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DAY 2: ACTION GUIDE
From stalled to selling...

Your Money Story...
Money stories are deep rooted beliefs about money that are typically shapped from our past 
experiences. Some examples of money stories are...

- Being rich is bad
- Money is evil
- I don’t need more money than it takes to survive
- I’m bad with handling my money
- I shouldn’t enjoy money until I pay off debt
- Saying someone who has money is “filthy” rich
- I can’t make money doing what I love
- It’s not possible for me to make more money
- There isn’t enough money for me to get paid well doing what I love

What are your money stories?
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Oftentimes, these stories aren’t built upon truth but instead they are based on past experienc-
es and childhood influence. Take every story that you wrote on the previous page and write the 
truth to that money story next to it. For example, being rich isn’t innately bad... money allows 
people to do really great things in the world. Without money there would be no hospitals, 
churches, or ministries. The truth is that having money is not bad. 

What are the truths to your stories?
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Do you believe that you are worthy of having wealth?

How is wealth aquired?

It’s easy to begin to believe that wealth and success is only for certain people but not for us. 
Or that it’s only a one-in-a-million chance that someone would make it “big” in this entrepre-
neur world. Or even that making money and finding success will be hard. When in reality, those 
are just stories we are believing. 

The truth is that everyone has the oportunity to make money on their own terms and every 
person is responsible for the outcome of their success. Also, making money doesn’t have to be 
hard! 

What beliefs do you have about your ability to make money and reach success?
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It is important to realize that these stories are not our reality... they don’t define us! What 
stories do you need to leave behind so you can begin implementing new money stories into 
your life?

What value do you offer your clients?

How will investing in your services affect your clients life? What transformation/life change/re-
sults will they receive from your time together?
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How are you currently pricing yourself (hourly, project based, value based)?

What will your clients say about your time together when your time together is done?

What is the commitment, effort, and value that you are pouring into you and your clients time 
together... this goes way beyond the hourly time spent actually working on their project... but 
instead, think about the time you are holding aside specifically for them... the time you are 
spending answering emails, texts, Voxer messages, etc... the tools and resources you are 
purchasing and investing in to support them better... the “mental strain” that you will go 
through during your time together as you pour into their specific situation and give them 100% 
tailored results... etc!

What do you FEEL like that transformation, results, and/or life change is worth to them?

Thinking about that even exchange of goods that we talked aobut in this training, what do you 
feel confident you need to receive in exchange for the value, time, and effort that you are 
pouring into each client?

What is your big desire in business right now? As we discussed, this can be experience, market 
research, income, etc. 

Do you feel comfortable and confident in the price you are currently charging?  Why or why 
not?

Do you feel like you are able to show up 100% excited and lit up about the value you are giving 
based on what you are receiving in return? Why or why not?
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How do your prices need to be adjusted so you are able to show up and give confidently and 
enthusiastically because you know you are being valued and respected for your efforts?

Where do you feel insecure about the service you provide? Sometimes our insecurities come 
from a lack of knowledge, but oftentimes they come from beliefs (or even lies) we are believ-
ing about ourselves. If you know you want to charge more but are hesitant to, what are these 
insecurities and hesistancies? 

Let’s break this down... 

Is this thing that you are feeling underqualified in something that YOU need to provide your 
clients yourself? There is nothing wrong with outsourcing certain tasks to others! For example. 
if you are a brand strategist and you feel insecure about charging what you feel you’re worth 
because you don’t offer certain design work, you could hire a sub-contractor to do this work 
for your client under your name. 

Is this thing that is making you feel underqualified something that you need to gain more 
training in or certification? Do you REALLY need this extra training or can you gain this knowl-
edge by reading books, articles, studying under others, etc? If you legitimately need this 
training/certification, what will it take to actually get that certification? Typically this isn’t as big 
of a hurdle as it seems and it will allow us to show up 100% confident in our business... so in 
the long run, it really is worth it! 

Setting prices is not an exact science. Honestly, it just comes down to going with our intuition 
and what we feel comfortable with at the moment. Remember you can always adjust your 
prices in the future. Based on this workbook, what price(s) do you feel comfortable charging 
for your services?

Do you feel 100% confident in this price? Do you feel like you’re truly worth this price?

What are others in your industry charging for similar packages/programs?

Where do you feel you “rank” with your competition as far as experience and value/results you 
give?

Based on your dream program that you developed from yesterday’s training, what price do 
you feel both confident and comfortable placing on this program?
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Summing it up...
Use this space to collect your thoughts and takeaways from this workbook. How would you like 
to adjust your pricing moving forward? How do you feel about the prices you just determined 
on the last page?
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