are in your 
life, no matter where you are in your business, no 
matter where you are in the world, you deserve 
the opportunity to connect with other female 
entrepreneurs over topics that mean something  
to you.

On a whim, we put together a series of virtual 
small-group networking events. We posted a list of 
topics, from mom guilt to side-hustling to imposter 
syndrome and invited people to sign up for a Flock 
Party time that f it best into their schedules. When 
it was time to go, we matched everyone into groups 
of 3-4 people, sent them a video chat link and 
discussion prompts and waited.

And waited.

Samantha Johnson & Megan Lusher

FEATURING
COVELLE .CO

@HEYCOVELLE

PHOTOGRAPHY
WHITE QUILL CREATIVE

@WHITEQUILLCREATIVE
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At f irst, it was all we could do not to jump into the 
chat rooms ourselves to see how it was going. After an 
hour of radio silence, we were convinced that we were 
idiots, that no one had shown up, or worse, that people 
had shown up and hated it. We were def lated.

Then the feedback surveys started coming in.
“I’m not an overly dramatic person... but when 

I joined that chat and saw a group of ladies who 
understood what I was going through, I nearly cried. 
I hadn’t realized how isolated I was feeling until that 
moment. They had the same struggles as me, we gave 
each other pep talks and talked about the trial and 
error we’ve all been through. I learned a  
lot and felt like I was able to pass on my own  
learning experiences.”

Conversations matter. Connections matter.
We’re going to let you in on a secret. Do you know 

another word for connecting and collaborating with 
other women in business? Networking.

Somewhere along the way, networking got a really 
bad rap. It’s probably all of those crappy alumni events 
you remember from college and maybe even grad 
school. You know, the ones where you showed up in 
a suit you wore twice a year and shook hands with 
old dudes who couldn’t tell you apart from the last 
desperate-to-be-employed person who handed them a 
business card.

It could also be all of the LinkedIn and Facebook 
messages you get from some random person from high 
school who says, “Hey, how have you been?” and then 
immediately asks you to either a) introduce them to 
someone you really don’t know that well, but who’s 
technically in your network, or b) pitches you on the 
unicorn magic they can sell you now that they’re a 
bona-fide pyramid scheme salesperson.

We agree. That kind of networking sucks, because 
it’s fake networking.

Real networking—meaningful conversations with 
other creative, entrepreneurial women does not suck.  
It does not feel sleazy and gross. Real networking  
lights you up on the inside (even you, introverts) 
and that’s the kind of networking we wanted to offer 
through Covelle.

THREE THINGS YOU SHOULDN’T BELIEVE 
ABOUT NETWORKING (BUT PROBABLY DO)

I don’t have time to network. This one might 
actually be true (well, maybe about half true). 
Traditional networking events are kind of a time suck.

Here’s the thing, an event that lasts an hour or 
two never actually takes an hour or two. You have to 
get ready, drive across town (or wait for the bus), park 
and f ind the place before you ever start the real work 
of networking. Then, you get the distinct pleasure of 
walking into a room full of people you don’t know (but 

who all seem to know each other) and hopefully having 
a not-totally-awkward conversation with one or two of 
the f istful of business cards you collect.

You know what you absolutely have time for? A 
few coffee or Skype dates a week. A well-planned 
event or two each month. We highly recommend the 
masterminds and co-working events hosted by Little 
Black Desk Society as well as the speed networking 
events hosted by Six Degrees Society. And, of course, 
if you’d rather hang out with other women from the 
comfort of your own couch, we’ve got you covered with 
Flock Parties.

I’m bad at Networking. No, you’re not. You might be 
bad at schmoozy, terrible “so, what can you do for me?” 
networking events, but that means you’re probably 
really good at genuine networking. You know, the kind 
where you ditch the awkward small talk and connect 
with other women over our common struggles and this 
bizarre entrepreneurship journey we’re on. 

If you’ve never been to one of those and are giving 
us serious side-eye for even suggesting that such a 
thing exists, you’re not bad at networking. You’ve been 
going to the wrong networking events.

I don’t need to network.
WRONG. Incorrect. False. Alternative fact.
Is it physically possible to do entrepreneurship 

entirely by yourself ? Probably. It’s also unnecessary, 
ineff icient and not nearly as much fun as the 
alternative. When you collaborate with other 
entrepreneurs you gain instant access to new 
audiences. When you come together to create joint 
content or projects, you push yourself creatively. When 
you make the time to cultivate real relationships and 
support other women in business, you will never be 
alone with your bad days.

If you thought that f inding a style of networking 
that you actually enjoy and then actually showing 
up was the hard part, you’d be right. You’d also be 
totally wrong. The most important part of networking 
isn’t making that initial connection, but continuing 
to nurture that connection into a real, honest-to-
goodness friendship.

Here’s a litt le exercise that we’d like you to keep 
in mind: How does it make you feel when another 
entrepreneur shoots you a note with an article that 
made them think of you, or tags you in a Facebook 
group or asks you out to coffee? Have you ever rolled 
your eyes at them, or felt annoyed, or stalked or 
anything but outrageously warm and fuzzy? No?  
Good. She won’t either, unless she’s frankly not a very 
nice human.

This is a big one, guys: 
You are not a waste of anyone’s time. Anyone who 

makes you feel like you are isn’t worth yours.
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TEN WAYS TO BE A GOOD FRIEND

Say thanks. If someone takes the time out of their 
day to hop on the phone or Skype with you, or meet 
you for coffee let them know that you appreciate it. 
Sending a handwritten note is fantastic, but it’s okay 
to start with baby steps: Paperless Post has adorable 
thank you card options (we struggle with this one, 
too, but we’re working on it).

Follow her. Keep up with what she’s working on 
by following her on social media, subscribing to  
her newsletter or even setting up a Google alert 
for her business name so you’ ll know when she’s 
featured somewhere.

Feature her. If you have an interview series, 
interview her. If you do a blog post roundup, keep 
an eye out for one of her articles that’s a perfect f it. 
Highlighting other women in business is always, 
always a good idea. Plus, it’s fun.

Introduce her. As small business owners, our 
connections are the very best currency we have. Any 
time you can introduce her to someone you think 
she’ ll hit it off with, don’t hesitate.

Invite her. If she lives near you, invite her to 
a local co-working or networking event (bonus 
alert: you don’t have to show up alone). If you’re 
registering for an online class or webinar you think 
she’d benefit from, pass it along.

Share her work. We don’t know anyone whose 
absolute favorite thing in the world is self-
promotion. Some of us are more comfortable with 
it than others, but generally no one’s stoked out of 
their mind to constantly talk themselves up.  
Give her a break from having to DIY her own  
hype by retweeting a blog post she wrote or sharing 
one of her awesome products in your favorite 
Facebook group.

Leave a review. Social proof matters. Whether it’s 
her book, podcast, course or just her services…  
if you can give her an honest, glowing testimonial, 
do it.

Celebrate and commiserate. Maybe it’s her 
birthday or maybe her site crashed during a major 
launch—we bet she could use a boost on either of 
those days. We love Starbucks cards because you  
can send e-gifts instantly, but Greetabl is a fun 
service that offers cute snail mail gifts that won’t 
break the bank.

Buy her product or refer her. Here’s the one that 
no one likes to talk about. If she makes something 
you legitimately like or would use (or could give as a 
gift to someone who would legitimately like it or use 
it) buy it. It’s that easy. Whenever you can swing it, 
buy her thing. Can you do it for everyone you know? 
Of course not; we’re all on a budget. But if you’d like 
to read her book, buy it. If you could give her candle 
to your mom for Mother’s Day, do it. If you meet 
someone who’s in the market for a logo, recommend 
her design services. Support small businesses with 
your heart and your wallet, whenever you can.

Ask. “Hey, how can I support you?” is music to 
an entrepreneur’s ears. If you’re not sure where she 
could use help, just ask.

Entrepreneurship doesn’t seem hard because 
you’re bad at it, it seems hard because it’s truly, 
legitimately hard. Every single day that you wake up 
and keep believing that what you offer the world is 
unique and valuable is a day that you’ve won. 

There’s no trophy at the end for doing everything 
alone, and you’re not weak for asking for help. Every 
single time that you open up about your struggles 
and f ind ways to support other women who are on 
this journey, you are being devastatingly brave.

Now, get your buns out there and #findyourf lock.  

“There’s no trophy at the end for 
doing everything alone, and you’re 
not weak for asking for help. Every 
single time that you open up about 
your struggles and find ways to 
support other women, you are being 
devastatingly brave.”



78 79B E L O N G - M A G . C O M   /   I S S U E  S E V E N B E L O N G - M A G . C O M   /   I S S U E  S E V E N

COMM
U NIT Y

BY L ATA SHA HAYNES

BLINK
Conference

PHOTO BY JOSHUA DWAIN PHOTO BY JOSHUA DWAIN
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In the hustle of your dream, it’s incredibly easy 
to f ind yourself lost, alone and isolated. Often we 
put everything we have into attaining our litt le 
slice of the pie, going after our American Dream, 
that even those with big personalities can f ind 
themselves feeling alone. That’s how it went for 
me. Almost eight years ago I picked up my first 
camera to pursue my childhood dream of being a 
photographer.  As I began to grow and get more 
involved in my industry, I found that it wasn’t on 
trend in supporting new photographers. Although 
I had some support along the way, the general rule 
was that I had to earn my stripes, and no one was 
going to make it easy for me. I am all about putting 
in my time and doing the work that it takes, but it 
never hurts to help someone move forward—to give 
advice, for “each one to teach one.”  

Over time, as I made mistakes, I vowed to 
always share the lessons that I learned and to use 
my experience to build others up.  My husband 
and I shot and worked together. As our careers 
progressed in the industry and we began to teach 
more and more, we started to see the clear divide 
in the industry of which we were a part. We would 
teach workshops, do one-on-one mentorships and 
we would mention our photography heroes to our 
mentees, and they would have no idea who we were 
talking about. In turn, they would mention some 
of their favorites, and we were clueless. In that 

FEATURING
BLINKCONFERENCE .COM

@BLINKCONFERENCE 

PHOTOGRAPHY
JOSHUA DWAIN

@JOSHUA _DWAIN

PHOTOGRAPHY
KIRTH BOBB

@KIRTHB

Latasha Haynes

Latasha Haynes is one half of a husband wife wedding and portrait photography team based out 
of the beautiful city of Tacoma WA in the Pacific Northwest; Ike and Tash. She has been blessed 
to follow her dreams and so what she loves shooting weddings and portraits across the country 
and internationally, as well as teaching, speaking and helping other photographer’s around the 
country grow and strengthen their businesses. She believes in leveling the playing field by using 
her personal privilege to uplift those around her who might be overlooked and supporting and 
connecting people to opportunities that will launch them into their destinies.   She does this 
via one on one mentorships,  online communities, her Mastermind and Inner Circle Groups, 
shootouts, workshops and her annual boutique conference called “BLINK Conference.” 

She believes in the beauty of women collaborating towards their dreams and created the hashtag 
#hersuccessisnotmyfailure to established women empowerment.  This hashtag has been used 
nearly over 1000+ times all over social media, including by high profile leaders and celebrities.   
She also does this by selecting a unique group of high school juniors and seniors, every year, 
to participate in her businesses very popular “Street Team Sisterhood” experience and her 
community service endeavor “ &  Her” Service Club serving high school girls in the Greater South 
Sound region. 

In her spare time, she love planning events, playing guitar, traveling, writing, and hanging with my 
friends and family.  She has been married for 10 years to a man she met on MySpace, the original 
“Catfish,” before the term even existed and her 4 year old daughter Wisdom is the best thing to 
ever happen to her.

PHOTO BY JOSHUA DWAIN
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moment it was clear to me that the industry standard 
that I had gotten so used to, that I had built my 
whole understanding of what it meant to be a great 
photographer and what I measured that against, 
wasn’t very inclusive at all. 

Because of our position at the time, we were in 
a unique place, stuck between two worlds, but two 
worlds full of an immense amount of talent and the 
kind of power that if brought together could ignite 
into something so beautiful. It was at that time, 
that desire to see a collaborative effort to educate 
in a way that was diverse and unique that BLINK 
Conference was born.  BLINK Conference is now 
in its 5th year and is the most diverse conference in 
the photography industry. With a rotating lineup, 
speakers from every genre, ethnicity and lifestyle 
come together to create an atmosphere that is as 
diverse as the United Colors of Benetton. Because 
community is at the forefront of our vision, so 
many elements of the conference promote self-care, 
relationship building, connecting, collaboration and 
peer mentorship. 

There is nothing more valuable than a group of 
talented people bringing their gifts into one space to 
see what they can do when they work together. It is 
where great ideas are born, businesses are changed, 
innovation happens and problems are solved.   

Because of this conference, I have found my 
home, my tribe, and my greatest adventure.  

If you f ind yourself lacking or feeling empty,  
give and invest in others. In this outpouring to 
others you will f ind you are f il led with strength and 
renewed purpose. 

BLINK 2016 was at The Saguaro in Palm Springs, 
California. BLINK Conference 2017 will be taking 
place November 9-12, 2017 in Seattle, WA.  

To f ind out more about BLINK Conference visit:  
www.blinkconference.com

PHOTO BY JOSHUA DWAIN
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Camp Well
WITH J ENN J E T T SPRINKLE OF THE WELL S TUDIO

Jenn Jett Sprinkle
Jenn Jett Sprinkle is a dreamer, a doer, a risk taker and a wanna be secret agent. When 
she is not running her graphic + web design business, she is encouraging women through 
her community, The Well Studio—a place where dreamers and doers who are weary and 
overwhelmed can come and be reminded of who God called them to be and walk confidently 
in that calling. She recently launched Camp Well, an intimate retreat that is hosted twice a 
year in Texas and Colorado.

Her faith has been tested time and again and proves the incredible power of the resurrection 
and the freedom that comes through it. Her heart is that we would all claim the same power 
and freedom available to us. When she is not cheering on fellow dreamers her home is in 
Dallas, but her gypsy soul has her traveling the world.

Ever since The Well Studio was launched we have 
longed to gather and encourage this weary tribe of 
dreamers and doers… to create a space where we could 
ref lect, refocus and rest in the midst of our full lives 
together. We dream big dreams and try to do it all—
often times getting distracted, off course and weary 
in the process. So we created Camp Well, an intimate 
four-day faith focused retreat. Camp Well includes  
a balance of workshops, breakouts, one on one  
mentor sessions and outdoor experiences serving as  
a catalyst for:

• Ref lecting on our gifts and identity while 
shedding fear and distractions

• Refocusing our values and priorities
• Resetting our goals with strategy and tools
• Resting from business and the overwhelming
• Rejoicing in the Lord’s authorship of it all, lots 

of laughs, late night chats and wine of course

2017 DATES: 
April 30-May 3rd – Fredericksburg, Texas
October 30-November 2nd – Sedalia, Colorado
Campwellsummit.com
Code: BELONG for $100 off registration

FEATURING  
@CAMPWELLSUMMIT

@JENNSPRINKLE

PHOTOGRAPHY  
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@IMLEAHMICHELLE

“Honestly, I loved that 
there was not a ‘100,000 
followers’ speaker for 
the first Camp Well. 
Every speaker was SO 
uniquely gifted and 
perfect for their topic. 
It reminded me over 
and over again that my 
platform doesn’t have to 
be huge in the world’s 
eyes to be valuable. I 
keep reminding myself 
of the phrase ‘obedience 
over outcome’ over and 
over. Such good truths 
(and the fact that the 
entire conference could 
have been put in an 
Anthropologie catalog).”
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Yellow
Conference:
Looking for 
Dreams in 

Real Life
The Yellow Conference is a gathering for creative, 

entrepreneurial women who want to use their gifts, 
skills and talents to make the world a better place. 
Two full days days of bringing like minded women 
together to celebrate and not compete, to learn and 
not judge, women who desire to change the world 
with what they can create. That’s what creatives are 
when it comes to our core isn’t it? We are f ixers, we 
believe that the world needs more healing, more 
beauty and so it causes us to create in hopes that we 
can be the orchestrators of that healing and beauty.

DAY ONE.

The nerves were high, the excitement  
even higher.

Women entered into the beautiful DTLA 
warehouse venue with the trendiest vibes and began 
their GRIT, VALOR and HEART journey. They were 
greeted by bright posters, beautiful and intentional 
decor, and they entered into that world for the  
next two days and openly welcomed whatever it 
would bring.

Day one brought powerhouse speaking by world 
changers like Jessica Ekstrom, Founder & CEO of 
Headbands of Hope. 

“Achieving a dream isn’t crossing a finish line, it’s 
crossing a border into new territory.”  
- Jessica Ekstrom

Speakers throughout the day brought so much 
truth and inspiration. Jedidiah Jenkins in all his 

Arielle Estoria

Born and raised in foggy Northern California, Arielle Estoria Leda Wilburn is a Writer Speaker and 
Creative. The heartbeat behind her work is a diligent pursuit of instilling and reminding people of 
their worth through words. Arielle is the Co-Author of two collections of poetry: Vagabonds and 
Zealots (2014) and Write Bloody Spill Pretty (2017) which can both be found on Amazon.com.  
Arielle’s first EP, a collection of music and poetry called Symphony of a Lioness is now available on 
iTunes or Apple Music.

Joanna Waterfall

Joanna Waterfall is the Founder of Yellow Co., an organization that exists to empower creative 
women to become agents of good. With a degree in graphic design and digital media and a 
background in branding, Joanna believes that creativity and business should go hand in hand. 
She has been featured in publications such as The Huffington Post, LA Lady Magazine, Career 
Contessa, Bosslady Magazine and others. She is motivated by the belief that women can change 
the world through stepping out of fear and into what makes them come alive.
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@ARIELLEESTORIA
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@YELLOWCONFERENCE 
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whimsy and charismatic nature talked about routine 
being the killer of time and why he quit his job to 
take a biking trip across the country to experience 
life and perspective in the most freeing sense. As a 
writer myself, he challenged me with a reference to 
Benjamin Franklin’s quote, “Either write something 
worth reading or do something worth writing.”

DAY TWO.

Day two was (biasly) really close to my heart. I 
was able to begin day two with sharing a poetry piece 
that I had written specif ically for Yellow Conference 
this year and was accompanied by a dance team of 
beautiful, powerhouse and honestly just really badass 
women. I cried a lot this day. The tears just f lowed 
and had a mind of their own. I cried because you 
take in a lot during those two days, not only about 
creating and hustling but about who you are and 
what you’re capable of doing.

That’s what I wanted day two to be about —
remind women of their core, their worth as people, 
as women first and then have that transcend into 
what they were put on this earth to do.

Elle Luna opened the keynote speaking for day 

two and talked about the shoulds and musts that 
we are bombarded with everyday as creatives. She 
brought to attention questions that maybe we didn’t 
even know we were asking such as: what if I don’t 
know what my must is? and What if doing what I 
love doesn’t pay? 

Once again, we were met with inspiration and 
goodness from speakers throughout the day. Lastly, 
Alexis Jones (who I have been fangirling over for 
quite sometime now) closed the two days of goodness 
out with a raw conversation with the audience 
from the f loor and not the stage about f ighting for 
something that’s bigger than ourselves and dared us 
to ask the question, why not me?

There was no doubt, that whatever you came for, 
you walked away with that and so much more. It’s 
like that feeling after summer camp. You get back 
to home to the familiarity and normality of your 
rhythm and nothing has changed there but you have, 
you’re different and life the way it was just doesn't 
seem like the right way to go. You realize what f ire is 
in your hands and you will do everything you can to 
make sure it doesn’t go out.

My friends, please don’t let the f ire go out. The 
world needs it so very much. 
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CRE ATE & CULTIVATE
Conference for Entreprenuers in the Digital Space
www.createcultivate.com

THINK CRE ATIVE COLLEC TIVE
COMMUNITY FOR CREATIVES, EDUCATION
www.ThinkCreativeCollective.com

THRIVE CONFERENCE
Conference For Creative Entrepreneurs
www.thrivecreativeevents.com

A .C . E . CRE ATIVE CONFERENCE
a hands on creative conference for wedding creatives
www.acecreativeconferences.com

A SHLEIG H BING PHOTO G R APHY 
Photography - Wedding, Lifestyle, Branding
www.ashleighbingphotography.com

SNAP!
Conference for Creative Entreprenuers
www.snapconference.com

ALT SUMMIT
Conference for creative entrepreneurs 
and stylish social media influencers.
www.altitudesummit.com

CRE ATIVE AT HE ART CONFERENCE
Conference for female creative entrepreneurs
www.creativeatheartconference.com

INSPIRED RE TRE AT
Retreat Experience for Creative Entreprenuers
www.inspiredtheretreat.com

YELLOW CONFERENCE
For Female Social Entrepreneurs and creatives
www.yellowco.co

THE HELLO SESSIONS
Workshop-based Conference for Creatives
www.thehellosessions.com

MONIQUE MELTON 

Monique Melton is an author, speaker and community builder. 
The focus of her work is on loving God & loving people; and 

teaching others to do the same. She is the founder of Esther 
4:14 Experience and Shine Brighter Together

www.MoniqueMelton.com

Attend Behind the Lens

THE IDENTITÉ COLLEC TIVE

BRANDING BOOTCAMP FOR CREATIVES

www.theidentite.co

CRE ATIVE WOMEN ’ S CONVERSATIONS

Intimate Events for Creative Women Entrepreneurs 

www.creativewomens.co

TO G E THER E XPERIENCE

A BOSSL ADY EXPERIENCE

www.together-experience.com

T WIGY S TO CK

Stock Photography

www.twigyposts.com 

G INORMOUS SK Y

Product & Brand Photography

www.ginormoussky.com

BLINK!

COOLEST, HIPPEST & MOST GENUINE PHOTOGRAPHY 
CONFERENCE YOU WILL EVER AT TEND

www.blinkconference.com

HANNAH G ARVIN PHOTO G R APHY

Photography, Art Direction, Styling + Content Creation

www.hannahgarvin.com

KIMBERLY MURR AY PHOTO G R APHY

Brand, Product, & Styled Stock Photos

www.kimberlymurray.com

DE AR MISS MODERN DESIG N

Styled Stock, Logo Design, Marketing Suites,  
Branding + Social Media Kits

www.dearmissmodern.com

M AUR A CHA MNESS
Product and Brand Photographer
www.maurachamness.com

HE ART TAKE THE WHEEL
Photography for your Brand
www.hearttakethewheel.com

SO CIAL S TR ATEGY CO.
Brand Photography & Social Strategy
www.socialstrategyco.com

CONFIDENCE CON

Women’s Empowerment Conference

www.confidencecon.com

G ALLER .EE INC .
Modern Photoshop Design Templates
www.shopgalleree.com

BRIG HTLY & CO.

Personal Branding (Design & Photography)

www.BrightlyandCo.com

createcultivate.com
thinkcreativecollective.com
http://thrivecreativeevevnts.com
http://acecreativeconferences.com
http://ashleighbingphotography.com
snapconference.com
http://altitudesummit.com
creativeatheartconference.com
inspiredtheretreat.com
http://yellowco.co
http://moniquemelton.com
http://www.theidentite.co
http://www.creativewomens.co
http://www.together-experience.com
http://www.twigyposts.com
http://ginormoussky.com
http://www.blinkconference.com
http://hannahgarvin.com
http://kimberlymurray.com
http://dearmissmodern.com
http://maurachamness.com
http://hearttakethewheel.com
http://socialstrategyco.com
http://www.confidencecon.com
http://shopgalleree.com
http://www.brightlyandco.com
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Blog

Community

Community continued

THINK CRE ATIVE  COLLEC TIVE

COMMUNIT Y FOR CREATIVES, EDUCATION

www.ThinkCreativeCollective.com

THINK CRE ATIVE  COLLEC TIVE

COMMUNIT Y FOR CREATIVES, EDUCATION

www.ThinkCreativeCollective.com

DE AR MISS MODERN DESIG N

Styled Stock, Logo Design, Marketing Suites,  
Branding + Social Media Kits

www.dearmissmodern.com

HE Y J ESSIC A , LLC
Resources for tech-confused entrepreneurs
www.theheyjessica.com

COLLEC TIVELY
Influencer Marketing & Brand  
Collaborations 
www.collectivelyinc.com

THE INSPIRED EDITORIAL
Education & Inspiration for Creatives
www.theinspirededitorial.com

THE SAV V Y COMMUNIT Y
WHERE FEMALE ENTREPRENEURS CREATE, 

CONNECT, COMMUNICATE + COLL ABORATE.
www.thesavvycommunity.com

M A M APRENEUR M A S TERMIND

PREMIUM MASTERMIND GROUP

www.mamapreneurmastermind.com

S TARTUP SIS TERS
Empowering entrepreneurial women through  

education, events & experiences
www.startupsisters.com

THE COLLEC TIVE (OF US)
An Online Accelerator for Women Entrepreneurs 

www.cyndiespiegel.com

THE CONFIDENT L ADIES CLUB

Join our free community for lady bosses!

www.facebook.com/groups/KateCrocco

AC ADEMY OF HANDM ADE

business support and connection for makers

Academyofhandmade.com

COVELLE
AN ONLINE CONNECTION + COLLABORATION 
PLATFORM FOR FEMALE ENTREPRENEURS
covelle.co

LOVELY LIT TLE DESIG N CO
Branding, Web Design & Wedding Stationery
www.lovelylittledesignco.com

C A SE Y RENAE DESIG N AG ENC Y
GRAPHIC DESIGN + BRAND STRATEGY
www.CaseyRenae.com

YELLOW COLLEC TIVE
Membership platform for female social  
entrepreneurs and creatives.
www.yellowco.co

I ’M WITH LO C AL S
Sourcing local f inds from int’l women artisans
www.imwithlocals.com

PURE P OSSIBILITIES LLC
Services include life/business coaching,  
retreats, yoga and workshops.
www.purepossibilitiesllc.com

THE IMPERFEC T BOSS
a social media movement 
www.theimperfectboss.com

G ALLER .EE INC .

Modern Photoshop Design Templates

www.shopgalleree.com

Design

RED VELVE T INK

Branding + Web Design | Graphic Design

www.redvelvetink.com

HARPER M AVEN DESIG N

Artisan Brand Design for Creatives

www.harpermavendesign.com

http://thinkcreativecollective.com
thinkcreativecollective.com
http://dearmissmodern.com
http://theheyjessica.com
http://collectivelyinc.com
http://theinspirededitorial.com
http://thesavvycommunity.com
http://mamapreneurmastermind.com
http://startupsisters.com
http://cyndiespiegel.com
http://facebook.com/groups/KateCrocco
http://academyofhandmade.com
http://covelle.co
http://lovelylittledesignco.com
http://caseyrenae.com
http://yellowco.co
http://imwithlocals.com
http://purepossibilitiesllc.com
http://theimperfectboss.com
http://shopgalleree.com
http://redvelvetink.com
http://harpermavendesign.com
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Design Design

Develop

continuedcontinued

THE EMM AROSE AG ENC Y 
A luxury branding f irm for creative entrepreneurs & 

influencers that focuses on graphic design and styling. 
theemmaroseagency.com

THE IDENTITÉ COLLEC TIVE

BRAND + WEB DESIGN

www.theidentite.co

C&V

Strategic & modern visual brand design for daring 
creative bosses that lead from the heart

www.ceeandvee.com

HELLO WORLD PAPER CO.

Custom Business Stamps

www.helloworldpaperco.com

ALYSSA J OY & CO.

Branding, Web Design + Template Shop

www.alyssajoyco.com

CHYK ALOPHIA
Branding, Graphic Design,  

Web Design + Development
www.chykalophia.com

J ESS CRE ATIVES

Graphic and Web Design

www.jesscreatives.com

PRINTISH
PRINT & DIGITAL PUBLICATION  

+ WEB DESIGN
www.printishdesign.com

DE AR MISS MODERN DESIG N

Styled Stock, Logo Design, Marketing Suites,  
Branding + Social Media Kits

www.dearmissmodern.com

CL ARE DR AKE

Digital presence coaching

www.claredrake.com

S TUDIO 9 CO.

Branding + Web Design / Graphic Design

www.thestudio9company.com

NIMBI CRE ATIVE S TUDIOS
Unique Small Business Branding, Web Design,  
Client Gifts & Printing Services
www.nimbi-creative.com

KRIS TIE KEE VER
Brand strategy, design, web
www.kristiekeever.com

HAUTE CHO COL ATE
Styled stock photography for women entrepreneurs
www.hautechocolate.ca

HOLLY ME YER DESIG N
Branding, Web Design + Consulting
www.hollymeyerdesign.com

PARS C AELI , LLC
Graphic and Product Design
www.parscaeli.com

G ALLER .EE INC .
Modern Photoshop Design Templates
www.shopgalleree.com

THE COLLEC TIVE (OF US)
An Online Accelerator for Women Entrepreneurs 

www.cyndiespiegel.com

http://theemmaroseagency.com
http://theidentite.co
http://ceeandvee.com
http://helloworldpaperco.com
http://alyssajoyco.com
http://chykalophia.com
http://jesscreatives.com
http://printishdesign.com
dearmissmodern.com
http://claredrake.com
http://thestudio9company.com
http://nimbi-creative.com
http://kristiekeever.com
http://hautechocolate.ca
http://hollymeyerdesign.com
http://parscaeli.com
http://shopgalleree.com
http://cyndiespiegel.com
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Develop continued

THINK CRE ATIVE COLLEC TIVE

TrelloForBusiness.com

TheFollowThroughMethod.com

TheMoneyMakingCreative.com

SnapStyleAndSell.com

YourBizOnAutopilot.com

THINK CRE ATIVE  COLLEC TIVE

COMMUNIT Y FOR CREATIVES, EDUCATION

www.ThinkCreativeCollective.com

SHELLE Y COHEN

Personal Stylist + Virtual Interior Designer

 www.fromshelleywithlove.com

WHOLESALE FOR CRE ATIVES
Consulting + Strategy for Product  
Based Businesses

REINA + CO.
Life + Biz Success Coaching
www.reinaandco.com

PIPER MEDIA
Social Media Management
www.pipersocialmedia.com

A SHLYN WRITES
Copywriting for Creatives
www.ashlynwrites.com

K ATE CRO CCO
Confidence + Mindset Coaching  
for Lady Bosses
www.katecrocco.com

CONFIDENCE INSIDE OUT
Marketing according to your unique personality
www.confidenceinsideout.com

www.wholesale4creatives.com

DANNIE FOUNTAIN
Strategist. Author. Educator.
www.danniefountain.com

SEEBRIT T WRITE
website copy shaped by brand stories
seebrittwrite.com

D OMINIQUE ANDERS COACHING 
Business & lifestyle coaching to help creatives 
focus and take action on their projects. 
www.domanders.com

Learn

Listen

Money / Legal

J ESS CRE ATIVES P OD C A S T

Highlighting business lessons and journeys

www.jesscreatives.com/podcast

Legal

SHE DID IT HER WAY P OD C A S T
A podcast dedicated to interviewing top female  
entrepreneurs across the globe.
www.SheDidItHerWayPodcast.com

CRE ATIVE EMPIRE P OD C A S T
Podcast for Creative Entrepreneurs
www.creativeempire.co

S TE ADFA S T BO OKKEEPING CO.
Legal
www.steadfastbookkeeping.com

FR A ME WORK L AW G ROUP P C

www.frameworklawgroup.com

ANNE T TE S TEPANIAN
Lawyer for Creatives + Entrepreneurs
www.annettestepanian.com

A MY NORTHARD, CPA LLC
Tax prep and bookkeeping
amynorthardcpa.com

VIRTUAL CO O
Accounting, Project Management, HR, Process Improvement
www.virtualcoosolutions.com

THE S TR ATEGY HOUR P OD C A S T

BUSINESS GROWTH & ACTIONABLE TIPS

TheStrategyHour.com

STRATEGY

P O D C A S T
HOUR

ABBY M . HERM AN - WRITE SOLUTIONS
copywriting and content coaching for creative businesses
www.abbymherman.com

C ANNON SO CIAL MEDIA
Facebook FUNdamentals
www.cannononlinemarketing.com

Carolyn Keating
WHOLESALE FOR CREATIVES

YES SUPPLY COLLEC TIVE
MENTORSHIP FOR FEMALE  
ENTREPRENEURS
www.yessupply.co/collective

KRIS TIE KEE VER
Brand strategy, design, web
www.kristiekeever.com

http://trelloforbusiness.com
thefollowthroughmethod.com
themoneymakingcreative.com
snapstyleandsell.com
yourbizonautopilot.com
http://thinkcreativecollective.com
http://fromshelleywithlove.com
http://reinaandco.com
http://pipersocialmedia.com
http://ashlynwrites.com
http://katecrocco.com
http://confidenceinsideout.com
http://danniefountain.com
http://seebrittwrite.com
http://domanders.com
http://jesscreatives.com/podcast
http://shediditherwaypodcast.com
http://creativeempire.co
http://steadfastbookkeeping.com
http://frameworklawgroup.com
http://www.annettestepanian.com
http://amynorthardcpa.com
http://virtualcoosolutions.com
http://thestrategyhour.com
http://abbyherman.com
http://www.cannononlinemarketing.com
http://yessupply.co/collective
http://kristiekeever.com
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about the 
artist

Juliana Cardoso
Owner of Ink + Nibs Calligraphy

I was going through a tough time in my advertising job and desperately needed a 
creative outlet. I started learning calligraphy and hand lettering through a bright, 

lit screen in my dark living room.  Little did I know that lonely, dark moment would 
change my life and allow me to connect with so many others.

 
One of my favorite parts of working as a calligrapher is that I get to work with so many 
creatives – from photographers, to wedding planners, to graphic designers. Whether 

it’s creating invitations, styled shoots or teaching, collaborating with others always 
makes my work better and definitely more fun.

 
Although I love pointed pen calligraphy, I’m mostly drawn to the fluid and bold look 

of brush watercolor lettering. I see my style as an extension of myself: warm, colorful, 
spontaneous, and ultimately, a work in progress.

 
I never would have thought a simple brush and nib would give me so much life and such 

a great sense of community. I hope I get to connect with even more people so that 
we can continue to learn, motivate and inspire each other. If you’re reading this, let’s 

connect and make pretty things happen!

FOLLOW JULIANA AT:
WWW.INK ANDNIBS.COM

@INK ANDNIBS

COMM
U NIT Y

Tools & Support

Web

WORDPRESS BARIS TA
Websites, Web Maintenance, Tech Support
www.wpbarista.com

WORDPRESS BARIS TA
Websites, Web Maintenance, Tech Support
www.wpbarista.com

ECO MODERN CONCIERG E
Professional Organizing, Concierge Services, 
Personal Assistant
www.ecomodernconcierge.com

COLLEC TIVELY
Influencer Marketing & Brand Collaborations 
www.collectivelyinc.com

A SHLY HIL S T 
Developmental Editing, Copy Editing, Copywriting
www.AshlyHilst.com

SEEBRIT T WRITE
website copy shaped by brand stories
www.seebrittwrite.com

VIRTUAL CO O
Accounting, Project Management, HR,  
Process Improvement
www.virtualcoosolutions.com

PL ANN
INSTAGRAM VISUAL DESIGNER  
AND SCHEDULER APP
www.plannthat.com

THINK CRE ATIVE  COLLEC TIVE

COMMUNIT Y FOR CREATIVES, EDUCATION

www.ThinkCreativeCollective.com

QUIRK . CRE ATIVE DESIG N
Virtual Assistance for Graphic Designers
www.quirkcreativedesign.com

quirk.
creative design 

DELEG ATE & ELE VATE 
Blogging, Social Media Management & 
Submission/PR Services
www.delegateandelevate.com

KRIS TIE KEE VER
Brand strategy, design, web
www.kristiekeever.com

HOLLY ME YER DESIG N
Branding, Web Design + Consulting
www.hollymeyerdesign.com

PRINTISH
PRINT & DIGITAL PUBLICATION + WEB DESIGN
www.printishdesign.com

CHYK ALOPHIA
Branding, Graphic Design, Web Design + Development
www.chykalophia.com

ALYSSA J OY & CO.
Branding, Web Design + Template Shop
www.alyssajoyco.com

SWEE T HORIZON S TUDIO

Web Design and Development, Wordpress Themes

www.sweethorizonstudio.com

http://wpbarista.com
http://wpbarista.com
http://ecomodernconcierge.com
http://collectivelyinc.com
http://ashlyhilst.com
createcultivate.com
http://virtualcoosolutions.com
http://plannthat.com
http://thinkcreativecollective.com
http://quirkcreativedesign.com
http://delegateandelevate.com
http://kristiekeever.com
createcultivate.com
http://printishdesign.com
http://chykalophia.com
http://alyssajoyco.com
http://sweethorizonstudio.com
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For more information: karenehman.com

Know What to Say, How to Say It,
And When It’s Best to Just Keep Our 
LIPS ZIPPED
Zip It by New York Times bestselling author Karen Ehman empowers 
readers to put into action the advice and commands of Scripture concerning 
the tongue and offers practical how-to’s that will inspire you use your words 
to build, to bless, to encourage, and to praise.
 
Each of the forty interactive entries includes a Scripture verse focus for the 
day, a story or teaching point, and reflection questions with space for readers 
to write their answers and thoughts. Each entry ends with both a challenge 
that will help you carry out the directive in the verse and a prayer prompt. 
Rather than a traditional devotional, the entries in Zip It build upon each 
other, equipping you with new habits about how to, or not to, use words.

Available
Everywhere Books are Sold

FEBRUARY 2017
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