
 

S2: E175: The Real Reason Your Reach Isn’t Translating into Results 

 

Hey there and welcome to the Make Your Message a Movement podcast. This is your host, 

Tiffany Neuman, and I want to talk about something that I feel is really overlooked, especially in 

the online business world. This came through when I was talking to a client this week, and I've 

heard what she shared in so many different ways over the years—and perhaps you've caught 

yourself thinking something similar. I've even thought this myself at one point. 

 

What she said was: “I feel like I’m doing everything I’m supposed to do to be visible, but it’s not 

really translating into the kind of opportunities that I want and I know I’m ready for.” And the 

thing is, there was nothing technically wrong—or there is nothing technically wrong—with what 

she was doing. She’s being visible, she’s showing up consistently, her work is amazing, her 

audience was growing, but not as much as she had hoped for. And there was this quiet gap 

between the level she knew she was capable of operating at, and where she is operating at, and 

what actually is showing up for her. 

 

So when we started to look a little closer, it became very clear that visibility isn’t the issue, even 

though we’re all told: “Well, to grow, to scale, to reach your next money goal, you have to be 

visible. More visibility, get in front of more people,” right? And I think that this is actually where 

a lot of people get stuck, especially at the stage of business where you’ve proven your work, 

you’re not trying to figure out if you’re good at it—you know you are, you’ve had results, you’ve 

built something meaningful—but there’s the sense that there’s so much more that you could be 

doing and that is available to you. 

 

So maybe that’s stepping onto bigger stages or shaping your ideas into a book. Maybe you 

already have that book but it didn’t perform the way you had hoped, or creating a more defined 

body of work. Maybe that’s bringing spirituality into the work that you’re already doing or 

leaning into new offers. So many people are shifting right now, and a lot of that could also be 

bringing in a different level of client or being invited into rooms and conversations that are more 

expansive and aligned with where you’re going. 

 

Naturally, that thought becomes: “I just need more people to see this, to see me, to see my 

work. More visibility, more reach, more exposure.” And it's such a logical conclusion because 

visibility feels like the lever. It feels like the thing that will unlock everything else. But what I’ve 

seen over and over again is that visibility is rarely the thing that’s actually missing. So yes, we 

have to have it, right? But people are probably already finding you on some level—landing on 

your website, reading your content, sometimes clicking through, spending time with your work. 

 



 

What we found with this particular client is there was something that’s not fully translating on 

the other side of those clicks. The easiest way to understand this is to think about where the 

breakdown is happening, because you don’t lose opportunities when you’re unseen. You 

actually lose them in the moment where you are being seen—and then it doesn’t fully land. 

 

So if you think about it that way, it changes how you’re looking at everything in your brand and 

business, because being noticed and being chosen are two very different things. Attention is 

actually fairly easy to generate. There are so many ways to increase visibility now, and most of 

you already know how to do that. But decision—that moment where someone says, “This is the 

person I want to work with. This is who I want on my stage. This is the voice I trust”—that’s 

coming from something much deeper. 

 

It comes from clarity and coherence, from how quickly someone can understand not just what 

you do but who you are, at the level you’re operating at energetically. When clarity isn’t 

immediate—even if you have a funnel in place or the things that you should in (I’m doing air 

quotes, you can’t see me, but I am)—there’s a kind of friction that starts to form. This is exactly 

what we realized was happening for that client, and that’s why I wanted to speak about this 

today, because I think it is so common. 

 

The fact is, she wasn’t invisible. She is getting attention, right? People are engaging on some 

level, maybe sometimes reaching out. But when we looked at her brand—the way someone 

new would experience it, with no informal introductions or knowing her already—one of the 

other things that I want to add is that she said: “When I walk into a room and I’m talking to 

people about my work and I engage with people, it’s so easy to pull in new clients. But what 

wasn’t translating was how that was extended to people online,” right? 

 

So when we did the test, you could feel the disconnect almost immediately, when even I kind of 

looked through beginner’s eyes and experienced her content, her website and things like that, 

without the context of knowing her. The thing is, her thinking has evolved, her depth has 

expanded, and the level she’s operating at had clearly shifted since she created her messaging 

and her brand three to four years ago—maybe five years ago, I don’t remember the exact time. 

 

So the brand was introducing a previous version of her and her work, and that didn’t create 

immediate rejection—it was hesitation. People would land on her site for a moment, but not 

long enough. They would read her posts but maybe not fully connect, and they would feel some 

sense of interest, but there wasn’t a certainty. In that small space between interest and 

certainty, the opportunities that she was craving were not moving forward. Again, it wasn’t 



 

because she wasn’t ready—it’s because it wasn’t obvious that she was. It wasn’t obvious to 

people exactly who she was, what she was offering, and why that matters to them. 

 

I’ve seen this pattern in so many different forms. Another client of mine—this was last 

year—had actually started to gain quite a bit of traction. Podcast interviews were coming 

through, features, more visibility than she had ever had before. But when she came to me, she 

thought we were going to focus on scaling what existed even further. But when I started 

working with her, I said, “Okay, we want to slow down to speed up.” That is one of the things 

that I always talk about and always do with my clients. Not slowing down too much, but often 

it’s like, “How can we do this quickly and how can we scale,” and people don’t slow down for a 

few moments to settle in and see what’s happening behind the scenes. 

 

What I found was all of that visibility was leading people into an ecosystem that didn’t quite 

match the level she was operating at. So similar to the other client, this person was even getting 

more visibility because her content was compelling, but when people started to opt-in, they 

weren’t staying. Again, they were interested, but they weren’t converting. To her, it felt very 

confusing because she thought she had done the hard part—she had gotten the attention. But 

attention on its own isn’t what creates that momentum. 

 

If we think about it in this context, where visibility is the current—people flowing towards 

you—your brand is the structure, the architecture that receives that flow of visibility. When that 

structure is strong, when it’s clear, when it’s aligned with who you are now, that current has 

somewhere to go. It gets held, it gets directed, it turns into conversions, it turns into clients, it 

turns into opportunities. But when the structure isn’t fully aligned, the current doesn’t 

stop—people will still arrive, but they’re just gonna pass through. Nothing really anchors. 

 

So the instinct to increase visibility ends up being like trying to strengthen that current—more 

flow coming through. But if nothing is there strategically to capture and nurture and create 

conversions, that stronger current is just going to keep flowing through. So that looks like 

pushing for more traffic, more exposure, more attention. But what people encounter when they 

arrive—if that is not clear, cohesive, coherent—you’re just sending more people into a lackluster 

experience. 

 

This is why it can feel so confusing for people like the client I was just mentioning, because she’s 

seeing the numbers coming in—so on paper, things look like they’re working. She was getting 

more views, engagement, but she wasn’t getting the bigger stages, the aligned partnerships, the 

higher-level clients. 

 



 

So again, the answer isn’t more people—it’s what happens in the moment the people find you. 

So I want you to pause here for a moment, and invite you into a little bit of reflection. Because 

this is where things can start to shift very quickly now that there’s an awareness around this. 

Again, this is so prevalent and so common, so if you’re like, “Oh my gosh! That might be what’s 

happening in my business,” it’s not your fault. It’s super common. 

 

I actually found this with myself—Cobbler’s Kids With No Shoes. I don’t know how many years 

ago this was, so I’m not going to try and figure it out. But same thing, I was getting the visibility. 

But because I’m a brand strategist, I’m behind the scenes in everybody else’s brand, I had not 

leaned into making my own container, my own ecosystem and structure as strong as it could be. 

And I fixed that. But I didn’t know when I fixed it that that’s actually what I was doing. 

 

So now that I’ve been seeing this pattern over and over in people, I’m looking back and seeing: 

oh my gosh, that is exactly why the opportunities did start coming. Because I practiced what I 

preached—I did for myself what I do for my clients. 

 

So I want you to ask some of these questions to yourself to see—are there some gaps that 

maybe need to be shifted? If someone were to find you today—not someone who already 

knows you, but someone new—what would they actually experience? Would it be immediately 

clear what you stand for? Would they understand the level that you’re operating at? Or would 

they be introduced to an earlier version of your work? Would your brand hold their attention, or 

would it require them to piece things together on their own? And most importantly: would they 

feel confident making the decision to know that you are the right fit to serve them? 

 

Because every interaction with your brand is, in some way, a moment of evaluation. Even if it’s 

happening subconsciously, it typically lasts a few seconds—somebody landing on your website 

or reading your bio or scanning your content, almost instantly they’re asking themselves: Do I 

understand this? Do I trust this? Is this person at the level I’m looking for? 

 

If the answer to those questions isn’t clear right away, they typically won’t stay long enough to 

figure it out. As we all know, information moves at light speed these days, and they’re going to 

move on and not necessarily because you’re not the right fit—you probably are, if they were 

called into your ecosystem. Like attracts like, and energetically, they were probably attracted for 

that reason. But because it wasn’t obvious fast enough, they may have moved by. 

 

In today’s market, it matters more than ever, because we don’t get long windows of attention. 

We don’t have time for convincing and clarifying. We get moments—really quick 

moments—that are shaped by how cleanly your authority is expressed. So when your brand is 



 

aligned, when your message reflects the level of your thinking, when your positioning is 

distinct—what I call a “category of one brand”—when your ecosystem (what I call a “brand 

operating system”) actually holds and presents your work in a cohesive way, that’s when 

visibility starts behaving differently. 

 

It stops feeling like something you have to chase, and starts acting more like something that 

compounds. The right people recognize you faster, right opportunities move forward easily, and 

the effort you’re putting in being seen and really engaging that visibility starts to truly translate 

into tangible moments, tangible things that you’ve been waiting for: clients, invitations, 

partnerships. 

 

As we wrap up, if you’ve been feeling like you need more visibility, I really want you to pause 

here and instead shift your attention to what’s happening after someone finds you. Because 

that’s where the real leverage is—not necessarily how many people see you yet, but how clearly 

they understand you when they do see you. 

 

This is why I created something new and exciting that I want to share with you today. You are 

the first to hear it—I’m only sharing it on the podcast, and then I’ll start sharing it out to the 

email list and other places. But as I mentioned, I found that this kind of misalignment is pretty 

difficult to see within your own business. As I always say, “You can’t see the label from inside 

the bottle.” You’re too close to your business to have an objective view; you know too much, 

you can fill in the gaps without realizing you’re doing it. 

 

So I built an interactive—what I call an “authority positioning audit.” And this isn’t necessarily a 

quiz or a set of questions—it’s an actual diagnostic tool that evaluates how your brand is 

currently being perceived across key areas that influence whether someone chooses you or 

moves on. 

 

It takes less than five minutes, and what it gives you is a much clearer picture of where your 

authority is fully landing and where it might be leaking in ways that are costing you 

opportunities. We’re going to tell you where you’re doing amazing already and where you could 

use some support, some shifting, and some—if we’re calling it leaks—some “fixing the leaks.” 

 

So if this message resonates and you’ve been feeling that gap between the level you know 

you’re at and what’s actually being received back to you, I want to invite you to go take the 

audit. It’ll be linked right down below in the show notes. If nothing else, it will give you a 

starting point—a way to see your brand from the outside looking in and from the viewpoint of 

where these decisions are actually being made. 



 

 

I’m really excited to share it with you. I poured a lot of love into it and there’s a lot of really 

great feedback, all individualized, that you’ll receive—that you can start taking action on right 

away. 

 

So remember: Visibility gets you seen, but authority is what gets you chosen. I hope you have a 

beautiful rest of your day, and we’ll see you next week. 


