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Chat with a VA Industry Leader Podcast Series Transcript 
 
Today’s Interview is with Sharon Broughton 
 
Sharon W.: Hi everyone and welcome to The Chat with VA Industry Leader.  Today’s 

interview is sponsored by the Online International Virtual Assistant’s 
Convention at OIVAC.com and The 24-Hour Secretary.  We’ll discuss 
ways to increase a VA’s knowledge, skills, abilities, and expertise in 
running a successful business and other important topics from inspiring 
VA experts.  Check out Online International Virtual Assistant’s Convention 
for convention updates.  Again, that’s OIVAC.com.   

 
 The title of today’s interview is Inspiring VA Experts Tips, Tricks, and 

Secrets.  Sharon Broughton reveals how every virtual assistant can 
increase their knowledge, skills, abilities, and expertise in running a 
successful VA business.  My name is Sharon Williams and today I’m 
talking with inspiring VA, Sharon Broughton about the tips, tricks, and 
secrets every VA needs to shortcut their way to success and get great 
results. 

 
 Sharon is well known in the VA industry as an expert and has graciously 

consented to this interview to share with us all the cool tips that she can 
that will really accelerate your results and help you grow your business.  
First, Sharon thank you for joining us on this interview today. 

 
Sharon B.: Thank you so much Sharon for having me.  I’m excited. 
 
Sharon W.: Okay, so am I.  Let’s jump right in.   
 
Sharon B.: Great. 
 
Sharon W.: My first set of questions is about your background and experience so that 

every virtual assistant in our audience can understand who you are, where 
you’re coming from, and how you can relate to where they are right now.  
My first question is, tell us a little bit about yourself in terms of your 
background, education, and your experiences. 

 
Sharon B.: Sure.  I’ve been a VA for ages it feels like, since 2002, so I’ve been doing 

this for 15 years now.  My background is that I started off with Assist U.  I 
took their training program which I thought was amazing because I came 
from corporate and I had no idea how to be a virtual assistant.  That was 
the first thing I did, was go through Assist U and then I just started off with 
getting clients from places that I had worked before.  They knew how I 
worked and so those were some of my first clients. 

 

http://www.oivac.com/
http://www.oivac.com/
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 Then, about eight years ago, I started using Infusionsoft, so that’s been 
my specialty since then and I’m certified.  I have also been a certified 
online business manager for about five years now.   

 
Sharon W.: Okay, let’s back up a little bit because you said a couple of things that 

peaked my ear.  You said you attended Assist U.  Give us a little bit of 
information about that and do you think it really helped you and how, 
number one.  Then number two, do you recommend for individuals that 
are interested in becoming VAs to start off by getting some sort of 
training? 

 
Sharon B.: I definitely recommend you getting some training when you first start.  I 

chose Assist U because that was the only thing out there at the time that I 
came across that talked about virtual assistants at all.  I think the main 
thing that Assist U taught me was the foundations of a business.  Since 
coming from corporate I had never had my own business, I didn’t know I 
had to have a business checking account, I didn’t know how to work with 
clients, setting up an email, picking a domain, all that kind of stuff that’s 
what Anastasia taught me in Assist U, and my trainer as well. I definitely 
recommend getting some sort of training just because I think it bypasses a 
ton of errors that you can make.  It was awesome. 

 
Sharon W.: The second part of what you talked about earlier that perked my interest 

was that you said you went back to some of the individuals that you 
worked with and got them to be your initial clients.  Tell us a little bit about 
that because a lot of times VAs or individuals don’t know that they could 
possibly approach the employer they just left or associates. 

 
Sharon B.: Well, I had really good relationships with my prior companies that I worked 

for and I had been doing a few things for one client on the side even 
before I decided to be a VA so, it was pretty easy to just say, “Hey, I’m full-
time now, just send over whatever you can.”  Then, some of the other 
clients, I just approached them and said, “Hey, I did great work for you and 
now I’m doing it on the side.  If you have overflow work or anything like 
that, I’d be happy to help.”  That’s basically how I got started.   

 
Sharon W.: I don’t think I heard why you even became a VA.  What made you decide 

to go down this path? 
 
Sharon B.: Great question.  I was in corporate and I got laid off.  The job that I had 

when I got laid off was telecommuting and so I worked from home in 
Sacramento and twice a month I had to fly down to LA for office meetings 
and things like that and so I was used to working virtually and I did not 
want to give that up.  That’s why I went in search of other things that I 
could do where I could stay working at home. 
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 I read a book by Cheryl Richardson called Take Time for your Life and she 

talks about VAs in there and Assit U, I believe, was mentioned in there as 
well and I was like, “I can do that.”  That is where it came from and I just 
decided, “Yep, I’m going to have my own business, and I’m going to do it, 
and I don’t want to work for another company again,” and I took it from 
there. 

 
Sharon W.: Okay.  Now, I heard you also mention that you became certified as an 

Infusionsoft trainer and then I think I heard you say online business 
manager? 

 
Sharon B.: Yeah. 
 
Sharon W.: What made you decide, number one, to get into the technical things of 

Infusionsoft and then, to become an online business manager? 
 
Sharon B.: The Infusionsoft path just happened by chance.  One of my clients 

Fabienne Fredrickson went to a conference and she came back and said, 
“I bought Infusionsoft Sharon.  Can you figure it out and set it up for us?”  
I’m like, “Of course, I can.”  I learned on the fly and I did a bunch of things 
wrong and a bunch of things right, but that put me on the path with 
Infusionsoft.  I decided about five years ago, I wanted to be certified so 
that I just had that stamp of approval from Infusionsoft that I was pretty 
awesome and so that’s how I got started with that. 

 
 Then, I have been a certified online business manager through Tina 

Forsyth, I think like I said, for four or five years as well. I just did that 
because I wanted to work with a higher caliber of clients.  I didn’t 
necessarily want to be a VA for a bunch of clients, I wanted to be the 
manager and work with other VAs and so I took her training and 
absolutely loved it as well.  It was just a natural progression for me from a 
VA to being certified in Infusionsoft, and doing some consulting, and then 
being a certified online business manager and having a team underneath 
me.  That’s how I progressed. 

 
Sharon W.: Okay.  We’ve heard what I consider to be accomplishments that you have 

done.  What types of obstacles did you have to overcome? 
 
Sharon B.: I think one of the biggest ones was just treating myself as not so much as 

a VA anymore and having other VAs do client work.  That was a really 
tricky transition for me to just work with the clients and create their 
marketing funnels and things like that, and then handing it off to a team 
member.  I still wanted to do the work too and I really had to separate that 
because I wasn’t going to be able to grow if I kept doing all the work 
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myself and so that was a big obstacle for me.  It took me a couple of years 
to get that figured out and I’m finally doing it now. 

 
Sharon W.: Since you were working with other VAs, were they adequately trained to 

handle the tasks that you needed them to do or did they get additional 
training either through you or some other program? 

 
Sharon B.: Some of them knew Infusionsoft already or other tools that we were using 

but, a lot of my team members have come through a training program I 
have for virtual assistants to learn Infusionsoft.  I handpicked those people 
that have taken my training to be on the team because I knew they were 
trained the way I like to do Infusionsoft and things like that.  Some came 
with that knowledge and others I just grabbed from people that have taken 
my programs and I knew they were awesome. 

 
Sharon W.: Do you offer that training now? 
 
Sharon B.: I do.  I still offer Infusionsoft training. 
 
Sharon W.: What is the name of the program and the URL just in case any of our 

listeners are interested? 
 
Sharon B.: Sure.  My training website is SuperVASchool.com.  I have a training 

program for Infusionsoft and I’m getting ready to kind of create tracks of 
certified super VAs in four different areas but Infusionsoft is the one that 
I’m focusing on right now. 

 
Sharon W.: Oh, that sounds interesting, creating tracks.  Is that relative specifically to 

Infusionsoft or some other programs? 
 
Sharon B.: Right now, I’m just focusing on Infusionsoft but, I will be doing other 

programs in the future.  For example, 1ShoppingCart, or whatever clients 
are using.  Active Campaign is a big one right now, Ontraport. 

 
Sharon W.: Then in actuality, everything that you will be offering is technology related? 
 
Sharon B.: Mostly, yes.  I also teach in the classes strategy, how to create a funnel 

and how to guide their client through the process of creating marketing 
funnels and things like that.  There’s a little bit of strategy as well but, it’s 
mostly technical training, yes. 

 
Sharon W.: Okay.  I think we’ve learned quite a bit about you but is there something 

personal you’d like to share with us? 
 

http://www.supervaschool.com/
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Sharon B.: The one thing that I tell people and they are shocked, we love kitty cats 
here at home so we have eight kitties.  I rescue kitties and we love them 
dearly.  I’m a cat lady. 

 
Sharon W.: I’m a dog lady.   
 
Sharon B.: Good. 
 
Sharon W.: Okay, I think we’ve covered your expertise so let’s get started with those 

tips, tricks, and secrets.  How about sharing a tip that you wish someone 
had shared with you when you first started your business? 

 
Sharon B.: Well, some people shared this tip with me but I didn’t really believe it and 

so I didn’t exactly do it.  I started off as a generalist and I think you can 
build your VA business much more quickly if you specialize in something, 
if you have a niche.  For example, I’ve chosen Infusionsoft as my main 
niche but, I work in other programs as well.  It’s really easy to focus your 
marketing on that, and identify people that are using that program.  Focus 
in on one thing and being the expert at it, I think, is super important 
especially for someone starting out.  It just makes it so much easier to 
market yourself.   

 
Sharon W.: You’re not the first expert VA that has mentioned this as a tip they wish 

they had when they started then why is it so difficult for people when they 
hear that to say, “Oh okay, that’s what I’m going to do,” versus staying a 
generalist? 

 
Sharon B.: I think it’s scary to specialize in something and it’s easier to be a generalist 

and work with a lot of people.  They figure, cast my net wide and I’ll work 
with all these people but, that’s not actually true.  People want to work with 
somebody that is specialized in whatever they’re using.  So, even though 
it’s scarier to narrow down your niche like that, you’re going to get much 
better clients and be able to focus on one thing. 

 
Sharon W.: Okay. Now, how about a cool trick you’ve figured out or discovered that 

could help VAs in our audience? 
 
Sharon B.: You know, the one big thing I focus on, and I do it with my team as well, is 

making sure that I have a really strong project management system and 
everything goes into the system.  Everything is tracked time, projects, 
everything.  In the beginning, I wasn’t really good about that, even when I 
started getting team members under me and it got confusing, nobody 
knew who was working on this, and so in the last, maybe five or six years, 
I’ve been using TeamWork and Asana and it’s just very clear who is doing 
what, how long it took, you need to do this before this happens.  So, 
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project management to me is the key to running any business.  Even if it is 
just you and your business, a project management system is really 
important. 

 
Sharon W.: What if a VA says, “Yes, I know that’s important but I can’t afford these 

systems that are out there now.” 
 
Sharon B.: Well, Asana is free so there’s no excuses. 
 
Sharon W.: Okay.  Alrighty, I know you mentioned two and you talked about how 

important they are as far as developing your foundation but what if they 
get stuck?  Some VAs are not technology based, they’re good generalist 
and actually some of them say they’d rather be a generalist.  I don’t want 
to say it’s because they don’t want to learn but because they just feel 
more comfortable in being a generalist.  What type of advice would you 
have for them? 

 
Sharon B.: I would still sort of niche but maybe in how you work with clients.  What 

came to mind to me is a generalist is a perfect example of a customer 
service VA so you could niche yourself as that and that’s still kind of a 
generalist because you’re being customer service for the client and then 
working with the client as well.  Think about it in those terms, what can I 
specialize in that maybe is not necessarily the skills but the people you 
work with, or the type of services that you provide like a customer service 
VA.  That’s still a generalist VA but it narrows it down just a little bit and 
makes it easier. 

 
Sharon W.: Okay.  With hearing that, would you recommend that a VA start off or at 

some point in their development, that they create a client persona or their 
ideal client persona that identifies what they like about their potential 
clients, what they’re looking for, what their focus is, the demographics of 
that individual, etcetera that will help them decide what that niche is going 
to be? 

 
Sharon B.: Yeah.  What I did after I had my first 10 or so clients and some of those 

clients I didn’t do so well with and some of them I did and so what I did to 
create my client avatar, I call it an avatar, is I looked at what I did really 
well with those couple of clients and what characteristics did they have?  
Were they female, male, did it matter?  What industry were they in, what 
was their income, what did I do that was really great for them, what did I 
do that I don’t want to do again?  That kind of stuff.   

 
That helped me so that when a potential client came across my site and 
wanted to work with us, you know, did they fit that criteria?  If they didn’t, 
or they wanted us to do stuff that I just didn’t like to do then, I just didn’t 
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take them on as a client.  So, being really specific looking at what worked 
and focusing on those types of clients.  Being able to say no to a potential 
client too, is a really hard thing to do but sticking to that avatar and 
focusing on those things you want in your business for as far as clients go 
is so important. 

 
Sharon W.: Well, you know, that’s an important point you just made, that being able to 

say no.  A lot of new VAs, as well as experienced ones, need that ready 
steady, even if it’s a low income, they need that money and I’m sure it is 
going to be very hard for them to say no to money in the hand versus 
focusing on developing themselves and searching for that ideal client so 
that they can live the lifestyle they want to live. 

 
Sharon B.: Oh yeah.  It takes a while.  I mean, I’ve said yes to clients that I should 

have said no to many, many times.  Afterwards I’m always like, “Why did I 
say yes?”  So, I’ve learned from my mistakes but, I still have times where I 
say yes and I should have said no.  But, it’s just really a matter of knowing 
if you say no to this client that’s not quite the right client for you, that 
there’s going to be that perfect client right behind them waiting to come in 
that door and so you just have to have faith.  It’s really hard when you’re 
starting out though and I totally get it.   

 
Sharon W.: Okay.  What is a secret every VA needs to know when it comes to 

developing their business? 
 
Sharon B.: Gosh, the secret?  I think it’s making sure that you don’t over promise, or 

say that you know certain tools and you don’t really know them that well.  
For example, you get a potential client on the phone and say, “I work with 
1ShoppingCart,” and all you’ve ever worked with is Constant Contact.  
Don’t say, “Yes, I know 1ShoppingCart,” say, “No, I don’t know it but I 
would love to learn it if that’s what you want to do.”  I think that’s a secret, 
don’t be afraid to not take on clients with things that you don’t know how to 
do.  If you don’t know how to do something, make sure you tell the client 
that and say you’d be happy to learn if that’s what you want to do.   

 
I think that’s a big secret to developing new business is, make sure you 
don’t take on something you don’t know how to do or, if you’re going to, 
make sure the client knows and that it is a learning curve for you and learn 
that new tool.  That’s how I learned all my new tools was I just started 
playing with them.  

 
Sharon W.: What makes that so important? 
 
Sharon B.: That’s the only way that you can grow your skill sets, I think, is by learning 

new things.  I think that’s really important as you grow your VA business.  
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You want to stay up on the trends and new programs that people are 
using and you have to learn them somehow, right?  So, either learn them 
on your own or a client comes along that is using it already and maybe it’s 
already set up even and you can learn from that.  I think it’s just important 
to grow your skills as you grow.  Your business can’t stay stagnant and 
keep doing the same thing over and over again, there’s new things that 
are coming out.  ClickFunnels, and all kinds of stuff and so I think it’s really 
important. 

 
Sharon W.: Okay.  What are the big challenges facing VAs today? 
 
Sharon B.: I think there’s a lot of competition right now and I think pricing is an issue.  

I’m even feeling the crunch on pricing.  Just because we specialize with 
Infusionsoft our rates are higher but even clients that are coming to me, 
they don’t want to pay our higher rates but they still want the great 
services that we provide because there’s so many VAs out there that also 
know Infusionsoft that are much lower priced.  Pricing is really tough right 
now I think and you have to remain a little bit competitive on that.  That’s 
one thing that I think is a big challenge right now is pricing.  There’s just so 
many VAs out there and they know so many things.  Everybody is so 
smart right now and clients have a big choice. 

 
Sharon W.: So then why does a client choose you over that other VA that may charge 

just a little bit less? 
 
Sharon B.: I think the main reason why clients hire my team is that we’ve done so 

many projects and worked with so many great clients like Fabienne and I 
worked with Allie Brown ages ago, and Christine King so I’ve got that 
wealth of knowledge of working with clients that are in the six figure and 
go to the seven-figure mark and so I’ve seen what that takes.  That’s one 
of the reasons clients go with us because, we have that experience.   

 
 The other one is that we know so many different programs and we’re 

experts at all the ones that we offer so there’s no learning curve.  If they 
want to set up a webinar funnel bam, it’s done in an hour, we have 
everything set up.  So, even though we’re a higher rate we can do things 
so much faster because there’s no learning curve, we put it together and 
it’s done.  That’s the big bonus as well. 

 
Sharon W.: Do you charge by the hour, by the project, or on a retainer basis? 
 
Sharon B.: We have a couple of packages but we primarily due retainer and project 

packages.  We have a retainer like, 10 hours a month, or 20 hours a 
month, or 30 hours a month and then the project packages, maybe 
somebody just needs an opt-in page created they don’t need ongoing 
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support and so we have a five or 10-hour package for projects where it 
doesn’t expire and they just use the time as they need it.  That’s how we 
work that. 

 
Sharon W.: Okay.  Now, what are the big opportunities that VAs may be missing? 
 
Sharon B.: I think some big opportunities that I’ve taken advantage of over the years 

is asking my current clients, when I have an opening, if they have anyone 
that needs the same type of service that they’re getting and so I’m pretty 
much referral based.  All clients that come to me are referrals from other 
people that found my site or whatever.  I think really make sure, first of all, 
that you have website.  Second of all, ask your current clients if they have 
anybody that they can recommend that might need your services as well.  
I think that’s so important.   

 
Sharon W.: That’s great, a referral system.  Now, do you, as part of that process, offer 

the person that’s doing the referral anything to give them incentive or just 
say, “Thank you very much.”   

 
Sharon B.: It’s primarily the thank you very much and I reciprocate as much as I can.  

I’m a firm believer in Karma and when somebody gives me a great referral 
like that I give them one back, or try and do something for them in some 
other way.  So, I don’t necessarily give money but I do try and do 
something, you know, send them chocolates.  I do have one client too 
where they do refer us and there is a referral fee just because they’re a 
huge organization and so I do have a monetary type thing for them but 
primarily it’s just the good karma thing, and being really nice, and thankful. 

 
Sharon W.: Do you have any suggestions for tools or resources that you would 

recommend to either a startup VA or again, a VA that has been around a 
long time but they may not be aware of how useful and beneficial using 
this tool is? 

 
Sharon B.: A couple of tools that I use all the time is Asana, which is a free tool, it’s a 

project management system.  I still use Teamwork a little bit, that is a paid 
program but they do have a free version.  Another one that I just started 
using also quite a bit is Canva because we do a lot of graphics for clients, 
Facebook ads and things like that and so we use Canva a lot.  I think it’s a 
super easy way to create graphics.  Those are some of my tools I’m using 
right now. 

 
Sharon W.: Okay.  Are there any time management tips you can give?  I know you 

spoke about project management but are there any other time 
management tips you could recommend? 
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Sharon B.: I definitely don’t take phone calls on Fridays.  I don’t schedule anything on 
that day because that’s when I work on big projects and I work on my 
business doing my bookkeeping and things like that.  I make sure Fridays 
are no phone calls with clients or anybody at all.  Then I try and do the 
same thing on Mondays.  It doesn’t always work, I have a couple of client 
calls on Monday but I try and keep it to a minimum.  Then, Tuesday, 
Wednesdays and Thursdays are my days where I have client phone calls 
and I’m working on projects and things like that.  Definitely kind of 
segmenting my week that way really helps me focus on what I need to do 
that day. 

 
Sharon W.: So, you’re recommending then to, at a minimum, set aside one day a 

week to focus on things you need to do in your business or for your 
business? 

 
Sharon B.: Yes, and maybe any big projects for clients that might need to be worked 

on as well.   
 
Sharon W.: Now, I’ve asked this question to a couple of people and have been 

surprised at the answers I’ve gotten and so I’m going to ask you this too.  
Do you think it’s easier or harder for a new VA starting out today and why? 

 
Sharon B.: I definitely think it’s easier just because there’s so much more information 

out there.  Like I said, I started in 2002, the only thing I could find was 
Assist U and since then we’ve got IVAA.org, we’ve got your great 
organization and so there’s a lot more resources there that I didn’t have 
when I started.  That’s definitely a bonus or somebody knew coming 
around into the industry and learning as much as they can.  There’s lots of 
free resources and paid resources and so I think it’s easier. 

 
Sharon W.: Let me just tell you that one of my sayings is everything is not free. 
 
Sharon B.: Right. 
 
Sharon W.: I say that because a lot of times VAs live on these social networks, 

Facebook groups, etcetera and they think they’re going to get all the 
knowledge and training they need from just talking on these groups.  My 
philosophy is, number one, you get what you pay for so you need to get 
that formal training behind you so you can improve and increase your 
skills but also as a support for you to be able to show those potential 
clients that yes, I do have some type of formal online or school based 
training to have as a supplement to a credential that you can use to verify 
that you are as skilled as you say you are.  You can then demand the 
rates that you want to demand.   

 

http://www.ivaa.org/
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Sharon B.: I 100% agree.  I’ve always invested in my business either with a coach to 
help me build my business or taking training programs like that 
Infusionsoft certification program which was $2,000.  I invested in that 
because I knew that would help me grow my business.  The online 
business manager again, that was a couple thousand dollars.  I’ve even 
done smaller programs.  I’ve bought VA classroom courses, all kinds of 
different courses that I paid for.  The free ones are great just to start out 
but then you do really need to get some detailed information and those are 
those paid programs.  I think that is important.   

 
Sharon W.: Now, how are you contributing or helping VAs and the industry overall? 
 
Sharon B.: That’s a great question.  I think my SuperVASchool.com is contributing 

because it’s allowing VAs to get that specialized training we were just 
talking about.  It’s not easy to learn Infusionsoft, or ClickFunnels, or some 
of those other things.  I’ve created those training programs to get some 
training.  I also have some free training on my website as well on the 
Infusionsoft affiliate program set up.  I’m definitely contributing by training 
other VAs to do what I’ve done and specialize in the technical stuff. 

 
Sharon W.: Could you please share that URL again for your training program? 
 
Sharon B.: Sure, it’s SuperVASchool.com.   
 
Sharon W.: Okay.  Now, is there a particular story, or case study, or an example that 

you’d like to share with us about everything that we’ve been talking about? 
 
Sharon B.: I think the biggest thing that I can share is that once you do specialize in 

something like, being an Infusionsoft super VA, or specializing in 
membership sites, or anything like that, you can raise your rates and 
charge more because you are specialized.  I think that’s super important if 
you want to make money and who doesn’t want to make more money?  
Even maybe, working less time and still having the same income by 
increasing your skills, raising your rates, and specializing in something.  I 
think that’s really awesome.  I’ve had VAs come to my training and raise 
their rates, and specialize in Infusionsoft, and go on to be certified in 
Infusionsoft and they’re my peers now.  They’re up there at the 
Infusionsoft conferences.  There have been a bunch of gals and guys too, 
who have done that. 

 
Sharon W.: That’s great especially when you said guys too.  There are not actually 

that many men in the industry now. 
 
Sharon B.: Yeah, there are not that many. 
 

http://www.supervaschool.com/
http://www.supervaschool.com/
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Sharon W.: Are there any other juicy tips, tricks, or secrets that you feel we need to 
know about that you can share? 

 
Sharon B.: I think the main tip, and I know we talked about free versus paid training, 

but if you are just starting out and you can’t afford paid training, all of 
these programs have tons of free videos.  You can even search on 
YouTube for Infusionsoft training and I’m sure you’ll find a bunch.  Just be 
creative when you’re starting out and you can’t afford to buy a lot of 
programs and just check out all the free training.  Infusionsoft has a 
bazillion videos.  ClickFunnels they’ll teach you how to use the whole 
thing.  There are a lot of free resources out there just to get you started. 

 
Sharon W.: Okay.  Quite frankly, that doesn’t just apply to Infusionsoft.  Whatever your 

interest is now, there’s something related to it on YouTube. 
 
Sharon B.: Oh yeah, YouTube is crazy it’s got everything on there. 
 
Sharon W.: Now, is there anything else that I haven’t asked that you’d like to share 

with the audience? 
 
Sharon B.: I don’t think there’s anything else other than just invest in yourself.  If you 

want to growth your VA business you do have to invest a little bit of money 
and take some great training programs, go to VA conferences.  There’s 
lots of good online ones.  Just invest, and grow, and your business will 
blossom if you invest in yourself. 

 
Sharon W.: Okay.  Thank you, Sharon, for a great interview. 
 
Sharon B.: Thank you. 
 
Sharon W.: I’m sure all of the virtual assistants in the audience have gotten a ton of 

value from your tips, tricks, and secrets.  That was some really great 
insider stuff so thanks again for sharing with us so graciously.   

 
Sharon B.: You bet.  Thank you for having me Sharon. 
 
Sharon W.: Again, thanks Sharon and thank you, all the VAs that are listening in our 

audience, for joining us for this amazing presentation.  I’m Sharon 
Williams and thanks for joining us on The Chat with the VA Industry 
Leader.  I’d like to invite you to sign up for the Online International Virtual 
Assistants Convention at OIVAC.com notifications today for more 
information on the upcoming convention which is scheduled for Thursday, 
May 18th through Saturday, May 20th.  Once again, thanks Sharon and 
everyone else have a great day.   

http://www.oivac.com/

