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Elaine Lou Cartas: Regardless, if you have a job or business, here's what I want you to get. Get your
list of goals that you made in the beginning of the year. 1, 2, 3. What get that list of personal and
business school, so separated 3 review your year to date 2024 numbers, business numbers, and then
for review your year to date, 2024 personal numbers, personal could be, just because I'm getting
older, it could be cholesterol, like your blood when you took a test or.

It could be how much you want saved or how much you want to make in salary or whatever those
personal numbers are. And in this episode, it's broken down in four parts. One, the personal, two,
the numbers, three, bracing for the holidays and family, and four, how to hold yourself accountable.
Okay, let's start with the personal.

That's right. We're going to go personal. Now really, how has this year been for you? For example, I
shared Q1 was tough, and my dad also had two knee surgeries, and I chose to be there for him, so
that was a choice in the first weeks of his surge to help him and my mom out. Also, gonna get
vulnerable, I've also been noticing more growing and healing I need to personally do.

And yes, Even though I am doing really well in terms of revenue and profit margins, I identify I want
to heal more so called up my therapist in two weeks. I haven't seen her since probably the end of last
year and started going to therapy again. And I share that because maybe for you, you realize you
need more support or a tune up, whether it's a therapist and you could go to psychologytoday.

com to find a therapist or to find friends or loved ones you feel safe and vulnerable to talk with.
Maybe you're feeling burnt out and I'm going to challenge you if you're feeling burnt out, can you
add some personal downtime into your calendar? For example. One of the things I'm working on
with my therapist is more somatic practices, which is being more present and still.

Even a simple where once a day, I'm doing deep breath just for two minutes. So breathing in,
breathing out, like six seconds in, six seconds out. It was interesting. She was sharing with me a stat
that usually we breathe, we do 15 to 30 breaths a minute. So if you could do, try to do six. In a
minute, so you could be more present if you notice, if you've ever been anxious or human, I would
think you would be not that I wish every human to be anxious, but when I notice I'm being anxious,
I'm taking short breaths.

when you're taking deep breaths, it helps with that anxiety and also sitting being present. In your
environment around you, maybe it's noticing, okay, what's my favorite color? It's red. How many red
products or items do I see around me being present that way? For example, I'm so glad my boyfriend
and I, we went to the beach and.

Like I said, I don't like going into the ocean, but just laying there, being present, feeling the wind,
putting my phone on airplane mode, really restricting myself to just try and take photos all the time,
but just laying there, feeling the sun and, just being present. Could help with the overwhelm. All
right.

I felt like I did my little life coaching part of the podcast. So the second part, something that gets
people anxious. That's why I started with a personal with the breathing, as I mentioned earlier is the
numbers. Now I'm going to be straight up real. I used to be delusional thinking that I can accomplish
anything and everything and not look at my past current numbers.



If you're not hitting the numbers you want, and you're feeling horrible, just a reminder that numbers
do not define you. They tell you where you're at. One of my mentors said it best, if you can't measure
it, you can't fix it. Even if your numbers are not where you want them to be, I just want to let you
know you can fix it.

Let's look at how you are getting those sales and marketing. Are you tracking it? Why am I sharing
this with you? I just had a session with a client who wanted to add a new marketing avenue using IG.
I asked them, have you gotten clients from Instagram? They responded, no. I was like, okay, let's look
at the numbers of how you're getting clients right now.

They responded, oh, referrals and Google. So then I asked, how can we focus on improving your
referrals and Google SEO? And they realize, oh, I can focus on my newsletter because I have them in
my email list. And to validate their reasoning, I shared, this makes sense because email average rate
is 20%.

Instagram algorithm is 2%. So for example, if you have a hundred followers, only two of the 100
followers are going to look at your stuff. But if you have 100 people subscribe to your email list, since
20 percent is an average rate, 20 people will look at it. See what happens is I meet people where, Oh
no, I'm not hitting my revenue.

Let me do all these new things because it's working for other people. Hold on. Let's see what is
working for you right now and how can we make it better? And if there is a new thing to try, is there
proof that your audience is telling you they are finding you that way? For example, I've been in my
business for seven years, three years ago.

I invested in doing Google SEO for my websites for two reasons. One, I don't want to be social media
dependent. I don't want to be constantly performing and keeping up with the Joneses. And. I did do
that. I was posting every single day, doing lives, not saying present in life. And you can listen to more
how he became less dependent on social media on episode 38 with my marketing strategist, Monica
Schrock.

So I really just didn't want to be dependent on social media, even with this podcast. You could say
I've been feeling lazier, but I just don't want to record my face. I'm going to record my audio. I have a
bun up and I'm not feeling cute, but I'm feeling really comfortable. And that's what matters.

Okay. I am digressing. Let's go to the second reason why I decided to invest in Google SEO. And I
promise this will help you figure out what to invest your time, money and energy on. Here's a big tip.
I had evidence that people were finding me who wasn't in a referral by looking for the keywords
woman of color coach, woman of color business coach, woman of color career coach.

That's what made me curious. And I asked myself, what if I tried this? I tried Google SEO for 6 months
because I knew it was not going to be an instant ROI. The thing is with social media, they know how
to work with those dopamine hits. When you get likes and comments, it makes you feel good. And I
knew Google SEO was going to be for the long game.

3 years later, it's 2024, September 2nd. My ROI for Google SEO is 1100%. And if you want to learn
more about Google, SEO and what I did, listen to episode 61 with my Google SEO strategist, Andres



Aguero. And all the podcast episodes I mentioned are in my show notes, so you could check it out
there. Going back to you.

If you want to try something new. Do it if you see your current audience is always coming, like
already coming to you because of that. And if they aren't, why not ask your current customers, their
perspective. So for example, I had another client who wanted to post on LinkedIn. I was like, okay,
ask your audience.

If they hang out there, found out that their audience does, and they use it to research certain things
that would make them more inclined to learn more about their service. So they're on LinkedIn. So
ask. I

just figured I'm sharing with you everything I'm doing because it makes sense. I'm not just doing
things because I'm being reactive. I'm doing this things new things because I'm being intentional and
doing research on it. Another thing I've been focused on is I've been working with more executives
and fortune 500 companies when connecting with.

My executives, fortune 500 companies, what they are looking for when they hire an external coach
like me, they're looking for someone who is a professional certified coach through the international
coaching Federation. So a couple of weeks, your girl got her certificate. And if you haven't noticed,
I'm always seeing what is my target market looking for?

And am I in the position and messaging for? Future clients to come to me because I come from a
place of curiosity, looking at my numbers and my, I'm not saying don't pay attention to your intuition.
Your intuition is there. What happens is when you get the feminine data, your intuition as well as
your data, masculine, you combine both your intuition and the data into one.

It makes you more confident to move forward to try something new or to create changes. So the
result that has happened in my own business is every week I have sales calls scheduled with qualified
leads who want to work with me. And despite getting sales calls each week, I still handpick who is a
good fit and I'm able to cancel calls when they're not a good fit, which is great.

Because time is important. All right, let's go to the third part, preparing for family and the holidays. It
is an election year. I know the holidays can be triggering when you're around people that you haven't
seen in a while, because we all see majority of people that we don't see during the end of the year.

some tips if a family member says something you don't agree with. Or you don't feel safe in, you
could say simply like, why don't you go to the restroom? You don't need to continue on with a
conversation without loved one. You don't even need to share why you don't want to continue it.
sometimes I think to myself, does this person deserve feedback from me?

No. Are they even going to listen to the feedback? No. So then why am I going to share feedback as
to why I'm leaving? I could just say, I'm going to the restroom or I'm going to step out. Being Filipino, I
know family members will always make comments about weight, whether losing or gaining, so feel
free to share a script, if someone says something inappropriate to you about your body.

Hey, I love my body and would really appreciate if you respect my body as well as yours, as well as
others, by stop making comments about other people. So try that. And honestly, similar to how we



prep for meetings, prep. Or gatherings by putting scripts on what people may say or ask of you and
your responses to it.

Just like we prepare for meetings to the same thing in your personal life. All right, fourth, because I
want to make sure. You not just brace yourself for Q4, but you absolutely smash Q4 is how can you
hold yourself accountable? Is it finding a team member, a loved one, friend you can share your goals
with?

For example, when my clients are working with me on their numbers, whether they're working in a
department or have their own business, they often report back in the next call where they're at. So
they're held accountable whenever I meet with them. And maybe you're preparing for a holiday
gathering. And prior to that, you could talk to your friend who goes through similar challenges with
their family, hey, why don't we work on scripts prior to these gatherings?

Or maybe you don't want to work or connect with anyone about it. That's completely fine. Maybe it's
about putting dates in your calendar on when to work things. For example, if you're working on
asking for salary raise at your job, putting time, like a one hour block on a specific date and time, just
like you would for a meeting on when you draft your script and bullet points on all the things you've
accomplished.

I know how anxiety provoking it can be to think of the bigger goals. When you break it down. It'll be
easier to do. for example, I was talking to one of my mentors actually today when I was recording this
podcast of how when people feel really overwhelmed, think about UPS truck drivers, for example,
especially during the holidays, right?

They're driving. There's a lot of boxes in their truck. It gets really overwhelming when they see all the
boxes, like they open up the back, but to get over the anxiety for their training, they're told, just look
at that one box, not the whole thing. One box. So what I'm trying to share with you is look at that
one small action item, that one box you can do to brace yourself for Q4.

Whether it's scripts to prepare to talk to family members, whether it's like setting aside a block time,
To look at your numbers and what I mean number is not just your bank account, but okay. What's the
percent of my clients right now that are coming from referrals, renewals, Google, SEO, Instagram,
LinkedIn, however, getting clients or okay.

What are my numbers? When it comes to personally, can I really add another trip or two by the end
of the year? Okay. I didn't save enough. So these are the adjustments I have to do.


