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2 Hour Work Day Bonus Call 
Maren Kate interviewed by Yaro Starak 

 
 
Yaro:  Hi, this is Yaro Starak, and welcome to another interview with an expert. 
Today I’m very excited to talk to Maren Kate, who is someone I’ve recently seen 
surface as a respected blogger and internet marketing teacher and a person 
who’s got a lot to say about this industry.  
 
I’m really interested to hear Maren tell the story of how she got started, because 
she makes use of what I’ve called services arbitrage, which essentially means 
she’s connecting a customer group with a provider of services, so a group of 
people who can provide a service with people who want to buy that service, and 
makes a cut from that. 
 
Before we get to that story, Maren, thank you for joining me. 
 
Maren:  Thanks so much. 
 
Yaro:  First up, can you tell me where are you from and what’s the life of Maren 
like up to this point? 
 
Maren:  I’m from beautiful Las Vegas, Nevada. Before I got into entrepreneurship 
and kind of found the online world, I had always dabbled in little things. I tried 
selling different stuff on eBay. I had a successful jewelry selling business on eBay 
and I went to college. I led a very normal life.  
 
I didn’t know anything about tech stuff or online, and then I started to find out a 
little bit more about in my senior year of college and just decided it was time for 
me to try my hand at several different things and find a business path that fit me 
well. 
 
Yaro:  What were you studying at college? 
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Maren:  I studied English literature. I was and am incredibly not technically-savvy. 
I explain it by telling people that I honest to goodness cannot upload a WordPress 
theme. I don’t know how to do anything when it comes to that. I tried for about a 
week to learn, and then I found somebody else to do it for me, and that’s kind of 
how I fell into the beauty of 3rd party help. 
 
I was so crippled when it came to technology that I just thought it would be far 
too much of a learning curve and it wasn’t how my brain was made. It was more 
for creativity and big picture ideas, so I could just connect myself up with some 
people that were actually decent at that and give it a try. 
 
Yaro:  Did you have the typical story at all in your history as maybe a teenager or 
maybe even before that – the old lemonade stand or any sort of business 
experience? You’re an English lit major. They’re not usually associated with 
computers, besides maybe typing an assignment up. Any entrepreneurial 
background before that? 
 
Maren:  I did, but it definitely wasn’t technical. I tried a few different things when 
I was young. I tried to put out a newspaper. I grew mint in Las Vegas, which is a 
bad idea because it just dries up and died. I would grow mint in our yard and I 
would tie it up with little ribbons and go sell it to the neighbors for $1 a bundle. I 
tried a bunch of different things when I was younger. 
 
Then when I was about 18 started to sell antique jewelry on eBay, and that was 
the first entrepreneurial venture that actually started to do well. But as long as I 
could remember I was always interested in making money and how fascinating it 
was to be able to trade something that you do or create for actual hard cold cash. 
 
Yaro:  Does anyone in the family have experience with running their own 
business, or are you the first of the renegades here? 
 
Maren:  Only back in my mother’s side, who were Syrian and Armenian, and they 
were candy makers. They came over to this country I think right before the Great 
Depression, which was a great time to come over I guess, and started a candy 
making shop and actually prospered during the Great Depression, which was very 
few and far between. So there’s some, but nothing directly. Everybody else in my 
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family was pretty basic when it came to that traditional American ‘working for the 
man’ kind of stuff. 
 
Yaro:  Do I know this candy? Is this like Hershey’s or Cadbury story here? 
 
Maren:  Oh no, no. This was just like a little copper bowl that they made candy in, 
nothing interesting. 
 
Yaro:  Fair enough. Can you tell me a little bit more about the eBay story? That 
was obviously your first taste of entering the technology world. So you already 
were selling jewelry offline and then you went online? Is that how that worked? 
 
Maren:  No, actually I realized that by creating really in-depth stories behind 
pieces of jewelry, people could sell them for more than just let’s say putting up a 
pair of earrings and being like “Silver earrings, done. This is their price.”  
 
I went around to antique shops in the town I went to college in, and I would find 
something that looked really cool. Visually it had to be appealing. I would bargain 
with the person, playing up the whole “I’m a poor college student” thing, and 
then I would go home and take a bunch of different pictures. I took 10 times as 
many pictures as most sellers on eBay did, to give the buyer a real sense for the 
item. 
 
Then I’d probably write 5-7 paragraphs of back story of the item, history of the 
item, all sorts of things. I really hammed it up, is a good word. Then I could make 
5-7 times more on these unique items because they were unique and they each 
had a unique explanation story from me, and I just grew that business.  
 
I grew it to the point where it could be bringing in five grand in a month or 
something, but the problem was the amount of work that took was astronomical. 
From morning to night all I would be doing is taking photos of jewelry and writing 
and writing and writing. I got to the place where I burned out and I was like, “This 
isn’t worth it,” and just kind of stopped. 
 
Yaro:  So you just let that business sort of fizzle out? 
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Maren:  Yeah. It was far too much work. There were some other issues that came 
up, and more or less at the end of the day I didn’t feel good about it. I wasn’t 
happy doing what I was doing. 
 
I learned an important lesson. I learned the lesson of scalability. I learned that 
selling one unique item will pretty much keep you trapped to your business. You’ll 
be a slave to your business for the rest of your life, but if you could sell 10 or 20 or 
1,000 items, write one description, take one set of pictures, then that’s scalability 
and you start to actually be able to work on your business and not in it. 
 
Yaro:  Did that carry through then with what you chose to do next? Was that a bit 
of a lesson there? 
 
Maren:  Absolutely. I decided after that moment that I would never do anything 
that wasn’t scalable from then on because it just wasn’t worth it. When I was 
young, my mom would tell me to set the table or she would take me out grocery 
shopping, and I never saw the point. I was like, “We’re doing this and then next 
week we have to do it, and the week after we have to do it. It’s so futile to me.” 
 
I mean everyone has to grocery shop, everyone has to clean their dishes, but I 
always had the mindset where I wanted to either do something once, or create a 
system so it was as simple as possible for the future times. That really stuck with 
me after the eBay thing just fizzled away. 
 
Yaro:  I’ve often had a similar thought about doing the dishes, how you do them 
once and then they’re there again a few days later to do again. I was like, “This is 
like for the rest of my life I’ll be doing this, unless I hire someone to do dishes.” 
 
So what was your next business project? 
 
Maren:  I got disillusioned just before I turned 21. I’d been doing it for maybe two 
years and I was like, “Okay, screw it. I’m going to try a completely different thing,” 
so I started bar tending, which in Las Vegas is rampant.  
 
The reason I chose that job was because I liked the idea that if I put out X amount 
of effort I’ll get the same amount of returns and tips. The more effort I put out, 
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the more tips I’ll get, so I did that for maybe a year or two, right before I got done 
with school, which was at 23. 
 
Nothing will teach you to never work for anyone again like bar tending. I mean if 
you want to get completely sold on the idea of entrepreneurship, bar tend for a 
year. It’ll change the way you think. 
 
After working at maybe four or five different bars, every time I’d work at a bar all I 
could see was watching my bosses and being like, “There’s so many things they’re 
doing wrong. There’s so many better ways to run this business,” so finally I was 
just like, “Screw it, I’ll just create my own business. This is silly.” Even though I can 
make more with tips than a typical hourly job, it still wasn’t the scalability that I 
craved. 
 
So I started a blog. I signed up for some courses on learning how to kind of do an 
internet business and blogging and I just started testing things. I started trying 
little things. My first business foray was teaching people how to sell on eBay, 
because I knew that. I threw up a site, created an ebook, and just started to try to 
sell it, but there were so many different things that I didn’t possess yet. It took me 
a few different businesses before I really started getting the hang of things. 
 
Yaro:  What did you feel you were missing, because I know that’s helpful to 
people who maybe haven’t started, so they can avoid making those mistakes as 
well. 
 
Maren:  I was operating under the idea of “If you build it, they will come.” First of 
all, one thing I was missing was I didn’t have a unique selling proposition. I was 
just one more person that would teach you how to sell on eBay. I made myself 
distinct a little bit. I called myself the Power Seller Princess, and I had someone 
create a website that was all cute and it had a cute logo that I got designed. 
 
Another thing I learned is I put a lot of money into that website and a lot of time 
into that ebook before I had even tested the market. I had no idea how many 
people searched for how to sell on eBay. I had no idea how many people were 
actually paying for this. I just kind of jumped into it head first. 
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The biggest lesson I learned was I realized I really had to start researching and 
doing my due diligence first, and I also realized I had to kind of do something I 
loved. The reason I hated selling on eBay was because I just didn’t like the set-up, 
so thinking that it would be a good idea for me to start a business that taught 
people how to do something I hated was a bad idea because it was like pulling 
teeth to get myself to promote it, to work on it, to connect out with others. I just 
wasn’t proud of it. Once again I was doing something I wasn’t in love with, so I let 
that fizzle out. I sold it for a miniscule number to somebody who wanted the URL 
and the ebook. 
 
I’d been studying a lot of social media stuff while doing that because I wanted to 
learn how to promote my own business, and I realized that people seemed to 
need help with social media, especially small business owners, so I just thought, 
“Screw it. Whenever anybody asks me what I do I’m just going to say, ‘Oh, I do 
social media marketing.’” 
 
People would ask, I’d tell them, and then they’d say, “Oh, I need help with that,” 
because social media was the new big thing, and I would just start naming prices. I 
set up another site after that called Tweeterpreneur, and I still love that URL so 
much. I keep it because one day I want to do something with it. What it pretty 
much did was charge $99 a month and me and my virtual assistant would add 
followers on Twitter for the person. They’d get a few thousand new followers a 
month because we’d be doing that every day. 
 
We did decently with it, it’s just that it was another business where there was a 
lot of hands-on work. From there I was just like, “Screw this, I’m only going to do 
high-end social media marketing for larger clients.” 
 
Yaro:  Before you tell us that part of the story, it sounds like you jumped from 
eBay to teaching eBay and then to social media. What was it that you were doing 
on social media to learn, first of all, I guess skills that you saw were eventually 
sellable? Were you just playing on Facebook and Twitter, or what was going on? 
 
Maren:  I read a lot. That’s pretty much how I’ve ever done anything, is if I saw 
something and I was like, “Hmm, that’s interesting. I wonder how people do 
that,” I’d read about it.  
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I read a lot of people that were really savvy in the social media realm, 
downloaded a lot of courses, studied stuff, kind of connected the dots between 
what everyone was saying and just created my own little system of how to do 
things. I was like, “Okay, I know more than the Average Joe, so I probably can help 
out,” and that’s how it started. 
 
Yaro:  So for those people who if you say the words ‘social media’ kind of glaze 
over and don’t even know what we’re talking about, what is it that people 
actually want from social media that you were then capable of providing? Then 
we can talk some more about how you did that. 
 
Maren:  What they wanted at first were more followers.  
 
Yaro:  This is on Twitter? 
 
Maren:  This was on Twitter for the most part. That’s what I focused on. When I 
started I started focusing on Twitter because Twitter is easier to kind of get that 
for a client, so that’s how I started. But as the business grew I realized it wasn’t 
the number of followers that mattered, it was the interaction and it was the 
loyalty. 
 
I evolved as I did social media marketing to learning a lot more about how to build 
successful fan pages and how to create community around a brand versus just 
gaming Twitter to get someone 20,000 followers. That doesn’t matter if they’re 
not listening. 
 
Yaro:  I guess it became more of a holistic process and learning about how to 
build community and a brand using Twitter, Facebook fan pages, and so forth. 
That to me sounds like a very tricky thing to necessarily outsource, so maybe 
continue down this story of how you were starting to help some higher-end 
clients, but also maybe explain to us how you managed to do that because you 
already said that you’re not a tech person, so you’re working with other people to 
do this.  
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And some of what you do is not straight to the point. Like you say, you don’t just 
go and add new followers. You have to actually help people to build real 
connections with real human beings. I can imagine that’s a bit of a challenge 
when it comes to getting other people to do that for you, so could you explain 
how do you do what you do? 
 
Maren:  In the beginning when we started, or when I started – I say ‘we’ because 
like I said imagine that I’m a cripple and I can’t grab water or walk or anything 
online, so I had to enlist the aid of people that could. From the very beginning I 
found out about the idea of virtual assistants, and I mean I spent days trying to 
find one.  
 
I spent days searching the catacombs of every little job board that existed in the 
Philippines and I finally kind of figured out my own system. Whenever I do 
something I write down a system, like I say, “Went to this URL, clicked on this, 
searched for this, blah blah blah,” and then the next time I have to do it it’s that 
much easier. 
 
So I found some virtual workers and they helped me by designing a website or 
designing a logo. Then from there I was like, “Okay, how about come with me, 
guys. I’ll start a little social media business. You guys can do most of the tasks and 
I’ll tell you what to do.” 
 
I would get a client and they would say, “I need help with my Twitter account. I 
want to grow the followers,” so that was easy. That was just telling the virtual 
worker, “Go out and follow everyone that you can find that has the words health 
food in their Twitter bio,” so we’d help our health food client, because they’d 
have a larger following of people that were interested in that. 
 
As we grew and the company turned more into high-end social media marketing 
for brands and building that community, first of all I had to get rid of any of the 
crappy people that were working for me, of which there were a lot in the 
beginning. I had to pay a little more and find people who were truly passionate 
about social media and people that were very willing to learn.  
 
I would study social media. I’d study what was working the best – let’s say, how 
people were building active fan pages. I’d write out three or four different 
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systems, and then I would forward it on to my virtual assistants. They’d study it 
and then they would follow the points and they’d work on a client’s fan page, and 
then they’d report back to me. “System A seemed to work. System B, not so 
much. System C is really killing it,” so we’d say, “Okay, scrap everything else. Let’s 
just do this.” 
 
Every week or every day I’d be online reading Mashable and checking out things 
that would help us help our clients, and then going through the 3rd party, which 
were the virtual assistants and being like, “Okay, we need to change this. 
Facebook just made a change to the way you can integrate blah blah blah on their 
fan page. Make sure all of our clients’ fan pages are changed,” and they’d act on 
my thing. 
 
It’s kind of like being a baseball coach. You can’t throw a 90 mph curve ball, but 
you know what it takes to throw a 90 mph curve ball, so you can sit there and tell 
your guy, “Arch your arm like this. Make sure that you twist your wrist like this 
and you’ll be able to throw it,” because your guy has the physical strength and the 
talent. 
 
I couldn’t do social media marketing myself because I would get too bored, I’d get 
too frustrated, but I could definitely figure out what were the best ways of doing 
it, and then I could delegate it to my virtual assistants. 
 
I did do some of it myself when it came to crafting tweets, writing Facebook posts 
and stuff like that. Since I was the writer and I wanted everything to be perfect, I 
was the one who did all of that. I’d schedule let’s say 30 tweets for the next 30 
days for our client, and then I’d give them to the person and give them the 
instructions and they’d go from there. 
 
Yaro:  It sounds like you basically created first the knowledge yourself of how it 
works. Then you created blueprints for your outsourcing team to follow and test 
and find the best ones. They then continued to use the best ones to get results for 
your clients, so you’ve given yourself what you wanted, which was scalability. You 
could take on as many clients as you could find, with outsourcers to service them. 
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I guess one of the logical questions next is how did you find clients? 
 
Maren:  I found clients in a very offline way. It was really complicated and very 
competitive to find clients for social media online, but what I had realized is that 
people that were in business that made lots of money but weren’t socially savvy, 
they didn’t hang out online.  
 
Your average small business owner that makes a million a year on their business 
was not online searching for how to increase their Facebook fan page. They barely 
knew what a Facebook fan page was, but they did know that everyone was talking 
about social media, everyone was talking about Twitter, and they felt kind of left 
behind. 
 
I realized that was my target market. My target market was not the tech-y crowd. 
My target market was like me. They were very technically unsavvy, but they were 
business savvy enough that they knew they needed this social media stuff.  
 
So I would go to restaurants and I’d go to nice bars in Las Vegas where business 
people normally hung out, and I’d just talk to people. I’d ask them what they did, 
listen to their story, and then I’d be like, “Oh, that’s funny, I do social media. Have 
you ever considered trying it?” and everyone would say no, of course. Then 
they’d usually ask me, “How could you help us?” and I’d throw together a plan.  
 
I had a really high rate of converting clients that way, face-to-face versus cold 
calling or sending emails or getting really good at SEO. Just recently I’ve started to 
understand the importance of SEO. I beforehand found my clients offline and 
then did everything for them online. 
 
Yaro:  That’s kind of clever in the first place because you faced less competition 
there. Like you said, entering the world of marketing social media online, you’re 
facing a lot stronger competition in terms of SEO and all that, but if you go offline 
it’s like local marketing, plus you can meet face-to-face, which is always better for 
converting a sale, so that’s clever and different as well. 
 
So you’ve got the pieces. You basically over time learned how to do social media 
yourself a little bit, then brought on people to do it for you, then serviced a few 
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smaller clients and realized that maybe that’s not the way to go, and went for the 
larger high-end clients. 
 
In terms of day-to-day what do you do? What’s your main role in the business 
today? 
 
Maren:  This is the funny part. As the business grew, I was spending more and 
more time face-to-face with clients. They would want meetings. They would want 
phone calls. They would not understand something, and instead of emailing the 
virtual assistants who were their point people who were like their project 
managers, they would call me and they would want me to meet them in person. 
 
I was just like, “This is not what I wanted. This is going back to the same thing with 
eBay. I’m spending a lot of my time now one-on-one with clients.” As I took in the 
money and I did the math, I was like, “Okay, X thousand dollars, this many hours, 
and this is the amount of time I’m spending on it,” and it started becoming less of 
a good deal, so I started taking on fewer social media clients and larger social 
media clients – only social media clients that were in the several thousand a 
month category. 
 
I got them literally just by leveraging the one, so if I had a client that was paying 
me $100/month and I told somebody, “That’ll be $500/month,” they’d be like, 
“Well, how do you figure?” and I’d kind of by the seat of my pants give them a 
reason and be like, “Well, Joe Blow is my client,” and they’d be like, “Okay.” Then 
I’d do the same thing.  
 
Then I’d finally get to the point where I was like, “That’s $1,000,” or “That’s 
$3,000 a month.” If you just say it without any apprehension and you believe 
you’re worth that, people will pay it. 
 
I got to the point where I was only taking on very high-end social media clients, 
ones that I was actually interested in their business, like I thought their business 
was cool or just really interesting clients. Those were the only ones I was taking 
on. 
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I was realizing more and more that the truly fascinating part of my business 
wasn’t social media. Anyone can do social media. I’m sure there’s 100 people that 
do it better than me. The truly fascinating part was that I had delegated all of 
these things to people working in all sorts of places all over the world. 
 
As I did the social media as my “day job” and interfaced with clients, and me and 
my team still worked on it, we also did websites, which was weird because people 
would ask for social media and then they’d be like, “Oh, we need a website.”  I 
had no idea how to build a website, but I knew I could find a virtual worker or 
team that did, so we did that as well. 
 
As we were bringing in income from this, I started exploring more and more how 
to create a truly scalable business, like on a very large-scale business. I did a lot of 
reading and I realized where it’s at is not so much services, but it’s helping people 
connect with these virtual workers, with these people that have done so much for 
me. Outsourcing is the reason that I’ve built all of the businesses I’ve built. 
 
So I continued and finally I built a job board and started growing that. Then I built 
a secondary service, like a paid premium outsourcing service, on the side and I 
started cutting down all my social media clients and ramping up all my 
outsourcing efforts. 
 
Today I have a few social media clients. Me and my team still deal with them, and 
it pretty much comes down to me doing some research, crafting a tweet or two, 
responding on Facebook, and I can do it because I enjoy it. I enjoy their fan pages. 
I enjoy managing their communities. 
 
But the majority of my day is spent growing my knowledge of outsourcing, and 
every day is spent figuring out how to tap into pools of virtual assistants all over 
the world who are quality, who are looking for work, and who I can get in front of 
employers that want to hire. 
 
Yaro:  It sounds like you’ve finally managed to find where your passion is, which 
keeps you motivated and actually makes you want to work full-time hours. Most 
people don’t want to, but when you find that thing you do enjoy you’re willing. 
What else would you do? That’s what you love. 
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You realize that the biggest return on your investment is from the really high-end 
top quality clients, and charging more money obviously, so cutting away the 
clients that just don’t cut the mustard in that case. Your core skill is really the 
outsourcing, not necessarily the social media services, but your ability to find 
good people to work for you and work for other people as well. 
 
I’m curious, Maren, let’s take away the ambition to grow a larger business for a 
second. Let’s say you just want to travel for the next 12 months. What would be 
the possibility of doing that, given your business model? Would you have the 
freedom to do that and just check in on your business a couple hours a day, or 
how would it work? 
 
Maren:  Absolutely. The way I’ve gotten it now is it’s a hybrid. It’s part social 
media, and my social media clients – the ones that I whittled down – know that I 
travel. They know that I’m constantly on the move, but they also know that I can 
more than take care of their needs because I’ve been doing it for a while. 
 
Then the second part of it is realizing that if you make $1,000 from five people, 
that’s decent money, but if you make $27 from 1,000 people selling memberships 
for job boards or selling paid outsourcing services, that’s far better money and 
that’s completely automated.  
 
There’s no more getting on the phone with clients. There’s a completely 
automated system run by virtual assistants that I do the architecture for. I could 
absolutely travel, and I plan to very soon travel around the world. I’ve made sure 
to craft my business so I can pretty much do what I want. 
 
Yaro:  It sounds like you’ve slowly but surely made the business more and more 
automated, and I guess closer and closer to a passive income source as well. That 
seems to be a normal pathway. A lot of people sort of start out doing it 
themselves, then bring on help, then they’re sort of becoming more managers 
and the help are doing the technical day-to-day jobs.   
 
Then they’re sort of realizing, “I don’t want to deal with clients anymore, so let’s 
try to find ways – maybe software or perhaps hiring a manager – can take me 
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away from that role,” and slowly but surely you separate yourself from the 
business altogether, or with very minimal requirements. 
 
Maren:  Absolutely. 
 
Yaro:  I’m curious though, people listening to this will very likely be looking to set 
up some kind of business similar to where you might have been let’s say three or 
four years ago, where they weren’t necessarily skilled at anything but they knew 
there were demands for services online, and that they could find people to deliver 
the service for them – things like being able to come up with a model that works 
in the sense that you can make a profit. 
 
You said you had to raise your prices and that was eventually one of the most 
important things, but when you start off with this how do you figure out how 
much to charge versus how much you’re paying your virtual workers, and then 
how much you get to keep yourself? 
 
Maren:  What I found helpful was you can go online and you can Google what 
different rates in different industries are. It takes some digging because the 
information isn’t readily available, but you can definitely find it out. You can do 
subtle things like list off five of your competitors, email them, call them, and find 
out what their prices are. 
 
The most important part is figuring out what you want to make. Pricing, I’ve 
realized, has no correlation with what the product or services actually were. The 
only correlation is if you feel like you’re worth it and your client feels like you’re 
worth it. If you really make your client feel like you’re giving them an amazing 
value, you can charge whatever you want, but in the very beginning I’d suggest 
either pricing yourself on the low end or the high end of your market. There’s no 
money to be made in the middle. 
 
I always liked going for the high end, even when I first started with the Twitter 
stuff. I charged $97 per month, which was a lot considering we were just getting 
them followers on Twitter, but I knew that I didn’t want to make less than 
$30/hour doing this. If I did $30/hour doing this, I paid my virtual assistant $5. 
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Let’s say in the beginning I was working at least an hour on top of theirs, figuring 
things out. That was $10 out but $20 in, so that’s a good way to figure it out. 
Figure out what you absolutely need to make and then check your market and 
position yourself either as the budget option or the premium option. I’ve always 
been fond of positioning yourself as the premium option. 
 
Yaro:  I’d agree with that. I don’t know many people who can survive on the 
budget unless they’re getting massive scale, which creates a lot of challenges for a 
solo entrepreneur when they get started. I’ve always recommended people 
choose the premium option and position themselves in that space too, because it 
means, like you said, people are willing to spend more because they value you 
more. 
 
Maybe to end this discussion, Maren, let’s say you were sitting in front of a 
person who’s saying to you, “I’d love to kind of follow in your footsteps,” maybe 
not necessarily in social media but they’ve done a bit of research and maybe 
they’re thinking language translation services is their thing.  
 
Maybe they speak Spanish as well as English, and they want to get started doing 
some Spanish translation, but eventually they want to hire people to do it for 
them so they can scale the business and create that cash flow source without 
working too hard. What would you recommend they do first? 
 
Maren:  I would recommend you learn the business yourself so you make sure 
you can do it. Even if you don’t do it the best, make sure you understand your 
business. You write out some systems, because that’s what your visual workers 
are going to follow. Then do some testing. 
 
I brought on a virtual assistant really early on. I think they were only $3 an hour, 
and I forced myself to learn how to delegate. That’s very important. It’s much 
harder to delegate than people realize, because we have a hard time as 
entrepreneurs letting go of control, so bring someone on. 
 
I created a virtual assistant board called VirtualAssistantBoard.com and it’s free 
for employees and freelancers because I always had a really hard time finding 
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freelancers and finding virtual workers. So go there, post a simple job or browser 
resume, and find somebody, and then just start to integrate them into your 
business. Even if you’re just beginning and not making money you can spare the 
small expense. 
 
It will be interesting to see how much faster you will grow when you know you 
have someone to help you out. You’ll start treating it like a real business when it’s 
you plus a virtual assistant, because you’ll feel like there’s another part of your 
team that you need to bring work in for. That would be my first suggestion. Learn 
your business and then start delegating, slowly but surely. 
 
Yaro:  What’s the first thing to delegate? I know you said you paid $5 to an 
assistant before. I’m assuming most people listening to this if they’re just starting 
off they might be thinking, “Well, I can afford $5. Is that $5 a day or $5 a week? 
What do I have them do for that $5, especially if I’m just starting?” Is there any 
advice you’d give there? 
 
Maren:  If you’re just starting, have them do research. Have them do research on 
who your competitors are. Have them do research on if this niche is as big as you 
think it is. Let’s say your site is only a few weeks old. Have them do SEO. For $3-4 
an hour you can get a good SEO person and they will start to make your site rank 
for specific keywords. 
 
If you know nothing, like when I started I knew nothing, have them pick your 
keywords for you. Have them set up everything. All you need to do is you need to 
have the idea and you need to have the kind of birds eye view to make it happen. 
 
In the beginning, the research, the SEO, the very basics are great things to 
outsource, that if you outsource to someone who’s good it will set a solid 
foundation for your future and you’ll start to get very comfortable with 
outsourcing tasks.  
 
You’ll think something like, “Hmm, I need to set up a fan page for my Spanish 
translation website. I could spend two days learning how to do it myself, or I 
could email my virtual assistant and they’ll have it done in three hours.” 
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Yaro:  And you won’t do anything, which is what we like. That can be done while 
you’re sleeping. 
 
Maren:  Exactly, and you’ll think about ways to make your business grow, and 
you’ll think about ways to make your business more automated or more scalable, 
whichever is your goal, while someone else is working for you. 
 
Yaro:  Great advice. Thank you, Maren. I really like especially the way you’ve 
grown your business over the years. It’s interesting to hear your start and how 
you’ve progressed to where you are today. Also I like the way you found clients.  
 
I think a lot of people listening to this might be afraid of the internet, and the idea 
of getting traffic to their website is challenging, but just going and hanging out 
where your target market people are in the real world, that may not be so 
daunting for people, especially if they’re used to I guess offline small business. 
You can attend trade events or networking events or even like you said, bars and 
restaurants where you knew your clients were. That’s deceptively clever, an 
interesting story. 
 
As for websites, you mentioned you have www.VirtualAssistantBoard.com.  
 
Maren:  Yes, and my blog is www.EscapingThe9to5.com/. You can find me there. I 
talk about outsourcing and entrepreneurship and all that fun stuff. 
 
Yaro:  I think a lot of people would be interested in learning more about the 
outsourcing. I know it’s something that you hear about and sounds amazing, but 
then you start doing it and you realize, “I could really use some help with coming 
up with tasks for people to do,” and like you said, the architecture or blueprints of 
step-by-step guides for people to go out there and do these tasks for you. Getting 
some feedback in that area would be helpful. 
 
So www.VirtualAssistantBoard.com and www.EscapingThe9to5.com are your 
main sites. Thank you for sharing your story, Maren. I appreciate that. No doubt 
we’ll speak again in the future. 
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Maren:  Thanks so much. 
 
Yaro:  Talk to you soon. Bye bye. 
 
Resources: 
 

• Job board: http://virtualassistantboard.com/  
 

• Blog: http://www.escapingthe9to5.com/  
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