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Kerry: Marketing Smarts is brought to you by the MarketingProfs B-to-B Forum, taking 

place October 9-11 in Boston, Massachusetts. The seventh annual B-to-B 
Marketing Forum is the premier event for B-to-B marketers worldwide. They’ll 
flock to Boston this fall to learn about the trends, tactics, and implementation 
strategies available to today’s marketing leaders. 

  
 This two day event is packed. There are 42 sessions, four keynotes, tons of 

networking opportunities, a lot of fun, and more B-to-B business smarts than 
you’ll find anywhere else this year. If that’s not enough, I’ll be there. 

  
 Marketing is full of choices. Choose B-to-B. Because we’re friends, I’ll let you in 

on a secret. Use code SMART to save $100 on registration at 
MProfs.com/B2BSMART. 

 
Today on Marketing Smarts I’ve invited Amy Howell to join me for a conversation 
about the new book she co-wrote with Anne Deeter Gallaher, Women in High 
Gear: A Guide for Entrepreneurs, On-Rampers, and Aspiring Executives.  
 
With more than 25 years of PR and marketing experience, Amy serves as CEO 
of Howell Marketing Strategies. Amy has been a keynote speaker on social 
media at numerous business meetings and conferences, and I personally had 
the privilege of seeing her impressive performance as emcee of Social Slam in 
Knoxville this year. 
  
Amy, thank you for joining us. 

 
Amy:  Thank you, Kerry. Glad to be here.  
 
Kerry:  What does it mean for a woman to be in high gear? 
 
Amy: I think it’s different for everybody, but my definition, for me and hopefully for 

others, is to make the right choices and constantly realize that what we do, we 
are making choices every day; making sure that we make the right choices that 
lead to the right successes for us in business and in life. 

 
Kerry: In the book you talk about one of your first high gear experiences, taking a water 

safety course when you were 15. Can you talk about that and what made that a 
high gear experience? 

 
Amy: First of all, it was a physically demanding course and it was taught in Alabama on 

a Navy base training facility, and it was a bunch of men. We rarely saw women. 
We had female schoolteachers back in the ‘70s and ‘80s, but we had very few 
women outside of school.  
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 When I took that course, they told us that very few of us would pass. They 
expected most of us to fail. Right then and there, I knew I was not going to be 
one to fail. I had to shift my brain into high thinking and high gear and I was 
determined to pass that course, taught by probably Navy SEALS.  

 
 It was physically demanding and I was sure I was going to pass. Once I had that 

mentality and that mindset, I could handle the physical part of it. 
 
Kerry: What was that final test like? What was the hardest thing about it? 
 
Amy: There were probably only about seven of us left, maybe 10, and they told us that 

more people would fall out because of the final test. We had to go in the deep 
end of the pool and basically we had to tread water until they decided. It could be 
10 minutes, it could be 30 minutes, but they decided they would come up behind 
you and attack you and if you turned around, if you were apprehensive at all, 
hesitated and turned around to see if they were coming, you would fail.  

 
I knew I could not turn around. That panic and that kind of anxiety, you had 30 
minutes in the water to think about it, which I think was deliberate on their part. 
They were trying to teach us how to not panic and how to be mentally tough. I 
had to persevere and not fail right there at the end. They grabbed me from 
behind and I was able to overcome and not panic and carry him across the pool 
and pass the test. 

 
Kerry: How do you think that translates to business? You’re a successful 

businesswoman, so clearly there are some lessons you learned in that 
experience that translate. 

 
Amy: Yes, it definitely taught me. I took that test when I was 16 and it definitely taught 

me to think on my feet. I’ve always been someone who could think on her feet 
and could react quickly in a crisis. I built my communications and PR firm by 
solving problems for clients and we’ve had to handle crises and you cannot 
panic. 

 
 Having to take that water test and have that responsibility and learn how to save 

kids and jump in and save lives at a young age was sort of the foundation for me 
forming a PR firm. It taught me how to just get the job done and not worry about 
the fear or the mental part of it. You just had to go through it, force yourself 
through, and do it. 

 
Kerry: I love that this book grew out of a conversation you had with co-author Anne 

Deeter Galleher on the train. Can you talk about that conversation and when you 
knew you wanted to collaborate? 
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Amy: Yes, that was one of the most fun trips. We had been to a Regan 
Communications Conference in New York at NASDAQ. Mark Regan had invited 
me and Anne to come as his guests to the communications seminar he was 
putting on about digital communications. We were also with him on the stock 
floor at NASDAQ when we rang the bell with him to close the stock market. Truly 
a high gear moment for us. 

 
 We were on the train going back to Harrisburg where Anne lives and just thought, 

“Wow, what an amazing journey we’re having.” I met Mark Regan through Twitter 
and I would have never had that opportunity.  

 
 Anne and I were talking on the train and we said, “You know, we really should 

write this down,” because we had to pinch ourselves. We felt like here we are, it’s 
surreal. I’m from Memphis, Anne is from Harrisburg. Because of Twitter we met, 
and how surreal the whole thing has been. It’s an incredible opportunity for 
connecting online. 

 
 We talked about the stories that we would tell and how we could really, through 

social media, it’s opened up so many different worlds for us. We’ve met so many 
people. What a great experience we both had because we’re both not that 
young. For us to embrace digital media at our age, we’re about the same age, 
we’re old school. For us it was like, “Hey, if we can do this, anyone can do it.” 

 
 We decided to use our experiences. Anne didn’t work. She off ramped and I 

didn’t, so we kind of had two different perspectives. She’s from the north, I’m 
from the south, so we kind of joked about it. We literally outlined our chapters on 
the train ride back to Harrisburg. We knew we had to have about 13. We wanted 
it to be short. We had our outline done probably by the time we got back to her 
house. 

 
Kerry: That’s quick work. You mentioned on ramping. Can you explain what that is and 

what it means for women in their careers today? 
 
Amy: Sure. I think we mentioned in the book, the Wall Street Journal I think coined the 

phrase “off ramping” and “on ramping.” Someone who on ramps is someone who 
gets back on that ramp. It’s like you’re on the interstate, you’re working and you 
decide to get off for one reason. You get off to get gas, you get off to have kids. A 
lot of women, there’s a conversation across the country right now taking place 
about what that means in your career. 

 
 Anne and I decided that you can do both. We believe that you can on and off 

ramp when you need to and you can find that right balance. On ramp means 
getting back into the workforce after you’ve been off or out of it for whatever 
reason. Raising kids, taking care of maybe an elderly parent, maybe you have a 
child that has special needs. There are all kinds of reasons. There’s no one 



Marketing Smarts, Episode 81  
Marketing Podcast      May 15, 2013     Guest: Amy Howell 
  

	  
Page	  4	  of	  11 

Copyright	  ©	  2013	  MarketingProfs	  

choice. We should celebrate every choice. We believe in our book that women 
can make it and be very successful even if they’ve been off the ramp.  

 
Kerry: As a working mother, I appreciate how supportive you are of career moms. One 

thing you recommend is finding a Ruthie or someone you can trust implicitly to 
care for your children. 

 
 If you were helping your Ruthie to write up a LinkedIn bio, what would it say? 

What professional skills does it take to be the kind of caregiver you need? 
 
Amy: Wow. Ruthie is 70 years old now, so she probably would tell me she doesn’t like 

the computer.  
 
 Let’s say she was not 70 years old. I would say they would have to include that 

they have a passion for being around children all the time, and that they don’t 
mind doing laundry and cleaning up. Basically they’d have to be at the front line 
of defense for the household. 

 
 In this day and age you have bullies out there, you have all kinds of cyber 

bullying going on, you have other kids. A Ruthie needs to be someone who can 
really handle all these issues.  

 
I would suggest they’d need to be someone older. I think the best bio a Ruthie 
could have would be someone who has life experiences with people. Very 
important. I think Christian values would be something I would put in the LinkedIn 
bio because you want someone in your home that shares your value system. 

 
Kerry:  And someone who’s good with domestic logistics. 
 
Amy: Domestic logistics, shares your value system, common sense. Oh my gosh, 

underline common sense 10 times. If you don’t have common sense, you just 
don’t need to be around children. I shouldn’t say that, but the common sense 
prevails most of the time. Common sense will tell you, “Okay, that’s a big deal,” 
or, “No, that’s not a big deal.” You can’t make everything a big deal with kids. 
You have to pick your battles.  

 
Our Ruthie had a lot of common sense, and I learned from that. She would tell 
me, “Oh, that’s not important. Don’t worry about that.” She kind of helped me 
being their mother because I had someone in the house who could be my 
grandmother, who was like a grandmother to me, and who would guide me and 
sort of help me figure out what was a big deal and what wasn’t a big deal. 

 
Kerry: One of the topics that you come back to in the book is how men and women 

behave differently in business situations. I know from reading other studies that 
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women have a tendency to underestimate their own professional 
accomplishments. 

 
 You’re an accomplished marketing communications professional and a respected 

speaker. Have you found promoting your own book different from marketing for 
clients? 

 
Amy: That’s funny. Definitely, yes. It’s definitely harder to promote yourself after you’ve 

spent 25 years promoting other people. 
 
 I’ll get on Facebook and go, “Oh, I don’t want to say anything about the book 

again.” But you have to. You have to not be afraid to promote yourself, but 
there’s a way to do it the right way. We’re trying to promote it the right way. 

 
Kerry: Throughout the book you talk about your Twitter connections. You’ve just 

mentioned some of them here and I share some of them, and how you’ve used 
Twitter to cultivate offline relationships.  

 
 What are some of the things that draw you to someone online? What do you look 

for when adding someone to your network? 
 
Amy: I look for the content that they’re sharing. I have kind of a rule of thumb on Twitter 

with my clients. I tell them that Twitter should be 80% about what you do 
professionally and 20% about everything else. It’s kind of a new way to look at 
the 80/20 rule. If you’re doing that, I think you’re going to find the right people. 

 
 I look for content, what are people sharing, do we have similar interests, I kind of 

mentally categorize people. This is a work person, this is a food person, this is a 
fun person. I look at their content and then I also really, the most important thing 
to me is engagement and feedback. I’d rather have 10 Twitter followers that I talk 
to regularly than a million that I don’t. 

 
 I think building relationships, and then to take that one step further I think it’s 

important to create real life relationships with people that you meet online. I think 
if you have enough in common with someone like Anne and I do, there’s gold 
there. There’s opportunity there. Mark Schaeffer and I have done work together, 
Glen Gilmore and I are currently working together on a big project. You kind of 
have to figure out how to leverage those relationships. 

 
Kerry: One of your tips for shifting into high gear is to become a people broker. What 

does that mean and how can women better leverage their personal networks 
online and off? 

 
Amy: I think if you don’t like people, you’re not going to like Twitter. I’ve said that 

before. I think if you’re not a people person, then you’re missing a lot of great 
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opportunities. By being a people broker, you realize that most of our business 
comes through relationships and comes through people. We’re not selling 
widgets or products, we’re selling services. When you’re in a business like mine, 
you have to use those relationships and turn people into business. That’s really 
what we’ve been able to do.  

 
 Genuinely, I like people so that’s easy for me. If you’re in the people business 

and you like meeting new people, I’m energized by connecting people. If I see 
someone out there who has a need and I see someone out there who can meet 
that need, I’m always quick to connect those people. I think that’s an important 
tool and it’s amplified on the web. If you like that, you can be very successful, I 
think in business and on the web. 

 
Kerry: So connecting people purely for their benefit. 
 
Amy: Right. Yes, I believe in helping people and I believe that when you connect 

people and help people and genuinely want to do it because you just want to, 
that is such good karma and it comes full circle. You never know when people 
are going to help you back. You have to build your tribe and build your 
relationships. Naturally, I like to do that. I’ve always been a people person. I’ve 
always been outgoing and energized by being around other people.  

 
Some people aren’t though. I’ve met some people online that have not been, and 
I think that that’s a distinction that you have to make. If you’re not a people 
person, that’s going to come out. If you don’t talk back to people and you don’t 
thank people and don’t engage, you’re not going to be as successful in my 
opinion on the web. 

 
Kerry: It’s not enough just to be using Twitter or using Facebook or using Google Plus, 

but you actually have to be present. 
 
Amy: Yes, I believe that’s true. I’m sure there are many people out there that would 

disagree with me, but I believe it’s true. 
 
Kerry: In your view, what is the single biggest determining factor for professional 

success? Is it resilience, emotional intelligence, persistence? You mention all 
three, but which in your view is the most important, or do you need them all 
together? 

 
Amy: I think ideally you need them all together, but persistence is probably one of the 

most important characteristics. Emotional resilience is equally as important, 
especially for women working in a male dominated workspace. The facts and the 
demographics are out there. They haven’t changed much. We really have a long 
way to go. We’re not really that much more ahead than we were 25 years ago. 
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Kerry: What are some of the ways you’ve managed to navigate those waters and 
operate successfully in a male dominated work environment? 

 
Amy: As I state in my book, I’ve had to work alongside men for all my life. All the 

professions I’ve worked in have been male dominated, so I’ve watched them and 
I’ve tried to get to know them and I’ve sort of watched their behavior and their 
management styles.  

 
I’ve read a lot of books about management styles. I’ve asked a lot of questions 
and I think what I’ve figured out is the way to be successful in their world is to get 
them comfortable with you. The only way to get them comfortable with you is to 
have the respect you; you have to be good what you do, but then you have to be 
appreciated in a way that’s not threatening to them. I think that’s where most 
women stumble. 

 
Kerry: When do you bring in the cookies? I can’t remember if it was you or Anne that 

knew a meeting was going south. 
 
Amy: I brought in the cookies. You just have to say time out, we have to take a break, 

or you just have to do something that creates some kind of distraction that gets 
them back on track. 

 
Kerry: That was kind of a risky move from a female perspective. 
 
Amy: Yes. I left the meeting and I don’t know what they thought I was doing, but I left 

the meeting and then came back. A little while later our tray of food and drinks 
came in and they looked at me like, “Did you do that?”  

 
 I just said, “I thought we could just use this right now. You guys are wearing me 

out. Let’s get this done.” 
 
 It was purely a sugar driven thing. It was the end of the day, it was tea time, it 

was 3:30. They needed some food. 
 
Kerry: Well, who doesn’t at that point, right? 
 
Amy: It was amazing. I noticed that with my kids. If they’re cranky or if I can’t get them 

into bed; when they were little, if I couldn’t get them into bed on time to take a 
nap, if we were out somewhere and I was pretty much a stickler about their naps. 
I was making sure they got their sleep, but if you just give them a cookie or 
something, it’s amazing how their mood would shift for a little while just with a 
little food. 
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Kerry: One of the things that you recommend is cultivating a reputation for having a 
good value system and a good work ethic. What are some ways that people can 
do that? 

 
Amy: I think you have to practice what you preach. I think women, young women 

especially, need to set an example, find a role model, and try to set that example 
and deliver on time, deliver quality work, do what you say you’re going to do. It’s 
a culmination of a lot of little things that I think leave you with a big impression, a 
lasting impression. 

 
 I look at my career and I look at the younger women who have worked for me, 

and I’ve been an employer now for 16 years. I look at the people who have come 
and gone in my company, and it’s just important for young women to actually, if 
they’re going to be successful they have to follow the course and they can’t say, 
“I’m going to do this,” and then do another thing. It’s going to be hard.  

 
They can’t just think they’re going to be elevated to my status in three years after 
working with me. They have to put in their time and they have to do the grunt 
work, they have to pay their dues. Ultimately if you do that, year after year after 
year, before you know it say you’ve worked six or seven years, you look back 
and think, “Wow, look how far this person’s come.” 
 
I think work ethic is very important and following through and doing the small 
things. You can’t wave a magic wand and get this.  

 
Kerry: You’re clearly somebody who likes things done right. I would imagine that it’s 

difficult for you to hand over the reigns on certain projects, but it’s important as 
you say yourself in the book for getting into high gear to evolve from being a 
tactical manager to a strategic leader. How can you make that transition when 
you have a tendency to hold onto things and make sure they’re done properly? 

 
Amy: That is a great question, Kerry, and that’s one that I struggle with daily. 

Thankfully right now I have a very strong team and I’m able to shift more into the 
strategic role.  

 
Yes, I’m somewhat of a control freak and I do want things done right. I am 
sometimes hard to work with. I’m not demanding in the Devil Wears Prada kind 
of way. I’m more demanding in make sure we get this done right for the client. I 
give people a lot of rope and unfortunately there have been a lot of people who 
have hung themselves with it. That’s not my problem, that’s their problem. 
 
Fortunately for me now, I have a staff that gets it and I’m training them and they 
understand what the expectations are. It’s allowed me to move into a more 
strategic role which I think is where I am now. It’s not easy. It’s not easy to let go. 
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You always think to yourself, “Well, I could do that better. I need to step in.” Or, “I 
see something going south. I need to step in.”  
 
I’ve had to really force myself to let people finish a project and then go back and 
say, “Okay, before we pass this along to the client I see three things. Can you 
find them?” That’s how I try to coach them into seeing it for themselves. If they 
don’t learn, they’re not going to grow. 

 
Kerry: Professional development is key to anyone trying to get ahead in business, but 

it’s particularly important for young women. What do you do to help young 
women who aspire to become entrepreneurs, executives, or to get back into a 
career that they’ve transitioned out of? 

 
Amy: I’m constantly talking to younger women. Thankfully a lot of them find me. They 

call me, they want to meet with me, they have questions. I think kind of the next 
chapter in my life is teaching this book. 

 
 Anne and I talked about in a consultation way, how do we shift our business into 

women in high gear for other businesses? We’ve had a couple of corporate folks 
tell us, “Hey, we love this book for diversity in the workforce issue. We love this 
book because the young women in our company need to read it.” 

 
 Everybody seems to like the message, which is good. I didn’t expect for these 

20-somethings to love our book, but they do. I’m glad it’s resonating, and I’m 
hoping that we can get it out there in a big way because I think women are 
looking for it. 

 
Kerry: Let’s talk about emotional resilience for a minute. You wouldn’t necessarily think 

that emotional resilience would play a large role in your success as a marketing 
professional in the B-to-B services industry, yet it does. It so clearly does. What 
are some ways that you’ve cultivated emotional resilience? 

 
Amy: I think emotional resilience is something you need both inside the workplace and 

outside the workplace.  
 
 If you look at our company, there’s an internal management kind of day to day 

message or functionality, and then there’s all the clients we serve. It’s all the 
work that has to get done outside of our office.  

 
 People tend to get lost and they think, “Oh, I have to go to work and I just have to 

worry about what I have to do at my desk on my plate today.”  
 
 I try to tell my team, “Look, we have two ways to think about our jobs. We have 

the inside the house, inside of the shop, and then the message that we carry; 
everything we do for our clients.” 
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 You have to be emotionally resilient on both counts. That means being in the 

office with each other, supporting each other. If you have a bad day you say, “I’m 
having a bad day. I need to put my headphones on and work. Everybody leave 
me alone. Raise your hand if you need help.” Just deal with it as a factual kind of 
process. 

 
 On the outside, we have clients that get upset and they’re demanding. They’re 

sometimes not as nice as they should be. You have to take it. You have to really 
take it and not be offended by what they say. Again, that requires having some 
thick skin and understanding that it’s going to happen. 

 
 We had a reporter one time seriously dog cuss out one of my staff members. It 

was unprofessional of the reporter, but I said, “Look, it’s a good lesson. You have 
to realize, these reporters are on a deadline, they get upset, they have emotions 
too.” How you handle what’s said is more important sometimes than what you 
say. 

 
 You have to be emotionally resilient in a lot of ways and I’ve learned that if you 

just take a breath, step back, back to that communication point I told you earlier. 
Everything is about communication. Sometimes people get so upset that they fire 
off an angry email when they should not. We talk about how to deal with crisis 
and how to deal with emotions all the time. 

 
Kerry: Are there skills from growing your own business that translate to parenting, 

because you’re a mom as well? 
 
Amy: Absolutely there are. Definitely. Communication is very important. Walking a 

client through a process, teaching them something or helping them through a 
problem is very much like helping kids through their stuff.  

 
 There are so many parallels. It’s funny, I didn’t see a lot of those parallels until I 

did have my children. I talk about some of that in the book. It’s funny, being a 
parent gives you a great leg up, I think, in the workforce. I think that’s sometimes 
undervalued. I think women who have children and have to deal with all the 
demands that go with that make better employees. I think women who are really 
busy get more done. 

 
Kerry: Where can people get their own copy of Women in High Gear? 
 
Amy: Amazon.com. It’ll be at your door in two days. Just go to Amazon.com and 

search for Women in High Gear and it comes up. You can look under books, you 
can just put in the search bar Women in High Gear. 

 
Kerry: Any launch events coming up that people can attend? 
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Amy: We are doing one in Harrisburg on May 19th. We’re going to do a book signing, 

that’s Anne Gallaher’s home town. 
 
 The next day we’re going to New York and we’re going to do one in New York on 

May 21st at the Waldorf Astoria hotel.  
 
 It’s so great talking to you. See you online. 
 
Kerry: Get your own copy of Women in High Gear at Amazon.com or 

WomenInHighGear.com. You can follow Amy on Twitter @HowellMarketing. 
 
 Just a reminder if you’d like to leave us a review, you can do so on iTunes or 

comment on our website. You’re also welcome to reach out to me via email, 
KerryG@MarketingProfs.com or find me on Twitter @KerryGorgone. 

 
 Thank you for listening here to the very end. This has been the Marketing Smarts 

podcast brought to you by MarketingProfs. I’m your host, Kerry O’Shea Gorgone. 
Talk with you next week. 


