
 

S2: E155: Stop Asking What Works... Ask What Works for You 

 

Hey there, welcome back to the Your Legacy Brand podcast. This is your host Tiffany Neuman, and today 

I want to encourage you to stop asking what works and simply ask what works for you.  

 

And so I decided to record this episode based on something that's come up recently in my Legacy Brand 

Foundation's office hours that I really feel everyone listening needs to hear. 

 

So recently a client asked something that stopped the entire room. When people come in to these office 

hours, they can ask anything about their brand while they're going through the program, and there's also 

lifetime support. So oftentimes they'll come back and ask about strategy around different things in their 

business. 

 

And this client said, there are so many ways to grow podcasts, guesting, LinkedIn, Substack, Instagram, 

writing a book, running workshops. What is the best, quickest way to grow my audience and reach more 

people?  

 

And I had to giggle a little bit and I said, well, you might not like my answer because honestly there is no 

single best way. And I've talked about this a little bit recently. 

 

I am over people selling this one-size-fits-all solution because it worked for them. All of these things 

could be great, right? Substack, LinkedIn, podcasting. They're all beautiful ways to grow it. 

 

None are necessarily typically quicker than others. Now, some are quicker than others, but for the most 

part, they're all playing the long game, right?  

 

And so that is the trap that I see so many entrepreneurs falling into. Chasing this perfect tactic and 

following all the shiny objects and investing in all these different programs and things and never actually 

getting results because they keep switching, context switching, and tactics switching because they're like, 

oh, this didn't work after a month and now this must be the shiny object, right?  

 

And so the thing is, what I want to encourage you to do today is to find an approach that actually fits 

you. And you may already have that approach, and that's beautiful. And we'll talk about how you can 

take that even further. 

 

But if you've been searching and trying to figure out what works for you, I want to take you behind the 

scenes of that conversation today because the advice I gave her applies to every entrepreneur 

wondering where to show up and how. 

 

So there's a point that every business owner hits the space between momentum and capacity. At this 

point, you've probably built something amazing. You're working with clients, you're serving deeply, but 

you're ready to grow. 



 

 

You want to continue growing, scaling, whatever you call that. And when you look around, the options 

are endless. Again, podcasting, LinkedIn, summits, book, building funnels, evergreen options, blogging. 

 

There is so much, right? Facebook ads that are paid, which by the way, I don't encourage because I've 

seen way too many clients before I worked with them just spending thousands of dollars, and it goes 

right down the drain. You have to be very, very dialed in and have a big budget to actually have Facebook 

ads work for you, especially these days. It used to be a golden ticket. 

 

Unfortunately, it is not anymore. And the thing is, there is no fastest or easiest way. There's only a way 

that fits you. 

And yes, that's not a sexy answer, but it's a sustainable one. Because when you think of a Venn diagram 

and you're on one side and then where your customers are actually hanging out are on the other side, 

and you do what lights you up, and then making sure that, of course, your ideal clients are hanging out 

there in some capacity, that's the golden rule.  

 

And here's what's fascinating. This client had already built a really strong business organically. Her email 

list was small but mighty and converted around 40%, which is phenomenal. And every time she 

appeared on a podcast, her subscribers would spike a little bit. 

 

So that was the answer. Not what's next, but what's already working and how can we expand it. Because 

visibility isn't about chasing fads. 

 

It's actually about amplifying your fit. And this is because a perfect fit amplifies your conversion. It's not 

just strategy, but it's also energetics. 

 

So here's how I walked her and actually the entire group through the process and what I love to call your 

visibility operating system. I always talk about your brand operating system, which is my trademarked 

way to label a brand. So this is how you can show up and create an operating system with your visibility 

to grow your reach, expand your list, and get in front of more people. 

 

So I want you to play along too. If you haven't, go ahead and grab some paper and a pencil or your 

keyboard. Open up a google doc and answer these questions as you listen. 

 

So step one is modality. I want you to ask yourself, do I naturally talk, write, or teach live? What is your 

favorite thing to do and what lights you up? It doesn't mean you have to skip all the other things, but 

what do you enjoy most and what comes most naturally to you? 

 

So talkers or I myself like to call myself a verbal processor. Podcast or YouTube is probably your best place 

to start and we'll talk about why that is in a moment. 

 



 

Writers, I suggest your main focus is either substack or a blog or both and also email list, but email list 

kind of is a given for everybody. Everybody needs an email list.  

 

And then teachers and coaches, which a lot of us are. This is workshop series and guest training in 

communities. Now that is also sort of a given for thought leaders, so I would recommend actually doing 

workshop series of your own, guest trainings in communities no matter what if you're able to, and 

podcast guesting for other people. But I just wanted to mention it too. 

 

I do have some clients who are successful that all they do is speak and guest train and go on podcasts. 

However, depending if you're a talker or a writer, I would suggest one of the other platforms, podcast or 

YouTube for talkers, substack or blog for writers. So that is your own space, the place people can binge 

your brilliance, your long form home base. 

 

So long form means it's a decent amount of content, right? A podcast is typically at least 10-15 all the 

way up to people do like hour or two hour long podcasts, which I will never do because we all have not 

enough time for that in our days. But YouTube, substack, those long form are perfect because that's 

where you can get deeper into the weeds, more educational, and really showcase your thought 

leadership. 

 

You also want to think about borrowed reach. Where can you borrow other people's audiences? So 

again, this is podcast guesting, collaborations, email list swaps, podcast swaps, teaching and other 

people's masterminds, programs, all of those types of things.  

 

So the formula that I like to give to people is one home base, one borrowed reach lane, and then always 

having one clear call to action for all of it.  

 

And the beautiful thing is about that, I see so many people scrambling and they're like, Ooh, I have to do 

a freebie here. And then I'm going to change this over here. And I'm going to try this over here.  

 

Now some people thrive on that. And that's cool if you like to be frazzled and all over the place. But 

literally myself and all my top clients who, for instance, one of my clients, Nina, she is part of my 

mastermind. She doubled her income this year just since January. 

 

What we did was this strategy exactly one home base, one borrowed reach lane, and one clear call to 

action that's always the same. And that really is the top of funnel getting people in.  

 

Now when I say funnel in these marketing words, I get annoyed by them too. And I'm not saying you 

have to have this crazy fancy funnel through, you know, a high level email provider. And it's all 

complicated with upsells and downsells and all of the things. I actually can't stand those. 

 

And as soon as I get on one, I opt out. I'm like, nope, this is not my cup of tea. Now, you may love them, 

whatever. 



 

 

However, when I'm saying this, I'm saying super streamlined, like one call to action, one freebie that then 

leads into, say, a workshop series that then gets people on your list. That's it. It's not a fancy funnel. 

 

And that is what I call a visibility operating system. So the way to apply this all in real time and the way it 

pans out is really, really beautiful. So we'll get there. 

 

But I'm going to explain how I did it for this client in Legacy Brand Foundation.  

 

So in this case, she was already recording a monthly 10 to 15 minute Q&A video for her email 

subscribers. And it's something she loved doing. And her audience was used to. They'd be sending in 

these questions and expecting answers.  

 

So right there, we built her system. Her modality is talking. She loves to talk things through. So her home 

base becomes YouTube. 

 

So she can repurpose that audio into a podcast if she wants to. Or she could just do a podcast. But we 

actually decided for her, because she likes doing video, that her long form content would be YouTube. 

 

Her borrowed reach is guesting on podcasts. And then her proof layer, this is another thing that I have 

not mentioned yet, is simple.  

 

So the thing that I don't want people to do, because if you've been listening for any time at all, you know 

I believe in being social media optional. You do not have to be on all the platforms.  

 

So notice I did not mention LinkedIn or Instagram for this woman. And she has not been using it. She 

does not like social media. So she doesn't have to go there.  

 

But I did ask her to add in a proof layer, which is an Instagram nine grid and an updated LinkedIn profile 

for when people Google her. 

 

And especially when people are searching for spiritual coaches, maybe on chat, right? It's going to pull 

from social media. Oftentimes LinkedIn is coming up first and websites, but all of those things need to be 

congruent. So she hasn't touched those places in a couple of years. 

 

So I said, make sure you go and add that layer in, right? The proof layer, I like to call it. So when they 

show up and say they're an Instagram user and you just don't happen to be on there, they can say, oh, 

this person is legit, right? Like they have this beautiful nine grid. They look realistic. 

 

I can download things. Awesome. Or they go and look at your LinkedIn profile. And even if you haven't 

been posting recently, at least everything is up to date and amazing.  

 



 

And then her one call to action, we decided she doesn't even need any freebies. She doesn't need like a 

convoluted funnel. She just always invites people into her reoccurring workshop series, which is already 

working. She already has it nailed down and there's no reason to add any more fancy fluff around it.  

 

So when she speaks on a podcast, when she does her own videos on YouTube, the call to action is, Hey, if 

you like this, go join my workshop series. 

 

And then that's where she invites them into working together, right? Everything points in one direction 

and it's just makes life so easy.  

 

So no more scattered tactics, no more shoulds, right? I want you to just release yourself of any, like, I 

should be here. I should be doing that. Let that go today. Feel the lightness and just allowing yourself to 

have a simple strategy.  

 

Because as we know, simplicity is the ultimate form of sophistication. And so that one clear path felt so 

good to her. And we mapped it out in not just a few minutes, or just a few minutes, not just a few 

minutes, talking in circles. 

 

Anyways, but as I always say, you can't see the label from inside the bottle, right? And so she had been 

distracted by all the shiny objects, and it wasn't clear. 

 

Now, this isn't always the case. Sometimes I'll be doing a VIP day or working with a one-on-one client, 

and what they've been doing is no longer working at all. So we need to actually scratch it. 

 

But again, it's difficult to determine which direction to go in. So that's actually one of my favorite things 

to do along with the brand, the entire brand operating system. Your marketing is part of that, right?  

 

And so having this visibility operating system, where you're going to show up, how you're going to show 

up, is so important to long-term success and sustainability. 

 

Now, here's where the magic happens. In what I call the rhythm. Now, everyone asks, actually, the clients 

were asking on that call, like, how do you find the time? You put out a podcast every week. You're on 

LinkedIn twice a week. Like, how are you doing this? Like, I don't have enough time.  

 

Now, I am very blessed, and I have an amazing team, but only one assistant. So most of my team is 

serving my clients, building websites, doing the graphics, those types of things. So they're not actually 

supporting me very much.  

 

So just with one part-time VA, what we do is, as I mentioned, you have to, the top of the funnel is picking 

one long-form way to get your message out, right? Then we repurpose them into emails, LinkedIn posts, 

social snippets, and sometimes shorter videos. 

 



 

So all of my ecosystem is built. Now, the really fun thing is, I will be announcing, and you may have heard 

me talking about Brand Operating System Pro, Brand OS Pro, the new software that I will be launching in 

January. So stay tuned, because we've been training on that. 

 

And so everything that you've been seeing, if you happen to get my emails, see me on social media, is all 

developed by my Brand Operating System. Yes, I review everything. Yes, I approve everything, but I don't 

actually create it. 

 

And the beautiful thing is, it's all still my voice, because it's coming right here through this podcast. So 

when you see this podcast air, it will be disseminated into my LinkedIn posts, and my emails, and other 

forms of content, right? But I'm not the one who actually has to do all of that. And even if you don't have 

a VA, we can save you a ton of time. 

 

So stay tuned, because it's going to be really incredible. And I'm going to do a whole other podcast 

episode about, you may be thinking like, well, I use ChatGPT all the time, and I do that. Yes, and just 

think about how are your results. 

 

Now, you may be getting results, so kudos to you, and that's amazing. But if you're not getting the results 

that you're hoping for, how is that working for you, right? So just had to do a shameless plug for what's 

coming, and I can't wait.  

 

Anyway, what I'm saying here, the point is, everything flows from one source, right? Then you can do the 

same, whether it's a podcast, a blog, a video series on YouTube, you create once and distribute many 

places. 

 

Now, you can do this. People like Gary Vee and the bros who are like, you have to be everywhere. You 

can actually do that, if you have somebody who has the time to post on all the platforms. 

 

But the thing is, is then you also have to keep up with the comments, and you have to feel the feels 

when things aren't, you know, you make a post and nobody comments, and all of those things. So that's 

why I really love being social media optional, and only showing up in a few places that work for me. And I 

really want you to think about doing the same. 

 

And the next thing that I want to talk about is being a broken record on purpose. Repetition isn't 

annoying, it's actually clarifying. You want people to know exactly who you are, what you do, and how to 

take the next step. 

 

So if you're running a workshop, and every piece of content, every post, every podcast, every interview, 

all has the same call to action, join me for the workshop, that's okay. It might feel repetitive to you, 

which is why so many entrepreneurs scramble, because they, in their brains, they need to be switching it 

up all the time.  

 



 

But one day, someone will tell you, I've seen you mention that everywhere, and I finally signed up. And 

that's when consistency turns into conversion.  

 

We know now, because of all these shiny objects, it used to take seven touch points for people to take 

action. Oftentimes, now it's over 20. They'll see, they need to see the same thing over and over before 

they take action, unless you catch them in the moment where they're really, really feeling the pain or 

needing it.  

 

Typically, it's a nice to have, not a need to have. And if you really want to capture their attention, you 

have to be somewhat repetitive. 

 

Now, we talked about it a little bit, but just a little bit more about social. Again, you do not have to be 

everywhere. But having a consistent presence, even that polished nine grid, current LinkedIn profile is 

going to build trust. 

So in this space, I believe it's not important to have audience building. Now, you could argue with me 

and say, okay, well, I'm trying to be an author, and most publishing houses want you to have, you know, a 

big audience. And that can be true. 

 

Although it's not, because I have multiple clients who we've branded, and they worked with publishing 

houses that didn't care about the, you know, the metrics like that, because most of the time they are 

vanity metrics. There are so many people out there with hundreds of thousands of followers that are 

making zero money, right? It's all about the visibility, but it's actually not converting.  

 

So it's about credibility. We want people to see you as an expert, where they look and where you're 

showing up. But it doesn't mean you have to be posting every single day and having millions of followers.  

 

You just want it to be like a handshake before a relationship begins, a place where people can say, okay, I 

see, she's the real deal, right? And that's what I want you to think about. 

 

And also publishing houses don't care as long as you have a big following somewhere, if they do care. So 

that could be sub stack, it could be, you know, a blog, it could be your email newsletter list.  

 

So again, that's why it's important to go all in on one long form place, rather than gathering a ton of 

people on TikTok. Now that works if you want to be an influencer and making brand deals and things like 

that. And there are some people making good money on TikTok. I'm not gonna say that's not the case. 

 

I've just found most of the thought leaders I know just don't want to spend time on TikTok and 

oftentimes spend and waste a lot of money hanging out there, not just posting, but scrolling with no 

results.  

 

So if you want to really step up into your thought leaderships in 2026, I highly recommend you think 

about this, disseminate and make a really solid action plan.  



 

 

So again, here's the simplified strategy summed up how to build your own visibility operating system. 

 

Choose one modality, talking or writing, choose a home base, that bingeable content hub, choose one 

borrowed reach lane, collaborations, podcasts, guesting, maybe events, and then choose one clear call 

to action for a reoccurring offer or event or lead magnet.  

 

And that's it. Everything else becomes optional. 

 

This is how you move from chaos to clarity and build momentum that actually lasts. So if you've been 

feeling overwhelmed about where to show up, you're not alone. A lot of my clients come in asking these 

questions. 

 

So this is your permission slip to simplify. Visibility doesn't mean being everywhere. It means being 

intentional. 

 

So build a rhythm that fits your life, your energy, and your values. Because when your strategy fits you, 

it's not something you have to force. It's something that becomes natural, sustainable, and energetically 

magnetic. 

 

If you'd like my eyes on your visibility strategy to design your visibility OS that aligns with your brand and 

bandwidth, let's talk, book a call, and we can talk about best ways to move forward from there.  

 

Sending you so much love and have a beautiful rest of your day. 


