The Free Lunch Podcast
Beth Mazza in conversation with Eddie Ross
Eddie: Welcome, Beth, to the Free Lunch podcast. I'm very excited to be joined by Beth Mazza, co-founder of Female Mavericks. Beth is going to tell us what that really means and what has been going on with it in the year or so since it was founded. In essence, it's about helping women entrepreneurs be really successful. From my understanding, Beth has already been very successful in her own career. It's the first time we've met and I'm looking forward to hearing your story, what you're doing, and how you're going about helping women succeed. So I'll hand it over to you, Beth.
Beth: Thanks, Eddie. I'm so happy to be here and to meet you. I'm a three time, now actually a four time entrepreneur. I was in the consulting space: investor relations, crisis and deal communications. That combination of financial plus communications. And I loved it. I launched two businesses in that space and sold them for vastly different multiples, so you can see how much I learned between the first and the second.
Female Mavericks is mission based. We have a book coming out September 22nd called Entrepreneur Like a Mother, and our stated goal is 10,000 moms becoming seven figure entrepreneurs. We do that through content, courses, and a lot of coaching.
Eddie: That's an impressive goal.
Beth: It is. But I'll tell you this, Eddie, the number of women who are on the path, trying, who reach out to us, and we do some nonprofit coaching. I'm impressed with women. I'm impressed with moms.
That's the whole point of Female Mavericks, and of the book. Growing up, I was in a really entrepreneurial family, and I was lucky that even though we were immigrants and my dad is a tried and true Italian guy, he treated me just like my brothers. So when I wanted to be an entrepreneur, he treated me exactly the way he treated them.
What I found is that I had to take a very different path than everyone else. Not just in my family, but different from anything I read about, because I did want to be a mom. I have four kids and they're amazing and I feel lucky. That whole live in your parents' basement eating ramen for four years model was never going to work, because I had a kid. So the book, and Female Mavericks, came out of that. My partner has five kids, I have four, and we launched these businesses and were successful under a completely different model than the eleventh book about Mark Zuckerberg would tell you to use. We wanted women to see that and see it as an option.
Eddie: Fascinating. So let's go straight at it. What do you think is the biggest challenge facing women with kids who have a great business idea? What's stopping them from starting tomorrow?
Beth: Well, in my goal to be the least popular woman on any podcast: it's in here. It's in our own heads. And I'll tell you why, because I lived it.
First of all, we're kind of control freaks. We think we have to have control of everything in the business and everything in the family, and that if we don't, everything falls apart without us. So part of it is getting over that. The second part is convincing ourselves that we don't have imposter syndrome, that we have a good idea and we can go for it. So a lot of it is mindset.
And on the mindset piece, as we've expanded we now have guys who are Mavericks, which I love. They're parents, they're dads, and they want to be great dads too. We've been sharing research with people. There are studies of kids between two and eleven, looking at how successful they are in their teenage years and beyond, and it doesn't seem to track with how much time parents spent with them. It tracks with the quality of the time and how present you are.
I feel like I innately knew that, or I was really lucky, because I made a real point that when I was with my kids, I was present for them. It's funny that the research has now backed up something my kids could have told you. I had a year off between selling a business and starting another one, because I had a garden leave, and my kids were like, that was a terrifying year. We did not want to come home and see you at home. We wanted you out of the house more. You were in our business.
Eddie: That's really interesting.
Beth: But for women, we're in our own heads. We convince ourselves of all the reasons we can't try it. You meet so many smart women with brilliant business ideas who either don't start them or decide to start them as small side hustles while their kids are napping, which I don't think is a way to start a business.
Eddie: I'll support your argument with an anecdotal observation of my own. I've had four children, two and two. And if anybody ever says to me, do you have any advice for a new parent, I say yes: get as much support and childcare as you can afford. Quite often people say that's terrible, you should be there for the kids all the time. And I say your kids will always know who mum is and always know who dad is. Being with them the entire time is not necessarily the best use of your time.
Beth: And maybe it's personality type. My personality type is that I would have driven my children nuts, and they will tell you that. But remember, there have been very few times across the history of the world when parents were with their kids 24 hours a day. That just was not the way the world worked.
Eddie: Interesting point about the control freak thing, and the feeling of needing to let go in order to achieve something stronger. I always say when a control freak loses control, you're just left with a freak. So control freakism never really gets you anywhere.
But this is an interesting area, because if you think of it like a Venn diagram, you've got women who are great moms and women who are potentially great entrepreneurs, and you're aiming for that little bit in the middle. That has to be quite a special person you're looking for.
Beth: What a great point. I think the world has led us to believe those two things aren't very consistent, and that anyone doing both is a unicorn. I get that for two reasons.
One is what's covered in the media globally. We have a chapter in the book about how women entrepreneurs are covered versus male entrepreneurs. Initially we thought it was because there were more male business reporters than female. Nope. It's 50-50. So it really is about how they're treated.
The other reason is that if we think there's only one model for being an entrepreneur, where you have an idea, you raise money, and you run really fast because you only have so long to hit the growth the guys who funded you expect, then yes, that overlap is pretty small. But if you broaden it out to bootstrapping, or what I did, which was raising a small amount of money from family, I have a feeling that circle gets much bigger.
The women we mentor now, I'm impressed with them. They raise small amounts, they bootstrap, they have growth goals, but they don't feel they have to hit the growth goal tomorrow. They have reasonable plans.
Eddie: Right.
Beth: And it matters which business you pick. If you pick an AI app right now, you probably can't do it that way. There are 5,000 people building in that space and you can't take it slow. Services, which I think is a great place for women along with many others, you can bootstrap. Some would argue you should, because you're building a brand for your business and that takes a while. So if you redefine how you pick your business, that overlap gets bigger and bigger.
Eddie: And I'm guessing for many of the people you work with, money isn't the big issue. Time is the big issue. But I'd also imagine a massive part of it is I can do this versus I can't do this. Faced with the kids and all the other responsibilities, a lot of people think, no, I can't possibly. It's an opportunity cost. So I guess part of your work is saying yes, you can, and here's how.
Beth: Opportunity cost is a great way to put it. The most rewarding work we're doing is maybe threefold.
One, you've got a mom working in corporate who has an idea, and the first thing is to help her see that corporate isn't as stable as she thinks it is. It happened to me. The more you moved up in the organization as a woman, as a mom, the more you were the other in the room. You weren't surrounded by like minded people. You weren't talking about your kids. So first, corporate isn't the safest, most stable place.
Once you get past that point, the other two are easier. Do you have a business idea that makes sense, that you can run in a model you actually want? And if you have to raise money, is it really as hard as you think to raise a hundred grand? I don't mean to be dismissive, but it isn't. Raising two million is a whole different story. Raising a hundred for startup costs is not easy, nothing is easy, but it's much easier.
So the opportunity cost isn't just what my kids are going to feel and how much they'll be hurt if I'm not home. It's unclenching the belief that moving up in corporate is the only way to get financial stability. Because if you do the math and look at the research, roughly 10 percent of people are laid off every year. That doesn't feel like a safety net.
Eddie: It's the myth of control. When you're in that corporate job you fall for the story that the company loves you and you're part of the fabric of it and you're so important. And then one day they don't need you anymore, because they merged with another company or put a new person in charge of that division.
So the interesting thing about what you're describing is that in the corporate world you're actually less in control of yourself, because other people are judging you. Other people are saying, I don't think that person can be director of legal because they've got four kids. Which is completely outrageous, but it goes on all the time. Whereas when you're the founder of your business, nobody's going to make that decision except you.
Beth: What was interesting on the corporate side is that in our businesses, our clients were public companies. CEOs, CFOs and boards, because we came in to help them communicate a tough event, a transition, or a financial event.
I was lucky enough to work with probably 300 public company CEOs, and the bulk of them knew their time at the helm was transitory. They knew they had that job and tomorrow they might not. It was really cool to watch how the best of them handled that. They weren't control freaks. They led. They had a group of trusted people underneath them, and they led with their head up, looking at what was coming in five years, not five minutes.
It was a great lesson, because if that CEO of that Fortune 500 company didn't feel stable in his corporate job, then none of us should either. Not that they weren't full of ego, because they were, but they were aware their time was transitory. And because of that, they knew they couldn't control everything. They controlled the big things and took a shot at a big change for the company. If it worked, they kept their job. If it didn't, they didn't. Watching people succeed and fail at that in my thirties and forties made me look at corporate very differently.
Eddie: I talk about the five percent rule of leadership: the really great leaders only interfere five percent of the time, and 95 percent of the time the thing operates without them.
That's interesting for the entrepreneur too, because businesses start to scale, and the question is whether you become one of those leaders who has to be in everything and the whole thing collapses without you, or one of those leaders who wants it to run on its own. If you've got five kids, maybe you need it to run without you. Perhaps your entrepreneurial females are more aware of the need to be able to do two things at once, as opposed to becoming completely obsessed with the business.
Beth: Two things. One, if it can't run without you, you can't scale. Welcome to your solopreneur job that doesn't replace your corporate salary. That's your own decision, but I don't think it's a great one.
Eddie: You become the limiting factor.
Beth: Exactly. It's a mindset thing.
The second, on the mom point: Victoria and I were lucky because we had each other, and we were so intimately involved in each other's lives. She'd say, I have to pick up so and so because they're sick. I'd say, fine, I can take this call, or I'll bring in a team.
I love that we built that second business, which grew much faster and sold at a much higher valuation, knowing we had better have Plan Bs in place, because we were going to need them. Sometimes Plan C and D. And Plan B means you're not in control. You leave a client call halfway through and you hope your team is prepared to handle it.
So in the second business we built in much more training. Not just how to do the job, but how to lead the client and how to lead your team. So when we walked away, our senior people knew how to be leaders. They acted the way we would have, and sometimes better and smarter.
Eddie: Let's talk about leadership for a second, because that's the frame of this podcast. Anyone who has listened to me or read anything I've written knows my view is that leadership starts with you. You have to lead yourself before you can lead anybody else. And the people you work with need to be leaders themselves before all else.
So what do you look for when someone comes to you and says, I've got this amazing idea, I think it could be incredible, and I've also got six kids? What are the red flags and the green flags?
Beth: I'll start with what my dad gave me when I started my first business. I wasn't married and I didn't have kids, but I had this business idea and I needed to raise six figures, because I wanted to start a services business immediately with clients and a team. I thought that made the most sense.
I'd written this great business plan, how it would grow, what was happening with public companies, all of it. He read the first page, handed it back to me and said, you're probably right, I don't really know. Write an execution plan and build your first five years of revenue.
I thought he was nuts. But he'd been in distressed investing, and I needed his money, so I did exactly what he said. It turned out to be an amazing exercise, because it forced me to write down the tasks that led to hiring, building, scaling, and what I'd do with the money. And it forced me to do a revenue build and see that by month four, if I could get here, I'd have the cash flow to keep hiring, and every time I could hire I could add another 800,000 in business.
So now, I'm working with an amazing woman right now, and she called and said, look, I've got four clients and I want your help deciding whether I can fire one of them for these reasons. I said, did you build out your financials? No. I said, come back to me. I'm going to show you how I did it. Come back with your three year build to the financial goal you set. Put the clients you have in it, put your prospects in it, and build it out.
She came back 24 hours later. I said, you clearly didn't finish, you must have questions. She said, no, I'm done. God love that woman, she'd stayed up all night. And she'd realized not only that she could not fire the client who was irritating her, but that her pipeline needed to be double its size, and how she was going to get there.
A couple of weeks later she said, Beth, I'm obsessed with that spreadsheet. I look at it every day. I figure out my pipeline. I figure out where I'm at. I said, yeah, you're going to have a million dollar business. Easy. I have no concerns.
It's whether you're willing to do the exercise. It's a financial exercise, but then you have to do the really hard part, which is asking what the scale build looks like if I want to break seven figures, or eight, and what my dashboard is to see whether I'm getting there every week. When someone thinks like that, and they've picked the right business, they're going to win. I don't know if it's in three months or five years, but they're going to win, because they're watching the numbers. I was lucky that I have an obsessive personality, so that came easily to me.
Eddie: I think it was Napoleon who said strategy is easy, execution is the hard part. There's a lot of truth in that.
I always ask two questions when people tell me about their amazing business idea. What problem are you solving? Everyone can answer that one easily. How are you going to make money out of it? That one is more challenging.
There's a big emotional element in starting a business. It's going to be incredible because we're going to change lives with our new ice cream cone. And then there's an emotional element in hiring too. We're going to have a lovely team, we're all going to get on so well, you're going to love working with me at my ice cream cone factory.
One of the things I often say is, if you're paying someone 100,000 a year and they're not producing anything, they have to be producing incredible amounts of value. And if they're producing sales, they've got to be making more than 100,000, otherwise they shouldn't be there. Unfortunately, when you're building a business, a lot of the warm, cuddly stuff has to give way. You've got to get tough about it.
Beth: There's an experience in the book about exactly that. We're women, we're nurturers, we wanted people in the office we really liked and got along with. You can do that a little bit.
And then suddenly we were looking at a great potential senior hire who was willing to come over to us, and who was clearly the right hire. And he was the right hire. And Victoria said, no, I can't do it, I just don't like him.
It took her a while to get to: I don't care if I like him. I need someone who can bring in a million bucks of business, because I need 350,000 of that margin. His office doesn't need to be near mine. I don't need to have a coffee chat with him. Can he do his job?
And implicit in your comment is that for each employee you have a hard, tangible goal. It might be bringing in seven figures of business. It might be managing it. But whether we like it or not, whether it feels good or not, there's a tangible number by which we decide if an employee is a return on investment. And you'd better know that before you hire her or him. And you'd better communicate it. Those are hard discussions, but in the second half of the business we decided we were just going to tell you the math that makes us money at the salary you want.
Eddie: And everyone wins.
Beth: Yes. But those are not innate conversations for a soft, nurturing mom to have.
Eddie: That's right. And interestingly, if I had to pick the top two or three things I end up talking to business leaders about, or people who've taken a job and it isn't working out, it's about alignment. What I thought I was supposed to do versus what they seem to be expecting, or the other way around. I always ask, do the people working for you really know what they're expected to do? Have you communicated that effectively? And do you know what you expect from them?
Beth: Yes. And that's almost the way we do performance reviews in the States, which I know is changing. These big set goals, once a year. It took us five years to say that isn't fair to us and it isn't fair to the employee.
We learned it because the people we loved would come in and say, hey, we talked three months ago about my goals, can I tell you where I think I am? And in my head I'd always think, oh my God, this guy's going to ask for more money, we just gave him a raise. They weren't. They really cared about the job they were doing and wanted to make sure they were doing the right things and learning.
So we ended up doing both formal and informal check-ins once a quarter. By the time you got to the one year review, there were no surprises. It was a very simple conversation. That took me a while to learn, that feedback loop.
Eddie: I'm a big fan of rolling reviews, lots of constant conversation.
Beth: And real transparency. Real honesty.
Eddie: Also, if you think about it logically, I'd like to see this happen in the next two months is so much more likely to happen than I'd like to see this happen in the next 12 months. When in the next 12 months? So it's logical if you stop and think about it.
Beth: I remember in HR conversations with the big companies we worked with, they'd talk about rolling reviews but practically couldn't make them happen because of the size. And I thought, what a loss. Because once we started doing it, we had much lower turnover.
And turnover in a small services business is death. If you can't control it, your client sees they've gone through three people in a year and they think something's wrong. We learned that the hard way.
Eddie: Quick anecdote. Back in my corporate days I had a wonderful woman working for me. Super hard worker, very good at her job in PR and communications. But every now and again I'd say, please get your objectives page out and make sure you're doing the things we agreed you were going to do. Because that's how you get your bonus. It's no good me just listing all the other things you've done. You've got to do those things, because they're in the system.
Beth: That's an ongoing discussion. And it tells you something if an employee doesn't want to do that.
Eddie: It also means things change. Okay, so in nearly all our recent conversations on the podcast we've ended up talking about AI. It's almost impossible not to. I'm interested in your take. Is AI going to let some of the women you work with do things they couldn't have done five years ago? Can it be a game changer?
Beth: I'll give my qualifier first, which is that I'll be announcing this week that I co-founded a company with my junior partner from Clermont called Retrevia Advisory. It's AI for founder led services companies.
It came out of me thinking about, and having great conversations with, other services founders about a question: if you started your company today using AI, how different would your life and the company be? It was a series of brilliant discussions with amazing founders.
Two things. On the business side, when you're scaling a services business, it's all about brand. We were competing against the big, big PR firms. Nobody knew who we were and everybody knew who Edelman and Burson were. So we had no choice but to spend a lot of money on brand marketing, conference sponsorship, SEO. Our angle was that we would write what we thought was really smart thought leadership and research, and we knew that if we could get it into the hands of a CEO or CFO, we probably had a shot at a conversation, because it was different from what they'd been reading. Hundreds of thousands, millions, spent getting that thought leadership in front of a CEO.
What AI can do and does do right now is mind blowing. The work you write that matters, you can get it out in a more thoughtful, broader way. And more importantly, when people ask who they should hire for investor relations and AI who has this, this and this, they see my name on a list. They're more likely to see my small company with a really strong point of view than a huge PR firm that can't have a single strong point of view.
I can't imagine what we could have done, either in scaling the brand or reducing marketing expense, with AI. It would have changed the nature of the business. I love that and I want it for all female founders.
The second thing is pedantic but true. One of the hardest things I did as a mom was the scheduling. Who can pick up whom, and dinner. Just for fun, on Claude, I put in a week from when my four kids each had three activities. You know the story. It was mind blowing what you could do and how quickly. It figured out where I most needed help. Even the dumb things, like I have three things in my refrigerator, can I make something for my kids. I've talked to so many women about using it to run their personal lives too.
So on the business side, I think you can scale faster and be more profitable. On the personal side, maybe you get an extra five minutes in the day to yourself, because AI worked out that two kids needed to be picked up at the same time, so you could quickly figure out who to ask for help.
And let me tell you, female founders are behind the curve on this. I've had so many smart women say to me, I don't know about AI. Meanwhile I have a 23 year old nephew who has already built two trading tools with it. He's all in, because he knows that whether he likes it or not, it's a tool. So I'm pro-AI.
Eddie: Absolutely. We tend to feel like I need to get this thing done, so I need to hire somebody. But as soon as we hire a person, and I always say every person is a mini universe, you hire all the great things about that person, which is what you think about when you're interviewing them. You also hire all the other stuff they bring with them, and it turns out to be surprising and disappointing in ways you weren't expecting.
So the fewer people you can have in your business, when you've already got five kids and a husband, the better off you probably are, if it still works. If you really decide to put AI at the center of your business from the beginning, you're probably giving yourself a tremendous competitive advantage.
Beth: Particularly in services. The reason I sold both businesses, one at about four million and one at about ten million, is that there aren't a lot of economies of scale in a pre-AI services world. You have clients, they expect senior leadership, they expect a team. At some point you're just managing a huge body shop, which isn't something I enjoyed. AI changes the dynamic. We were at ten when we sold. I think you could get to 25 with the same number of employees we had.
Eddie: Right. You also spend your whole time just managing people.
Beth: Exactly. And the best CEOs I ever worked with had the smallest teams reporting to them. They were absolute ninjas in how they worked through business ideas with a small, really tight team, and everyone underneath them had the same. I didn't know anyone with 37 direct reports who was particularly effective.
Eddie: Yes, when people proudly say I have 16 direct reports.
Beth: I bet that's all you do all day. So AI allows for awesomeness there too.
Eddie: One thought I have, and maybe it's a limiting thought. If you're a busy person with kids and everything else that goes with that, but you'd also like to start a business, do you necessarily want that business to grow into the seven figure thing?
I had another guest recently whose thesis was that in the future there will be a lot of small, almost micro economy businesses run on the internet with AI, where people make a decent monthly income doing something small. They're not trying to build an enormous seven figure business with a lot of stress. They're looking to supplement their income and live quite comfortably. Do you see that with moms?
Beth: I'm a megalomaniac at heart. I don't say that proudly, it's just how I was raised. I see every business as an eventual sale. Retrevia is two weeks old and we talked last Monday about exactly who we'd sell it to and why. That's my mental attitude. I'm not going to start a solopreneur business and be happy.
But I do think AI lets you be a solopreneur in services in a way you never could before. It definitely lets you have a much smaller, remote team. And depending on the choices you make, I'm not sure you have to work 40 hours a week with AI if you've picked the right client base, and still live a nice life. I think it opens up a lot.
Here's a hybrid version. I mentor an amazing woman with a cool services business, and every time we talked I'd say, if you hire this person and do this and this, you're going to break seven figures easily. Three times she said, yeah, I don't want to right now. I've got young kids at home. What I want right now is to build a small business with a really good brand. I say no to potential clients a lot, because I don't have the bandwidth. I'm going to do that for a couple of years, and when my kids are in school, I'm going to scale.
I thought, how brilliant. You can pull the lever when you want to, and maybe when you financially need to. That's a great hybrid business for a mom, and not one I'd even contemplated. She keeps the fires burning through the years when her kids are young and lives the life she wants, and then she's ready to pull a different lever when they're out of the house.
Eddie: This is a controversial statement and I apologize in advance, but I think that's a very female, broad picture way of looking at things. Men tend to be much more narrowly focused. It's the old joke about hunting through the cupboard for something and not seeing it because it's right in front of us. I think women have this capacity to think bigger. It's a really interesting observation that it isn't all about growth. It's about setting something up that works, and works for you.
Beth: Yes. I think we're wise, and we have to be. There are different roles for men and women and I'm actually pretty traditional in a lot of ways. But I think that's right, we see the bigger playing field, and we see that we have choices. You can write a business plan where you take 100,000 out a year, or one where at the end of ten years you take ten million out. They're both valid, good business plans.
The real positive right now, and I experienced this at Clermont, is that Victoria and I never lied to our clients, who were all 50 plus year old men. We had one female client in the 22 years I worked. We were always exactly who we were. We'd say, nope, I cannot do four o'clock, and here's why. I can do 5:30, I can do ten o'clock, whatever you want. But at four o'clock my kid has this.
Nine times out of ten they weren't just accepting of it, they'd say, how was Sammy's hockey game? One time out of ten, including once with a big name you would know, I got fired, because I went to the emergency room with my daughter who had broken her femur and I had to get off a call. I explained afterwards what had happened, and he said, well, I guess you just have different priorities. And I thought, yes, I do.
So I love the idea that you can choose. And that next year you might choose something different.
Eddie: You mentioned honesty. I'm a big believer in context, and never ignoring it. If you establish the context in your business, that this is the way I run things, that you might not be able to get hold of me at a certain time because it's 4pm and that's when I pick up Fred from hockey, or because I'm in the emergency room with my daughter, then that is the context. If you want to work with me, you have to accept it.
So those people who took the extraordinary decision to fire somebody for dealing with a family emergency, that says such a lot. And I wonder, if it had been your husband who called and said I'm afraid I had to go to the emergency room because my child broke their arm, whether they'd have said, yeah, no worries, mate.
Beth: Right. And what a good father you are.
But that was the one out of ten, and you can guess my feelings about it. More often, these crotchety 65 year old CEOs would say, tell me about it, call me whenever.
I remember once, and I'll use the name of the company because he was so lovely, the CEO of FTD, the huge flower company, I worked with them on their IPO. Three months in, something was happening and he called me. My kid was crying so loudly I couldn't handle it, and he just kept talking. I said, Bob, do you want me to call you back? You're hearing what I'm hearing, right? He said, I've got ten grandkids, I could care less. If you can stomach it, I can. I just really need your thinking on this. I loved him forever after that, because I thought, that guy lives in the real world with me. And you end up picking clients that way, because you learn to spot the type.
Eddie: It's definitely changed, and thankfully it's constantly changing. We don't want women in the workforce to be stand-in men. We want them to be women, and in your case moms, and for everybody to understand that. You're not interacting with that product or service because of the way the person turns up. You're interacting because they bring you a great service.
Beth: And in services, they also have to like you and relate to you. I think most people like moms. We're relatable, we're very direct. Being a mom was actually very helpful in that business. We had so many CEOs say, talk to my daughter, talk to my granddaughter. They saw a woman in business they wanted their kid to be like. We always say we won a lot more business being two moms than we lost.
Eddie: That makes sense. So what would be your core message to somebody listening who is in it right now? They're dealing with the school run, they've got plenty going on, and they're thinking, I'd love to start a business, I've got an idea, but I just can't do that.
Beth: I'd say get out of your head, just for a minute, and write down the plan. Write down the business idea, how it would scale, how much money you could make. Just get the idea out.
Then do the second thing most guys don't have to do, which is write down your non-negotiables. I did it for each kid, and I set some financial non-negotiables. Then I worked out that I could do about two thirds of the business plan and still stick to them. No, I can't get my business to 50 million, but I think I could get it to eight or ten and still do these things.
My best advice is to do the exercise. Don't live in your head. Write down the business idea. Share it with someone smart. See what they think. Write down the things you absolutely will not do, and share that too. Get it out into the ether and start talking. If you get less comfortable as you do that, you know it isn't the idea for you. If you get more comfortable the more you talk about it, keep pursuing it.
Because we're thinking five years down the line, it's a little too intimidating. We have to think a month down the line. Why don't I just get two clients and see what happens? Three clients. Why don't I take on one employee, and see how that feels, and sit in it for a while. But if you're going to do that, don't go get private equity funding, because you won't get to do that.
Eddie: I really like your point about sharing it. And you need to think about who you share it with. There are going to be other moms who say no, no, no, you can't do that.
My mother wrote four novels when she was over 70. She just suddenly said, I'm going to write a book. And we all said, yeah, good idea. And she did. We were amazed. But what I noticed was that some of her friends, women who had typically been more conventionally successful, and my mother was a mum for many years and held down some pretty decent jobs when she was younger but later was pretty much dedicated to being a mum, there was a bit of jealousy. It's not a very good book. It's not an important book. And I thought, that's so interesting. Do you find that? That a limiting factor for somebody with ideas and ambition might be the other mums in the district?
Beth: Two things. One, other moms can either save you quietly, or they can make you feel really awful with the things they say. There's a lot of that in the book.
The second is that when you're pitching your idea, you just want to see if it can get traction. So instinctively you go to others like you, moms in your industry. The problem is they're really negative, because they're not doing it. The worst advice I got on a business came from two people who were both moms and both in the industry. They said, that will never work, you could never do that.
So I went to other entrepreneurs instead. I went to men and women. I went to different age groups. I went to CEOs in the field and begged for 15 minutes to pitch them something.
What you raise is really important. The only thing I can guess is that if you can't have it, you don't necessarily want it for someone else. That's sad, but I think it's true. Moms are tough. And the paddle they beat you with is: I could never do that.
Eddie: I couldn't do that to my family.
Beth: And I'd think, it's amazing that your son can. That's exactly it.
We talk in the book about needing a kitchen cabinet of advisors, and one of them is your cheerleaders. You need cheerleaders to say, that woman's full of it, Sammy's fine. You need someone reminding you of the good things and the reality, as opposed to whatever the woman in the pickup line said to you.
Eddie: And do you get dads as well? You mentioned something about dads earlier.
Beth: Yes, and it's so much fun. Even when we started, about one in every five newsletter subscribers was a guy. It's a free newsletter, you can go to femalemavericks.com, there's great content on it.
Then I started getting mentoring calls. Some were from current dads. One lovely guy was an aspiring dad. He said, I want to get this together before my wife and I have kids.
Victoria and I are whatever the opposite of man haters is. I'm impressed with the dads who aren't offended that it's a book aimed at women. They just say, I want a piece of that, because there's nothing written for me. I want to be a tee ball coach for my kids and I don't know how to do all this.
Eddie: Well, if you're the kind of dad who can see past the name and still see what you need in it, you're a smart person. So tell me a bit more about the book. When's it coming out?
Beth: September 22nd. Wiley is our publisher, and it'll be available for pre-order starting June 1st on femalemavericks.com. If you can't afford the book, we'll have a three question questionnaire, and if you convince us, we'll send it to you for free. There's also a ton of free content on femalemavericks.com.
The whole point of the book is the practical part. How do you come up with your total addressable market? How do you make sure your first minimum viable product or service is out there? How do you pivot? How do you scale?
It's laced with ridiculous stories that are all true. Our clients were in some very serious crises. There was a miniseries where one of the episodes was about work our team did. So we worked on really big, serious things while at the same time thinking, oh my God, I left my daughter at Girl Scouts, she's alone at the school, what do I do?
It's very practical about how we did it. We're honest about the millions of mistakes we made, and we try to integrate the parenting side so someone reads it and says, even I wouldn't make that mistake. I would remember my kid's birthday party.
Eddie: It sounds like a really good read. Congratulations on writing it. It's quite hard work writing a book, isn't it?
Beth: The writing was fine. What I find harder, and you know this because you've written a book, is the aftermath. The editing, and then the marketing, is kind of soul sucking. How many people tell you no one will ever read your book. Even the publisher. And this is Wiley.
Eddie: It can be very tough. After all, it's your baby. Somebody starts criticizing your baby and it's not a very nice experience.
Beth: My kids tell me, you're not allowed to read the reviews, mom. And I say, that's probably best.
Eddie: So Beth, we've been talking for nearly 52 minutes, and I do try to keep the Free Lunch podcast down to everybody's lunch break. That's the concept. So to finish, is there anything in particular you'd like to say to the aspiring moms out there who might have a business idea? What's your final word?
Beth: I'm lucky enough that my kids are 21 through 25. They never knew anything but having an entrepreneurial mother who made so many mistakes it was crazy. They are resilient, they are loving, they are successful, and they call their mother every day.
So to the women who are convinced they're going to end up on a talk show for being a bad mother: read it, talk to other moms who have done this, find your own path, and don't worry so much about your kids. Kids are amazing and resilient. And it turns out they're really proud of parents who are entrepreneurs. They're your biggest cheerleaders. So at least conceive of it and think about it.
Eddie: I love it, and I must admit that's my experience as a dad too. I think we overestimate our importance as parents. I'm not saying it isn't important to be a good parent, it's very important. We need to be there at the right moment, we need to say the right things. But we can also overdo it. What kids want to know is that mom and dad are in good shape. If you're in good shape, and you're clearly loving what you do, and you're there enough, then it's going to be all good.
Beth: And here's my other positive. I have a son who works at Goldman Sachs, which historically has not been very female friendly. He has a couple of female bosses and he knows exactly what to do. He's prepared for strong women. He told me the other day, yeah, it's like taking candy from a baby, I know how to handle your type.
Eddie: I love it. Brilliant. All right, that's a good point to end. Beth, I've really enjoyed talking to you. I wish you a lot of luck with the book, and to your partner as well. I'd like to buy a copy, so when it comes out, send me an email and I'll go to your website. Let's keep in touch. Thank you very much for your time.
Beth: Thank you. That was great.
