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at IntNetworkPlus.com
Announcer:
Turn your hobby and freelance work into a proﬁtable business! Make your markeAng easier
by applying the strategies of experienced entrepreneurs and have more Ame to do the work
you love. You are listening to the MarkeAng for CreaAves show with your host Marina
Barayeva.
Marina Barayeva:
Hi everyone. This is Marina Barayeva. Welcome to another episode of MarkeAng for
CreaAves show. In this episode, we gonna talk about how to create an engaging business
vlog.
Video nowadays are very popular. If you are into videos, maybe you played with them on
social media or have a business vlog already let’s get deeper into the details that will help
you to bring more people into your business.
We’ll cover the important factors of content that you create to get more engagement, when
it’s be+er to create 20 minutes video and when 5 minutes is already enough, how don’t get
confused with the audience as it’s one of the key points to succeed with the business vlog.
I’m super excited to introduce you to our guest today Amy Landino.
Amy is a globally-recognized YouTuber, speaker, author, podcaster, and markeAng consultant.
Owner of two creaAve companies—AVermarq and Vlog Boss Studios—Amy speaks to and
consults with a global clientele about leveraging online communicaAon for increasing brand
awareness.
Amy has been a speaker for business and markeAng events all over the world and has had
her work featured on media channels such as PR Daily, Content MarkeAng InsAtute,
Huﬃngton Post, Inc, Entrepreneur, and many more.
Hi Amy. Welcome to the show. How are you doing today?
Amy Landino:
I'm great, Marina. Thanks for having me.

1

HOW TO CREATE AN ENGAGING BUSINESS VLOG
Show notes: h+p://intnetworkplus.com/57
Marina Barayeva:
It's so great to have you here. Amy, please tell us about yourself. Share with us your story.
Amy Landino:
Sure. My name is Amy Landino. Formerly Amy Schmi+auer. I was just recently married, so I
went through a li+le bit of a personal brand change. Just in case anybody recognizes my
maiden name. It's kind of hard to understand for a lot of people, but maybe somebody here
recognizes that.
I'm the author of a book called Vlog Like a Boss. I've just been a lover of storytelling with a
video for a lot of years. I've been on YouTube for 10 years or so. I'm kind of working in the
markeAng industry for the last eight. It's been a lot of fun.
I think for the most part you would really know my work from YouTube. But my client work
has a lot to do with an agency I run with my cofounder Vincenzo Landino, know also my
husband.
AVer the mark is our creaAve studio and we really help medium to large size businesses,
leverage video blogging and storytelling through a video to get their brand out there.
I've really grown since my small li+le venture back in 2011 up unAl today. I'm excited to
share some of those details with you guys.
Marina Barayeva:
That all sounds very exciAng. How did you start your vlog and how did you become so
popular?
Amy Landino:
A lot of hard work. A lot of uploading. A lot of publishing. I'm such a kind thing for you to say.
It's not something I ever really planned on doing, was being sort of popular or being a
largely followed, I suppose is another way of saying it.
For me, it was all about how I can use this medium to get my message, my name out there
so that just the right people could hire me, I could get the right clients, get the right work
and be able to go aVer the life that I want.
What it was, anyAme I uploaded a video and I saw that I was gedng business, a new client
might come in or I was gedng hired to do more things in the video world or in the
consulAng world or selling an online product that was ROI for me.
I guess the popularity was sort of a byproduct of the fact that I was just taking the simple
steps you have to take every single day so that over Ame those things can work together to
really build a business that gets you to a success point that you're looking to do.
I think the biggest takeaway there is you have to press publish, you've got to keep going. And
even if one video doesn't do so great or as great as you would've hoped, it's not the one
video that's ever going to make or break you. It's all of them together and being consistent
and conAnuing to publish.
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I did that to build my business. And in turn, I've really been able to build a community of
good friends of mine who I call the socials and we talk about how we can conAnue to be the
best version of ourselves.
Marina Barayeva:
Knowing a li+le bit of your story, you've been in a completely diﬀerent area of work and
then you started working with social media. How did you start that and how did you turn it
into a business?
Amy Landino:
That's a really good quesAon. I went to school for poliAcal science. I thought I was going to
raise money and work in poliAcs for my life. It was something I was excited about growing
up.
I always was really interested in poliAcs, but I didn't realize unAl I had been in the job for
about three years that I had found this other thing that really was a passion of mine. That
was markeAng.
I never thought in a million years I would like markeAng. I thought it was such a dirty word
when I was growing up. I thought it was weird.
But I just kind of ﬁgured it out because I fell in love with video. I learned that YouTube
existed. I started to have a presence there and just meet people through video.
And when you're just making videos about your own life and documenAng, and this is in
2008, you know, people think you're kind of crazy in 2008 for doing this, you learn a lot
about social media markeAng because you're ulAmately trying to ﬁnd your best audience to
watch your videos and learning how to use the social that was available to you at that Ame
to be able to bring them into those videos.
That's what I was teaching myself and learning just because I wanted to. Then as I was doing
that I had dear friends of mine who were even smarter than me just saying, "Hey, you know,
this is a thing. This is a business. I know a lot of people that are doing stuﬀ like this. They
may not be where we live.
They may be over on the west coast and they're a li+le bit further ahead of the game in the
markeAng world than we are, but you should learn from them and see what they're doing
and you're really good at this and could do this."
I listened to that advice because I just thought it was so intriguing that what I could be doing
for fun would be something somebody would pay for. I just started looking for those people
that were doing it, that we're making money, that we're making it a business and learning
from them.
I think that big ﬁrst step for me was, ﬁrst of all, starAng a side hustle. I started looking
around in my area for people who needed what I did, but because I had no experience and
because nobody knew that they had to pay for social media markeAng yet, especially in the
midwest, I just oﬀered my services for free.
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I got those ﬁrst clients. Those were the people that I was working closely with aVer I leV my
full-Ame job every day and on the weekends.
The other big thing that I did was surround myself and immerse myself in an environment
with other people that were super moAvated. That was going to my ﬁrst conference.
I even went to my client who wasn't paying me and I said, "Hey look, you're not paying me.
I've been working for you for a few months. I'm not asking for anything but I do really, really
want your help to get to this conference. Maybe can you sponsor me to go to this
conference? I'm going to get be+er educated so I can conAnue to work harder and be+er for
you."
They weren't able to pay for the whole Acket, but they were able to contribute. I saved up
some money, I took my vacaAon Ame. On my vacaAon Ame, I went to an educaAonal
conference about markeAng.
I surrounded myself with those people who were doing what I wanted to do and I just knew
once I was there that I was on the right track. It was within a couple of months of going to
that ﬁrst conference and really feeling invigorated and excited that I decided it's Ame to
leave my full-Ame job.
If I want this to be a business, I have to go all in. And that's what I did.
Fortunately for me, I sort of thought, "Oh, I've got a plan B. I could always go raise money on
a campaign somewhere or just do that. And if this doesn't work out, that's cool. I'm young. I
can take the risk right now." But fortunately, I never had to look back.
Marina Barayeva:
Wow. You made it happen. Now could you please help our listeners if we want to start the
business vlog, what can we begin with?
Amy Landino:
I think the most important thing you can ever begin with is if you want to start a business
vlog to know who your customers are. First and foremost, you've got to know who they are,
what they're like, why they would buy from you, not why you think they should buy from
you. Why would they buy from you?
And if with that being the case what are the quesAons that pop up?
What are the frequently asked quesAons that you get? What are quesAons somebody would
ask you while you're going through potenAally a sales process for your services? What is
somebody thinking about now before they're even ready for your product?
That's what your vlog should be about. Answering the quesAons that somebody would have
before they're ready to buy from you. You're be+er educaAng them to be able to buy from
you. You're really sedng them up for success.
What you're really doing there is you're hacking search a li+le bit, especially with YouTube
being the number two search engine in the world. You can really leverage the fact that
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people ask it quesAons all the Ame. You can answer those quesAons and do that through
video.
In doing so, you have two things: you've got a great markeAng strategy, but you also have a
great customer service strategy.
Let's say somebody is not quite there yet. They're not buying from you yet. They're not
working with you yet, but they ask a quesAon a lot of people ask.
You, instead of just sort of punching out an answer in an email or jumping on a call and sort
of spidng out an answer in a couple of minutes.
Because we all have very li+le Ame in this world, you can really do them a jusAce by saying,
"Hey, I actually made a really thoughlul, great video answering this quesAon. I want you to
watch it. See if it helps. If there's more to this story, if there's a follow up to this, let me
know."
Now they have a really amazing touchpoint with you where they see what you're capable of.
They see that you do understand where they're at and what they're thinking about. You're
answering those quesAons.
And you're enhancing that relaAonship instead of just delivering on their quesAons
whenever they have them throughout the sales process. It really feels like an experience for
them.
That's really great because not only is that going to help you with anybody who could
potenAally be buying from you right now, but anybody who may not be yet.
And anyone that that person maybe wants to send your video too and say, "Hey, does this
help you? I thought you were struggling with the same thing." That's how word of mouth
starts to happen.
My big, big point here as think about who you sell to, who your product is for and what are
the quesAons they're asking right now. Not necessarily even the quesAons right before they
buy your product.
What are they thinking about right now that is relevant to what you do so that you can be
the thought leader in their life and be able to get them through the process of potenAally
buying from you?
Marina Barayeva:
That's an interesAng strategy. So you suggest people think about what their potenAal clients
are working on or struggling with an answer those quesAons, not speciﬁcally related to your
product or service?
Amy Landino:
Absolutely. I think the worst thing you can do is focus on your product or service. Think
about whether or not your... most of your potenAal customers don't even know who you are
yet.
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With that being the case, do you think they're looking for informaAon on your product?
Deﬁnitely not. They don't even know it exists. They don't even know it's a possibility.
But if you can answer a quesAon of a problem that they're having right now or help them get
through a situaAon that they're struggling with and that's going to be one step, maybe out
of 10, closer to them wondering about your product.
At least you got in the door when it was Ame to get on their radar. So yeah, you should
absolutely steer away not from what you're good at, but from your product because it's not
relevant right now.
It is not the content markeAng you need in order to build the relaAonship with your
potenAal customer for them to want to become your customer.
Marina Barayeva:
In the beginning, when you shared your story, you said that you were looking for your
audience. How can our listeners to ﬁnd their audience on YouTube or on any other media
plalorms where they put their videos and they started their business vlog? How to ﬁnd this
audience?
Amy Landino:
I think when you are creaAng this content for a business vlog, you're looking for the same
type of audience that might be your customer in some way. It can be directly or indirectly.
You kind of have to design that.
But you should be talking to the same people across the board. You should be really good at
talking to those people so they feel like they have a place they can rely on you for that
speciﬁc thing that you do so well.
If you're trying to ﬁnd your audience, it's more about having them ﬁnd you.
You need to do a li+le bit of both. You've got to bring a li+le bit of a+enAon to your videos
so that these other plalorms, with all their algorithms and their discoverability, will send
you some more a+enAon as well. But unAl you make it super clear who you serve, those
plalorms can't do that very well.
You've got to be able to tell them, "Hey, this is what I'm good at. This is what I talk about.
This is who I help." So that when you explain that in your video and you're helping the
viewer, but also in your Atle, your descripAon, your tags in a situaAon like YouTube.
YouTube can look at all of those factors and say, "Oh, we get who this is for." And they can
send you more of those people.
I personally totally recommend you to. I'm sure that's no shock to a lot of people who've
gone to youtube.com/AmyTV at this point to see what I've been doing for a long Ame. But
it's because it is such an amazing place for your video archives.
When you look at a place like Instagram or Facebook or Snapchat, everything is dying oﬀ so
quickly. When you upload a video, it dies oﬀ in 24 to 48 hours.
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A video on YouTube could last you years. It could bring in traﬃc and new viewers for years or
for months or for weeks or even days. That could be longer than what you did on these
other networks.
The other networks might be sending you more views in a shorter period of Ame, but
they're very superﬁcial. They're not meaningful views in a lot of situaAons because the video
is just happening to them in another environment that they were not necessarily asking for
it.
When someone watches a YouTube video, they decide to watch it, they click it, they
intenAonally view it, they hear it, the audio starts at the same Ame as the beginning of the
video. It's a very diﬀerent experience.
My point is, you know, I'm a big proponent of YouTube and its possibiliAes. It's never
wavered and how powerful it is. But it's also just insanely discoverable.
If you really talk to your person speciﬁcally and you don't think that you can help all people
with all things because that's too vague and you'll never make it, then you can get really
specialized.
And these plalorms like YouTube can say, we understand who to send your way. We're going
to send those people your way.
Marina Barayeva:
How do you plan content for a business vlog so it will be exactly on point for those people?
You said that we can answer the quesAon which our audience now have. Would you plan
them somehow or just answer randomly?
Amy Landino:
I think it's important to have a sustainability model. Something that I learned about YouTube
is that there are diﬀerent videos that have diﬀerent purposes.
You're not going to have videos with the same purpose every single Ame you publish. These
all could be frequently asked quesAons.
But some of them might be more just tailored for your exisAng audience, where other ones
will be more tailored for a broader audience who doesn't know you exist yet. And other
things will be tailored more for search.
If you really understand that there are diﬀerent videos, diﬀerent purposes for each of them
and try to cover those bases as best you can, then you're going to have a much more
sustainable video model than just doing FAQ all the Ame or just trying to have a viral hit
every single Ame you upload a video. That's just not sustainable.
The key here is that consistency. If you want to ﬁnd success with video, you tap into what
your customer is thinking about right now, whether they're asking a quesAon, going through
a struggle, looking for a laugh. It doesn't ma+er what it is. Tap into what they're thinking
about right now and be consistent.
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But be consistent in your sustainability by actually having these diﬀerent categories that
make sense for you to always be able to get the video done. You're not always doing this big
producAon thing, but you'll do those big producAon things maybe once a quarter.
Then you have more touch points and more conversaAonal, "Hey, it's just me and my
community videos happen more oVen." And then you'll have the ones that are really geared
towards search.
When you start to cover a lot of diﬀerent bases, it helps you to be sustainable, keeps you
consistent and it's all for your audience.
Marina Barayeva:
Amy, before you menAoned a li+le bit that some people post daily or document staﬀ and
here we're talking about answering people's staﬀ.
What would you suggest in terms of consistency, how oVen to post and how will you mix up
this content documenAng, covering the interesAng markeAng or whatever points about your
service or something related to the audience?
Amy Landino:
DocumentaAon is a really cool opportunity. When you're able to show, to tell, that's
amazing. I don't discount any format of video if you can sAll achieve the thing that you're
trying to teach your audience.
In my videos, typically I like to just sit down and have a conversaAon with them one on one.
But I might be able to teach them a similar message by bringing them with me on a business
trip and having the camera follow me around for that.
There's a lot of diﬀerent things you can do. It's completely up to you on what your best
format is. But you can sAll answer frequently asked quesAons in all of those diﬀerent ways.
Just, ﬁrst of all, keep that in mind.
I'm trying to remember the other part of your quesAon. Oh, the amount of Ames to post.
The really cool thing about YouTube is that industry standard is once a week.
In 2018 in this world where everyone's thinking they got to post daily in order to succeed,
that's actually kind of nice to hear for a lot of us businesses who are really busy running a
business and can't upload videos daily to YouTube or Facebook or Instagram and it totally
makes sense.
But it's all about the context of the plalorm and YouTube industry standard is once a week.
Why is that? That's probably because of video can last for years or months or weeks or
whatever the case may be.
On Facebook where your video is going to die oﬀ and a couple of days, you've probably got
to upload more oVen.
Instagram Stories expire aVer 24 hours. You're going to want to upload Instagram Stories as
oVen as possible so your story never dies.
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You can see where the diﬀerence in the context of the plalorm is super important.
If you're looking at YouTube though, all you have to do is nail once a week. If you nail once a
week, you show up consistently, you cover all your bases and you really make something
that's tailored for a speciﬁc person so they know how to talk about you, they understand
your brand, they share with their friends, that's all you've got to do for YouTube to start to
see you as a channel that is growing.
Obviously, there is a momentum that has to come with that. You've got to have some views.
You've got to have some watch Ame.
But uploading every single day does not always equal watch Ame and if you can get just as
much or more watch Ame on one video per week instead of ﬁve or seven, why wouldn't you
do that?
My opinion is if you're going to get started with YouTube, especially as a business vlog, have
one day a week that you upload and you never miss that one day a week.
Batch record. Knock out four or ﬁve episodes at the beginning of the month. Film them all.
Get them all ready for posAng and schedule them out so you're not wasAng your Ame as a
business. Because it is so precious that Ame.
And stay consistent. It'll be good for you. It'll be good for the audience. It'll be great for
planAng your seeds on a network like YouTube.
Marina Barayeva:
You said that this is important for how long people watch your video. For how long do you
recommend to have the video in general? And how can you keep people engaged with this
video? So they will watch it All maybe All the end or maybe at least All the middle.
Amy Landino:
Yeah. It's really tough to keep a+enAon these days. And I love this quesAon because of that.
Here's my advice on this. When no one knows you exist all watch Ame is good watch Ame.
But it doesn't mean... it's similar to how a lot of people are posAng every single day. They
think that's the way to achieve minutes watched. But similar to that, people will post a 20minute YouTube episode and they think that's the way to achieve watch Ame. If somebody
sits here, they'll watch 20 minutes.
Well, are they going to watch 20 minutes? Do they know who you are yet? Do you have any
social proof? Is there anything that is poinAng to the fact that they need to watch all 20
minutes of this? You might lose them aVer one or two minutes.
And now you're talking about a raAo of two minutes out of 20 and that's not very good. On
YouTube, we're really shooAng for at least 50% retenAon.
On a video that's 10 minutes long, if we can get them to watch for at least ﬁve minutes on
average, we're doing pre+y good.
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My advice is, although we live in a world where long-form content absolutely works when
you are just gedng started, the most important thing is for you to make a great ﬁrst
impression and get people hooked on you.
I would recommend nothing longer than ﬁve minutes. Five minutes is super long. Super long
these days.
You really want to go shoot between the two to ﬁve-minute mark and just get really
consistent once a week on a place like YouTube.
This is not my advice for other plalorms. This is for YouTube speciﬁcally. It changes for
everything.
But if you can really prove that you can deliver in a short period of Ame like that, you're
more likely to have that shareability. And also, that relaAonship with that viewer that they
would come back and that they would subscribe and that they would eventually watch your
10, 15, 20-minute videos because they love what you've done thus far.
When you're just gedng started, I highly recommend you can prove you can deliver in a
short period of Ame and that's going to be your fastest path to success.
Marina Barayeva:
Does the Ame ma+er? At what Ame is it be+er to post? You said once a week. What about
the dayAme?
Amy Landino:
I think that has more to do with who your community is. What's their Ame zone? When do
they like to watch? When are they at work? When are they home?
Really understanding what their day is like and when would be really convenient for them to
watch your video. I think that's what I would be thinking about if I'm you.
Me in parAcular, I know that later in the day in the middle of the week is pre+y good
because people are kind of gedng a li+le sluggish at their work desk or at school. So I'm
usually shooAng for Wednesday in the aVernoon.
Then same with Sundays. I love to just kind of get people excited about a new week so I like
to publish in the evenings on Sundays. That's all on eastern Ame.
I just know that because I know where my audience is. A lot of them are on the west coast
but a lot of them are also all over the United States. So I'm serving them in a Ame zone that
works best for them.
I also know that my friends in the UK who are also a big audience for me, they will be able to
wake up Monday morning or Thursday morning and watched what they miss the night
before.
That's what I typically think about because I'm looking at my demographics. I'm looking at
where everybody lives, what their Ame zones are, and when they might want to watch a
video from me.
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Once you start to measure that, you don't have to get too scienAﬁc with it because the
majority of it is just saying when you're going to be there and showing up.
Because if you tell your audience, I'll be here on Wednesday aVernoon, they're going to be
waiAng for you on Wednesday aVernoon. It's really kind of up to you and your audience on
one that works best.
Marina Barayeva:
So it's be+er just pick a Ame, pick a date and get sAck to that so when you get there, people
will know where and when they can ﬁnd you?
Amy Landino:
Absolutely. Just it makes sure you promote it and you tell everybody what they can expect.
Marina Barayeva:
How can we promote it? How can we reach more people?
Amy Landino:
I think the biggest thing is knowing that everyone has a network. You may feel like you're
starAng from scratch and you have nobody there for you, but we've all been on social media,
we've all been meeAng people, we all know people.
There's always someone who can help us get our start really really that squad around you
when you're launching something and say, "Hey, I'd really love your Ame for the ﬁrst few
episodes of my show. I've got to get some a+enAon on it. If you can watch it and also share
it with your communiAes, that would mean the world to me."
It's really important to have that because then YouTube and all these networks can see that
you bring a li+le bit of a+enAon in addiAon to all your social promoAon that helps them see
that they might want to send some more people your way as well.
But it's the consistency of that. You should never just post a video and walk away. You should
promote the crap out of it like it's your new product. When you do that, it's much more
likely to gain tracAon and for you to get some more a+enAon from the network itself
referring people to you.
Always, always, always leveraged the networks that you have. Think about the social
networks where your audience likes to hang out. You should have a presence there. You
should be promoAng yourself there and gedng your content out there.
Because quite frankly it feels like you're just pushing content, but they're waiAng for it.
That's what they followed you for. That's what they're asking for. You're simply updaAng
them any way that you can, that it's there.
That's why we can't just rely on YouTube noAﬁcaAons or the YouTube subscripAon box. We
have to be able to go to our networks and say, "Hey, this thing's happening. Hope you're not
missing it."
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Marina Barayeva:
That's interesAng that you say, we need to engage with people oﬄine or social media or
whatever. How can we also engage on the videos which we post on our business vlog? Do
you know any Aps how can we make the video shareworthy? So people will watch it and
then they will also recommend to their friends. Not only we promote ourselves.
Amy Landino:
Absolutely. I think ﬁrst and foremost, this comes down to you knowing who you're talking to
because ideally, the video is shareable because of a very, very good and speciﬁc reason
people love to share when it makes them look good too.
If you think about it, even not just YouTube or not just these people who are gedng
a+enAon, have personal brands.
Every single person who has a social network has their own personal brand and you might
be thinking of someone right now who's just sort of your average friend who always talks
about the same thing on their social network.
It could be how annoyed they are. It could be how happy they are with their family. It could
be that they hate poliAcs. It could be a whole lot of things.
But they all have a personal brand. You've come to realize that about them, so when you
think about the shareability of your content for another person, then think about the impact
that they're going to have by sharing that piece of content with their community.
Whether they're going to one person directly and saying, "Hey man, you should watch this."
Or if they're going to their social network and saying, "I saw this video, I loved it, and I had to
share it with all of you."
How is that a reﬂecAon of their personal brand? Because even though they don't think of it
that way, it really is that way and what they don't want people to know happens in the DM
or happens privately.
How can you be a posiAve reﬂecAon of their personal brand and that's going to come from
you knowing who you're talking to, doing an excellent job of delivering the content, so that
when that person sees that video, they go, "Oh, I know exactly who needs to watch this."
That's the best shareability there is. Not just the tweet, not just that reshare this, retweet
that. It's the, "Oh my gosh, I know who this is perfect for."
That's where the real magic happens with shareability and that's what you should be
shooAng for.
Marina Barayeva:
This is interesAng that you say that and people say that you need to create an avatar of your
persona. But someAme in businesses there can be a few diﬀerent avatars. When you create
the video for a business vlog would you create it for your audience in general or you would
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pick a kind of speciﬁc avatar, speciﬁc person and try to nail down content for this person?
And then next one maybe for another avatar.
Amy Landino:
There is never mulAple avatars in my world. I'm not 100% sure where this advice is coming
from because I've
that mold and I sAll absolutely ﬁt their life, I ﬁt their day and I'm a video they want to watch
heard it a few Ames and I understand why that might be the case.
I guess this is my challenge. If you think you have mulAple avatars, then maybe you haven't
niched them down enough. I know who my avatar is. But there may be someone sAll
watching who doesn't ﬁt every single Ame. But I always think of my avatar every single Ame.
Maybe if you have diﬀerent types of avatars that you're trying to get in touch with, maybe
they seem diﬀerent, but there are certain qualiAes of what they're looking for, what they
care about, what they struggle with, what their business is like, that actually makes them the
same avatar.
I say that because I worry that people are not gedng speciﬁc enough about who they're
talking to because in my opinion, anyAme your video is for a diﬀerent type of person than
the last video, they shouldn't even be in the same ecosystem.
They should have a completely diﬀerent channel altogether. For instance, let's take a real
estate agent. If a real estate agent is targeAng sellers only. Let's say sellers only. I don't know
why they would do that. But let's say sellers only.
If they have a video for buyers, then why would they put a video for buyers on the seller
channel? It's not gonna ﬁt for the sellers.
The sellers are subscribed. They care and they want to watch every video. They want to be
on their game. They want to sell that property correctly and the buyer video may oﬀer some
interesAng insight, but they basically get permission to skip it because it's not for them.
In a world like YouTube, allowing somebody to skip the next video is a great way to make
that channel fail because the goal is that your subscribers see every video and get excited
about every video that comes in. But if you give them permission to not watch a video, then
that's a good way to confuse the channel.
Another example of this would be a mulAple language channel. I would actually argue that if
you are going to create an English-speaking channel, but you also feel you have avatars who
are Spanish speaking, then which one are they?
Because the likelihood that they are both is totally possible, but they're more than likely
searching for things in one parAcular language and anAcipate receiving results from that
parAcular language. So you would want English on one channel and Spanish on another.
That's my personal opinion because you have to gear this towards your perfect customer.
Because even if somebody comes to it and they think it's a ﬁt, but it's not, it wasn't
necessarily designed perfectly for them. It doesn't ma+er. They're sAll gonna come back.
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That's kind of my posiAon about that. I think you should always have your avatar in mind.
You should always have that person in mind.
Give them a name. Make them your best friend. Think, how does this aﬀect Charlo+e?
That's what I ask myself every single Ame I make a video. I'm talking to Charlo+e. I know
Charlo+e. I know what you did last night. I know what drinks she had. I know what her
commute is like to work. I know all about her life.
That makes me able to look at every video and say, how does this aﬀect Charlo+e? That's
what makes it for her every Ame.
Marina Barayeva:
That's a great Ap because a lot of people I see confusing with those things. They create
videos and they just mess up with them or with their content.
You have a very popular YouTube channel now. What do you think are the three main factors
of your success that you could recommend to people who want to start a business vlog?
Amy Landino:
I think ﬁrst and foremost was the one that we really drilled home, which is knowing who
you're talking to and staying very true to that. That's gonna that is going to take you a lot of
places. But it won't take you anywhere without consistency.
If you do not post consistently if you do not post regularly, if you do not build that
relaAonship, and I know that, that generic phrase now everyone's saying that, but the ﬁrst
step in your relaAonship with somebody is showing up when you said to show up.
I know my friends invite me out for drinks or coﬀee or anything and I say, "Okay, great. Meet
you at this place at this Ame."
If they don't show up and it's like a consistent thing that they don't show up, we're not really
friends anymore. Like I got be+er things to do.
You've got to be consistent and you really have to know who you're talking to.
I think besides that, it's gedng out of your head about who else might be listening, who
might be judging you and looking straight into the lens of that camera as the person that
you're marrying this for and just talking to them.
You're talking to a camera. You're not talking to your mom. You're not talking to your best
friend. You're talking to your avatar. You're having a conversaAon.
There's no reason to get all in your head, what's your hair doing or why is everything perfect.
Just be there in that conversaAon, in that moment with the person and you will be far and
away be+er than many veils on the planet right now.
Marina Barayeva:
Thank you, Amy, for the great Aps and great advice. Please share now with our listeners how
they can ﬁnd you? How can they know more about you?
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Amy Landino:
I really, really appreciate your Ame, Marina. Thank you so much for having me. I just love
being able to talk about this with everyone. So the fact that you brought me to talk to your
community means a lot.
And if anyone would like to hang out with me, just pop over to YouTube. Youtube.com/
AmyTV, A-M-Y-T-V.
And you can also ﬁnd out more details about my book, my speaking, my businesses
amylandino.com.
Marina Barayeva:
FantasAc, Amy. Thank you so much. It was so much pleasure to have you on the show.
Amy Landino:
Thanks for having me.
Marina Barayeva:
All right. I hope you got new insights that you’re ready to try in your business. If you missed
something or would like to go back to some parts of this interview just go to
intnetworkplus.com where you will ﬁnd the show notes and the full transcript of the
episode.
And if you have the quesAons or topics that you would like to hear about on the show just
email me to marina@intnetworkplus.com.
Announcer:
Thank you so much for joining us today. If you are new to the show be sure to subscribe. And
for more markeAng Aps go to the IntNetworkPlus.com where you’ll ﬁnd the answers on the
ho+est topics about how to grow your business. You were listening to MarkeAng for
CreaAves show. See you next Ame.
Resources from this interview:
•
•
•

Learn more about Amy Landino on amylandino.com
Read Amy’s book Vlog Like a Boss
Follow Amy on YouTube, Twi+er
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