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Part One 
Growing out your Strategy 

Jill, I don’t really understand brand strategy?

What should I do?

I need help, Jill!

This is how The Founding Moms does it!

https://www.facebook.com/groups/FMCWorldwide
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Jill Salzman: Welcome! This is the best course on Earth with Nancy Goldstein! She is 
amazing talking with us about strategic growth!

We all need to be strategically growing! Otherwise you’re doing a lot of stuff and it’s 
exhausting. 

I wanted Nancy to talk to you because she’s so great with strategic growth?

What is strategic growth?

Nancy Goldstein: It’s something you should do because you spend a lot of time and money 
doing stuff and you want that stuff to be useful!  

JS: I don’t have time to plan and grow and strategize! 

NG: Here’s the thinking: There is somewhere between writing a business plan over the course 
of three years and analyzing all the way to we’re going to do a lean canvas and guess using 
post it’s. Okay – Somewhere in the middle is doing fewer things better to grow. Your goal is 
really: You want to do as few things as possible to get as far as you can.

JS: I love that! Trial and error doesn’t always work and strategize what works. I don’t think 
strategizing works because I won’t know if there’s a market for my product. 

NG: Wait, we’re talking about testing your product or your messaging to see if it works and 
that is part of the plan. That is strategizing.  

JS: Oh – I see! I like it! 

NG: You want to find out if people want it before you perfect it. People call it pivot but I 
don’t think we get what that means. We want to tweak things. 

JS: Entrepreneurs can be like whack-a-moles! So where do we begin?
 
NG: I like to think about it as a destination statement. A destination statement is a vision 
with accountability built into it. Where are you going? I like that better than vision. Your 
vision can be to make the world a better place but we just don’t see it. For whom are you 
going to make the world a better place? How exactly are you going to make the world a 
better place? How do you know if you’re successful? All of these should be in your destination 
statement because you should know. 

It’s about determining what your definition of success looks like. The strategy is the steps it’s 
going to take to get you there. 

https://www.facebook.com/groups/FMCWorldwide
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Growing Out Your Strategy (CONT.)
NG: The money does matter because otherwise you can’t do the thing. But it doesn’t have to 
be the only thing.

JS:  Where do we begin to create a destination statement? Can you plan the planning? 

NG: I see a lot of strategic plans that focus on creating a marketing plan. You can’t plan the 
plan. Figure out what you want to do, who you want to do it for, how you’re going to measure 
success and then just go and do the thing. 

JS:  But what if you don’t know?  Excellent question!?!

NG: The question you’ve asked is pretty common. For some reason it is really hard for people 
to project into the future. Middle ground is tough. 

Here’s an exercise you can do. Grab a sheet of paper and put five minutes on a stopwatch.  Do 
this. Pretend it is five years from now. It’s far enough out to think big but close enough that 
you have to do something. You’ve won an awesome award! Write down and tell me the story 
of what’s happened to you over those five years. Then read it out load to somebody and see 
what they hear. This is going to help you see what success looks like to you and what really 
matters.

JS: It’s shockingly enlightening! Get in the forum!

https://www.facebook.com/groups/FMCWorldwide
https://foundingmoms.com/fmc/forum/
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Part two 
Sustainable growth

Jill, this is kinda sorta making sense?

What should I do?

I need help, Jill!

this is how the founding moms does it!

https://www.facebook.com/groups/FMCWorldwide
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JK: We’re back! Nancy – who are you? What do you do for a living? 

NG: I’m the chief strategist at Compass X Strategy and we’re a brand and growth strategy 
company here in Chicago. What we do is help companies build better brands that achieve 
sustainable growth.

JK: Sustainable growth! Best term ever!

NG: For all of us, there are only a few ways to grow a business. I’m going to tell you what 
they are and why this matters. First, you can either sell more stuff to the people who 
already buy your stuff. If they buy your video’s, how do they buy your bracelet. The second 
way is to get more people (new people!) to buy your stuff. The third way is either - 
In the service area, there are totally new markets. Open a new location, find a new market. 
Do something completely different. In product-based, you can get them to buy more 
frequently.

JK: Wait, I have a little bit of stranger danger. It’s hard for me to go out and sell to people 
that I don’t really know. It’s a lot of work to sell to strangers! How do you get people to buy 
more stuff?

NG: Who are the people that buy your stuff and what do they need, what problem are you 
solving for them? What is that problem? And what are the other ways you can help solve 
that problem?

JK: Wait –am I supposed to know what that problem is or am I supposed to ask the 
customer that? 

NG: You might know or you can ask them? People are amazing! They’ll tell you! You can 
call them! What if you have no customers? Use the Internet! People will tell you! What 
questions are people asking? Use keywords and find out how they are searching for things. 
How are people asking the questions and what are they searching for?

We do brand strategy. The problem is that small business owners have no idea what brand 
strategy is. Wait – what is it then? They hire the PR firm, they do SEO, they don’t get why 
they need brand strategy. 

https://www.facebook.com/groups/FMCWorldwide
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Sustainable growth (CONT.)
NG: We call ourselves a growth strategy firm even though we do the same thing. People 
know they need growth but they don’t know they need brand strategy. Put it in the terms 
your customers use. 

JK: Can you give us some examples of how this can be turned around?

NG: Let’s revisit the three ways to grow for a minute. If you were trying to sell more add 
on services to people that already buy your stuff than that is a different strategy than trying 
to get new people to buy from you. So you should pick one of the three and meet your 
customers needs. 

The marketing and sales will be different depending on which one you pick. You don’t want 
to spend time and money on something you don’t need. 

If you use your e-mail marketing list to get new people, than that will be ineffective. Your 
plan is going to 

Let’s avoid the whack-a-mole situation where you’re doing all of the things that aren’t 
working very well. This is three times the work!
Pick a thing and do the work.

JK: Do you have an example of a company you’ve worked with that were doing all three 
things and they scrapped it and did just one and had success? 

NG: Let’s revisit the three ways to grow for a minute. If you were trying to sell more add 
on services to people that already buy your stuff than that is a different strategy than trying 
to get new people to buy from you. So you should pick one of the three and meet your 
customers needs. 

https://www.facebook.com/groups/FMCWorldwide
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Part three 
#Goals

Jill, what should my goal be?

What should I do?

I need help, Jill!

this is how the founding moms does it!

https://www.facebook.com/groups/FMCWorldwide
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JS: We’ve talked about goals. Pick one thing rather than three. We are people of action. Okay, 
I have these goals and I’ve worked through it in the forum but how do we actually do it? 

NG: You are entrepreneurs and you’re good at what you do. The role that I play is making 
sure all of the things around you are effective and efficient. Don’t do fifty things, do three 
things. How do you do the things that are really going to matter and accomplish your goals 
and not stuff that is time consuming?

It turns out that Walt Disney did this exercise (legend has it!) that we now call it the Walt 
Disney exercise. The idea is, you say, if everything were possible what would I do and what 
would success look like? If you could do anything, what would success look like? 

The Dreamer – if everything were possible

Now you’re going to be the realist. 

The Realist – how could I make this thing happen? 

Ignore the self-doubt. Practically speaking, how do I implement it? Maybe it takes four 
people. Maybe it takes a magical cloak? What does it take? 

The Spoiler – why won’t it work? 

Let the self-doubt come back in. You can’t actually get a magical cloak. You mean if I have 
guilt about building my business with having small kids, I can let the guilt back in? Maybe I 
need 8 hours away, the spoiler is that they’re small people that have to eat so that’s not going 
to work. 

JS: Now let’s get awesome! How can I overcome all of those obstacles?

NG: The problem is you need time away from your kids, but you can’t escape that, but you 
can come up with alternative ways to solve the problem. Eliminate the free-floating anxiety. 
This is your plan. 

JS: If I discover I can’t get away from my kids, but I can get a babysitter, but what about a 
naysayer or that I can’t get around it?

https://www.facebook.com/groups/FMCWorldwide
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NG: So get to the point where you have success for yourself. Maybe that’s selling one thing? 
It took me years to realize that I needed more play time for me to be more productive. What 
does success really look like?

Many people set goals that are too small because they feel they can’t have so many things 
(like daycare) when actually their dream is bigger. Don’t build the goal off of the self-doubt. 
Figure out what success really looks like. The hindrance is usually time, budget, resources and 
expertise. 

JS: Shout out to Walt Disney – great exercise! What are some obstacles that seem silly that 
you’ve seen get in the way for your clients?

NG: One of the problems we often have is that we’re in a weird price-point. We’re a lot less 
expensive than the big guy which is great but we’re too expensive for really small business. 
We can’t lower our prices. So we have to offer something different for small business. We 
had to find another way to solve the problem. How do we address their needs with a smaller 
budget? We launched a new product to meet that need.

https://www.facebook.com/groups/FMCWorldwide
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Part four 
don’t guess 

Jill, I’m not sure I have any data? Wait, what is data?

What should I do? 

I need help, Jill!

this is how the founding moms does it!

https://www.facebook.com/groups/FMCWorldwide
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JS: It’s our last segment. This is good intel! 

NG: Clarify it! If you’ve been in business for any amount of time you have data that can 
help you make smart decisions. Don’t guess! You don’t need to worry about likes. 

Let’s say you have a product you sell on Amazon. Do you have reviews? Download the 
reviews and analyze them. What do people like, what do they not like? Fix the things you 
can and learn from them. 

We ask for a feedback survey to gather data. You can use Google analytics. We use it to find 
out what people are looking for when they go to your page. Why do they go to one page 
and not another. How are you finding the why? You might have to dig and figure it out. Oh 
wait, we’re missing the link. Maybe it’s hard to get there. We wouldn’t have known that if 
we hadn’t looked at the data. 

What are people talking about on Reddit? What are they reacting to? If you get likes on 
something you’re testing you need to look for the patterns. For example, things that get 
shared rather than just liked. 

We categorized our blog posts and figured out where our engagement was. Let’s look at 
click-through rates and find out where the interest is. 

A lot of things are built in. You need to look at the data. 

If you sell different products, do you know what’s selling the best? Do you know what sells 
in different places? Why is that? You have more knowledge than you think you do.

JS: Nancy is in the forum. She’ll answer your questions!

https://www.facebook.com/groups/FMCWorldwide
https://www.facebook.com/groups/FMCWorldwide/
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Whack-a-mole  
Okay ladies, write in all of the things you’re doing for your business that may or may 
not be helping you reach your goals. Now whack out the ones that aren’t getting you 

closer to your destination!

https://www.facebook.com/groups/FMCWorldwide
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Destination statement

What do you 
want to do?

Who do you want 
to do it for?

How are you going 
to measure success? 

Now do the thing!

https://www.facebook.com/groups/FMCWorldwide
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five-year journey
Set your stopwatch for five minutes. Pretend it’s five years from now. You’ve 

won an awesome award! Tell us the story of what’s happened to you over 
these five years. Then read it aloud to a friend and see what they hear.

https://www.facebook.com/groups/FMCWorldwide
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choose a destination
Choose your destination and take some time to brainstorm how you’re 

going to make this trip worthwhile!

Sell more to the same people find new people/markets buy more frequently

1 2 3

https://www.facebook.com/groups/FMCWorldwide
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thanks, walt!
Take some time and possibly many pages to express what your dream is. 
What do you really want? Then put on a different hat for each character 

to break it down into your growth strategy. 

Dreamer - Everything is possible!

Realist - How could I make this happen?

Spoiler - Why won’t it work? 

The Plan  – What steps can you take to put this in motion? 

https://www.facebook.com/groups/FMCWorldwide
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Data Finding
Fill in the types of data you have (and if you don’t have it, how you might 

get it!) Remember: reviews, testimonials, Google analytics, shares.

https://www.facebook.com/groups/FMCWorldwide
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Reflect and share with Jill

Share your thoughts at www.FoundingMoms.com/forum

https://www.facebook.com/groups/FMCWorldwide
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SPREAD THE Word: tweet it!

#1: Loved #theFMC video course  on strategy for #smallbusiness success! 
 Have you seen it? http://www.FoundingMoms.com/fmc  
 Link shortcut: http://ctt.ec/5e68g

#2: Hey #FoundingMoms, wondering how on earth to get better at 
 strategizing for #business success? Share what you think! #theFMC  
 link shortcut: http://ctt.ec/78K4s

#3: I’m focused on making my #business strategy work for me! Join me: 
 https://foundingmoms.com/fmc 

 link shortcut: http://ctt.ec/casio

https://www.facebook.com/groups/FMCWorldwide
http://ctt.ec/5e68g
http://ctt.ec/78K4s
http://ctt.ec/casio
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