
Episode 101: The Five Phases to 
Level up as a CEO 
 [00:00:00] Hey everyone. Welcome back to the Business Growth Advantage. , 
today, my amazing co-host Liz Henson, and I wanna talk about something that I 
see all the [00:01:00] time, which is, if you run a business and we go to your 
website or your LinkedIn profile or whatever, , chances are you probably say 
something like, you're the CEO of your company. 

Which is great. , but usually there are so many other hats that we're wearing in 
addition to being that CEO hat. And so when we talk about how you can 
become a stronger and stronger business owner and ceo, there are really 
different phases of what that title of CEO means. From the context of you 
running the business. 

So today we wanna walk through these different phases because the reality is 
when we see that CEO title next to a name, it really doesn't mean much without 
having extra context about what we're gonna be talking about. Yeah. And I think 
also people that are wondering, is it okay if I call myself a CEO who gets to call 
themself? 

That I think this is really gonna clarify where you are [00:02:00] in that journey, 
right? Cause there's no right or wrong. We get to create our own adventure 
around here. Yeah. But I think it might help some of you that. Don't really know 
how to define your role or where you wanna go next. Yeah, and I wanna be 
clear, like I'm not one of those people who's saying  

, don't call yourself a CEO if you're also doing this other stuff. 

Like whatever makes the most sense for your positioning and your branding. 
Call yourself whatever you want. But when you're thinking about growing your 
business and, okay, what do I need to be doing? Level up, what the business is 
doing, how I'm showing up to support the business, how we can get to this next 
level. 

The answer is these five different phases that you need to work through. And 
the more I, I'm putting this together, talking with my team, walking , a group of 
people through this framework, , the more I love it because you can't really skip 
phases here. Mm. I have a nephew who loves Pokemon and I spent [00:03:00] 
this weekend with him, and , of course, we were talking about how certain 



Pokemon evolved in a different Pokemon, and when they evolve, like the game 
changes, they look completely different and leveled up. 

Your business fundamentally changes when you shift from one. To another. 
Mm-hmm. . And so again, we're gonna dive into five phases today that every 
CEO has to level up to. Before I go into this though, and Liz, I know that you 
are very much aligned with me on this, there's no best phase to this. , some 
might sound more appealing to you than others, but the goal isn't necessarily to 
reach phase five. 

I'm a huge fan of phase five. I think you can have the most freedom and impact 
and quality time with your family if you reach phase five. , but there's no 
judgment about where you are here. This is more about just getting an 
[00:04:00] objective sense of where you want to be and where you are right 
now. Yeah, and we won't continue to move the needle if we don't define. 

What our next goal is. Yeah. Right. And what that looks like. Before you dive in 
though, I do wanna do a little bit of a follow up Yes. On our amazing episode 
about inbox management so that you can remind everyone when that will be 
available. Cause I know I'm gonna, oh my gosh. So excited about this. So we'll 
make sure that , we drop a link in the comments to everybody who's tuning in, 
especially on the Facebook. 

, Liz and I did a past episode walking through our biggest tips and secrets to 
help you master your inbox. You schooled me on how to master your . Let's that 
clear. Well, , , I've gotten some great feedback from people who tuned in. People 
want you to learn more saying, , I really wanna take action on this. 

We are creating. A [00:05:00] course, a program that walks you through in a 
more detailed way, how to master your inbox, and for a, , a temporary period. 
That course is going to be available for free. To everyone inside of our 
Facebook group, the Business Growth Advantage. So we're gonna call it a mini 
course because I just read an article that a mini course is where it's at when it 
comes to digital products. 

Right? I love that. And , it really is going to feel like a mini course. We're gonna 
make this, , super actionable in everybody's end. , there's so much value to this. 
We're gonna make it super implementable, but also very much worth the time 
because when I have been polling people, getting feedback, Of all the different 
things that we can be talking about. 



One thing that I know people are craving is how can I get outta my inbox more? 
Yeah. How can I get to a point where, :, I can spend days or weeks not looking 
at my emails and when I open it up, it's super manageable. Maybe having zero 
emails because someone's [00:06:00] helping manage that inbox for me. 

This course walks you through how to really become a master at managing your 
emails. I'm so excited for you guys. It's gonna be, I've already got it all mapped 
out, and again, it'll be available really soon. , it's gonna be really good. And 
we're gonna tie it back to the five phases too, for sure. 

And I just know. This week especially reminded me how badly I need to take 
action on some of those steps I have. My son is homesick and I just feel like of 
all the things, like my emails piling up, it's making me feel behind, , all those 
things that are going to stop happening. Once I go through these email 
management steps, I'm putting off number one, Joey. 

That's all I'm putting off. My gosh. No, that's, , it's not The sexiest thing in the 
world. Right. Email management. But if you think about it, like if you could 
snap your fingers and change one thing about your business, when I talk to 
people, it's , oh, , it's the inbox. If I could get that under control, my life would 
just be so much better. 

And yes, many training will walk you through how to [00:07:00] do it. , and in a 
very kind of bite sized, let's take baby steps to get there. Kind. Okay, so just 
make sure you guys are following along and paying attention. We're gonna 
release that really soon. I'll let Joey get back to his focus of the five steps of 
CEO growth. 

, but I didn't want us to forget that cuz it is coming down the pipe. All good. 
And if you've already . Commented or something on a post where I talked 
about, , who wants access to this? When we drop it, we will be making sure that 
we're responding to everybody who has already requested access to something 
like this and making sure that you see that it's available. 

Yeah. All right, so let's talk about these five phases. , phase number one 
probably isn't gonna surprise anyone. Phase number one is where you are a true. 
And most, if not all of us, start as a true solo, right? Mm-hmm. , this is where 
you are literally doing everything in the company. And if you're lucky, you can 
take nights and weekends off. 

 , [00:08:00] but once you start getting more clients and more customers, it's 
really difficult to take any time off and. , there are negatives to staying in each 



one of these phases. , I will say the business owners that I coach and consult 
with, , the longer they stay a true solo, the harder it is for them to evolve out of 
it. 

Mm-hmm. , because for a lot of us, this is compared to a job that we hat. This is 
the dream, right? This is total control, freedom to do whatever you want. You 
don't really have any responsibility to anybody else, but this only gets you so far 
and it very quickly becomes a set of golden handcuffs. Even if you're not 
making that much money. 

It's like, oh my gosh, this is the worst job in the world, because it sounds great 
on paper, but I really have no. It's like I quit my nine to five to work 24 7 
[00:09:00] type of yes stuff. And , most solo entrepreneurs, if they don't work, 
they don't make money. Now there are exceptions, when it comes to like 
evergreen and digital products and passive income, but we all know nothing's 
really passive. 

You still have to work at the marketing and all the things, right? , so yeah, I 
would say this is definitely that feeling. Being available 24 7, being glued to 
your computer, all those things. And like you said in the beginning, it doesn't 
matter where you are, what you call yourself, but I do notice as you go up the 
ladder, It's like there's no going back. 

there will also be a time in my life again where I am a total solopreneur. Yes. 
Like, I can't go, I can't go back. I can't go back. I think , the only exception is if 
you're like starting a new business. Yeah. Right? Yeah. , and you're starting this 
process over again. But even then, hopefully you can skip phase one and go 
straight to phase two, which is the hustler phase. 

Mm. So at first [00:10:00] I combined this with the true solo, but it's actually 
super different because in the hustler phase, most of the work still falls on your 
plate, but you're starting to get a taste of the beauty of delegation. Mm-hmm. . 
And it might look like working with your first agency or outsourcing to a 
contractor. 

It might not necessarily be an employee, but it might be the first time that you 
let go of some type of task. , yes. , so much of the business succeeding still 
depends on you, especially on the customer or client delivery. , usually people 
who, , go from true solo to hustler. maybe they get some help with some 
marketing, maybe some very admin level stuff. 



, it's , very difficult to have your first allegation be with helping people actually 
fulfill client work. Mm-hmm. , , just because there's a lot of times you end up 
putting even more time reviewing and approving that kind of [00:11:00] work. 
Just doing it yourself. And so a lot of business owners get stuck in the hustle 
stage. 

Mm-hmm. . , and , what's tough about the hustler phase is, , like the true solo 
phase, the longer you stay there, the harder it is to evolve because there's this 
story that starts to get trigger. of, oh, it's really hard to trust people. Mm-hmm. , 
I need another me, I need another me. , if you want something done, just do it 
yourself. 

Or, , as long as I have really great automations and tools, like one else needs to 
be involved. Mm-hmm. , but the reality then is you are totally accountable to 
everything happening in the. And, , you have little to no time to work on the 
business. Mm-hmm. . Yeah. remem I remember [00:12:00] that feeling of doing 
so much client work and I was making great money, but , I had no time to like 
really think about my five year plan or even my one year plan. 

Yeah. Like all these creative ideas that I couldn't take action on for probably a 
solid two. Hmm. , and I get it cuz there is an expense to bringing on work , and 
to delegating. , but , it is so accessible to get out of not only the true solo but the 
hustler space. And there are, , vendors you can work with and virtual assistance 
you can bring on, especially for the more admin level stuff that can really help 
you elevate here. 

, the next, by the way, before I say what phase three is, if any of you are 
listening and saying, okay, phase one sounds like me, I'm a true soul, or Phase 
two sounds like me. I'm definitely the main doer across the board here. , let us 
know when the comments, if you're tuning in live, give us a a one or a two 
[00:13:00] phase three. 

I have a feeling just kind of knowing our community. This is probably one that a 
lot of people can relate to. Mm-hmm. phase three is the systemize phase. This is 
where you start to bring on help and you now have certain people who are 
permanently plugged into your company who are performing key tasks for you. 

You might still be. Certain performer related tasks, especially around the 
delivery of your services. But you have people who are helping you with certain 
administrative stuff, maybe managing your emails, , maybe helping with 
marketing or intake or something like that. , this is where people really start to 
fall in love with systems. 



Mm-hmm. , , it's also where people start to see that the company is becoming 
more organized. Mm-hmm. , there are a lot of benefits [00:14:00] to being in 
phase three over the previous two. You're now able to work on the business 
more, right? You get to plug into these systems. , you get to take more time off 
in an unplugged way , and circle back to it. 

, one thing to be mindful though, is there is, Phrase that I love in the business 
owner and leadership world of you manage things, but you lead people when 
you're in the systemize phase, even though you're above those previous two 
phases, you still haven't plugged in other people to help you manage the 
company. 

Mm-hmm. . And so you are still the. ultimate reviewer and approver on 
everything. Mm-hmm. . And this is where people tend to fall into 
micromanaging. And this is where it can become really tough to keep rock stars 
on [00:15:00] your team because usually people who stay too long in the 
systemized phase, , they're not the most inspiring people to work for 

There's this idea in the systemize phase of, oh, if we have the best systems, then 
we're good. Mm-hmm. , this is where culture starts to become more of an issue 
across the company. Mm-hmm. . And even though you're bringing on people 
who can M. Track things. You're not really leading anyone. Mm-hmm. 

, you're just making sure that everybody is doing , the doer performer work. 
Yeah. It's you and then the doers. , there's nothing in between. If you've worked 
with Joey on accountability shirts, that whole like section is missing. Yes. Yeah. 
Yeah. It really, it's addicting and rewarding because things are getting done and 
you're not doing them, but there's that missing piece of someone else like 
following up and making sure and [00:16:00] Yes. 

Yeah, , you're so busy checking that deadlines are being met. and putting out 
fires when deadlines aren't met or people aren't getting the work done that they 
said they would do. It becomes very hard for you to take, , more than a week 
vacation. And if you do, , you're probably, , seeing certain fires. 

Mm-hmm. , this is where a lot of people, by the way, start to devolve. They see 
these growing pains. They say to themselves, I'm not a good manager. I didn't 
sign up to be like a people person in this business. And , they shift back down 
to, okay, how can I be , the hustler or maybe even the true, so, Of like,, man, it 
just felt easier when I didn't have to. 



Yes. Deal with people. Yeah. Yeah. but what they don't realize is the way out of 
phase three and into phase four isn't necessarily managing more people. It's 
letting go of that role of [00:17:00] managing others. Mm-hmm. and elevating 
other people on the team to. Track progress and hold others accountable and 
ensure that deadlines are baiting met so that you don't have to. 

Mm-hmm. phase four is the leader phase. This is where you, as the business 
owner and CEO, are shifting from managing things to really leading people and 
you bring people under your team. Not just as key doers, but people who are 
helping you manage certain parts of the company. And so what this can look 
like is you're now starting to have meetings with, let's say that Liz managed one 
of my divisions. 

I would then have a meeting with Liz on a certain frequency where it made 
sense, where Liz is reporting to me. Okay. There are, , five or six key doers 
underneath me who are doing X, Y, Z. [00:18:00] These four people are doing 
great. This one person seems to be having issues. Liz is now closer to the 
ground on that. 

As ceo. She can still keep me informed on things, but she is now making sure 
that, , those deadlines are being met, that work is being done, and to the extent. 
Someone is being micromanaged. It's Liz doing the micromanaging, not me. 
Mm-hmm. make sense? Yeah. And I'm just curious, without going too far outta 
context here, cause I know traditionally, , in larger companies you have like 
around three departments. 

So three of these manager role types. How does one go from zero? Like it's just 
the CEO and the doers and you're in that system Systematized phase. Do you 
just have one person start managing all the different departments, or do you 
recommend starting with one department at a time that this is probably a little 
outside of the conversation? 

No, this is, I [00:19:00] love that you ask that. , I think it's super important as 
soon as possible in your business to create, , what we call an accountability 
chart or just like a team chart of what's happening in your company. , the trick 
that most people don't realize though, is that it has to be reflective of the certain 
roles in the company, not just a pretty visual of, okay, who are the teammates on 
this team? 

Mm-hmm. . Because the reality is , whether you know it or not, you have at 
least three different departments in your company, Even the solo, even the true 
solo has three departments in their company. Mm-hmm. , your mind is always 



going in at least three big buckets. Either you're thinking of the fulfillment side 
of when I get a new client or a customer, what needs to get done. 

That's probably where you're spending most of your time. Mm-hmm. , , or 
you're thinking about growth, marketing, sales, branding, all that stuff. Again, a 
lot of true solos and hustlers carry all of that weight. Mm-hmm. . And then 
there's a [00:20:00] third very important department to be thinking of, which is 
what we call operations. 

Mm-hmm. , that's all of , the processes. , your emails, your calendar, creating 
SOPs. For yourself or others to follow. , if you're something like , a lawyer like 
me, there's certain, , continuing education hours that I need to track. , 
bookkeeping falls under operations, and again, the more that you are a true solo 
and a hustler, the more that you can't really. 

Spend your time in all of these places equally. So the more you get to systemize, 
which is phase three, the more bandwidth you start to have to really give 
focused each of these three departments. But when you become a leader, you are 
now saying, okay, how can I create a. Usually in operations first, then in 
fulfillment, and then in growth [00:21:00] where these people are helping me 
hold key doers accountable. 

So for example, if I had someone who maybe was an overseas admin assistant 
who was helping with bookkeeping, Instead of me looking at those, making sure 
that everything was done right, there could be , a manager on that side of 
operations who's meeting with that BA so that I don't have to mm-hmm. . 
Mm-hmm. 

And then that manager is also meeting with the person who is making sure that 
our LLC paperwork is getting filed when it needs to get filed, and making sure 
that taxes are being paid and doing all this other stuff. And so, when I get to the 
leader phase, I get to get further removed from the weeds there and plug 
someone else in and, we'll, I'm just using Liz an example here to say, Liz, you're 
gonna be managing this operations team. 

Mm-hmm. and [00:22:00] then reporting to me what's happening. Mm-hmm. , 
is there a reason why you recommend going in the order of operations? 
Fulfillment marketing. Yes. , without going down to another, wherever. , I 
recommend operations first because, , if you are wanting to evolve through this 
stuff, you will need processes. 



Mm-hmm. . And so it makes sense to first start to delegate someone else and 
say, Hey. let me let you into kind of my mindset of why I'm making the 
processes this way. Here's how we do things, here's how our project manager 
works, things like that. , delivery is tough to really start to delegate because, , , , 
or fulfillment, I should say, , because it takes time as a business to really feel 
clear and confident. 

and consistent mm-hmm. about the quality of work that you give to others. 
Mm-hmm. . And so it can take a while for you to really feel like [00:23:00] 
you've refined and polished the processes that go into really making sure that 
clients are taken care of. Mm-hmm. . And so Indie Law, for example, we've 
created a real assembly line so that when a new client signs. 

It's like we put them on like a Ford Assembly line car thing of first this happens, 
, then this happens. That took a while to put together, and so having someone 
else assist with operations first made sense, and then as we started to get clearer 
on, okay, we're clearing up our processes on what it means  

To serve this client well, then it made more sense for me to design myself out of 
fulfillment. Growth tends to be the last department to delegate and elevate 
yourself. , because number one, you usually wanna make sure that you're doing 
a really good job fulfilling. [00:24:00] Keeping our clients happy before you 
start really making it rain with new leads. 

Yeah. And , for most businesses, at least when you start , the quick ROI to get 
more sales is referrals. Mm-hmm. . And if you're not consistently keeping your 
clients happy, then you're not gonna get those referrals. So , at a foundational 
level, I always recommend really make sure that , you're serving your clients 
well. 

First, that you've got a really strong and proven offer and promise. Mm-hmm. . 
And then we can start to shift , to growth. Also growth, , and Liz knows this cuz 
she's plugged into kind of the growth side of things with indie law and what 
we're building. Growth is always changing. It often feels like a big blob, , and 
it's really hard to create clear processes. 

Mm-hmm. . And , it's one thing to just hire an agency to help you with certain 
things and that can be great. [00:25:00] But as you start to bring more 
teammates in house to say, I want you to help with social media, with Canva, 
with website. You need to get really clear about the steps that they need to take 
in order to do those jobs well. 



And until you become, until you put the work and the months in to be more of 
an experienced business owner, you're probably gonna whip like every 
marketing expert. And this happened to me. Every single marketing expert that I 
met every month for a while was making me complet. Change what I thought 
my marketing should look like. 

Mm-hmm. . And there were years where I know my entire marketing team was 
having whiplash from me because I just kept changing the goal post. Mm-hmm. 
. And so I'm glad that you asked that question because when it comes from 
going systematizer to leader, . Usually there's an order to how you get there and 
it's operations first, [00:26:00] then fulfillment, then growth. 

Of course, there are exceptions, but that's the most common path that we're 
seeing. Well, in talking through this, It makes it so clear that even within 
fulfillment and growth, there are systems which are in operations. , even if you 
wanna work on email marketing, okay, that's growth. Well, who's going to 
operate your CRM and your marketing unit? 

Right? Platform, , that would be an operation. So , they are actually all 
connected and that makes so much sense. So thanks. Thanks for putting Yeah, 
of course. Of course. And. Phase four, the leader phase. Like it sounds great, 
right? Like you can end there and you can, yeah, but there's one more phase if 
you are up to the challenge of rising one more level and phase five is the 
influencer phase. 

This is where you are now leading leaders and it sounds kind. We are to think 
about it this way, but it's where you are [00:27:00] really stepping back more as 
CEO and letting other leaders really fill in like high accountability roles in the 
company. This is where you get to take a month vacation unplugged, and you 
know , the work is still going to get done. 

Certain metrics are still going to be hit. It takes a while to get here, but one thing 
that really changed my life and my business is this quote of the more your 
business depends on you, the less it's worth. Mm-hmm. . And when you get to 
the influencer phase, the business really doesn't depend on you. 

There's still certain responsibilities that you have as Jeff's ceo. , but so much of 
the day to day and really the quarter that you're in can just be run by the 
business. When you're in the influencer stage, , your main [00:28:00] priorities 
are, how can I design an even better business in the next quarter and beyond, 
how can I trust and inspire my leadership team as much as possible? 



So, They can be better prepared to lead the next version of this company 
because as hard as it can be, taking your of business to $1 million a year and 
having leadership team, that's all, not you leading the departments. If you wanna 
get to 10 million a year, you and your entire leadership team needs to step. 

And become a new version of yourselves to make that happen. Mm-hmm. . And 
the reality is most leadership teams on a business look completely different than 
the makeup of who was filling those seats five or 10 years ago. And I've been 
very clear with my team. I know I said this to Liz, , I want my team to be an 
exception to that rule. 

I wanna keep [00:29:00] pouring into my team , Ideally, we have the same 
group of people that is, and focusing on personal development so that they can 
continue to level up and not really be happy doing just one thing forever. Yes. 
Yeah. Yes. , it's one thing to be a really strong leader on your team. It is such 
another game that you're playing when now you are leading leaders on your 
team. 

Mm-hmm. . And I also wanna circle back to that phrase of, , work on your 
business instead of in your business. I have a lot of love for that phrase, and I 
think that this five phase breakdown helps clarify that working on your business 
is a spectrum. Mm-hmm. , a lot of people get to systemize their phase. 

 They feel like,, and they are now working on their business more, but they're 
just working at a like narrow perspective of what that means. And there are 
levels to working on your business [00:30:00] that you can't really tap into if 
you stop at the systemize phase. Yeah. What I love that you mentioned that the 
systemize phase, a lot of times this is where people wanna either backslide or. 

Give up. , cuz , I just feel that so much I would consider myself , in phase three 
somewhere, whereabouts, right. Yeah. And it's hard, this is definitely the most 
pivots or challenges or hurdles I feel like I've come across in a long time. And 
it's cause it's like really challenging me , to get to that next phase. 

Yeah. Right. Yeah. Yeah. , and I know one challenge is time Right. Of , I can't 
make this happen tomorrow. Yes. Like how fast? Yes, yes, yes. , I always feel 
like I have an abundance of time to do my work, but Yes. The time that, , I 
wanna get to a year from now Yes. In that way. Yeah. 

Yeah. So what would that change? What would be different? What would have 
to be different about the way [00:31:00] things are now to say that you are in 
that face for leader space? Mm-hmm. instead of the systemize face. Yeah, , I 



think so many of the things you said gave me clarity, like a of all, we're working 
on our marketing harder than we're working on anything else, 

So I mean, we probably should focus more on the operations side of things, , 
because I do now. I'm seeing all of this, or listen, having this conversation, I'm 
realizing where my hands are still so much in the pot is operations. Cause I'm 
like, oh, operations is easy. I've got that under control. Let's just focus on 
marketing. 

But that's where I think The wall is coming in because I'm still having to do a 
lot of the operations side of things to get the needle to move on the marketing 
side of things. But I'm obsessed with systems, right? We document everything, 
everything's got an sap, everything's got and click up, but it's just there. 

now , so if I hear you right, it sounds , 

For you, I see two options , of [00:32:00] you becoming that leader space. It 
would either be you bringing on people who have more of a manager role under 
ops or getting to a place where is a new operations department lead that's not. , , 
which one of those feels more right for you of, okay, once we hit this milestone, 
I would be feeling more , in the leader phase? 

Yeah. I mean, I think just giving operations. To Amanda essentially, cuz she's 
the one who organizes all the SOPs and knows where everything is. Anyway, I 
just, having her fill that manager. Yeah. I just have to stop being accessible. Like 
you have to rip the bandaid off. Right. And just, she's the one that's gotta figure 
it out and then come to me when she can't. 

Now , I know it can be when you're trying to figure out how you can get outta 
that manager role and you see someone who you can elevate. Yeah. Usually 
what that means , is okay if Amanda is going to manage that part of [00:33:00] 
operations, how can I get her out of the doer work so that she is really more 
managing that mm-hmm. 

than doing mm-hmm. . , do you have someone who can get plugged in , and 
start to take some of that doer work off of Amanda's plate? Mm-hmm. , 
probably some. Yeah. But , we're so small. , yeah. We almost have to think 
differently of elevating everyone who's already here up and then bringing in 
more doers. 

Yeah. Yeah. , I'm glad that the conversation is going here because , I think a lot 
of people can relate to, yeah. Being in the systemized phase and wanting to get 



to the leader phase, and I'm just being small, right? Like, if you have a team of 
2, 3, 5, , we're at about five or six right? You're so small. 

It's like, really hard. Like, man, this person is in charge of this whole section, 
but they're the manager and they're the doer, and technically they're the leader. 
Right? Or I'm the leader. Yeah. But they're all the things. , so I would 
recommend asking yourself and [00:34:00] Amanda a a few questions around 
this. ,  

number one, How can we clarify whether or not there are other doers on the 
team who could do some of this doer work? number two, do we have the 
capacity and budget to start hiring more of an army of doers at this point so that 
we have coverage and we can start training people into this role? 

Assuming that we don't make, wanna make this like an overnight switch, how 
long do we want to say Amanda has to, , step away from the weeds of these 
tasks and do a role mm-hmm. ? , do we want that to be , like a 30 day kind of 
training, an offboarding period? Do we want it to be 90 days? 

What makes the most sense for the team? . , and also, To what extent are we 
elevating Amanda to a manager with her eyes on leadership? Mm-hmm. . So 
how interested is Amanda in becoming in the [00:35:00] future, a department 
lead? Mm-hmm. , and we don't have to be looking for a certain answer, but if 
she is interested and at least learning more about what that could mean to be a 
department lead. 

Now you can start to create that future timeline as well and say, okay, if that's 
the goal, then ideally as that's happening, someone else is coming to fill that 
manager role. Mm-hmm. . Mm-hmm. . Yep. This is such a good conversation 
and it just reminds me of our next level CEO conversations, so I'm like, we need 
to make sure that we're sharing. 

, I know it's not, the doors aren't happening yet. We're halfway through the 
program, but. This is just the magic that happens when we're in that small group 
setting talking about these things. Yeah, and none of this was planned. You 
guys, like Joey and I always jump on right before the call and he's like, this is 
kind of what I'm thinking about talking about today. 

Like I had no idea I was gonna walk away totally feeling a lot more clarity 
[00:36:00] around some of these things that I've been going on with my 
accountability chart. And that's just what happens when you create a container 



that's focused on nothing but team building like the needle moves. Yeah. , for 
anybody who's like next level ceo, what is that? 

We're gonna be talking more about it in the future. Right now we've got a really 
great group of founding members who are working through the program and 
helping us shape what the future of this is like. But it's really an accelerator 
program. It's really unique because a lot of the coaching groups are 
masterminds. 

Potentially looking at or are in, are very focused on marketing. Mm-hmm. sales 
as they should be. If you're gonna be spending money on a mastermind like that, 
it's great to see that roi. What's unique about Next Level CEO is we're putting 
all of those important topics of sales and marketing to the side, and even 
processes. 

Mm-hmm. , and we're really just looking at. Let's look at your team. , I will say 
next level CEO probably isn't the best fit if currently you're in phase one 
[00:37:00] where you're a true solo, but as long as you're in phase two, this is a 
really great program for you to map out what this looks like. , I would say so 
many, , advantages if you're a two, because there's so many things that I could 
have done better over the years had I had some of this information. 

Yeah. , and if you think about it, , if you invest in a good marketing agency, one 
of the first things that they will do is force you to get super clear about what 
your current marketing looks like, . If you pay a really good bookkeeper, one of 
the first things that they're gonna do is get super clear on what your books look 
like. 

Right now, if you pay a sales strategist, they're gonna get clear on. What your 
conversion rates currently look like, so they can then see what growth and 
progress will look like. What we do in next Level CEO is we really slow down 
and get crystal clear [00:38:00] of what does your business currently look like 
team wise? 

How can we get micro level clear on what this looks like in a way that you've. 
Dug deep into before so that we can more easily look into the future and help 
you decide over the next three years, one year, 90 days, what do you need to be 
prioritizing so that you can go from true solo to hustler, to systemize to leader, 
and if you wanted to influencer, yeah, and you'll probably leave the program 
having gone up a notch, but you'll at least have the roadmap. 



Of how to get there. Yeah. Yeah. That's so great. Just had to do that little 
shameless plug because I feel like, oh, we gotta save this conversation. Yeah. 
Don't have too much of this conversation. We gotta save it for next level ceo. 
Well, and if you are in, I also just kind of wanna put some context and kind of if 
you're in what phase, [00:39:00] what can Liz and I and the business Growth 
Advantage do for you if you're a true solo? 

Check out Global Vetted VAs. We can help you quickly go from true solo to 
hustler. And even if you're a hustler, if you're in phase two, look into global 
vetted VAs cuz we can match you with really strong, vetted administrative 
assistance who can help you get out of more of those tasks so that you can then 
shift to systemize. 

Mm-hmm. , we are working on certain ways. In kind of a done for you way, my 
team can temporarily plug into your business, provide you with temporary 
leadership team who can start to prepare your roles for getting you out of 
management seats and out of the leader seats. , until then, next level CEO is just 
an amazing program, especially if you're in the system. 

Or leader space , and you are looking for , a [00:40:00] framework and a 
trustworthy mastermind community to help you get there. Yeah. And you 
compare it with global vetted VAs, right? Absolutely. Yeah. So much fun stuff 
coming out. Like we're really wrapping up this year with some really cool stuff. 
Now, , again, if you're tuning into this live or you're watching the replay, let us 
know in the comments what were your big takeaways, your big golden nuggets 
from this, , if you're tuning into the podcast, You should join the Facebook 
group. 

Go to Facebook, , dot com and check out the Business Growth Advantage. It's a 
completely free Facebook group and, , like Liz said at the beginning of this 
episode, we are about to launch only for members in that group, a free mini 
course around mastering your inbox. So you wanna make sure that you're in that 
group if you want that. 

Yes, and I will be going through it too, so you can have accountability friends, . 
Awesome. Cool. All right. Bye guys. Bye everybody. 
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