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MAGGIE: Welcome to Marketing Moxie, Episode #15. 
 
INTRO: Welcome to Marketing Moxie with Maggie Patterson where we get down 

and dirty on all things marketing for entrepreneurs.  Maggie takes a 
practical, no holds barred approach to helping you take action on what 
matters to your business, all with her signature moxie and sass.  Now it's 
time to roll up your sleeves and dive in.   

 
MAGGIE: Today we're going to continue with the Brilliant Basics series, and I am so 

thrilled that you are here for today's episode because we are going to talk 
about a really important topic.  You may think that, hey, systems and 
processes are not really part of marketing.  But I hate to break it to you, 
listeners.  It totally is.  Some of the work I do with my clients is really 
making sure that what we do is systematized, logical, and that we can 
stay on track.   

 
 Our guest expert today, Amber McCue, is an absolute brilliant systems 

person.  It's pretty mind-blowing the way her head works.  Amber has 
been instrumental for me personally in my business.  She helped me get 
out of a freelancer mindset after having my business for eight years, to 
really upping my game, stepping into my shoes as CEO. 

 
 She is a huge reason why I have a team, and I credit her with a lot of my 

success.  With no further ado, I want to introduce to you Amber McCue 
from NiceOps.  Let's dive in. 

 
 Hey, everyone.  I want to welcome my friend, my coach, not enough 

words to describe Amber McCue.  She is a systems expert, a leadership 
person.  And, honestly, I'll be straight up with everyone.  She is the total 
reason I was able to get out of my freelancer game and into CEO mode 
and think about how to actually grow my company instead of just kind of 
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staying in this flat revenue growth pattern I had been in for quite a while.  
Amber, welcome to the show. 

 
AMBER: Thank you, Maggie!  And I'm so excited to hear that.  That's always fun. 
 
MAGGIE: Yeah, I'd still be in freelancer mode if I hadn't met you, so my life would 

be very different, so I'm grateful for you.   
 
AMBER: (Indiscernible) 
 
MAGGIE: But today we are going to talk about systems.   
 
AMBER: Yeah. 
 
MAGGIE: Because I know that is like your most passionate topic, and you like to 

take everyone's business and systematize it.  We're all about marketing 
here on the Marketing Moxie Show, so why don't we talk about why do we 
need marketing systems?  Insert big UGH here, ugh. 

 
AMBER: Oh!  (Indiscernible) 
 
MAGGIE: No one likes systems, but why do we need them? 
 
AMBER: You want to grow.  Take your situation for example.  If you want to grow 

fast, and you have revenue targets, and you want to build a business, 
systems will help you, in any category, get there faster.  Of course, right, 
there's the old saying: if you build it, they will come.  Not necessarily the 
case.  You've got to get out there and tell people that you built it so they 
even know to come.   

 
 Marking is the crux of growing your business.  When you have systems in 

place, you can accelerate that growth because you won't spent time, like, 
what do I do next?  Where are we going?  No!  We've got a plan.  We've 
got a system to make sure this happens.   

 
 Then, as you grow even more, right, so that's going to fuel the growth.  

Then, you know, things will have to change.  You'll have to update.  
There'll be new systems that you need.  But they're really going to 
accelerate growth, which is why I think they are so pivotal, and they're 
sort of the foundation of building a strong business. 

 
MAGGIE: Let's say I'm totally, totally new to systems.  What's the one marketing 

system you think we should all have? 
 
AMBER: This one, I don't know if everybody is going to like this answer because I 

strongly believe business is not one size fits all, right?  And that comes to 
marketing strategy as well, so you have to have a plan in place, right, 
before you build your systems, before you hire a team, before you just run 
away and execute on a marketing strategy.  Whatever your key marketing 
focus is, I'd consider starting there.   

 



But then I marry to that what do you hate doing most.  For me, right, that 
was I hate going into WordPress and scheduling a blog post, so content 
marketing and the development and execution of that.  The development, 
some of it I enjoy.  Really, the execution and implementation and pushing 
that out into the world is something I did not like, so that was where I 
started, which sort of got the flywheel turning.   

 
 Again, I take what's your marketing strategy and what's at the top of it and 

what do you really hate, dread, procrastinate doing again and again.  
That's the marketing system you have to get in place first. 

 
MAGGIE: I think that's a really good point because a lot of us are more in the 

creative bent, and systems don't come naturally.  So pick the thing that 
you hate the most and systematize that so it's not so painful. 

 
AMBER: Yeah, and then you'll get addicted, and you'll want to keep doing it, and it 

just spreads from there.   
 
MAGGIE: Yeah, you should have like a little T-shirt that says, "Warning!  Systems 

are addictive." 
 
AMBER: Yeah.  And I'm super addicted to the outsourcing piece, which is a whole 

other, the cloning, which comes with systems.   
 
MAGGIE: Yeah, that's a whole other conversation, but I will personally say that 

having systems in place enables me to keep everything running with my 
team.  If it was all just still in my head, we would have big problems. 

 
AMBER: Yeah, and you know it's fun to watch my clients, including you, Maggie, 

like, oh, yeah, they've got more systems in place than I do right now 
because I'm at that place.  Right?  This is a caution and a warning for 
everyone.  You're going to get systems in place, which I had, and you're 
going to grow, and they're going to need to change, which is where I am.  
So I'm having envy, system envy right now, Maggie. 

 
MAGGIE: You know what the irony of this conversation is, listeners, is that I am 

helping Amber now with many of her systems on the marketing side. 
 
AMBER: Yes.  Oh, and that is, it's a beautiful thing.  That's what the cloning is all 

about.  And Maggie and I, we've had conversations about, I'm like, oh, 
this is good.  And I'm constantly self-coaching and reminding myself.  No, 
this is how it works, don't forget, because it's very easy to get in that place 
of, like, I have to do it all, or it has to be hard.  No, it doesn't.  Not true.   

 
If you hear those things coming up for yourself, be sure to shift that and 
actually thinking about systems and outsourcing overall.  I feel like one 
really leads to the other because the systems are going to feel the 
growth.  The growth means that there's more work, which means you 
need more systems.  But at some point, as you're growing in your 
business, you're also going to likely need to get some help, right, because 
you can't do everything.   



 
Lewis Schiff, the author of Business Brilliant, who I speak of frequently--I 
love his book--did some research comparing self-made millionaires and 
billionaires to the middleclass.  And middleclass will just kind of keep 
doing things, keep taking it all on, I think it's, nine out of ten times.  It's two 
out of three or nine out of ten--baby brain in those numbers--versus the 
self-made millionaires and billionaires.  If they think there's someone out 
there that can do it better than them, they will outsource that nine out of 
ten times.  They are very quick to hand it off so that you can focus in your 
zone of genius.   
 
That's what systems help you do too.  You can get super efficient on 
those things that are a priority in your business that have to get done that 
you really need doing that you procrastinate.  You systematize those so 
you're super efficient.  They're done by you or someone else.  You can 
focus in your zone of genius, again, which contributes to the growth. 
 

MAGGIE: So this all sounds great in theory, but many, many, many of us, and I'm 
sure there's listeners nodding along saying, "Oh, my gosh, why is Maggie 
doing an episode on systems?"  But, I mean, a lot of this is in our head.  
It's in notebooks.  How do you actually kind of corral that chaos and start 
creating at least a couple basic systems? 

 
AMBER: Yeah, so I have thought through this process a lot because whenever I sit 

down to write or document something, I always, you know, sort of have to 
push myself to get there.  I know it's going to help, but sitting down and 
carving out that time, because I want to be working with my clients.  I 
want to be doing my thing, doing what I love.   

 
I always say start with the end in mind.  What's your goal?  What are you 
driving to?  Start there.  Then just literally sit down and map out, okay, 
what is it that needs to be done to get there?  How is it going to be done?  
What tools am I going to use, and who is going to actually do it?   

 
If you don't have a team yet, those things might all be you.  Then what's 
the timeframe in which you're going to do it?  It's really thinking about like 
if you're sending an invitation to someone.  The who, what, where, when, 
why: what are those things that someone needs to know, including 
yourself, to execute on this efficiently?  Start with that end in mind and be 
ready to cut stuff, right?  We tend really, and we've talked about this, 
Maggie, to overcomplicate things -- 

 
MAGGIE: Absolutely. 
 
AMBER: -- as human beings, especially as business owners and entrepreneurs, 

perfectionists.  Progress is better than perfection, so cutting, let yourself 
cut those things that don't really matter.  You just need to get these things 
done to move your business forward and propel that.  Starting with the 
end in mind, thinking of it like an invitation: who, what, where, when, why, 
and how is this going to happen, and moving through it that way.   

 



 Then I think it is like a party at the end.  So we've got this invitation theme 
going like, oh, when it's done such a weight is lifted.  And then you can 
get back to having fun in your business.  

 
MAGGIE: I think what's interesting, having gone through the systems process, is 

you're right; it feels so yuck.  You're sitting down.  You're writing a system.  
But I know with my communications coordinator, Lizzie, I don't even have 
to think about the system now because it just happens.   

 
AMBER: Yeah.  See, and that's what a lot of people say, right?  That's one of the 

myths is that it'll take me less time to get it done.  But when you go 
through it the first time, short-term pain, long-term gain. 

 
MAGGIE: Absolutely. 
 
AMBER: Hand it off.  You don't have to think about it again until you hit that point of 

growth, right, where you're like, oh, time to rework.  This is creaking, and 
you'll hear that, right?  You'll start to hear things creak in the business and 
you're like, all right; we've got to reset, we've got to reset.  So you start 
watching for the signs.   

 
 But another thing, Maggie, that I was thinking of is, however you work 

best, there are a lot of tools out there that help people define systems.  
There's SweetProcess.  There's Clarify.  But I often just go back to 
basics, and I map it out on a big piece of paper, and then I type it up.  
That gives me two opportunities to think about it and see like, oh, that's 
not efficient at all.  That's not helping me.  I'm way overcomplicating this.  
Then I quickly type it.  I might catch a few more things, but that's just my 
process.  But don't feel like you have to go out and buy new tools or look 
at new technology to make this happen because it's really a simple thing. 

 
MAGGIE: It's funny.  I'm going through mine, and there's a couple I'm working on 

right now.  I've just been doing them on a giant post-it note so I can really 
see the visual flow because that's how my brain works.  And there's 
something to be said for -- we spend so much time typing and using tools.  
I'm really passionate lately about the need to connect with pen and paper.   

 
AMBER: Oh, yeah.  There's actually research, Maggie, that shows when you 

brainstorm with a pencil versus a pen or like a traditionally old school 
pencil that you actually have to sharpen, it generates more ideas.   

 
MAGGIE: I'm pretty sure if you're using post-it notes and highlights, it generates 

more ideas.   
 
AMBER: Yeah, and create pretty colors. 
 
MAGGIE: Yeah.  Yeah, and maybe if you had some washi tape.   
 
AMBER: Yes, I confess to all of that.   
 



MAGGIE: Amber and I both have an acute office supply addiction.  If you have an 
office supply addiction, feel free to tweet us about it. 

 
AMBER: Yeah, I love it.   
 
MAGGIE: I'm going to start a whole club called the Office Supply Addiction Club 

where we can post pictures of our post-it notes and our highlighters. 
 
AMBER: Our calendars with our pretty tape. 
 
MAGGIE: Oh, yes.  Should I buy the Whitney English or the Erin Condren planner?  

You know the debates.   
 
AMBER: You know, but it's those things that keep it fun.  My daughters even come 

in and, like, oh, I want to do some of that.  You could take something that 
you might dred and make it fun and beautiful.  Why not? 

 
MAGGIE: Yeah, if you can use a purple sharpie instead of a black sharpie, and it 

makes you happy, I'm all for it. 
 
AMBER: Basically.  That's funny.  I just went back to black today with my pen.  I 

had lots of color in my pen and my notebook, and I needed something a 
little bit more serious.   

 
MAGGIE: Well, sometimes it requires some seriousness, right? 
 
AMBER: Yeah.  Correct.   
 
MAGGIE: I was actually signing some documents for something, signing off on 

some contracts, and I was using a pink pen.  And I thought, hmm, should 
I be using a pink pen for this?  Oh, well, that's my personality. 

 
AMBER: I love it. 
 
MAGGIE: So if I'm -- you know, you touched on the team part.  But I know a lot of 

people, at the point they're looking at their marketing really critically, and 
they're figuring things out, generally an assistant, a VA, a general VA 
starts to come into the mix.   

 
AMBER: Yes. 
 
MAGGIE: You know, it's things like what you were saying: posting to WordPress or 

social media updates.  Where's a good starting point for systems when 
you're building a team?  What are some words of wisdom there because I 
think that hiring someone is pretty scary, and I think systems can help 
bridge that gap? 

 
AMBER: Absolutely.  I completely agree with you.  In sort of thinking back to that, 

the first thing I outsourced from a marketing perspective related to my 
blog, my email going out, and social media associated with that.  I created 
a document that was so detailed, right?  I went through the process.  I 



wrote it down.  I typed up a template and a form that I could use every 
time, so it was much easier the second times around.   

 
 I sent that over to my virtual assistant, and I wanted to be crystal clear.  

And she wrote me back and said, "Oh, my gosh.  This is so detailed I will 
never mess this up."  And she did not, unless I messed it up.  That's 
where it started to break.  Of course, that was my biggest problem there.   

 
 But having those systems in place can really make it a lot easier.  And as 

you start to think about how we communicate, we are busy.  We are 
moving fast.  Oftentimes when we hire someone, we just want them to 
take it.  And if you have some of those things in place, if you've already 
put time into building and thinking through how you actually want things to 
go, it'll be much clearer when someone comes onto your team.  They can, 
okay, get right in line. 

 
 Now other times, right, you might be at a place in your business where 

you're like, I really don't have time to document this.  In those instances, I 
think, okay, hire someone who has sort of been there, done that, right?  In 
those instances you might not hire someone who's more junior or who 
needs a lot of coaching, so you have to interview and screen really, really 
well.   

 
But also create and give that person some sort of, I call them, operating 
principles or sort of the rules of the road so they know, like, okay, I post 5 
times a day, so they don't start putting your tweets up 20 a day or 
whatever that structure and that operating model is.  Again, that doesn't 
necessarily have to take a lot of time too.  You could just map that out a 
couple of pages typed up of bullets on what those operating principles 
are.  And so just thinking about, as you start to shift from how you're 
doing business independently, to how you're doing it with a team, thinking 
about what do people need to know.  What do I need to tell them?  Those 
are a couple of examples.  Does that make sense? 

 
MAGGIE: Absolutely.  I think what it really brought up is I just finished The Pumpkin 

Plan a couple weeks ago, and I know we've talked a lot about that book.  
There's a whole section in there where he talks about giving your team 
what they need to make the decisions. 

 
AMBER: Yeah. 
 
MAGGIE: To let them, and to be okay with those decisions.  You know, I used to 

manage a fairly large team, and that is a hard thing to do.  Then you add 
on a layer of that if it's your business, it's your baby, it's your life. 

 
AMBER: Mm-hmm. 
 
MAGGIE: But I think, if you're doing the right screening and hiring, you can really 

just have that person be a real partner.  I mean, I know I can say to the 
people on my team, I'll go, oh, well, I don't know.  You tell me.  What do 
you think?   



 
AMBER: Yes.  
 
MAGGIE: You know how we roll around here, so you tell me what we should do. 
 
AMBER: Yeah, exactly.  And when you hire the right people, you can leverage 

them like that.  Then again, there might be people on the team, if you 
want to build a leverage model -- 

 
MAGGIE: Yeah. 
 
AMBER: -- who aren't as experienced and who don't have those insights.  Those 

are people you take time to train on what the systems are, and you're 
ready for that because you've hired them knowing that they don't 
necessarily have that skill.  But those people may also have great ideas 
because they're totally unbiased, right?   

 
That's why I love working with interns because they see things in a totally 
different light than I see things, than we see things, because we've been 
in business for quite a while.  So that's always fun and exciting too, so 
being open to new and different perspective.  And, as you're building 
processes and systems and timelines, and things need to get done, be 
sure you're realistic around how long it's actually going to take to get 
things done, and give yourself some wiggle room so that you have that 
time and that space to like, all right, yeah, we can try that, or not, and give 
yourself that room. 

 
MAGGIE: That's why all my blog content and everything is done on Monday, but it 

doesn't post until Thursday. 
 
AMBER: Yeah, that's great.   
 
MAGGIE: Because I don't necessarily always get it done on Monday.  Life happens.  

My son is sick.  My husband is off work and he's distracting me and wants 
me to help him tape drywall in the garage.  That's why I'm self-employed 
so I can be flexible. 

 
AMBER: I love it!  And you get something out consistently every week? 
 
MAGGIE: I would say nine times out of ten. 
 
AMBER: Awesome!  Yeah, that's -- 
 
MAGGIE: But, you know, when you're in marketing, you're kind of held to a higher 

standard because I really breach that to my clients.   
 
AMBER: I love it!   
 
MAGGIE: Just like you need to have systems.   
 
AMBER: Exactly. 



 
MAGGIE: You know, one thing, just going back to what you said about the ideas, I 

was listening to an interview a couple weeks ago with Chris Ducker, and 
he was talking about how his team emailed him at the end of the day, and 
they have to give him one new idea.  

 
AMBER: Oh, that's fun.  Yep. 
 
MAGGIE: And like, he said that most of them don't result in anything, but there's 

been a few things that have resulted in being, you know, core parts of 
their business and their revenue stream.  So even if you only had that 
once a week with your team or once a month, I think that that's a kind of 
fun way to include them in the systems and get them thinking about your 
business a bit differently. 

 
AMBER: Absolutely.  There's even something if you don't have a team yet too, 

challenging yourself to come up with new ideas.  Again, you know, we're 
always sort of brainstorming ideas on the fly and ad hoc as 
entrepreneurs.  There's always something coming.  But if you sort of force 
it, it's a different process.  It feels different. 

 
MAGGIE: You know, though, I think that maybe the problem for most of us is not 

coming up with the ideas.  It's the execution of the ideas, which brings us 
back to systems.  I mean, I'm very good at thinking of ideas.  But then I 
start to break out all the steps.  I go, well, that's going to require way more 
bandwidth than what we have as a team right now. 

 
AMBER: I love it!  Yeah, and then you've got to map it out and put some things on 

hold sometimes.   
 
MAGGIE: You know what?  I think that that's why things like a minimally viable 

product or, you know, the just ship it mentality is great because then at 
least you can test stuff out before you spend time developing your six-
week course or whatever it is. 

 
AMBER: Exactly!  I've seen so many people who, because they're so worried 

about what they're taking to market, that they'll build everything in 
advance and then hear crickets.   

 
MAGGIE: Yeah.  And, you know, I learned that very quickly.  You know, I had a 

couple failed course launches.  And then one I just went through, I literally 
thought of it on a Tuesday, had it out the next Monday.  I started running 
it two weeks later. 

 
AMBER: That's beautiful. 
 
MAGGIE: And it's a beta, so I'm just creating content on the fly, like, as I go.  I 

mean, I have a structure.  I know what I'm doing, but I feel so much better 
that I didn't take the time upfront because then, if it hadn't happened, it 
would have been like, oh, well.  I can move on quickly and not be like, oh, 



I have this big, white elephant sitting here, and I've spent all this time on 
it.   

 
AMBER: Exactly.  As long as you have the outline, right, and those core things that 

you're going to need to sell and market it anyway, like what are we 
actually going to do in this program, if it's a course you're launching.  You 
could fill in the extra, you know, the substance and the details as you go, 
which is (indiscernible).   

 
MAGGIE: So if you're that perfectionist, progress.   
 
AMBER: Progress is greater than perfection.  Every time. 
 
MAGGIE: Yeah, that's my mantra. 
 
AMBER: That's good (indiscernible) too. 
 
MAGGIE: Well, thank you so much, Amber.  This was really good.  I think, you 

know, people can take away a lot of ideas about systems.  If you want 
some more on systems, I will have some stuff linked up in the show notes 
to Amber's stuff.  And, Amber, where can we find you? 

 
AMBER: I can be found over at NiceOps.com.  Actually, Maggie, if you're going to 

link some stuff up, I've got a template, a blog posting template that I'd 
love to share with everyone if you're game for posting that. 

 
MAGGIE: I would love to post that.  Then the challenge to everyone listening can be 

to get out there and start using that blog template, even if it's just with 
yourself, to really start getting into that systems mentality. 

 
AMBER: Yeah, love it.  And it's also good if you already have a blog process in 

place, just to look at how systems can be documented and done 
differently and applied to something else if you're already rocking and 
rolling on your blog.   

 
MAGGIE: Exactly.  Thank you so much, Amber. 
 
AMBER: You're the best, Maggie.  Thank you. 
 
MAGGIE: I hope you took away so much from that episode.  Amber is just brilliant.  I 

know I'm gushing, but I think, when I've had personal experience with 
someone, I can't help but share that enthusiasm.  The ability to look at 
your business, and especially your marketing, look at the systems, look at 
the processes, and really figure out what you should be doing, what you 
could have someone else doing, and starting to step up your game to 
look at the big picture is completely magical.  It is mind-blowing once you 
start to realize it. 

 
 Let's get into today's takeaways.  Takeaway number one: if you don't 

think you need systems, you probably do still need systems.  Start with a 



simple system like maybe a blog post process or something else to start 
pulling things together.  

 
 Takeaway number two, don't be afraid to build your team before you're 

ready.  Outsourcing is addictive.  Back in June of last year, in June 2013, 
I actually took a class with Amber, which was called How to Clone 
Yourself.  And I thought, well, maybe this is a way I can grow, and I can 
reach through the income ceiling I had for many, many years, been 
making very consistently the same income.   

 
Within a matter of four weeks, Amber had blown my mind.  I actually hired 
a VA.  I had had assistants in the past, but they were not involved in my 
business at the level they are now.  And now I have a team of two, two-
plus actually because there's more people in the background to help 
making things happen.  So Amber really provided some great advice on 
that. 

 
 And the third one is document your systems.  Make sure that you put 

things in writing.  Don't assume that people understand.  Getting really 
clear on why you do things and how you do them can make that transition 
to creating systems or processes, even for yourself or for your team, so 
much smoother.   

 
 I want to thank you for sticking through Episode #15.  You can find the 

show notes and more information about NiceOps and Amber over at 
www.MaggiePatterson.com/Episode#15. 

 
 If you are an iTunes listener, I would love your review.  I love reviews.  

They warm my heart.  And I would love to have them from more 
countries, so if you're listening in somewhere exotic like Belize or 
Bulgaria, I would love to hear from you. 

 
 And if you want to comment on anything on today's episode, you can hop 

over to the show notes to do that and comment up there.  And you can 
also grab the handout with some of Amber's takeaways.   

 
 I will catch you all again soon.  Thanks for listening. 
 
OUTRO: Thanks for listening to Marketing Moxie with Maggie.  Visit our home base 

at http://www.maggiepatterson.comfor show notes and more episodes. 
 

Show notes at: http://www.maggiepatterson.com/episode15 
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