
 

 

 

 

Something Extra EP 058: Erin Joy (Live Podcast Event) 

Lisa Nichols: We have a special show and guest today as we celebrate the one-year anniversary 

of the Something Extra Podcast, I had the pleasure of sitting down with Erin Joy in front of a live 

audience at the Undivided Experience Center. 

 

Erin is a third-generation female entrepreneur and founder of the consulting and executive 

coaching company, Black Dress Circle, which helps guide women-owned businesses facing a 

variety of challenges.  

 

Erin, I am thrilled to have you on the show today, you and I met several years ago. And the funny 

thing about it is you were interviewing me at the time. 

 

Erin Joy: Like you said, the tables turn sometimes don't they? 

 

Nichols: They do. So, we have a really interesting topic here today and I want to dive into that, 

but before we do, talk to me a little bit about growing up? What was growing up like for you? 

 

Joy: I grew up in a small town: Litchfield, Illinois. I'm a mid-western girl and a small town girl in a 

lot of ways, even though I'm in the big city now of St. Louis and my parents originally were both 

teachers, they met in college, both of them as teachers, and when they moved to Litchfield, they 

had three kids back to back–we’re one year apart, each of us. Two teacher salaries and three 

kids doesn't work very well. So my dad was looking around at some of his friends who were 

doing well in life, and noticed that they were entrepreneurs, they were doing their own thing, 

running their own businesses, and he left teaching and started an insurance company in the 

dining room of our family home. My mom and dad both left teaching and worked in the dining 

room building that business until they were able to move it out and get their own office building. 

I think that was the beginning of the entrepreneurial spirit, for me, it was kind of born in me at 

that time, and it didn't hurt that my grandmother was an entrepreneur as well. She owned a 



dress shop and a restaurant in Trenton, Illinois another small town and she was the matriarch of 

the family who cared for her mother, her mother-in-law. My grandfather who had a stroke and 

was disabled and her two kids. So, I come from a long line of hard-working men and women 

who are doing what they have to do to make things happen. 

Nichols: Well, it just amazes me, because back then, there probably weren't that many women 

who went out and started own thing. Yeah, so it wasn't like she had some of the resources that 

we have today. 

  

Joy: Yeah, she just made it up. She created it for nothing. 

  

Nichols: So I believe that you, when you were young, you had a little business, did you not? 

  

Joy: We were chatting about that in our pre-show chat. I was always drawn to business and I 

distinctly remember in that home where we had that business starting in the dining room setting 

up an office like taking boards and putting them between, I don't know, file cabinets or who 

knows what. That was my cubicle and I remember playing office as a young person, and so 

when I started lifeguarding in my teens, I saw an opportunity to create a little business of 

teaching swimming lessons, and it was one thing to teach individual lessons and it was one-on-

one but I got into Red Cross lessons and doing group lessons. Because of economies of scale. 

Maximizing the revenue. 

  

Nichols: So, now can I call you Doctor Joy? 

  

Joy: Not yet. One day. 

  

Nichols: Well it's going to be close. You got multiple degrees. And so tell me a little bit about 

that. 

  

Joy: Growing up in a small town, the education system wasn't great. I didn't care about school at 

all in high school, I just didn't care, went to college remember absolutely nothing. I studied 

marketing, but it just didn't do anything for me, so when I got out of college, I went into a real 



estate business, my parents had also pursued real estate in addition to their insurance business 

at that time. They had a brokerage. So, I became a real estate agent and then I eventually 

pivoted into consulting and as a consultant, I knew I needed to build my credentials. In St. Louis, 

having a degree from Washington University carries a lot of clout and so I knew that would be 

good for business. I didn't really care that much about education at the time or so I thought, I 

just wanted the clout and then I started taking these classes and I loved it because as a 

consultant, it was so applicable to what I was doing every day with my clients and so I kind of 

got hooked and as I neared the end of my master's degree, I studied Human Resources 

Management at WashU. I was inspired to go on to pursue a PhD again, originally for the 

credentials. Again, what I have learned is, so transformational for my clients and for my own 

business and for me, I'm getting a PhD to give it away to give it away to the world, to the people 

that I work with. I study business psychology so I work at the intersection of business and 

psychology and my specific area of research is well-being and success among entrepreneurs, 

and I'm less interested how success impacts well-being, and I'm more interested on how well-

being or you could call it happiness, quality of life, how that can support an entrepreneurial 

journey that leads to greater success and success in terms of relationships and health and your 

satisfaction with your life overall. Let alone profit. 

  

Nichols: The more you know, the more you're going to be able to help your clients. So this is 

called "Embracing the Entrepreneurial Mindset Even if You're Not One.” Erin, do you believe that 

entrepreneurs are born, or are they made? 

  

Joy: I think there's a little bit of both; I think that they're made. And I'll share a story of my client 

Jackie, who was a CFO at a title company, still is a title company. She was a CFO and she had 

not been an entrepreneur previously, and an opportunity came to buy the company and she 

bought the company, and she maximized the company in every way, human resources systems 

in place her operation systems in place, and she was able to take this company and take it to a 

whole next level expanding the staff expanding the number of offices, and she wasn't someone 

who historically had been an entrepreneur, she had worked inside of a corporation. The research 

shows that entrepreneurs do rate higher than the general population, in certain characteristics: 

risk tolerance is one of them, how they assess risk is different, things like innovation and vision. 



But the interesting thing is that entrepreneurs and managers and leaders inside of corporations 

rate similarly on those things. Now, the general population who might be teachers or working in 

a hospital, maybe they're going to rate more... again, like the general population, but 

entrepreneurs and managers and leaders aren't that different. So I think that entrepreneurship 

absolutely can be developed in someone, right? You've developed yourself further as an 

entrepreneur. I've developed my further it’s not like we were just were cooked, were baked, we've 

got all the skills and all the characteristics. 

  

Nichols: No, I completely agree with that. So you said something about maybe your friend 

actually bought the title company, but you can also be an entrepreneur or get an entrepreneurial 

mindset without owning something isn't that correct? That is really... So that's a good segue into 

entrepreneurism... So talk about that a little bit. And we need more of those, we need 

intrepreneurism, right? 

  

Joy: We know that entrepreneurs are starting businesses at record paces and women are 

starting more businesses than in anyone, and they're out-performing their male counterparts in 

terms of growth and not alone, not numbers. 

  

Nichols: Not to knock the guys. We love them too. 

  

Joy: I love men. I'm single and I'm looking for a great man. I love them. But there's a lot 

happening in entrepreneurship and I think that the concept of intrepreneurship is so interesting 

because like you said we need that, we need people, the world needs people, the United States 

and these people St. Louis needs people who are innovating within their corporate organization, 

and that really is the definition of intrepreneurship as innovation within a larger corporation. 

  

Nichols: Yes, and so I want to dive into that a little bit more because I know that we've had a 

question about innovation and how you can get even hackathons and skunk works and things 

like that going within your organization. But let's keep diving into the characteristics. So Erin 

what about those people out there that are thinking, “Well, I have an idea where would I even 

start?” Do you go and hire a team? If you're starting a company, you have an idea and you say, 



"Well I've got this idea, where do I start and I've got my own ideas about that, but I want to hear 

the research. 

  

Joy: Well, there's no question that the research points to building a network of resources of 

other entrepreneurs like we have in St. Louis we have a very vibrant entrepreneurial support 

system. So tapping into those resources are absolutely critical. And I think what's interesting 

about networking and how it relates to entrepreneurship is that I used to think the networking 

was just about being well-known and making connections, and having people refer me business. 

But what we know about networking for entrepreneurs and why it's such a critical function is 

that that is where the resources lie, all the resources lie within the network, so we have to build 

our network to have the people. So for example, we're here, podcasting. Later, I'm launching a 

podcast, and I'm getting to know your podcast team. Like are any of them freelancers or are any 

of them available? That's an example of my network. Helping me solve problems and learn 

more, right leveraging the network so there's no question that pulling the resources to you is 

critical. Having an idea is one thing, vetting it out on paper, and talking it through with some of 

those resources who will point out the flaws in the thinking is really, really important. 

  

Nichols: I do believe that sometimes people jump into things without doing the homework and 

doing the vetting, like talking. 

  

Joy: Yeah, and it's an interesting tension because with entrepreneurs, if they do business 

planning too early, then it can actually stifle the innovation and growth. So it is a really fine 

balance and mix to get it just right. 

  

Nichols: You're wanting to do podcasting, so you know me. So now you're kind of meeting my 

people right and our team. And years ago, I met a gentleman in Dallas. Another friend of mine 

said, "You know, Bob Beaudine?” and I said, “No, I don't know, he goes... You've got to meet Bob 

Beaudine.” I went and met Bob Beaudine. Bob is like Mr. Dallas he knows everything, everybody 

and he wrote a book, his premise is that you already know who you need to know. Yeah, and it's 

called The Power of Who I wanted to get it today, but I couldn't get it in time. But he said you 



take the 100 people that you know and somebody in that circle knows the resource that you 

need. 

  

Joy: Totally, so totally, I have a story about that that's happening in my life right now, in a 

business right now. I have a concept for a TV show about women entrepreneurs and there's this 

one particular producer that I want to get this show in front of and I just started talking about 

this show and it feels very bold, but I have an idea for a show, and I want to make this thing 

happen. But I'm pushing through that anyway, and sharing about the show, and in doing so–I 

was sharing with a good friend of mine–and I said, "Well I'd really like to get this show pitch in 

front of this person and my friend said, I'm actually going to be on his show in two weeks. Oh my 

God, and it's a huge show at a New York City. This was bold for me to say, "Can I give you a 

packet information to give him? And she said yes. So we're putting the packet together and who 

knows where this may go. And it just really speaks to your point of everyone you need is in your 

network and if your network isn't deep enough then you have people who, they'll introduce you to 

the person. 1 degree of separation. 

  

Nichols: So I was thinking if you had not had the courage to tell your friend what your thoughts 

were that would not have happened. 

  

Joy: Exactly. And then… so one of the things I would say like a rule of thumb is ask for what you 

want. And so there I was, and I just found myself asking her when she'd take a packet to him. 

Now, the packet grew into a little box and I could hardly sleep last night. As I'm thinking about 

I'm really imposing on her having her pack a box and take it to New York with her, but I'm going 

to give her a gift card to her favorite restaurant to thank her for it. Try to grease the wheel a little 

bit. So ask for what you want and use your network and when you say, "Where do you start?” I 

think you start speaking it. You have an idea for a business, you have an idea for an innovative 

project within your organization, start speaking it. 

  

Nichols: So the other tenant of an entrepreneur, I would say is resilience. So when things don't 

go well and I don't like the word “failure,” I just don't like that. I think it's really... We need to 

change that vernacular. It's not a failure if you learn from it. Sure, it's not a failure. And I can say 



25 years of being in business technology partners, Greg, and I founded Technology Partners, 

this is our 25th year. We've had some intrepreneurism within the organization that we built and 

we've tried things and not everything has worked. So how do you coach people? That can get 

depressing. And in fact, studies show that 72% of entrepreneurs can suffer from depression 

because it's a roller coaster ride is it not? 

  

Joy: It is, it totally is. And yeah, there's no question. If you just take the risk alone that the 

personal guarantees, the people that you're employing, the loans that you take out that pressure 

can definitely create the conditions for increased depression and anxiety. But for me, with the 

topic of how do you handle failures, or setbacks? I was reflecting on this idea, not too long ago, 

and I was thinking about a big setback that I experienced a couple of years ago, as I was 

producing my big conference that I now no longer produce because I think about that and it's 

just too much work to it the way I want work. Also being a single parent and a graduate student 

and having a growing business, it was too much. I suffered a big setback with that conference 

related to a financial aspect with the venue where I was hosting that conference and I distinctly 

remember walking out of that meeting with the venue and first breaking into tears, it was bad. 

Then, calling my coach within a few minutes. Because I think that's one of the first things to do 

when we really suffer a big upset or set back is to get in communication. When we 

communicate our upsets to people who really have a keen listening. It can disappear–some of 

the emotion of the upset. And in doing so, we get a little distance from the issue, and when we 

get distance from the issue, we can think a little more rationally. So for me, with the idea of 

resilience and handling failure or setback or disappointments, the first thing I do is get in 

communication, and use my team–People who know about me and my business and what I’m 

up to. I also frame these things that don't go the way that I want them to, in my business in a 

much broader picture in that, I know that every success that I have is actually born out of those 

setbacks or those failures. That's where all the good stuff happens. Having done that 

conference and saying, "I'm not going to do that anymore, it's too much for me.” That gave me 

the inspiration to now do what I'm doing today in my business, which is more on track with my 

purpose. And so I have trained myself to have a mindset, and I think any of us can train 

ourselves to have the mindset to say, “Something good is coming 'cause this is really bad. So 

something good is coming. I don't know what it is yet, but I'm going to be ready, I'm going to be 



on the lookout for it. I know that I'm getting good stories out of this that I'm going to leverage 

sometime later in my life, for books, or podcasts, or speaking engagements, whatever it may 

be–sharing with my clients.” When my clients come in and they're in the thick of it, I know what 

they're going through, so I think that we can all develop that mindset to say, “Something good is 

coming.” 

  

Nichols: I love that, I love that. We're all going to take that with us. It's not fun, it doesn't mean 

those things are fun. But they do shape you. Yeah, that is for sure. You just talked about the 

resilience piece. What are some of the other tenants like when you're starting? And I'm just 

going to say, when you have that idea, I love what you said. Start speaking it, start speaking it to 

your tribe or to your support network very crucial to have that support network. And then maybe 

before you go out and get Series A funding. 'cause that's always a question… how do you find 

this? Again, you said the word “risk,” it's measured risk. Knowing what is your risk tolerance 

because obviously you still have to pay the bills. 

  

Joy: I've been a single mom I've been single my entire adult life essentially and I've been the one 

paying the bills for almost, I think, I'm in my 25th year of entrepreneurship, so that's a dance I 

know well and I agree, it is measured risk. And I love what Beyonce said about this. She said, "I 

don't like to gamble, but if there's one thing I'm willing to bet on, it's myself.” And again, we can 

build that mindset. So when you think about… are entrepreneurs, born or made? I don't think 

you're born with that mindset, but over time, you can pay attention to things that make you feel 

bad and scared and have you not take action, or you can maybe look over here, where when you 

look over here, you feel good, you feel empowered, and you're inspired to take action. 

 

  

Nichols: And I know, especially women, I'm sure men, have this mindset as well, but sometimes 

women, they have the... I'm not enough. I love that quote, and sometimes guess what, I would 

just say sometimes I am not enough, but I know where to go. I know where to go. You look back 

in times past, where you have had success and you know that you can go back there. But the 

thing that I really want to say, and especially like if they're young people listening–know yourself. 

I know myself. I've done the DISC; I've done the Myers Briggs; I've done the Strength Finders. 



There's a group in Dallas which is really funny to me. The Flipping Group. It's about the other 

side, and I've always been a person that believes in working from your strength zones. But I also 

do believe that you need to know where those constraints are, where your vulnerabilities are and 

then you surround yourself with people. That can help fill in the gaps. Yes, so we can't be all 

things, but how do you bolster yourself, to say, "You know, I can do this.” Where does that 

confidence–where does that courage come from? 

  

Joy: Well, for me, it 100% comes from a commitment that I made in early 2000s, when I realized 

that I could create anything I wanted in my life. I had been doing some deep personal 

development work and I was clear that what I had in life, I had created it. I was not, by any 

stretch, a victim of my circumstances. A victim–it wasn't an accident where I was. And I knew 

that I could create anything, so what I dedicated myself to is making a positive impact in the 

world, specifically with women entrepreneurs all over the world. And so when I am practicing all 

the time, practicing truing myself up to that, that that's really what I'm doing is I'm here to make 

a difference then that bolsters me. Oh, bolters me in the setbacks. It keeps me focused on what 

to spend my time on what not to spend time on and what's going to forward that mission and so 

I think when we go back to whether you're working in a corporation or you're starting a business 

or you have a business... why you're doing what you're doing has to be crystal clear, and it 

doesn't mean that your why has to be kind of fluffy and making a difference, it could be that you 

want to be an amazing provider for your family, and that is what really drives you. There's 

nothing that says that it has to be altruistic, but whatever it is, knowing what it really is, and not 

sugar coating, it is really critical. I always say I want to make a huge difference and I want to 

make a bunch of money in the process. 

  

Nichols: Well, when you're doing the Midwest Business Owners conference that was a huge 

conference. I went to that a few years and that was a lot for you to pull off. But you said, "I'm not 

going to do that anymore." So sometimes it is the addition by subtraction. And you said 

something else that I think is so crucial you know where to focus and where not to focus. And 

that is so important. Nothing new, can happen in your life if you're running 200 miles an hour. 

You've got to create some white space. You’ve got to create some margin. Because really your 

idea for this new TV show, may not have ever come if you were still trying to do that conference. 



So, I think that that is a really, really a great piece of advice to look at those things and know 

what you're supposed to be doing and what you're not supposed to be doing. It's just as 

important. Yeah, so maybe there's somebody in the audience and you are in a company in an 

organization, you're not necessarily going to go out and start a business of teaching/coaching 

swimming lessons but you can be an intrepreneur, you can be an entrepreneur within that, how 

do you foster that culture of innovation? 

  

Joy: If you're the organizational leader, there's a couple of things that you can do, and these are 

not quick and simple things. You know you have to figure out and decide as a company who 

owns the intellectual property and the rights to those new initiatives and that can get 

complicated. And how are ideas going to rise to the top and not get squashed at the managerial 

level and can go all the way to the top. So there are definitely things that you can do, you can put 

in place entrepreneurial time. So Gmail, Gmail which I'm on Gmail and you're probably... 

Microsoft shop. Gmail came out of a Google employee. I think they have 10% of their work time 

could be devoted to their own initiatives. Post It Notes came out of 3M from employee 

innovation. Sony PlayStation was a junior employee, who was originally an intern and was 

tinkering with another device and found a way to create a whole new type of gaming system. 

There are things that you can do as an organizational leader to create those conditions. Those 

are just three ideas. 

  

Nichols: Well, and you said the leader, the leader has to create an environment where it's okay 

and we're not going to use the word “failure.” I'm going to use “experiment.” And I think about, 

you hear skunk works a lot. And that was born out of in 1943 during the war the Germans came 

up with this fighter jet and the US Department of Defense hired Lockheed and said, "You guys go 

build a prototype and the skunk works if you guys don't know where that came from. They took 

their chief engineer, he took an elite team, they moved away from the Lockheed HQ into another 

building, yes, and they built a prototype and the US Department of Defense gave them 180 days I 

think they did it in 137. So really, it's like you have to carve out that elite team and move them 

away from the operation 'cause you don't want to affect the operation, right? 

  



Joy: That's actually a concern that many leaders have for innovation and why corporations are 

often antithetical to innovation is because organizations exist to master processes that they 

serve their clients. And so once you figure it out, let's just keep things the way that they are. But 

innovation is the exact opposite from that. Although there are two types of innovation there is 

disruptive innovation, which is what you're talking about, right? You have to pull them aside. 

There's also sustaining innovation, which is taking what you're already doing with your clients, 

with your customers and creating innovation without disruption... 

  

Nichols: and that's the continuous improvement type philosophy. 

 

[ Commercial Break ] 

  

Q/A 

  

Keisha: I'm Keisha and I have just something that's burning. I understand that networking is a 

super power. What are some ways, your top ways when you go into a space when you know no 

one and connect with people? What are ways that you do that? And how do you prepare here 

and here? 

  

Nichols: Be more interested, then interesting. So, I'm interested in you, I want to know about you, 

tell me about you. I'm not always that way. I'm not up here being a Pollyanna going, I always do 

it the right way, but it has been situations where I have been across the table from somebody 

and the time has gone and they're like, “I didn't even get to hear about you!” And I’m like, "Oh 

we'll do that next time.” But I want to know about you, because then... Then, once you know 

about them, then you think of the other people in your network and say, "Okay Keisha, is really 

looking... She's looking for an executive coach right now. Well, guess what, I know Erin Joy, I'm 

gonna connect the two of them.” So Keisha since you asked the first question: Which of these 

books is most relevant to you right now? 

  



Monique: When you were talking to Lisa and sharing, it seems like you're an outside-of-the-box 

thinker. So, my question is: what aspects of entrepreneurism do you find to be true but most 

would disagree with? 

  

Joy: Probably the idea that you have to work all the time. It's in my research to focus instead on 

being well and I am not striving for what people would call work-life balance, 'cause that kind of 

implies that things are actually imbalanced... and my life is so out of balance. I mean... And I like 

it that way. My objective is having things work in harmony with each other, and they do and not 

always perfectly but for the most part, I experience a lot of harmony in my work and life. And 

how those things interface. And so the idea that you have to work all the time and you have to 

be so dedicated and so all in, and you can't take the evenings off or take a lunch break. I don't 

subscribe to any of that. And that is, for me, how I keep my energy high to put out energy all day 

every day, and to keep going after almost 25 years of entrepreneurship. And there's definitely a 

culture, particularly in the startup culture around working 16 hours a day, don't sleep, don't take 

time off, don't go see your girlfriends. But again, my research will show–and there is other 

research not specifically related to entrepreneurs that shows–that really what we want to do is 

focus on taking care of ourselves and focus on being well and being happy and let that drive our 

business. I just want to add on one thing about this 'cause I think it's a relevant for all of us, and 

that is that we all get into business, so whether it's a job or starting a business because we want 

to make money and we think that the money will make us happy. And again, all the research 

shows that after your basic needs are met, and everyone here has their needs met, you have 

transportation to get here, you have a phone which is a 1000 dollar computer in your pocket. 

That actually as income increases happiness decreases because you tend to get on a cycle of 

materialism. Keeping up with the Jones', and wanting to compete. And so I think the more that 

we can stay focused on what really matters in a society that has us focused on not that it's 

critical. 

  

Nichols: We have to be intentional. Yeah, we have to take care of ourselves. So, there's another 

old, old book called I Dare You. It was written by Danforth that founded Purina, years ago. Have 

you guys ever read this book? It's very small. You can probably still get it on Amazon. But his 

whole thing was health can buy wealth but wealth can never buy health and so if you get 



unhealthy, I don't care how much money you have, you're unhealthy, and so it's incredibly 

important to take care of ourselves. 

  

Emily: Thank you guys so much for doing this. This has been unbelievable. And so useful. 

Question for both the view as two women who have started successful companies you've 

gotten to this point in your career and you so generously shared your lessons and experiences. 

I'm curious about going kind of back to when you first started, how did you cultivate that 

resilience that you guys talk about being so important for entrepreneurs and sort of steer 

yourself away from the comparison game, and now it's so easy to hop on Instagram and see all 

the successful startups and all that kind of thing. How did you really stand in your own truth and 

confidence when you started, before you had those traditional markers of success? 

  

Nichols: Well, when we start our business there was no internet. I remember having a bag 

phone, you know, there was no internet. So we didn't have those distractions. We have more 

data coming at us today than ever in the history of civilization, and data is good. But Emily, we 

all still have those moments where you're like, "Oh well there. That business is doing X number 

and we're doing this, but here's the reality, and I know you guys have heard this before. I gotta do 

me, I gotta be the best version of me, I don't wanna be Keisha, I don't wanna be somebody else, I 

need to be the best version of me. And we're doing what we think we need to do every single day 

in our business. And staying true to yourself, like that, but great question, 

  

Joy: And I would add to that, I was going to say the same thing then. I think that doing the work 

to know, really know, yourself and what you are truly committed to what you're dedicating your 

life to. I think that's the first step. I think the second step, you asked what I did early in my 

career. So I'll come back to what I think the second step is. When I did early in my career, was I 

started working with a coach. I started working with a coach about 22 years ago, so, and that's 

part of how I got into the business of coaching and consulting was I had consumed a lot of 

coaching. But I think that maybe even the broader answer is to not listen to the voices in your 

head, or the voice. There's only one, if you have more than one, we should talk. The voice in your 

head is not you, and it is not your friend. And doing the deep work to observe the voice without 

being the voice is some of the most transformational and profound work, you can ever do and it 



will impact your career and your quality of life and your family, and your parenting, and your 

health like nothing else I've ever done. 

  

Maya: My question I wrote down because I have a terrible memory. Right now, I'm on a journey 

to become a motivational speaker. I have found myself finding myself in my journey, I've allowed 

myself to sacrifice down to nothing right now, and this is a testimony. I don't have gas at home, 

but I am joyful. I'm happy, and everybody around me is happy. And I think they see that in me 

and I'm encouraged and excited for what's to come. So, I have a saying that I am on purpose. I 

am poised. I am powerful protected patient and my payoff is coming. Although I know these 

things, I am scared to death to take the leap of recording a video or recording a podcast myself. 

So my question is, what advice do you have for people ready to take the leap but have the 

person and not the spirit telling them that it's too big. It's been a really big journey and what's 

funny I grabbed this book 'cause we're talking to out books on this journey. I've learned that my 

spirit I named it the spirit of self-mastery. I've learned from this book by Robert Lee Camp: Love 

Cards. It tells you, based on your birthday, what your destiny could be. And I one of my cards is 

the self-mastery card, and that's what's keeping me motivated. But the leap to put my face out 

there, the leap to let people hear my voice is very, very scary. 

  

Joy: Yeah, so that broad question is about being fearless, and we all have access to being 

fearless to not even indulging in the conversation that we have with ourselves that would 

provoke fear. There is no real threat to most of us, probably all of us in this room, our lives are 

not in danger but we live like the fear of expressing ourselves, is the same fear as being chased 

by a lion, and they are not the same fear. And so I think we first have to establish that. That is a 

disciplined mindset, that you can develop in yourself. There's no real threat here. My real threat 

is being embarrassed. Well, how bad do you want it, and how much of a difference do you want 

to make? Because if you want a bad enough and you really are committed no kidding, to making 

a difference, you will embarrass yourself, you'll be willing to embarrass yourself in honor of what 

you can make possible in the world. 

  

Nichols: Okay, so here's what I would say. I totally agree with everything Erin said. I would say 

start small. I mean, don't feel like, "Oh my goodness, you've got to be the other Lisa Nichols, 



there's another Lisa Nichols that's a motivational speaker. Don't feel like you have to be her from 

the get go. Start small. And I would say start with what I call “friendlies.” Start with friends and 

family. Start with a trusted inner circle of people that you can start doing those videos, because I 

will tell you something. There's always the next level. Well, like I said, but start with a small 

group of people, almost like a focus group. In technology, we call it what is called an MVP, which 

is a minimal viable product. So if you got a new idea, you don't start with this 3-billion dollar 

system, you start very small, you get it out there in the marketplace and then your people in your 

focus group and your customers and your potential customers. They'll tell you what you need to 

change. Get it and start getting it out there, you know, get some feedback. 

  

Blackwell: Well, what both of you ladies have to say is absolutely phenomenal. So thank you for 

doing this. I guess Erin I was more interested in what you said about mission and margin. I'm a 

wealth manager, I'm a Financial Planner, and I noticed that a lot of times, especially in my space, 

we go after the big fish people with all this money, right? However, for me, my mission has 

always been to bring people up. So that means with bringing people with... who don't 

necessarily have a lot of money, right? However, there's also a margin component. So I'm just 

interested in both you and actually Erin or Lisa, whoever, as you have begin to build your careers, 

how do you balance that mission and margin? 

  

Joy: For me, they're completely one in the same. Anything that I am doing, being here. Lisa didn't 

pay me to be here. Surprise! I know you're surprised but you know that's not a paid appearance. 

And you're not being paid to be here. But I am clear about who my audience is, and what 

strategies I need to deploy to advance my business. You could say to advance my mission. So I 

say yes to things that are aligned with that. I say no to things that are not aligned with that. My 

target audience is women business owners, women entrepreneurs, and women in the 

workforce. So had Lisa said we're going to have an audience of mostly men. I would have had to 

think a little bit harder about it 'cause that's not my audience. But, this was an obvious yes, 

because I'm bringing my audience to this. You're bringing your audience. And I knew that I'd be 

introduced to new women. So for me it's got to be very, very clear, about what I want to create 

and what is in alignment with that strategy. 

  



Nichols: Yeah, I love that. The only thing I would add to that, I love your mission. Those people 

without money may have money at some point too. Listen, giving back, there's no greater feeling 

than knowing that you are helping somebody, there's no greater feeling than that and so that's 

precisely what you're doing and I just applaud you. It's a great mission stay true to it. 

  

Austin: No, I am going to ask question anyway. Do you really appreciate what both of you all had 

to say today. I think it was really, really encouraging. I guess my question really for both of you, 

as an entrepreneur, I guess it's easy to get obsessive over things. We have an idea, we have a 

start and we get fired up. So how does that, as it grows, how would you guys say you balanced 

that obsession and drive with not driving everyone around you crazy. So yeah, I'm just curious 

how you guys walk through that especially in the early stages of an idea when you're trying to 

build excitement. And then, grow. But then as you develop a team, how do you not drive your 

team crazy because you get so passionate about your project? 

  

Nichols: And they may not be on the same track that you're on. Or the same speed, right? 

  

Joy: I am totally obsessed. I'm totally obsessed with building my business and bringing my 

vision into reality and making that positive impact all over the world. I'm obsessed with having 

stages in front of thousands of people in the US and in other countries, I'm obsessed with 

franchising my business to other women in other markets. I'm totally obsessed, and I'm not 

concerned about driving the people around me crazy, I don't have that concern. I have people 

who I work with, who are their version of obsessed. It's not the same version is mine and I have 

worked to have them be aligned on what we're creating. So, I talk about what I'm creating with 

people who are stakeholders and who are bought into it, so my coaching team, a little bit with 

my family, my employees, some dear friends. Outside of that, if we were together, I'd be using 

the strategy that Lisa was talking about, which is asking questions and getting to know you. I 

think it definitely is a balance to share about your vision without needing people to validate it or 

without using it to somehow look good. And so, when there's not some hidden agenda behind 

there that is driving your sharing, then I think that you can be more present with people and be 

like, "Oh I said a little too much. I'm going shift now and ask her about Lisa about her and what 



she's up to next, but if there's your own agenda, that's in the way you just can't be as present 

with people to know how to be in the conversation if you will. That's how I think about it. 

  

Nichols: And the thing that I would add to that Austin is really, it's your idea at your baby. 

Nobody, nobody is going to be quite as passionate as you are. Nobody is going to care quite as 

much as you do. And I think just going in, knowing that with your eyes wide open, and having 

patience with the people around you 'cause they're think it may not be on the same speed that 

you're on, but you know what your team is counting on you to be obsessed, you know? Because 

that is what's going to drive the vision that's what's going to drive innovation; the reinventing of 

yourself. Because we didn't get into that, but every organization has to reinvent themselves. Or 

they’re going to be irrelevant right and we know of companies that are already irrelevant today, 

right? So nobody's going to be in subsets as you are, but having patience with your team and 

know what their strengths are. I don't know if she's in the room. Jenny Heal is my EA. Listen 

she's not obsessed in the same way I am, but she's obsessed in a totally different way with 

details and I am so glad she is because she keeps things running but she's obsessed in a 

different way. Does that make sense? 

  

Okay, well you guys thank you again please eat food and mingle and thank you. 


