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As a leader, talk is cheap. Action is what counts and practice makes a difference. Below are 
practical steps to improve performance.     

• Self-awareness is crucial to success. Blind-spots and skill-gaps are anchors that can sink 
your aspirations for success, and self-awareness is key to addressing those issues. Sure, 
self-awareness alone doesn’t guarantee you’ll fix anything, but your likelihood of growing 
personally and professionally increases exponentially just by increasing your own 
mindfulness and self-awareness. Fernando Camacho spoke often in episode 35 about the 
extensive work he’s done through the years to change negative thought-patterns 
impeding his success just by improving his self-awareness. 
 
You can accomplish the same thing by carving out 15 to 30 minutes every day, preferably 
in the morning before you become distracted, to check in with yourself. How do you want 
the day to go? How do you want to show up with your staff? How do you want client 
meetings to go? Use this time to reflect, prepare, and be intentional about your plan for 
the day. The outcome is a more proactive you than a reactive one – never a bad thing for 
a CEO – as well as greater achievement of your desired outcomes. 
 

• Get out of your own head. As best you can, do the work to take your focus off your own 
narrative and shift it onto your employees, customers, even your spouse and family. Great 
leaders are less concerned with themselves and more concerned with the needs of 
others, meaning you’ve got to recognize there are perspectives and narratives other than 
your own. As Fernando reminded us in the episode, their perspectives are neither right 
nor wrong, they’re just different, and that requires you to shift your attention from 
yourself to others so you can understand and respond to them. Ideally, utilize your 
perspective and theirs to create a shared, win/win experience that benefits everyone. 
 

• Ask yourself how well your audience knows you. It’s an age-old adage that people don’t 
do business with businesses, they do business with people, and they do MORE business 
with people they know, like, and trust. That’s where content comes in. Create more 
content that provides value in your marketplace and increases your touchpoints with 
potential customers. In the beginning, it will feel like no one is watching or consuming 
your content, but over time, they begin to recognize you and perceive you to be an 
industry thought leader. Time and time again, this has proven to generate business, the 
kind where they’re contacting you instead of the other way around because they’ve been 
pre-sold by your content. How great would it be for your sales process to be that 
effortless? If you’re patient and consistent, it will happen. 
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PRO TIP: You don’t have to go way outside of your expertise to create content. Whatever 
you’re most passionate about, start there and commit to it. Just be careful not to be 
salesy in your content or you’ll turn off a lot of potential customers. Focus on adding 
value. 

 
• Reinvest in yourself, not just your business. In truth, investing in yourself IS investing in 

your business because a stronger you impacts everything you touch. And if you think 
about it, if you invest in your business without also investing in yourself, you become the 
greatest limiting factor in that business’s success. Rather than hold back your business, 
use the self-awareness we spoke about in the first bullet above, then invest the time and 
money it takes to grow yourself in the areas you discover. You’re worth it, and you and 
your business will both benefit. 
 

• People pay attention more to what you do than to what you say. It’s rarely bad advice to 
ensure your actions align with your words, and some would say minimize your words and 
just let your actions do the talking. But this is even more important as CEO, because 
people rarely follow leaders they don’t trust, and trust erodes when your actions and 
words are misaligned. Let your actions speak to your character, be reinforced by your 
words, and motivate others to follow your lead. 
 

• Any change is possible through repetition and forming new habits. Fernando spoke 
extensively during episode 35 about the repetition it took to change his negative mindset 
into a positive one. He also talked about the many habits he formed through the years 
that contributed to the success of his business and his clients, all by committing to 
repetition of good thoughts, behaviors, and actions. Take it from Fernando here: there’s 
practically no limit to the changes you can make if you create a simple plan of action and 
you commit to it, day after day, until new habits form. 
 

• Allow yourself time to reflect. Somewhat of an extension of our self-awareness point 
above, it still bears repeating in an age where so much noise and stimulation compete for 
your attention. Checking in with yourself, stopping the madness long enough to hear your 
own thoughts, and spending time really evaluating your progress in relation to your goals 
is more important than ever. Not only is this just good advice for your mental health, but 
every great CEO and leader you study will tell you they’re always taking time to reflect 
and adjust rather than be in constant reactive mode. It may be counterintuitive, but you’ll 
be so much more productive if you pause regularly than if you try to push through to the 
end all day, every day. 
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And while you’re recommitting to self-reflection, make sure you’re also creating time and  
space for your employees to do the same. What’s good for you is just as good for them, 
and if all they do is “work, work, work”, burnout and resignations are nearer than you 
think. 
 

• Ask yourself, “What does the other person value?” In fact, don’t hesitate to ask that 
other person directly what matters to them and what they value! Take the guesswork out 
of service delivery by engaging your employees and customers in that conversation. Be 
curious and find out for the sole purpose of improving your ability to add value, not in 
ways that matter to you, but in ways that matter more to them. 
 

• The more value you provide, the more valuable you become. This should be a 
foundational principle in your efforts to create and publish more content. The more value 
you bring others, the more they come to depend on you for it, recognize you as an 
authority, and consider you when they need to buy what your business offers. Thus, 
create as much value as you can, give it away freely in your content, grow a reputation as 
someone who helps others be successful, and then reap the rewards down the road. 
 

• Allow your personality to show in your work. This one hits several characteristics of great 
leaders: authenticity; standing out from the crowd; being likeable and trustworthy; 
engaging others; and a host of other things that draw people to you. Be yourself in both 
your leadership and in the content you create and publish to others to let who you are be 
known. The more real you are, the more magnetic you become to ideal customers who 
need what your business has to offer. 
 

• Don’t settle for being comfortably unhappy. Fernando opened this episode with stories 
of himself and others settling for work that didn’t inspire passion or happiness but wasn’t 
crappy enough to make them quit. He called it becoming “comfortably unhappy” and 
cautioned that years of your life can pass while you’re in this place, leading to resentment, 
frustration, and disappointment in life. You’ve got one chance to make a great life, so just 
refuse to settle for anything less than the best it has to offer. Where are you comfortably 
unhappy today and what can you do to change that? 
 

• Be careful of the messages in your head, especially the negative ones. Our own Patrick 
Lyons is passionate about removing the lies and labels holding us all back from unleashing 
the greatness within, and most often those lies and labels are more prevalent in our own 
heads than in the opinions of others. Fernando’s decades worth of work to change the 
narrative in his head significantly changed his outlook, his optimism, and his belief in what 
he could accomplish in life and business. What are the negative messages in your head 
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that have kept you from achieving your dreams? More importantly, what must you do to 
change that narrative? 
 

• Surround yourself with more positive people. You’ve likely heard the saying “You are the 
product of the 5 people you hang with most.” So, who are those people? Are they positive 
influences in your thoughts, words, behaviors, and life? Are they propelling you forward 
or holding you back? Pay close attention to the people you spend most of your time with, 
the ones whose counsel you listen to, whose leads you follow. You may have some hard 
decisions ahead if you want to achieve your goals. 
 

• Content warms up your audience and moves them through the sales funnel. Every piece 
of content you create, so long as you’re adding value, is another touchpoint and another 
reminder of who you are to a potential customer. You can use that content not just to add 
value, but to build communities of like-minded people, all of whom become potential 
customers who love you, follow you, value your content, and are significantly easier to 
convert to customers than almost any other way. 
 

• You can be a producer or a consumer, and producers make a whole lot more money. 
Think about how much content you consume these days. How many companies or people 
whose content you consume have massive followings and are reaping the financial 
rewards of having built those audiences? Sometimes it helps to remember they started 
with no followers, no one listening, and just a decision to start adding value. What if you 
took the first step to begin creating content, or upped your game if you’ve dabbled here 
and there? Someday, someone else might be consuming your content and admiring your 
following while you reap the financial benefits of having become a producer. 
 

• Creating content separates you from everyone else in your space who isn’t creating 
content. If you’re wondering how to separate yourself from a crowded pack of 
competitors in your industry, create more content. Very often, the products and services 
of multiple companies look the same to potential customers, but the companies who have 
built communities through content have an advantage over those who don’t. Customers 
attribute more value to your products and services because of the value you’ve created 
through your content. 
 

• We’re limited if we go it alone but practically unlimited when we go together. We heard 
a variation of this in episode 34, Building a Winning Organization with Randy Mueller, 
when he said “None of us is smarter than all of us”. And if anyone understands this, it’s 
you, the CEO whose job is often referred to as the loneliest in the universe. Do the work 



 

 
 

 
www.thefrustratedceo.com 

Let’s Get Practical  
Leveraging Content and Maximizing Mindset 
Episode 35 - Interview with Fernando Camacho 

to find trusted advisors who complement you and propel you forward. If you truly aspire 
to do great things for yourself and your organization, don’t go it alone. 
 

• Don’t underestimate the power of creating a safe environment for feedback. You’ve 
heard this one in prior episodes, but it just keeps coming up. If you truly want to build a 
great organization, focus less on demanding honest feedback from others and more on 
creating a safe environment where they can offer that feedback without fear of reprisal. 
And don’t guess or assume that you’ve created that safety, go find out by asking others 
what more you can do to ensure it. 
 

• The more you invest in your people up front, the less you’ll have to invest in replacing 
them later. This one speaks to your investment in onboarding new team members. The 
better that experience is for them, the more likely they are to stick with you long term. As 
Marc Reifenrath said way back in episode 12, “At some point, someone in our new 
employee’s family or circle of friends is going to ask them how their first day at Spinutech 
was. I want that new employee to say it was the best first day they’ve ever had.” 
 
 

 
 

To listen to this Episode again and tune in to episodes that you may have missed, go to 
http://www.thefrustratedceo.com/. 


