
How a Virtual Assistant Helps You Stay Proactive with Your Business with Nick
Puleo

Jess Tyson: Nick Puleo is a communications strategist and Emmy award-nominated producer
committed to helping brands enhance and protect their reputation. He's the founder of Comsint,
a public relations and market and marketing advisory dedicated to helping brands navigate their
most pressing challenges. Nick started this company after his experience working in corporate
public relations companies. And you'll learn more about his new approach with comms end. And
I hope you'll enjoy hearing about this. He has such an innovative take on things and really
values, the people that he works with and the solutions that his team is solving for. So please
welcome Nick Puleo. Hello, Nick, welcome to Panic-Proof Radio. So happy to have you here
today.

Nick Puleo: Hey, Jess, I'm so glad to be here. Thank you for having me.

Jess Tyson: So while it is still cold here in New England, as we know, but we are, we're
approaching spring, and I'm excited to talk to you about your business and your life and what's
next for you. So wanted to start with hearing some background about how you got to where you
are today with Clemson where you were before and what you're up to now and your new, new
ish roll

Nick Puleo: Happy to share and it's definitely still feeling like winter in New England as I'm
bundled up inside instead of being out and about doing other spring things. But my background,
leading up to comms and is interesting, I started my career in politics and then transition to the
PR agency world. And really specifically the big global brand PR agencies, where there was one
in Boston made a connection with a woman who were in the office. And then she kind of took
me under my wing and taught me everything she could about PR and positioning and corporate
reputation, and really learned a lot learned how to really service clients navigate crises and help
folks build their brand. For me, though, before starting comes in, the idea came along the lines
of, you know, doing something similarly, but in a smaller organization, being a little more nimble,
and not being constrained by what would be a global culture at a big company. But helped me
get more things done for clients to get me more close to the work and really connect more
deeply and do things that I was really passionate about. And I looked and looked and looked for
the place that would let me do that that kind of had that perspective of the big global PR agency
with all its resources. But also let me be close to the work and couldn't find it. So I created it.
And that's really where it comes in came from.

Jess Tyson: I love stories like that. Because I mean, my story is very similar, where I was
looking for a particular lifestyle and doing particular kind of work, and I couldn't find it. And so I
started, you know, doing freelance work, and then quickly realized there was a market for it and
started the business that way. So I feel that. And so when did you officially start comes in and
kind of working in it full time.



Nick Puleo: I started Comsint in 2020 and really ramped it up to full-time by 2021. So it took a
while to figure out what the model would be how to work it. Before I took the leap to full time, I
actually did 100 interviews with people who had PR agencies as client people who had worked
with them in different respects, not just the one I worked at, but anyone I could find in my
network who had who had somehow interacted with the PR agency and asked them, What do
you like, what do you not like? You know, what are the services that stand out? Were the
headaches always and build our model around that. And so what I heard over and over again,
was there was always challenges with budget, especially with big agencies, small agencies
were more shenana goal but then you would bump up against a wall in terms of expertise and
then to a tee almost everyone was really concerned about the the bait and switch of of new
business where you sit around the conference table and all of the executives from the agency
comm whether they're flying in from New York, or if it's a smaller agency, where the the owner,
and then you never see those people again. And so we wanted to really focus on building
relationships and really providing people with senior lead works. Were at the scope of our work
with clients. And so our model really began to develop out of that in 2021, where we created an
agency that was focused on giving people the A skill and experience of a global agency, but the
service and transparency of a boutique agency, while at the same time always having their work
being directed and executed by people who are experienced by experience will usually mean 10
Plus more years experience. Amazing.

Jess Tyson: I love that. And I think that is something the whole model is something that I think
a lot of people are looking for. And more agencies are realizing that they need to take those
elements from smaller agencies, but still provide that high level of work that you might only get
from a bigger agency, and there's a way to do it and your proof of that. So congratulations on all
your success. And at what point were you you know, you know, I know you, you had the idea of
having these 10 plus your experience, PR professionals, but at what point did you say, Maybe I
need some other kind of help? And what was your thought process? How were you feeling in
that moment,

Nick Puleo: I really started seeing a need for other help early on in the process. One was just to
keep organized. So I was out selling, selling selling all the time, but also really committed to
diving deep in the work. And to have someone kind of monitor what was coming in what
whether it was a response to an email research that we needed to have done, all of those tasks
became really important to keep moving and growing the business but also harder in order for
me to do when I started getting on beyond two, three for clients, and that those fronts, it's so
exciting to go from one client to two clients or two clients to three clients in the early days. But
then you realize that there's all sorts of more things that you don't necessarily have time for. And
you start accounting for all the small things you do to properly service those clients. And it really
starts to become a whole job. And so for me, when I look at our model versus other agency
models, we were very much inspired by a case study that I hadn't Business School, which was
Uber, and not that we're going to show up, you know, you can order us on your phone, and we'll
show up at your door. I mean, that might be in a couple years from now, we'll figure that out. But
it's really how do you create an asset light business so that we can give ions, the top senior
people without having all of the prices for that low the budget. And so we knew that senior



people could do the work more efficiently, we could get stuff done faster, so that even though
our hourly rates might not be lower, we would have fewer hours needed to complete a task. And
so we started looking at the back end, what do we need to help us do that and really create
efficiency in our model and our service delivery and looked at all of our billable hours, what type
of hours were we spending on administrative items? What type of hours were we spending on
things that really require an a PR practitioner or communicator or marketing strategist? And then
what were things that people were spending their time on that didn't requiring? And so we
realized that we needed some sort of administrative help, or some sort of a service to keep our
senior advisors focused on clients, while also making sure that we were delivering that boutique
level of service and having those reminders and having those things like fit smoothly. So it was
probably, you know, after our or second or third client came in, that we recognized a need and
started looking for some sort of assistant. And I actually found out about Don't Panic
Management, because you were mentioned in the back of a book. I think it was Jay Baer’s book
that I had read it. And I always have a stack of a PR and marketing books at the ready. I try to
read every new one that comes out. You know, and I still go paper much, you know, the
environmental impact, but I write in them and I do everything. And I flipped through that book
and saw Don't Panic Management mentioned in the back of the book as a resource and said,
Okay, I'll try it out. And that's where I met you chess is I typed in the web address from the back
of a book on my desk. And then you know, here we are

Jess Tyson: So good. I love that. I was so impressed. I mean, I didn't know that actually, I think
I remember that we had some kind of connection, but I didn't remember it was from a book. And
you're not the first person who has said that. I think when it's there's something about print, like
when if someone is willing to recommend a company in their printed book. I don't know that that
has more weight to me. So I really appreciate and Ann Handley has included us in her book.
Joe Pulizzi is included us and J and those are just such strong recommendations that I really
just can't believe it and appreciate it. But I was really impressed when I heard from you because
you had said something like that. I just started this business, I need some help. And usually
that's not the case. Usually people go on much longer kind of suffering, before they get to the
point where they're even considering hiring. And then by that point, they're already panicking,
you know, and it's harder for us to integrate. So was there something besides, you know, you
mentioned that Uber and kind of the model that you wanted, and then you had the data? But
was there also something in you that said, I, you know, it's gonna be worth it to make this
investment? Or have you had experiences with assistants before?

Nick Puleo: I think there's probably a two part answer to that question. The first part was, in
order for us to win and be successful, we really had to deliver high, high quality service to our
clients. So if you didn't have a high reliability service, high quality service, we weren't going to
succeed, because then you're just a dime a dozen, right. So that high touch high level of service
was really needed. And I guess the second part of that is, my brain works, you know, in big
concepts and strategies at the 10,000 foot level, and I need prod and reminders and things like
that to do smaller tasks I find during the day, I found ways to automate that over the years. But
really, I knew that, as we were managing multiple teams with incomes, and as we were
managing multiple clients just serve those teams, to have someone to get really, in that nitty



gritty detail of, you know, this has to happen next, or, you know, this note was sent to this
person, they didn't follow up, there needs to be a follow up in 24 hours. So, you know, I think in
terms of, you know, bigger concepts, strategies, what a particular messaging might be, I can like
my, you know, get into the nitty gritty there. But I would say that keeping organized is something
that I knew I needed help with, because I knew cells, and I knew if I had let, you know,
organization be a hindrance, even a small one, that we wouldn't be as successful as I wanted us
to be. So I think it's part of it was being like really real with yourself. And I think that, you know,
speaking of books, you know, the TrueNorth is a great one. And I know what my true north is,
and I know, my kind of own personal SWOT assessment is and then, you know, staying on top
of us daily tasks is something that I can do, but it I'm much better at it when I have someone
who kind of has my back and gives me the reminder. And helps me, you know, move forward
with that, especially since, for some reason, that's just like, trying to schedule things. There's
always a mental block. Yeah,

Jess Tyson: It's so great. I mean, you would be surprised at how many people just can't say
that about themselves, they can't admit that they have this strength or these 10 strengths. They
can admit one, maybe less strength, like I don't want to call it a weakness, but it's just, I, it's
always surprising to me. And self awareness is one of our values at Don't Panic Management,
it's something that we look for in our clients, because we don't want to have to convince you,
you know, that you need this, we we believe everyone needs an assistant for one reason or
another. But if you don't believe it as as one of our clients, then you're not going to be
successful, because you're going to try and keep holding on to things, micromanaging things, or
whatever else.

Nick Puleo: See, yeah, that's interesting. I am a firm believer in in letting people do their best.
And, you know, I don't micromanage, it's just kind of generally our philosophy. At Condon. I think
going back to that idea of being acid light, like micromanaging is a waste of time and a waste of
hours for clients, and good for me, you know, if you need help elevating your brand, if you need
help getting into media, if you need help managing our crisis, I'm your guy. I'm certainly not
going to, you know, run someone schedule or like a tick tock at an event, right. Like, those are
things that I know, there's other areas of expertise, but I think that's part of our business, too, is
knowing when, you know, we can say yes to this piece of business. And we can do it and we
can service it and do a really great job at it. Knowing when we have to say yes, but yes, but I
need to find another partner with like a little bit deeper expertise to serve us there. And we do
that all the time. And then really having the sense of saying, you know, this is not a this is not a
fit for us, right like this doesn't fit our skill set how we work. And we do say that with prospective
clients, and I will say that, you know, nine times out of 10 people thank us for being that
transparent, right. That's an awesome There's some in the marketing space. In particular,
there's some services that we don't offer. There's some client industries that we don't serve. And
you know, when people come to us with those from a network referral or something like that, it is
appreciate, say, like, what, that's just not our area of expertise. But we can help point you in the
right direction.



Jess Tyson: Yeah, I love that. I used to always think I, I always wanted to say yes to everyone.
And I always thought that was the best way to just figure it out. But over the years, I've learned
that it's not, and we don't want to waste anyone's time, we want it to be the best fit for everyone.
And I could still be helpful to them by recommending them to someone else, like you said, if it's
not a good fit for me. And I wish more people did that.

Nick Puleo:Well, it's one of those because it's tempting, especially starting a business and
starting a business where you're in professional services, where you say, you know, this
conceivably should take 20 hours a week, and I have 20 hours a week right now, you know, say
that's a $10,000, a month retainer. It's very tempting, and looks great. But if you think about it,
you know, what's the long term economic benefit of taking something where you know, you're
not going to get a new client referral, because you don't know what you can do a good job on it.
As opposed to building relationships connecting other people, you know, it might take you
55678 years to like, earn that back and a different way, but it does all come around. And I will
say that in public relations and marketing, in particular, it is a very small industry. So those
referrals, actually, you know, sending people to the right people really helped build your brand. I
never look at it as like losing business or turning down business. It's always just opportunities to
connect other people and as sound that that, you know, pays dividends down the road at some
point.

Jess Tyson: I agree. And I wish I mean, that's just good advice for life and business. So thank
you. What specifically what types of tasks are you are you have to VAs currently, what what
tasks are they handling for you?

Nick Puleo: I think the two big areas one is scheduling. The other is email management has
been super helpful. So I'm not a micromanager. But I do like to like see and know what's going
on at different levels. So I am included on lots of emails, sometimes people you know, from
clients from team members, things like that. And then I do just get constantly bombarded with
you know, I sign up for too many newsletters, i My eyes are bigger than my not stomach. But I
don't know what the right metaphor is, in terms of how much news I could read every day. So
between newsletters, and, you know, a very clever email marketing, cold call techniques, that,
that make it past the spam filters and things like that, like email, as we grew from, like the three
clients, and they are getting up to like 1516 range at some points. You know, email became a
challenge of like, being able to see in service like, okay, like, this client needs my attention right
now. And it might take me if I have to dig like two or three hours to find that at the end of the
day. So one of the great tasks that my VA does, in addition to keeping my schedule up and
running smoothly, and making sure I'm meeting with who I'm supposed to meet with, is to make
sure that I see the emails that I'm supposed to see. And that's been a game changer for sure
how I run my day, like I used to spend an enormous amount of time during the day, making sure
between calls and between this and that, that I you know, things come in, right if it's a crisis or
an urgent request or things like that, that you need to look for. My VA helps me find those
proactively and points them out to me. And then I can use that time that I would spend digging
through email to actually do other client work. So that's been very helpful. We've also used the
A's for copywriting, so like first drafts of things, helping us implement strategies that are being



led by some of our senior advisors. And it's been really a great collaboration for me, in that, you
know, when people are on the team, they're on the team, it doesn't feel like they're an outside
person. So we had a really great experience with Don't Panic Management in that. One. We've
gotten RBAs they've really become very quickly part of the team in a in a go to source on the
team as well.

Jess Tyson: That's great. I love to hear that and as much as you know, I get nervous
sometimes on the management side because I never know really, I don't you know, I do my best
but I never know if it's going to be the right set and I also never know if people are gonna decide
one day that they want to move to and Ireland and barley or something and like, leave that
leave us entirely. So, you know, I always want the relationship to be successful and want the
person to be a part of their the team, you know, with our clients. But I also, you know, I get
nervous about that. And I'm wondering if if that was something that you considered at any point?
I mean, the same could be said, I guess for any full time employee or part time, you know, they
could always leave too. But was there a reason you chose, you know, maybe working with a VA
agency versus hiring an employee or going through an individual freelancer?

Nick Puleo: Yeah, I think on the VA side of it, it's it's such a specialized job, that not only do you
need the technical expertise to, you know, know what to look for, and you know, how to do the
technical tasks that we're giving people, but then also be able to sync with different ways of
working, and feel us like we have hired people over the years. So we do have our own staff of
advisors and practitioners who work on the PR and marketing side. But for me, like trying to
suss out the, you know, what makes a great assistant, like, I don't necessarily know how to
identify those people, right? Like, I see resumes all the time for people who want to do media
relations, and copywriting and marketing. And I know how to look at those, I know what I'm, you
know, the types of experiences that I want to see. But to be able to necessarily on my own, pick
the person who I'm like, Okay, I need you to steer my life for the next six months, as we get
through these processes. I admit, again, you know, that, that that's something that like picking
that person is something that I'd want help with. So the agency came with that, I think the other
thing, on the VA side of things, it's very helpful for us is that, you know, when folks have
vacation, and it's great that like people get, you know, I'm a firm believer in work life balance,
and I'm more leaning to the side of like life, life should be, you know, the scale should be tip
toward life a little bit more, that's part of why I started my own company, as well. And a lot of
people do. But like to know, when someone's out that, you know, the role is covered the
positions covered, to know if there's turnover, that that's covered for me that we won't have a
gap in services, things like that. So a lot of that kind of angst that you have in those vital roles,
when there's turnover, we don't have because we went through, Don't Panic Management. In for
me, there hasn't honestly been much turnover. And that's something that's really important for
our industry. And for us to stand out. PR is one of those industries that have very, very high
turnover by nature of the industry. And, you know, it's one of those places where, you know, they
put a lot of a high volume of not very exciting work on junior staff and push and push and push
and push. And so you know, that that was one of the things I identified in those 100 interviews I
did when I started the company is like turnover is very high. For us. We're really intentional
about keeping turnover very low. And making sure that like, you know, people are really



embedded with clients. And when you have clients who everyone who works at the client has
been there 23 years, and you know, you'd have staff turnover on a yearly basis or monthly basis
or whatever have you. It's not a good look. And so the the VA team has been really stable for
us. And it matches what we do on our advisors side.

Jess Tyson: That's great to hear. Well, you obviously take care of your people you care about
your clients and you have a reasonable place to work. I mean, like you said, it's it's famous. The
industry itself is famous for being a rat race, you know, and feeling people being up on their
phones in the middle of the night, you know, traveling and like you said, kind of putting on all of
that, whatever for the big clients and and then just moving right on to the next one and sleepless
nights and all that. So I feel like you're kind of you're changing the reputation in a good way.

Nick Puleo: Yeah, it's good. And we still like don't get me wrong, we still we still have all of that.
I think it's just finding the right balance between you know, there are crises that pop up there are
huge, huge projects that pop up and frankly, like you can't do it in a given timeframe and you
know, deliver without spending long nights are hours or things like that, but I think it's finding,
you know, working with a team and finding that right balance of okay, it's a tough week. Let's
make next week a light week and then yeah, or that you No, we're we're taking care of, of
people. It's a people industry. So I think like that's there are assets, right? Like, we don't have
machines and widgets and all of these other things like we need to keep our people running
right and running well, in order to be successful.

Jess Tyson:Well, it's, it's also a testament to you and your attitude. As a leader, I think you
have a calming presence, at least, to my eye from, you know, we haven't met in person yet. But
all the times we've lived chatted on Zoom and things. And I think having that from a leadership
perspective, does trickle down to your team, which also goes here clients, and everyone can
feel more reasonable about it, even if it is a crisis, even if you are working hard, you don't have
to act like you're dying, you know, to do it.

Nick Puleo: The first thing I'll say first is that I'm going to take that recording of you telling me
that I have a calming presence on I'm going to play it on repeat to my kids during homework
assignments from now on. But I do think the other part of it is that because it's all SR Ludd work,
we're all doing the same thing. You know, in, for example, you know, we did a video shoot a
couple months ago, and it was we're nonprofit client involved us hiking a mile into the woods.
And, you know, we had a videographer on site, we're working with the talent, and, you know, the
videographer could not possibly carry all the bags there any piece of equipment, and there were
people to carry it, while we still had to shoot. And, you know, it's I own the company, like, I didn't
know, it was my team, like I picked, I carry the equipment into the woods, right? Like, it really,
you know, for us, it's that level of work that I want people to do, like, it's a very, it was
environment. And but we have to be like that. Yeah. Because, you know, it used to be at some
places, they'll have, like, you know, the interns who are just out of college, build the MEDIA list
that then the team goes and pitches? Well, you know, by the time it goes from the intern to the
senior vice president, it there's a whole media list of people that don't make sense, or you know,
don't cover this or don't work, right. You know, you have to do it all over again, anyway. So it's



really having senior lead people embedded in the work and moving all the way up, that doesn't
create that resentment, because we're all in it together, we're all doing the same thing and
working together for a common goal and really, to provide great line service. So when you do
that, you kind of flatten the organization. You know, it makes holding on to people a lot easier,
and really like, increases engagement when people see that, like they're doing it together.

Jess Tyson:Wow, I love that. I run our business the same way. I mean, I still have a client
myself, you know, that I've worked with for 10 years that I will never, you know, give up. But but
people see that, you know, and they say, oh, yeah, she's doing the Google calendar invites to
and, you know, sending the contracts or whatever to and it does. It also I feel like for me, keeps
me engaged with the actual work, you know, this is what clients need, even if I don't talk to, you
know, say you every day or every other client every day, I'm still connected to the individuals, I'm
not so separated, which some leaders are, you know, from the reality of the the work that we're
doing. You mentioned, technology and robots, you know, where are you guys out with using or
not using AI? And how do you think it's going to affect your industry, and also maybe even
assistant work or anything like that?

Nick Puleo: I think it's already making an impact. I think that there's a lot of CEPR, around
some of the leaps that AI has made recently. But we've been using AI for years, I was using AI
before I started this company. So you know, if you think back at, you know, what, you know,
some of the AI features that people have, there's one called natural language processing, which
is, you know, how does the computer process and understand batches of text information or
spoken information and then turn it into something else? You know? So a great example of that,
that everyone forgets about is Siri on your iPhone is AI, its natural language processing, and
that was launched in 2011. And sent Oh, there are definitely things that have been around we
use natural language processing and a lot of our media monitoring. We use AI and tracking
online conversations determining you know, what sentiment is in terms of conversations around
our clients and then also to identify like what areas around big topics that they could claim an
ownership stake in. So for example, you know, if we have an energy client in In more the
sustainable energy space, you know, is just talking about solar or is talking about wind owned is
talking about solar plus storage might be the place to go. And we can tell them that based on
the reporting and the coverage, and that's all AI driven. Generative AI is what's getting all the
attention these days. And I think that it's really a mixed bag. I think, you know, for us, we've
tested it, we all did AI bootcamp, we sent to our copywriters to prompt engineering classes,
which is a term that you know, I never heard about before. But if you think about AI and the
trajectory of AI, you know, right now, it's not very creative. It doesn't account for errors, it just
kind of knows things. Like, for example, we tested it. We did 50 test blog posts, just to see how it
work. And is it usable? And is it something that we could offer to clients, so we do prompt
engineering for them and offer them copywriting services at a dramatically discounted rate. And
the things that we ran into are, you know, there's no, it's boring, right? So it's creative writing. So
yeah, you know, one or two out, and then they're all the same. The source citing is unreliable.
So it was citing sources that, you know, the information I was citing wasn't in there. And then it
was, you know, there's a huge question around plagiarism and on and things like that. So, for
us, it's not really good enough yet. But keep in mind that when social media came out, people



who are in media relations thought the sky was falling, and it's a fully integrated offering of all
PR agencies down, right. And so for us, parts of it are another tool in the toolbox. Parts of it
aren't there yet. But I'm also seeing like a huge reputation risk in terms of AI, especially with
deep fakes. So we saw what happened to Taylor Swift, we see what happens to I don't know
why Pope Francis seems to be very popular with with deep fake photos so that I've seen photos
of him in like a puffer jacket with like, big Versace sunglasses, to him riding a motorcycle and
things like that, as we do research. So there are, you know, there's a real risk as we kind of live
in a post truth world, some academics call it out anyway, with what goes around on social
media. And now it's, you know, you know, we always had to Cretan question the written word.
And now, like, the idea that like photographic evidence, or video evidence, are those things that
have always been just like, objective fact, are now all called into question really creates the
need for people like us, and you know, our industry to help clients manage those issues where
something comes out, and it's totally antithetical to their brand, or how they want to be
positioned. So, you know, might we lose a little bit of business in the future to from graphic
design and copywriting? Sure. But like, there's other opportunities that we're going to pop up, I'll
probably misquote this stat, but it's something like 60% of the jobs that existed in the 1930s no
longer exist or didn't exist now didn't exist in the 1930s, like, network engineer, right? You know,
sound engineer, and, you know, all of these computer related roles. So, you know, we'll roll with
it, we just have to keep evolving. And in terms of, of, you know, as EA or project management,
we do use some stuff that's automated. But, you know, for us, it's just not good enough yet, in
terms of like the high touch work that we need to do.

Jess Tyson: Yeah, that's my experience, too, is it hits helpful certain things, but it still has to be
administered by someone, it still has to be checked by someone. And I mean, all we can do, like
you said, is, roll with it and try to use what we can and try to adopt the the parts of it that will
benefit us and make us more efficient, but then, but not freak out. Not panic. Yeah,

Nick Puleo: No, it's true. And, and even unlike, just with Chat GPT it's only as good as you are
good at telling it what you want. Right. And so it's amazing how much of our time we spend
flowing out of people what it is that they actually want. So we often we take a very consultative,
consultative approach to our work where, you know, someone might ask like, oh, we need you
know, media relations services, and we get in there it's like no, really what you need to do is to
create a process for telling stories but then a framework for how you want to talk about your
brand. And so if you in nose we find are our most Like deeply engaging assignments that really
like lets us empower and lift up brands. But if you went to chat GPT, with the original question or
the original challenge, it's going to answer it literally and not look beyond the question. And so,
you know, someday you might have had the ability to do that. Sure. But like, that's the big part, I
think is missing, too.

Jess Tyson: Yeah, I think those higher level and analytical jobs or roles or, you know, expertise
isn't going to be taken on by the AI anytime soon. Well, great. I just have some rapid fire
questions for you to wrap things up and just say whatever comes to mind, I'll keep it easy. At
first. Are you short, do



Nick Puleo: Do I have like a word cap? Is it like one word, two words? How are we playing?

Jess Tyson:Well, if you can just say one or the other, but if you have any sort of explanation,
you can do that.

Nick Puleo: Yeah. All right. Let's do this

Jess Tyson: Alright, Mac or PC?

Nick Puleo: Mac.

Jess Tyson: Pen or pencil?

Nick Puleo: Pen.

Jess Tyson: City or country?

Nick Puleo: City.

Jess Tyson: Virtual or IRL?

Nick Puleo: Virtual.

Jess Tyson:Water or wine? Or whiskey? I got that one one time.

Nick Puleo: I'll go nine to five is water, and then side plus is whiskey

Jess Tyson: Perfect. Train or plane?

Nick Puleo: Plane.

Jess Tyson: Running or walking?

Nick Puleo:Walking.

Jess Tyson: Panic or calm?

Nick Puleo: Calm.

Jess Tyson: All right. Well, you won. Thank you so much, Nick. This has been so interesting.
And I've loved personally just hearing more about your philosophy with the business and it just
makes me even more grateful that we get to work together and I wish you all the best with
everything you're trying to build. And and I think it's you know, only going to get better and
better. So thanks so much.



Nick Puleo: Me too. Thank you to us. It's always a pleasure.

Jess Tyson:Wow, what an interesting take on the public relations field. I always think of those
manic crazy people running around trying to get press photos or getting their name out in the
newspaper or dealing with some kind of crazy crisis. And Nick's approach to this while he does
deal with many crises. I seriously feel like is so calm for what he does. So, kudos to you, Nick. I
hope that we all remain calm forever and ever. Even in the face of challenges. You can check
out Nick's company at comsint.com look him up on LinkedIn at Nick Puleo. And learn more
about our Panic-Proof Blueprint at panicproofblueprint.com to figure out how you can take your
communications, marketing, and PR agency to the next level by hiring a virtual assistant and
having them help you with all the behind-the-scenes work from inbox management to project
management to calendaring and beyond. We'll catch you next time.

http://comsint.com
http://panicproofblueprint.com

