
“If you truly want to change your life, you must first be willing to 
change your mind.”

- Donald Altman

Hey Girl! Did you know that your mindset plays a HUGE factor in your success? Until you start 
TRULY believing that you are worthy of success, that you ARE enough, that you DO have 
what it takes to help transform lives... you will never reach your full potential! 

It’s time to take control of your thoughts. 

What are you spending your time thinking about yourself? About money? About your 
success? About your business? 

Most of these negative thoughts rolling around in your head are NOT facts. They are just 
your perception of reality!  
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YOUR MINDSET & PRICING

What is your money story? 

You know what’s crazy? I have blocked money from coming my way many, many times 
because of my mindset! There have been times that I didn’t think that someone would 
want to pay for my services, so I didn’t even bring it up. There have been times that I 
didn’t think someone would want to pay full price, so before I even brought up my full 
price, I immediately offered them a discount. There have been times I told someone I 
couldn’t work with them anymore (I had previously been offering them a HUGE discount) 
because I was afraid of what they would say when I told them my new, higher price 
(charging what I was actually worth). 

So instead of giving each of these people a chance to actually think for themselves, I 
essentially made up their mind for them. I told myself “you’re not worth it, so don’t even 
try”. Have you done this before? Have you offered a discount just because you thought 
someone might not be able to afford your service? You may have been afraid of what they 
would think about you if they knew what you charged? 

Every time you offer a discount out of fear (vs sheer generosity), we are telling ourselves 
we are not worth it. We are not worth premium prices. We don’t have what it takes.  

A lot of times, our own personal money stories play into how we view money in business as 
well. Before we can reach our full income potential, we first have to work through our 
money story. 

If we have found ourselves not being able to afford a specific service before, we may let 
that play into our interactions with perspective clients. We may block a potential sale from 
happening because we are approaching the money conversation from a place of fear. 

First, it’s important to remember that money is not bad! This was probably the number one 
thing holding me back from making major income in my business at first.

Growing up in church and a Christian family, for some reason I always thought that making 
more money than I needed to survive was greedy! I set small goals in business because I 
didn’t want to seem selfish to those around me. 

But the truth is that MONEY is not bad. The LOVE of money is where we get into trouble. 
Also, if everyone only made enough money to survive, how would charities and ministries 
survive?  They rely on the generosity of others! 

Here are some common money stories we may be struggling with...
 - Making more money than you need is selfish
 - You should be saving every extra penny
 - Debt is bad 100% of the time
 - I’m bad with money because I never have enough savings
 - Money is evil 

Before you begin bringing in more income, I want you to get really clear on what your money 
story is. What have you been believing about money? 

How have these beliefs shaped your life up to this point? In what ways have they held you 
back?  

Like everything in life, there should always be balance and moderation. Here’s an example of 
how I found balance in my money mindset... 

Do I want to be out of debt? Yes! Do I strive to pay off all of my debt? Yes! But I also have 
learned to extend myself grace and realize that as long as I am making progress in my debt 
then I am moving forward! I allow myself to enjoy some of my money without feeling guilty! I 
give generously, I splurge a little, and I put quite a bit towards debt and savings. This is what 
balance looks like for me. 

That is just my own, personal example... what thoughts do you struggle with regarding money 
and the way you handle money? What guilt do you have regarding money? 

How can you work balance into your mindset about money? How can you be extending 
yourself grace? How can you get rid of that guilt so you can approach money from a place of 
balance and peace?

Your views about yourself and your business play a direct role into the confidence you have 
about your services and your ability to help others. Believe it or not, confidence is one of the 
biggest things that may be holding you back from making impact in the world and bringing in 
more money. 

Do you believe that you have the ability to changes lives because of the services you provide? 
How so? 

Do you believe that there are people in this world who NEED your services? Why do they need 
you specifically? What do you uniquely have to offer? 

Do you believe that you are qualified to help them? How so? 

Your next client is out there RIGHT NOW just waiting for YOU to show up in their lives! They 
need your services and they need your expertise and experience to help them. Do you believe 
this?? 

Are you ready to actually book your first client right now? Why or why not? 

Thought inventory & upper limits. 

When is the last time you thought one of the following... 

- “I hope I am able to make money this month.”
- “Maybe I will book a client next month.”
- “Hopefully my business will be successful.” 
- “I can’t do ______ because I don’t have enough experience.” 
- “Maybe I will reach my goals next month.” 

I love Marie Forleo’s explanation of upper limits... 

“Each of us has an internal thermometer for how much success, wealth, happiness, love, 
and intimacy we’ll let ourselves experience. That’s our upper limit setting. Kind of like our 
success comfort zone. When we exceed our internal thermostat setting and life gets 
super duper OMG good (we have an influx of money, get healthy and thin, find a great 
relationship) – we unconsciously do things to sabotage ourselves, so we can drop back to 
the old, familiar place where we feel in control.”
We often limit ourselves from the success that is possible by allowing negativity to creep 
into our mind. Here are some examples... 

1. Limiting beliefs - thinking something is not possible for us. 

2. Setting upper limits - now allowing ourselves to experience our success because of false 
truths.

3. Worry - allowing our fears to control our thoughts and actions.

4. Letting our past define us - allowing a situation or experience from the past creep into 
our current situation and limit us from moving forward in faith. 

5. Mean girl mentality - allowing that negative voice in our head to speak to us and control 
our actions (I’m not good enough, I’m not needed, I don’t have what it takes, etc.). 

6. Future thinking - thinking so far into the future that we are blinded by the negative things 
that COULD happen. This is like looking at life through a telescope instead of seeing what is 
right in front of us and allowing ourselves to take the next step forward... instead, our future 
fears become magnified and we turn smaller issues into mountains.  

What negative thoughts are you allowing to rule your mind? 

What truth can you speak over these negative thoughts and fears today? 

You don’t NEED to have EVERYTHING figured out to start making money!

Another way we can hold ourselves back from making money is by becoming paralyzed by 
thinking we have to have everything perfect before we move forward. 

You don’t need a perfect sales funnel in order to get visible and make sales. 
You don’t need a freebie or opt-in. 
You don’t need a huge email list. 
You don’t need an instagram account.
You don’t need your own Facebook group. 
You don’t need a completed website or landing page. 

What things have been holding you back from making your frist sale?

 

What things do you NEED to have in place in order to book your first client? (hint: You don’t 
need a beautiful website, you don’t need a Facebook page, you don’t need a sales funnel.) 
What bare minimums do you need to actually book a client and start making money? 

I always recommend having the following things in place before 
booking your first client. 

- You have to know what services and packages you want to offer. You have to know how you 
want to help them. 

- You should know your program options, pricing, and payment plans (if you offer them). 

- It’s a good idea to have a contract ensuring that you will receive the money you are owed, 
outlining the services you will provide, how the payment(s) will be made, and what should be 
expected from you and your client’s time together. 

- You should have a general idea of your program or services you can provide them. What 
type of things can you work through with them? What is a rough outline of your program that 
you can work through with them? You don’t need a curriculum or workbooks in place before 
booking your first client, you just have to set up clear expectations of what you are able to 
help them with. 

- You should have at least a little practice. While you are waiting to connect with your first 
client, you should be getting visible and connecting with people. This is a great time to offer 
free discover calls and get some practice under your belt. You can not be ready to truly sell 
your services if you don’t have any practice! So if you’re ready to start making money, then 
get out there and start practicing!

- It’s also a good idea to meet with an accountant and figure out how much money you need 
to be saving for taxes from each sale. You can also ask them what you could be doing 
financially to set your business up for success. You may also need to set up a business entity 
(sole prop., LLC, etc.) and business bank account. They can help you with this and usually 
offer free consultations. 

Oftentimes we are limiting ourselves from receiving our first client because we don’t feel 
ready. How can you begin preparing yourself to accept your first client so you FEEL ready?

What things do you actually NEED to have set up and in place for you to confidently accept 
your first client? 

When do you plan on having these things set up so you can accept your first client? 

I want you to reflect on this workbook over the next day or two and I want you to journal 
your thoughts from this workbook. 

- How did it feel to complete this workbook? 

- What things stuck out to you the most while completing this? 

- Were there any profound thoughts or things that you were surprised by? 

- What things do you want to change in your life in light of the things you realized and 
learned from this workbook? 

- Do you really believe that you are capable of reaching your BIG dreams? 

Figuring out your pricing: 

- Take some time to research others who are doing something similar to what you are 
offering. 

- List 3 people who could be your competition. (you can find these people over google, in 
facebook groups, and by asking around)

- Does it look like they have been doing this a while? 
- What do they charge? 

- What education or certifications pertaining to your industry do they have or openly list on 
their website/Facebook? 

- What programs or packages are others in your industry offer? 

- What do you like about the packages and programs others are offering? 

- What do you dislike about their program and offerings? 

- How much time do you see yourself working with your clients each week?

What problem or pain point do you want to solve for your clients? 

What do you want your program to look like? 

 

What success will your clients be realizing at the end of your time working with them? 

Make sure that the length of time your program includes is specific to what you actually 
want... not just because others offer a certain time-frame. Until you are really ready for a 
commitment to your clients, I would recommend keeping your program/packages at a 
shorter length of time. 

I want you to be able to easily sell your program/package to your ideal client. I want you to 
be so confident in the value of what you are offering that you believe it truly will transform 
their life for the price they are paying. Because of this, I want you to price your 
program/package at a rate you feel TOTALLY confident in. 

Think about your monthly income goal. How can you raise the price of your program so you 
are closer to that goal? Think about raising your program pricing AND adding more value so 
it truly is worth the price. 

What price do you feel confident charging for your signature program? 

What extra value can you include in your package to help you get closer to your monthly 
income goal with each client? (i.e. unlimited support, longer call times, more negative 
images, longer session times, etc.)

I recommend pricing your program/packages as close to a premium rate as you can and feel 
comfortable with. There are multiple reasons for this... 

- Your perceived credibility goes up if your pricing yourself at premium prices. You are 
perceived as having premium services when you charge premium rates. (The key to this is 
actually having something amazing to offer and being confident in that!)  

- You can focus your attention on selling to fewer potential clients vs selling a lower priced 
package to more people. It’s easier to sell to one person a month at $2,500 vs 4 people at 
$625. If you need to make more sales, you must be connecting 1:1 with more people each 
month, you have to book more discovery calls, you have to put time into building more 
relationships. 

- Clients and customers willing to pay more are putting more value into the service you offer. 

- They are more motivated to get the most out of working with you. They are ready to make 
amazing things happen in their life! 

Do you believe you are worth premium prices? 
What price do you feel AMAZING confident at? 

Next, let’s look at the time you have to dedicate to each client. 

How much time do you have each week to work your business? 

How much time do you need to dedicate to actually business building? This includes discovery 
calls, balancing your business budget, social media marketing, email marketing, etc.

How much time do you need to dedicate on each client per week? This includes your weekly 
calls, your time each week working on their program/package/project, and time emailing with 
them and keeping in contact. 

 
How many clients do you need each month to reach your monthly financial goal? (This is your 
monthly goal divided by your program/package price)

What does this break down to in time spent on each client per week? 
(for example, if you need to make 5k per month and you need 3 clients per month to get you 
there, and you know you need to spend 3 hours per week on each client, then this means you 
can expect to spend 9 hours per week working directly on your clients. Then you will still need 
to work at networking, accounting, and business building as well.) So what does this look like 
for you? How much time do you need to spend each week specifically on your clients to reach 
your goals? 

What is the total time you need to spend each week on your business? (this is the time 
spent specifically on your clients + time spent behind the scenes business building and 
bringing in new leads).

Do you realistically have time to spend this time on your business? 

Sometimes we need to get creative to create more time for our business. Here are some 
ideas... 

- Hire a house cleaner to come in (even once a month) so we don’t have to spend the time 
cleaning. 

- Hire a mothers helper or sitter to watch our kids, or enroll them in daycare of a parents 
day out program (PDO programs are usually VERY reasonably priced and don’t require you 
to send your kids to daycare for hours every day. You can usually pick your days and 
whether you want to send them full days or half days! 

- Ordering groceries online and having someone else do the shopping for us (there may be 
stores near you that do this for a VERY reasonable price. My local store does this for free if 
we spend over $100 in groceries OR it’s only $2.95 if we spend under $100.) 

- Buying pre-chopped fruits and veggies from the grocery store. Usually this is a really 
reasonably priced option that saves you time during the day. 

- Asking family members or friends for help watching your kids while you begin business 
building. 

Now is the time to get creative wiht this!

At this point, I want you to go back to your journal and write down your conclusion on 
pricing and packaging your services. How do you feel about your pricing? How do you feel 
about the value that the program/package includes? 

Reach out to me if you have any questions and we will discuss this more on our next call! 

Let’s talk Money...



“If you truly want to change your life, you must first be willing to 
change your mind.”

- Donald Altman

Hey Girl! Did you know that your mindset plays a HUGE factor in your success? Until you start 
TRULY believing that you are worthy of success, that you ARE enough, that you DO have 
what it takes to help transform lives... you will never reach your full potential! 

It’s time to take control of your thoughts. 

What are you spending your time thinking about yourself? About money? About your 
success? About your business? 

Most of these negative thoughts rolling around in your head are NOT facts. They are just 
your perception of reality!  
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What is your money story? 

You know what’s crazy? I have blocked money from coming my way many, many times 
because of my mindset! There have been times that I didn’t think that someone would 
want to pay for my services, so I didn’t even bring it up. There have been times that I 
didn’t think someone would want to pay full price, so before I even brought up my full 
price, I immediately offered them a discount. There have been times I told someone I 
couldn’t work with them anymore (I had previously been offering them a HUGE discount) 
because I was afraid of what they would say when I told them my new, higher price 
(charging what I was actually worth). 

So instead of giving each of these people a chance to actually think for themselves, I 
essentially made up their mind for them. I told myself “you’re not worth it, so don’t even 
try”. Have you done this before? Have you offered a discount just because you thought 
someone might not be able to afford your service? You may have been afraid of what they 
would think about you if they knew what you charged? 

Every time you offer a discount out of fear (vs sheer generosity), we are telling ourselves 
we are not worth it. We are not worth premium prices. We don’t have what it takes.  

A lot of times, our own personal money stories play into how we view money in business as 
well. Before we can reach our full income potential, we first have to work through our 
money story. 

If we have found ourselves not being able to afford a specific service before, we may let 
that play into our interactions with perspective clients. We may block a potential sale from 
happening because we are approaching the money conversation from a place of fear. 

First, it’s important to remember that money is not bad! This was probably the number one 
thing holding me back from making major income in my business at first.

Growing up in church and a Christian family, for some reason I always thought that making 
more money than I needed to survive was greedy! I set small goals in business because I 
didn’t want to seem selfish to those around me. 

But the truth is that MONEY is not bad. The LOVE of money is where we get into trouble. 
Also, if everyone only made enough money to survive, how would charities and ministries 
survive?  They rely on the generosity of others! 

Here are some common money stories we may be struggling with...
 - Making more money than you need is selfish
 - You should be saving every extra penny
 - Debt is bad 100% of the time
 - I’m bad with money because I never have enough savings
 - Money is evil 

Before you begin bringing in more income, I want you to get really clear on what your money 
story is. What have you been believing about money? 

How have these beliefs shaped your life up to this point? In what ways have they held you 
back?  

Like everything in life, there should always be balance and moderation. Here’s an example of 
how I found balance in my money mindset... 

Do I want to be out of debt? Yes! Do I strive to pay off all of my debt? Yes! But I also have 
learned to extend myself grace and realize that as long as I am making progress in my debt 
then I am moving forward! I allow myself to enjoy some of my money without feeling guilty! I 
give generously, I splurge a little, and I put quite a bit towards debt and savings. This is what 
balance looks like for me. 

That is just my own, personal example... what thoughts do you struggle with regarding money 
and the way you handle money? What guilt do you have regarding money? 

How can you work balance into your mindset about money? How can you be extending 
yourself grace? How can you get rid of that guilt so you can approach money from a place of 
balance and peace?

Your views about yourself and your business play a direct role into the confidence you have 
about your services and your ability to help others. Believe it or not, confidence is one of the 
biggest things that may be holding you back from making impact in the world and bringing in 
more money. 

Do you believe that you have the ability to changes lives because of the services you provide? 
How so? 

Do you believe that there are people in this world who NEED your services? Why do they need 
you specifically? What do you uniquely have to offer? 

Do you believe that you are qualified to help them? How so? 

Your next client is out there RIGHT NOW just waiting for YOU to show up in their lives! They 
need your services and they need your expertise and experience to help them. Do you believe 
this?? 

Are you ready to actually book your first client right now? Why or why not? 

Thought inventory & upper limits. 

When is the last time you thought one of the following... 

- “I hope I am able to make money this month.”
- “Maybe I will book a client next month.”
- “Hopefully my business will be successful.” 
- “I can’t do ______ because I don’t have enough experience.” 
- “Maybe I will reach my goals next month.” 

I love Marie Forleo’s explanation of upper limits... 

“Each of us has an internal thermometer for how much success, wealth, happiness, love, 
and intimacy we’ll let ourselves experience. That’s our upper limit setting. Kind of like our 
success comfort zone. When we exceed our internal thermostat setting and life gets 
super duper OMG good (we have an influx of money, get healthy and thin, find a great 
relationship) – we unconsciously do things to sabotage ourselves, so we can drop back to 
the old, familiar place where we feel in control.”
We often limit ourselves from the success that is possible by allowing negativity to creep 
into our mind. Here are some examples... 

1. Limiting beliefs - thinking something is not possible for us. 

2. Setting upper limits - now allowing ourselves to experience our success because of false 
truths.

3. Worry - allowing our fears to control our thoughts and actions.

4. Letting our past define us - allowing a situation or experience from the past creep into 
our current situation and limit us from moving forward in faith. 

5. Mean girl mentality - allowing that negative voice in our head to speak to us and control 
our actions (I’m not good enough, I’m not needed, I don’t have what it takes, etc.). 

6. Future thinking - thinking so far into the future that we are blinded by the negative things 
that COULD happen. This is like looking at life through a telescope instead of seeing what is 
right in front of us and allowing ourselves to take the next step forward... instead, our future 
fears become magnified and we turn smaller issues into mountains.  

What negative thoughts are you allowing to rule your mind? 

What truth can you speak over these negative thoughts and fears today? 

You don’t NEED to have EVERYTHING figured out to start making money!

Another way we can hold ourselves back from making money is by becoming paralyzed by 
thinking we have to have everything perfect before we move forward. 

You don’t need a perfect sales funnel in order to get visible and make sales. 
You don’t need a freebie or opt-in. 
You don’t need a huge email list. 
You don’t need an instagram account.
You don’t need your own Facebook group. 
You don’t need a completed website or landing page. 

What things have been holding you back from making your frist sale?

 

What things do you NEED to have in place in order to book your first client? (hint: You don’t 
need a beautiful website, you don’t need a Facebook page, you don’t need a sales funnel.) 
What bare minimums do you need to actually book a client and start making money? 

I always recommend having the following things in place before 
booking your first client. 

- You have to know what services and packages you want to offer. You have to know how you 
want to help them. 

- You should know your program options, pricing, and payment plans (if you offer them). 

- It’s a good idea to have a contract ensuring that you will receive the money you are owed, 
outlining the services you will provide, how the payment(s) will be made, and what should be 
expected from you and your client’s time together. 

- You should have a general idea of your program or services you can provide them. What 
type of things can you work through with them? What is a rough outline of your program that 
you can work through with them? You don’t need a curriculum or workbooks in place before 
booking your first client, you just have to set up clear expectations of what you are able to 
help them with. 

- You should have at least a little practice. While you are waiting to connect with your first 
client, you should be getting visible and connecting with people. This is a great time to offer 
free discover calls and get some practice under your belt. You can not be ready to truly sell 
your services if you don’t have any practice! So if you’re ready to start making money, then 
get out there and start practicing!

- It’s also a good idea to meet with an accountant and figure out how much money you need 
to be saving for taxes from each sale. You can also ask them what you could be doing 
financially to set your business up for success. You may also need to set up a business entity 
(sole prop., LLC, etc.) and business bank account. They can help you with this and usually 
offer free consultations. 

Oftentimes we are limiting ourselves from receiving our first client because we don’t feel 
ready. How can you begin preparing yourself to accept your first client so you FEEL ready?

What things do you actually NEED to have set up and in place for you to confidently accept 
your first client? 

When do you plan on having these things set up so you can accept your first client? 

I want you to reflect on this workbook over the next day or two and I want you to journal 
your thoughts from this workbook. 

- How did it feel to complete this workbook? 

- What things stuck out to you the most while completing this? 

- Were there any profound thoughts or things that you were surprised by? 

- What things do you want to change in your life in light of the things you realized and 
learned from this workbook? 

- Do you really believe that you are capable of reaching your BIG dreams? 

Figuring out your pricing: 

- Take some time to research others who are doing something similar to what you are 
offering. 

- List 3 people who could be your competition. (you can find these people over google, in 
facebook groups, and by asking around)

- Does it look like they have been doing this a while? 
- What do they charge? 

- What education or certifications pertaining to your industry do they have or openly list on 
their website/Facebook? 

- What programs or packages are others in your industry offer? 

- What do you like about the packages and programs others are offering? 

- What do you dislike about their program and offerings? 

- How much time do you see yourself working with your clients each week?

What problem or pain point do you want to solve for your clients? 

What do you want your program to look like? 

 

What success will your clients be realizing at the end of your time working with them? 

Make sure that the length of time your program includes is specific to what you actually 
want... not just because others offer a certain time-frame. Until you are really ready for a 
commitment to your clients, I would recommend keeping your program/packages at a 
shorter length of time. 

I want you to be able to easily sell your program/package to your ideal client. I want you to 
be so confident in the value of what you are offering that you believe it truly will transform 
their life for the price they are paying. Because of this, I want you to price your 
program/package at a rate you feel TOTALLY confident in. 

Think about your monthly income goal. How can you raise the price of your program so you 
are closer to that goal? Think about raising your program pricing AND adding more value so 
it truly is worth the price. 

What price do you feel confident charging for your signature program? 

What extra value can you include in your package to help you get closer to your monthly 
income goal with each client? (i.e. unlimited support, longer call times, more negative 
images, longer session times, etc.)

I recommend pricing your program/packages as close to a premium rate as you can and feel 
comfortable with. There are multiple reasons for this... 

- Your perceived credibility goes up if your pricing yourself at premium prices. You are 
perceived as having premium services when you charge premium rates. (The key to this is 
actually having something amazing to offer and being confident in that!)  

- You can focus your attention on selling to fewer potential clients vs selling a lower priced 
package to more people. It’s easier to sell to one person a month at $2,500 vs 4 people at 
$625. If you need to make more sales, you must be connecting 1:1 with more people each 
month, you have to book more discovery calls, you have to put time into building more 
relationships. 

- Clients and customers willing to pay more are putting more value into the service you offer. 

- They are more motivated to get the most out of working with you. They are ready to make 
amazing things happen in their life! 

Do you believe you are worth premium prices? 
What price do you feel AMAZING confident at? 

Next, let’s look at the time you have to dedicate to each client. 

How much time do you have each week to work your business? 

How much time do you need to dedicate to actually business building? This includes discovery 
calls, balancing your business budget, social media marketing, email marketing, etc.

How much time do you need to dedicate on each client per week? This includes your weekly 
calls, your time each week working on their program/package/project, and time emailing with 
them and keeping in contact. 

 
How many clients do you need each month to reach your monthly financial goal? (This is your 
monthly goal divided by your program/package price)

What does this break down to in time spent on each client per week? 
(for example, if you need to make 5k per month and you need 3 clients per month to get you 
there, and you know you need to spend 3 hours per week on each client, then this means you 
can expect to spend 9 hours per week working directly on your clients. Then you will still need 
to work at networking, accounting, and business building as well.) So what does this look like 
for you? How much time do you need to spend each week specifically on your clients to reach 
your goals? 

What is the total time you need to spend each week on your business? (this is the time 
spent specifically on your clients + time spent behind the scenes business building and 
bringing in new leads).

Do you realistically have time to spend this time on your business? 

Sometimes we need to get creative to create more time for our business. Here are some 
ideas... 

- Hire a house cleaner to come in (even once a month) so we don’t have to spend the time 
cleaning. 

- Hire a mothers helper or sitter to watch our kids, or enroll them in daycare of a parents 
day out program (PDO programs are usually VERY reasonably priced and don’t require you 
to send your kids to daycare for hours every day. You can usually pick your days and 
whether you want to send them full days or half days! 

- Ordering groceries online and having someone else do the shopping for us (there may be 
stores near you that do this for a VERY reasonable price. My local store does this for free if 
we spend over $100 in groceries OR it’s only $2.95 if we spend under $100.) 

- Buying pre-chopped fruits and veggies from the grocery store. Usually this is a really 
reasonably priced option that saves you time during the day. 

- Asking family members or friends for help watching your kids while you begin business 
building. 

Now is the time to get creative wiht this!

At this point, I want you to go back to your journal and write down your conclusion on 
pricing and packaging your services. How do you feel about your pricing? How do you feel 
about the value that the program/package includes? 

Reach out to me if you have any questions and we will discuss this more on our next call! 



“If you truly want to change your life, you must first be willing to 
change your mind.”

- Donald Altman

Hey Girl! Did you know that your mindset plays a HUGE factor in your success? Until you start 
TRULY believing that you are worthy of success, that you ARE enough, that you DO have 
what it takes to help transform lives... you will never reach your full potential! 

It’s time to take control of your thoughts. 

What are you spending your time thinking about yourself? About money? About your 
success? About your business? 

Most of these negative thoughts rolling around in your head are NOT facts. They are just 
your perception of reality!  
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What is your money story? 

You know what’s crazy? I have blocked money from coming my way many, many times 
because of my mindset! There have been times that I didn’t think that someone would 
want to pay for my services, so I didn’t even bring it up. There have been times that I 
didn’t think someone would want to pay full price, so before I even brought up my full 
price, I immediately offered them a discount. There have been times I told someone I 
couldn’t work with them anymore (I had previously been offering them a HUGE discount) 
because I was afraid of what they would say when I told them my new, higher price 
(charging what I was actually worth). 

So instead of giving each of these people a chance to actually think for themselves, I 
essentially made up their mind for them. I told myself “you’re not worth it, so don’t even 
try”. Have you done this before? Have you offered a discount just because you thought 
someone might not be able to afford your service? You may have been afraid of what they 
would think about you if they knew what you charged? 

Every time you offer a discount out of fear (vs sheer generosity), we are telling ourselves 
we are not worth it. We are not worth premium prices. We don’t have what it takes.  

A lot of times, our own personal money stories play into how we view money in business as 
well. Before we can reach our full income potential, we first have to work through our 
money story. 

If we have found ourselves not being able to afford a specific service before, we may let 
that play into our interactions with perspective clients. We may block a potential sale from 
happening because we are approaching the money conversation from a place of fear. 

First, it’s important to remember that money is not bad! This was probably the number one 
thing holding me back from making major income in my business at first.

Growing up in church and a Christian family, for some reason I always thought that making 
more money than I needed to survive was greedy! I set small goals in business because I 
didn’t want to seem selfish to those around me. 

But the truth is that MONEY is not bad. The LOVE of money is where we get into trouble. 
Also, if everyone only made enough money to survive, how would charities and ministries 
survive?  They rely on the generosity of others! 

Here are some common money stories we may be struggling with...
 - Making more money than you need is selfish
 - You should be saving every extra penny
 - Debt is bad 100% of the time
 - I’m bad with money because I never have enough savings
 - Money is evil 

Before you begin bringing in more income, I want you to get really clear on what your money 
story is. What have you been believing about money? 

How have these beliefs shaped your life up to this point? In what ways have they held you 
back?  

Like everything in life, there should always be balance and moderation. Here’s an example of 
how I found balance in my money mindset... 

Do I want to be out of debt? Yes! Do I strive to pay off all of my debt? Yes! But I also have 
learned to extend myself grace and realize that as long as I am making progress in my debt 
then I am moving forward! I allow myself to enjoy some of my money without feeling guilty! I 
give generously, I splurge a little, and I put quite a bit towards debt and savings. This is what 
balance looks like for me. 

That is just my own, personal example... what thoughts do you struggle with regarding money 
and the way you handle money? What guilt do you have regarding money? 

How can you work balance into your mindset about money? How can you be extending 
yourself grace? How can you get rid of that guilt so you can approach money from a place of 
balance and peace?

Your views about yourself and your business play a direct role into the confidence you have 
about your services and your ability to help others. Believe it or not, confidence is one of the 
biggest things that may be holding you back from making impact in the world and bringing in 
more money. 

Do you believe that you have the ability to changes lives because of the services you provide? 
How so? 

Do you believe that there are people in this world who NEED your services? Why do they need 
you specifically? What do you uniquely have to offer? 

Do you believe that you are qualified to help them? How so? 

Your next client is out there RIGHT NOW just waiting for YOU to show up in their lives! They 
need your services and they need your expertise and experience to help them. Do you believe 
this?? 

Are you ready to actually book your first client right now? Why or why not? 

Thought inventory & upper limits. 

When is the last time you thought one of the following... 

- “I hope I am able to make money this month.”
- “Maybe I will book a client next month.”
- “Hopefully my business will be successful.” 
- “I can’t do ______ because I don’t have enough experience.” 
- “Maybe I will reach my goals next month.” 

I love Marie Forleo’s explanation of upper limits... 

“Each of us has an internal thermometer for how much success, wealth, happiness, love, 
and intimacy we’ll let ourselves experience. That’s our upper limit setting. Kind of like our 
success comfort zone. When we exceed our internal thermostat setting and life gets 
super duper OMG good (we have an influx of money, get healthy and thin, find a great 
relationship) – we unconsciously do things to sabotage ourselves, so we can drop back to 
the old, familiar place where we feel in control.”
We often limit ourselves from the success that is possible by allowing negativity to creep 
into our mind. Here are some examples... 

1. Limiting beliefs - thinking something is not possible for us. 

2. Setting upper limits - now allowing ourselves to experience our success because of false 
truths.

3. Worry - allowing our fears to control our thoughts and actions.

4. Letting our past define us - allowing a situation or experience from the past creep into 
our current situation and limit us from moving forward in faith. 

5. Mean girl mentality - allowing that negative voice in our head to speak to us and control 
our actions (I’m not good enough, I’m not needed, I don’t have what it takes, etc.). 

6. Future thinking - thinking so far into the future that we are blinded by the negative things 
that COULD happen. This is like looking at life through a telescope instead of seeing what is 
right in front of us and allowing ourselves to take the next step forward... instead, our future 
fears become magnified and we turn smaller issues into mountains.  

What negative thoughts are you allowing to rule your mind? 

What truth can you speak over these negative thoughts and fears today? 

You don’t NEED to have EVERYTHING figured out to start making money!

Another way we can hold ourselves back from making money is by becoming paralyzed by 
thinking we have to have everything perfect before we move forward. 

You don’t need a perfect sales funnel in order to get visible and make sales. 
You don’t need a freebie or opt-in. 
You don’t need a huge email list. 
You don’t need an instagram account.
You don’t need your own Facebook group. 
You don’t need a completed website or landing page. 

What things have been holding you back from making your frist sale?

 

What things do you NEED to have in place in order to book your first client? (hint: You don’t 
need a beautiful website, you don’t need a Facebook page, you don’t need a sales funnel.) 
What bare minimums do you need to actually book a client and start making money? 

I always recommend having the following things in place before 
booking your first client. 

- You have to know what services and packages you want to offer. You have to know how you 
want to help them. 

- You should know your program options, pricing, and payment plans (if you offer them). 

- It’s a good idea to have a contract ensuring that you will receive the money you are owed, 
outlining the services you will provide, how the payment(s) will be made, and what should be 
expected from you and your client’s time together. 

- You should have a general idea of your program or services you can provide them. What 
type of things can you work through with them? What is a rough outline of your program that 
you can work through with them? You don’t need a curriculum or workbooks in place before 
booking your first client, you just have to set up clear expectations of what you are able to 
help them with. 

- You should have at least a little practice. While you are waiting to connect with your first 
client, you should be getting visible and connecting with people. This is a great time to offer 
free discover calls and get some practice under your belt. You can not be ready to truly sell 
your services if you don’t have any practice! So if you’re ready to start making money, then 
get out there and start practicing!

- It’s also a good idea to meet with an accountant and figure out how much money you need 
to be saving for taxes from each sale. You can also ask them what you could be doing 
financially to set your business up for success. You may also need to set up a business entity 
(sole prop., LLC, etc.) and business bank account. They can help you with this and usually 
offer free consultations. 

Oftentimes we are limiting ourselves from receiving our first client because we don’t feel 
ready. How can you begin preparing yourself to accept your first client so you FEEL ready?

What things do you actually NEED to have set up and in place for you to confidently accept 
your first client? 

When do you plan on having these things set up so you can accept your first client? 

I want you to reflect on this workbook over the next day or two and I want you to journal 
your thoughts from this workbook. 

- How did it feel to complete this workbook? 

- What things stuck out to you the most while completing this? 

- Were there any profound thoughts or things that you were surprised by? 

- What things do you want to change in your life in light of the things you realized and 
learned from this workbook? 

- Do you really believe that you are capable of reaching your BIG dreams? 

Figuring out your pricing: 

- Take some time to research others who are doing something similar to what you are 
offering. 

- List 3 people who could be your competition. (you can find these people over google, in 
facebook groups, and by asking around)

- Does it look like they have been doing this a while? 
- What do they charge? 

- What education or certifications pertaining to your industry do they have or openly list on 
their website/Facebook? 

- What programs or packages are others in your industry offer? 

- What do you like about the packages and programs others are offering? 

- What do you dislike about their program and offerings? 

- How much time do you see yourself working with your clients each week?

What problem or pain point do you want to solve for your clients? 

What do you want your program to look like? 

 

What success will your clients be realizing at the end of your time working with them? 

Make sure that the length of time your program includes is specific to what you actually 
want... not just because others offer a certain time-frame. Until you are really ready for a 
commitment to your clients, I would recommend keeping your program/packages at a 
shorter length of time. 

I want you to be able to easily sell your program/package to your ideal client. I want you to 
be so confident in the value of what you are offering that you believe it truly will transform 
their life for the price they are paying. Because of this, I want you to price your 
program/package at a rate you feel TOTALLY confident in. 

Think about your monthly income goal. How can you raise the price of your program so you 
are closer to that goal? Think about raising your program pricing AND adding more value so 
it truly is worth the price. 

What price do you feel confident charging for your signature program? 

What extra value can you include in your package to help you get closer to your monthly 
income goal with each client? (i.e. unlimited support, longer call times, more negative 
images, longer session times, etc.)

I recommend pricing your program/packages as close to a premium rate as you can and feel 
comfortable with. There are multiple reasons for this... 

- Your perceived credibility goes up if your pricing yourself at premium prices. You are 
perceived as having premium services when you charge premium rates. (The key to this is 
actually having something amazing to offer and being confident in that!)  

- You can focus your attention on selling to fewer potential clients vs selling a lower priced 
package to more people. It’s easier to sell to one person a month at $2,500 vs 4 people at 
$625. If you need to make more sales, you must be connecting 1:1 with more people each 
month, you have to book more discovery calls, you have to put time into building more 
relationships. 

- Clients and customers willing to pay more are putting more value into the service you offer. 

- They are more motivated to get the most out of working with you. They are ready to make 
amazing things happen in their life! 

Do you believe you are worth premium prices? 
What price do you feel AMAZING confident at? 

Next, let’s look at the time you have to dedicate to each client. 

How much time do you have each week to work your business? 

How much time do you need to dedicate to actually business building? This includes discovery 
calls, balancing your business budget, social media marketing, email marketing, etc.

How much time do you need to dedicate on each client per week? This includes your weekly 
calls, your time each week working on their program/package/project, and time emailing with 
them and keeping in contact. 

 
How many clients do you need each month to reach your monthly financial goal? (This is your 
monthly goal divided by your program/package price)

What does this break down to in time spent on each client per week? 
(for example, if you need to make 5k per month and you need 3 clients per month to get you 
there, and you know you need to spend 3 hours per week on each client, then this means you 
can expect to spend 9 hours per week working directly on your clients. Then you will still need 
to work at networking, accounting, and business building as well.) So what does this look like 
for you? How much time do you need to spend each week specifically on your clients to reach 
your goals? 

What is the total time you need to spend each week on your business? (this is the time 
spent specifically on your clients + time spent behind the scenes business building and 
bringing in new leads).

Do you realistically have time to spend this time on your business? 

Sometimes we need to get creative to create more time for our business. Here are some 
ideas... 

- Hire a house cleaner to come in (even once a month) so we don’t have to spend the time 
cleaning. 

- Hire a mothers helper or sitter to watch our kids, or enroll them in daycare of a parents 
day out program (PDO programs are usually VERY reasonably priced and don’t require you 
to send your kids to daycare for hours every day. You can usually pick your days and 
whether you want to send them full days or half days! 

- Ordering groceries online and having someone else do the shopping for us (there may be 
stores near you that do this for a VERY reasonable price. My local store does this for free if 
we spend over $100 in groceries OR it’s only $2.95 if we spend under $100.) 

- Buying pre-chopped fruits and veggies from the grocery store. Usually this is a really 
reasonably priced option that saves you time during the day. 

- Asking family members or friends for help watching your kids while you begin business 
building. 

Now is the time to get creative wiht this!

At this point, I want you to go back to your journal and write down your conclusion on 
pricing and packaging your services. How do you feel about your pricing? How do you feel 
about the value that the program/package includes? 

Reach out to me if you have any questions and we will discuss this more on our next call! 



“If you truly want to change your life, you must first be willing to 
change your mind.”

- Donald Altman

Hey Girl! Did you know that your mindset plays a HUGE factor in your success? Until you start 
TRULY believing that you are worthy of success, that you ARE enough, that you DO have 
what it takes to help transform lives... you will never reach your full potential! 

It’s time to take control of your thoughts. 

What are you spending your time thinking about yourself? About money? About your 
success? About your business? 

Most of these negative thoughts rolling around in your head are NOT facts. They are just 
your perception of reality!  
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What is your money story? 

You know what’s crazy? I have blocked money from coming my way many, many times 
because of my mindset! There have been times that I didn’t think that someone would 
want to pay for my services, so I didn’t even bring it up. There have been times that I 
didn’t think someone would want to pay full price, so before I even brought up my full 
price, I immediately offered them a discount. There have been times I told someone I 
couldn’t work with them anymore (I had previously been offering them a HUGE discount) 
because I was afraid of what they would say when I told them my new, higher price 
(charging what I was actually worth). 

So instead of giving each of these people a chance to actually think for themselves, I 
essentially made up their mind for them. I told myself “you’re not worth it, so don’t even 
try”. Have you done this before? Have you offered a discount just because you thought 
someone might not be able to afford your service? You may have been afraid of what they 
would think about you if they knew what you charged? 

Every time you offer a discount out of fear (vs sheer generosity), we are telling ourselves 
we are not worth it. We are not worth premium prices. We don’t have what it takes.  

A lot of times, our own personal money stories play into how we view money in business as 
well. Before we can reach our full income potential, we first have to work through our 
money story. 

If we have found ourselves not being able to afford a specific service before, we may let 
that play into our interactions with perspective clients. We may block a potential sale from 
happening because we are approaching the money conversation from a place of fear. 

First, it’s important to remember that money is not bad! This was probably the number one 
thing holding me back from making major income in my business at first.

Growing up in church and a Christian family, for some reason I always thought that making 
more money than I needed to survive was greedy! I set small goals in business because I 
didn’t want to seem selfish to those around me. 

But the truth is that MONEY is not bad. The LOVE of money is where we get into trouble. 
Also, if everyone only made enough money to survive, how would charities and ministries 
survive?  They rely on the generosity of others! 

Here are some common money stories we may be struggling with...
 - Making more money than you need is selfish
 - You should be saving every extra penny
 - Debt is bad 100% of the time
 - I’m bad with money because I never have enough savings
 - Money is evil 

Before you begin bringing in more income, I want you to get really clear on what your money 
story is. What have you been believing about money? 

How have these beliefs shaped your life up to this point? In what ways have they held you 
back?  

Like everything in life, there should always be balance and moderation. Here’s an example of 
how I found balance in my money mindset... 

Do I want to be out of debt? Yes! Do I strive to pay off all of my debt? Yes! But I also have 
learned to extend myself grace and realize that as long as I am making progress in my debt 
then I am moving forward! I allow myself to enjoy some of my money without feeling guilty! I 
give generously, I splurge a little, and I put quite a bit towards debt and savings. This is what 
balance looks like for me. 

That is just my own, personal example... what thoughts do you struggle with regarding money 
and the way you handle money? What guilt do you have regarding money? 

How can you work balance into your mindset about money? How can you be extending 
yourself grace? How can you get rid of that guilt so you can approach money from a place of 
balance and peace?

Your views about yourself and your business play a direct role into the confidence you have 
about your services and your ability to help others. Believe it or not, confidence is one of the 
biggest things that may be holding you back from making impact in the world and bringing in 
more money. 

Do you believe that you have the ability to changes lives because of the services you provide? 
How so? 

Do you believe that there are people in this world who NEED your services? Why do they need 
you specifically? What do you uniquely have to offer? 

Do you believe that you are qualified to help them? How so? 

Your next client is out there RIGHT NOW just waiting for YOU to show up in their lives! They 
need your services and they need your expertise and experience to help them. Do you believe 
this?? 

Are you ready to actually book your first client right now? Why or why not? 

Thought inventory & upper limits. 

When is the last time you thought one of the following... 

- “I hope I am able to make money this month.”
- “Maybe I will book a client next month.”
- “Hopefully my business will be successful.” 
- “I can’t do ______ because I don’t have enough experience.” 
- “Maybe I will reach my goals next month.” 

I love Marie Forleo’s explanation of upper limits... 

“Each of us has an internal thermometer for how much success, wealth, happiness, love, 
and intimacy we’ll let ourselves experience. That’s our upper limit setting. Kind of like our 
success comfort zone. When we exceed our internal thermostat setting and life gets 
super duper OMG good (we have an influx of money, get healthy and thin, find a great 
relationship) – we unconsciously do things to sabotage ourselves, so we can drop back to 
the old, familiar place where we feel in control.”
We often limit ourselves from the success that is possible by allowing negativity to creep 
into our mind. Here are some examples... 

1. Limiting beliefs - thinking something is not possible for us. 

2. Setting upper limits - now allowing ourselves to experience our success because of false 
truths.

3. Worry - allowing our fears to control our thoughts and actions.

4. Letting our past define us - allowing a situation or experience from the past creep into 
our current situation and limit us from moving forward in faith. 

5. Mean girl mentality - allowing that negative voice in our head to speak to us and control 
our actions (I’m not good enough, I’m not needed, I don’t have what it takes, etc.). 

6. Future thinking - thinking so far into the future that we are blinded by the negative things 
that COULD happen. This is like looking at life through a telescope instead of seeing what is 
right in front of us and allowing ourselves to take the next step forward... instead, our future 
fears become magnified and we turn smaller issues into mountains.  

What negative thoughts are you allowing to rule your mind? 

What truth can you speak over these negative thoughts and fears today? 

You don’t NEED to have EVERYTHING figured out to start making money!

Another way we can hold ourselves back from making money is by becoming paralyzed by 
thinking we have to have everything perfect before we move forward. 

You don’t need a perfect sales funnel in order to get visible and make sales. 
You don’t need a freebie or opt-in. 
You don’t need a huge email list. 
You don’t need an instagram account.
You don’t need your own Facebook group. 
You don’t need a completed website or landing page. 

What things have been holding you back from making your frist sale?

 

What things do you NEED to have in place in order to book your first client? (hint: You don’t 
need a beautiful website, you don’t need a Facebook page, you don’t need a sales funnel.) 
What bare minimums do you need to actually book a client and start making money? 

I always recommend having the following things in place before 
booking your first client. 

- You have to know what services and packages you want to offer. You have to know how you 
want to help them. 

- You should know your program options, pricing, and payment plans (if you offer them). 

- It’s a good idea to have a contract ensuring that you will receive the money you are owed, 
outlining the services you will provide, how the payment(s) will be made, and what should be 
expected from you and your client’s time together. 

- You should have a general idea of your program or services you can provide them. What 
type of things can you work through with them? What is a rough outline of your program that 
you can work through with them? You don’t need a curriculum or workbooks in place before 
booking your first client, you just have to set up clear expectations of what you are able to 
help them with. 

- You should have at least a little practice. While you are waiting to connect with your first 
client, you should be getting visible and connecting with people. This is a great time to offer 
free discover calls and get some practice under your belt. You can not be ready to truly sell 
your services if you don’t have any practice! So if you’re ready to start making money, then 
get out there and start practicing!

- It’s also a good idea to meet with an accountant and figure out how much money you need 
to be saving for taxes from each sale. You can also ask them what you could be doing 
financially to set your business up for success. You may also need to set up a business entity 
(sole prop., LLC, etc.) and business bank account. They can help you with this and usually 
offer free consultations. 

Oftentimes we are limiting ourselves from receiving our first client because we don’t feel 
ready. How can you begin preparing yourself to accept your first client so you FEEL ready?

What things do you actually NEED to have set up and in place for you to confidently accept 
your first client? 

When do you plan on having these things set up so you can accept your first client? 

I want you to reflect on this workbook over the next day or two and I want you to journal 
your thoughts from this workbook. 

- How did it feel to complete this workbook? 

- What things stuck out to you the most while completing this? 

- Were there any profound thoughts or things that you were surprised by? 

- What things do you want to change in your life in light of the things you realized and 
learned from this workbook? 

- Do you really believe that you are capable of reaching your BIG dreams? 

Figuring out your pricing: 

- Take some time to research others who are doing something similar to what you are 
offering. 

- List 3 people who could be your competition. (you can find these people over google, in 
facebook groups, and by asking around)

- Does it look like they have been doing this a while? 
- What do they charge? 

- What education or certifications pertaining to your industry do they have or openly list on 
their website/Facebook? 

- What programs or packages are others in your industry offer? 

- What do you like about the packages and programs others are offering? 

- What do you dislike about their program and offerings? 

- How much time do you see yourself working with your clients each week?

What problem or pain point do you want to solve for your clients? 

What do you want your program to look like? 

 

What success will your clients be realizing at the end of your time working with them? 

Make sure that the length of time your program includes is specific to what you actually 
want... not just because others offer a certain time-frame. Until you are really ready for a 
commitment to your clients, I would recommend keeping your program/packages at a 
shorter length of time. 

I want you to be able to easily sell your program/package to your ideal client. I want you to 
be so confident in the value of what you are offering that you believe it truly will transform 
their life for the price they are paying. Because of this, I want you to price your 
program/package at a rate you feel TOTALLY confident in. 

Think about your monthly income goal. How can you raise the price of your program so you 
are closer to that goal? Think about raising your program pricing AND adding more value so 
it truly is worth the price. 

What price do you feel confident charging for your signature program? 

What extra value can you include in your package to help you get closer to your monthly 
income goal with each client? (i.e. unlimited support, longer call times, more negative 
images, longer session times, etc.)

I recommend pricing your program/packages as close to a premium rate as you can and feel 
comfortable with. There are multiple reasons for this... 

- Your perceived credibility goes up if your pricing yourself at premium prices. You are 
perceived as having premium services when you charge premium rates. (The key to this is 
actually having something amazing to offer and being confident in that!)  

- You can focus your attention on selling to fewer potential clients vs selling a lower priced 
package to more people. It’s easier to sell to one person a month at $2,500 vs 4 people at 
$625. If you need to make more sales, you must be connecting 1:1 with more people each 
month, you have to book more discovery calls, you have to put time into building more 
relationships. 

- Clients and customers willing to pay more are putting more value into the service you offer. 

- They are more motivated to get the most out of working with you. They are ready to make 
amazing things happen in their life! 

Do you believe you are worth premium prices? 
What price do you feel AMAZING confident at? 

Next, let’s look at the time you have to dedicate to each client. 

How much time do you have each week to work your business? 

How much time do you need to dedicate to actually business building? This includes discovery 
calls, balancing your business budget, social media marketing, email marketing, etc.

How much time do you need to dedicate on each client per week? This includes your weekly 
calls, your time each week working on their program/package/project, and time emailing with 
them and keeping in contact. 

 
How many clients do you need each month to reach your monthly financial goal? (This is your 
monthly goal divided by your program/package price)

What does this break down to in time spent on each client per week? 
(for example, if you need to make 5k per month and you need 3 clients per month to get you 
there, and you know you need to spend 3 hours per week on each client, then this means you 
can expect to spend 9 hours per week working directly on your clients. Then you will still need 
to work at networking, accounting, and business building as well.) So what does this look like 
for you? How much time do you need to spend each week specifically on your clients to reach 
your goals? 

What is the total time you need to spend each week on your business? (this is the time 
spent specifically on your clients + time spent behind the scenes business building and 
bringing in new leads).

Do you realistically have time to spend this time on your business? 

Sometimes we need to get creative to create more time for our business. Here are some 
ideas... 

- Hire a house cleaner to come in (even once a month) so we don’t have to spend the time 
cleaning. 

- Hire a mothers helper or sitter to watch our kids, or enroll them in daycare of a parents 
day out program (PDO programs are usually VERY reasonably priced and don’t require you 
to send your kids to daycare for hours every day. You can usually pick your days and 
whether you want to send them full days or half days! 

- Ordering groceries online and having someone else do the shopping for us (there may be 
stores near you that do this for a VERY reasonable price. My local store does this for free if 
we spend over $100 in groceries OR it’s only $2.95 if we spend under $100.) 

- Buying pre-chopped fruits and veggies from the grocery store. Usually this is a really 
reasonably priced option that saves you time during the day. 

- Asking family members or friends for help watching your kids while you begin business 
building. 

Now is the time to get creative wiht this!

At this point, I want you to go back to your journal and write down your conclusion on 
pricing and packaging your services. How do you feel about your pricing? How do you feel 
about the value that the program/package includes? 

Reach out to me if you have any questions and we will discuss this more on our next call! 



“If you truly want to change your life, you must first be willing to 
change your mind.”

- Donald Altman

Hey Girl! Did you know that your mindset plays a HUGE factor in your success? Until you start 
TRULY believing that you are worthy of success, that you ARE enough, that you DO have 
what it takes to help transform lives... you will never reach your full potential! 

It’s time to take control of your thoughts. 

What are you spending your time thinking about yourself? About money? About your 
success? About your business? 

Most of these negative thoughts rolling around in your head are NOT facts. They are just 
your perception of reality!  
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What is your money story? 

You know what’s crazy? I have blocked money from coming my way many, many times 
because of my mindset! There have been times that I didn’t think that someone would 
want to pay for my services, so I didn’t even bring it up. There have been times that I 
didn’t think someone would want to pay full price, so before I even brought up my full 
price, I immediately offered them a discount. There have been times I told someone I 
couldn’t work with them anymore (I had previously been offering them a HUGE discount) 
because I was afraid of what they would say when I told them my new, higher price 
(charging what I was actually worth). 

So instead of giving each of these people a chance to actually think for themselves, I 
essentially made up their mind for them. I told myself “you’re not worth it, so don’t even 
try”. Have you done this before? Have you offered a discount just because you thought 
someone might not be able to afford your service? You may have been afraid of what they 
would think about you if they knew what you charged? 

Every time you offer a discount out of fear (vs sheer generosity), we are telling ourselves 
we are not worth it. We are not worth premium prices. We don’t have what it takes.  

A lot of times, our own personal money stories play into how we view money in business as 
well. Before we can reach our full income potential, we first have to work through our 
money story. 

If we have found ourselves not being able to afford a specific service before, we may let 
that play into our interactions with perspective clients. We may block a potential sale from 
happening because we are approaching the money conversation from a place of fear. 

First, it’s important to remember that money is not bad! This was probably the number one 
thing holding me back from making major income in my business at first.

Growing up in church and a Christian family, for some reason I always thought that making 
more money than I needed to survive was greedy! I set small goals in business because I 
didn’t want to seem selfish to those around me. 

But the truth is that MONEY is not bad. The LOVE of money is where we get into trouble. 
Also, if everyone only made enough money to survive, how would charities and ministries 
survive?  They rely on the generosity of others! 

Here are some common money stories we may be struggling with...
 - Making more money than you need is selfish
 - You should be saving every extra penny
 - Debt is bad 100% of the time
 - I’m bad with money because I never have enough savings
 - Money is evil 

Before you begin bringing in more income, I want you to get really clear on what your money 
story is. What have you been believing about money? 

How have these beliefs shaped your life up to this point? In what ways have they held you 
back?  

Like everything in life, there should always be balance and moderation. Here’s an example of 
how I found balance in my money mindset... 

Do I want to be out of debt? Yes! Do I strive to pay off all of my debt? Yes! But I also have 
learned to extend myself grace and realize that as long as I am making progress in my debt 
then I am moving forward! I allow myself to enjoy some of my money without feeling guilty! I 
give generously, I splurge a little, and I put quite a bit towards debt and savings. This is what 
balance looks like for me. 

That is just my own, personal example... what thoughts do you struggle with regarding money 
and the way you handle money? What guilt do you have regarding money? 

How can you work balance into your mindset about money? How can you be extending 
yourself grace? How can you get rid of that guilt so you can approach money from a place of 
balance and peace?

Your views about yourself and your business play a direct role into the confidence you have 
about your services and your ability to help others. Believe it or not, confidence is one of the 
biggest things that may be holding you back from making impact in the world and bringing in 
more money. 

Do you believe that you have the ability to changes lives because of the services you provide? 
How so? 

Do you believe that there are people in this world who NEED your services? Why do they need 
you specifically? What do you uniquely have to offer? 

Do you believe that you are qualified to help them? How so? 
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Your next client is out there RIGHT NOW just waiting for YOU to show up in their lives! They 
need your services and they need your expertise and experience to help them. Do you believe 
this?? 

Are you ready to actually book your first client right now? Why or why not? 

Thought inventory & upper limits. 

When is the last time you thought one of the following... 

- “I hope I am able to make money this month.”
- “Maybe I will book a client next month.”
- “Hopefully my business will be successful.” 
- “I can’t do ______ because I don’t have enough experience.” 
- “Maybe I will reach my goals next month.” 

I love Marie Forleo’s explanation of upper limits... 

“Each of us has an internal thermometer for how much success, wealth, happiness, love, 
and intimacy we’ll let ourselves experience. That’s our upper limit setting. Kind of like our 
success comfort zone. When we exceed our internal thermostat setting and life gets 
super duper OMG good (we have an influx of money, get healthy and thin, find a great 
relationship) – we unconsciously do things to sabotage ourselves, so we can drop back to 
the old, familiar place where we feel in control.”
We often limit ourselves from the success that is possible by allowing negativity to creep 
into our mind. Here are some examples... 

1. Limiting beliefs - thinking something is not possible for us. 

2. Setting upper limits - now allowing ourselves to experience our success because of false 
truths.

3. Worry - allowing our fears to control our thoughts and actions.

4. Letting our past define us - allowing a situation or experience from the past creep into 
our current situation and limit us from moving forward in faith. 

5. Mean girl mentality - allowing that negative voice in our head to speak to us and control 
our actions (I’m not good enough, I’m not needed, I don’t have what it takes, etc.). 

6. Future thinking - thinking so far into the future that we are blinded by the negative things 
that COULD happen. This is like looking at life through a telescope instead of seeing what is 
right in front of us and allowing ourselves to take the next step forward... instead, our future 
fears become magnified and we turn smaller issues into mountains.  

What negative thoughts are you allowing to rule your mind? 

What truth can you speak over these negative thoughts and fears today? 

You don’t NEED to have EVERYTHING figured out to start making money!

Another way we can hold ourselves back from making money is by becoming paralyzed by 
thinking we have to have everything perfect before we move forward. 

You don’t need a perfect sales funnel in order to get visible and make sales. 
You don’t need a freebie or opt-in. 
You don’t need a huge email list. 
You don’t need an instagram account.
You don’t need your own Facebook group. 
You don’t need a completed website or landing page. 

What things have been holding you back from making your frist sale?

 

What things do you NEED to have in place in order to book your first client? (hint: You don’t 
need a beautiful website, you don’t need a Facebook page, you don’t need a sales funnel.) 
What bare minimums do you need to actually book a client and start making money? 

I always recommend having the following things in place before 
booking your first client. 

- You have to know what services and packages you want to offer. You have to know how you 
want to help them. 

- You should know your program options, pricing, and payment plans (if you offer them). 

- It’s a good idea to have a contract ensuring that you will receive the money you are owed, 
outlining the services you will provide, how the payment(s) will be made, and what should be 
expected from you and your client’s time together. 

- You should have a general idea of your program or services you can provide them. What 
type of things can you work through with them? What is a rough outline of your program that 
you can work through with them? You don’t need a curriculum or workbooks in place before 
booking your first client, you just have to set up clear expectations of what you are able to 
help them with. 

- You should have at least a little practice. While you are waiting to connect with your first 
client, you should be getting visible and connecting with people. This is a great time to offer 
free discover calls and get some practice under your belt. You can not be ready to truly sell 
your services if you don’t have any practice! So if you’re ready to start making money, then 
get out there and start practicing!

- It’s also a good idea to meet with an accountant and figure out how much money you need 
to be saving for taxes from each sale. You can also ask them what you could be doing 
financially to set your business up for success. You may also need to set up a business entity 
(sole prop., LLC, etc.) and business bank account. They can help you with this and usually 
offer free consultations. 

Oftentimes we are limiting ourselves from receiving our first client because we don’t feel 
ready. How can you begin preparing yourself to accept your first client so you FEEL ready?

What things do you actually NEED to have set up and in place for you to confidently accept 
your first client? 

When do you plan on having these things set up so you can accept your first client? 

I want you to reflect on this workbook over the next day or two and I want you to journal 
your thoughts from this workbook. 

- How did it feel to complete this workbook? 

- What things stuck out to you the most while completing this? 

- Were there any profound thoughts or things that you were surprised by? 

- What things do you want to change in your life in light of the things you realized and 
learned from this workbook? 

- Do you really believe that you are capable of reaching your BIG dreams? 

Figuring out your pricing: 

- Take some time to research others who are doing something similar to what you are 
offering. 

- List 3 people who could be your competition. (you can find these people over google, in 
facebook groups, and by asking around)

- Does it look like they have been doing this a while? 
- What do they charge? 

- What education or certifications pertaining to your industry do they have or openly list on 
their website/Facebook? 

- What programs or packages are others in your industry offer? 

- What do you like about the packages and programs others are offering? 

- What do you dislike about their program and offerings? 

- How much time do you see yourself working with your clients each week?

What problem or pain point do you want to solve for your clients? 

What do you want your program to look like? 

 

What success will your clients be realizing at the end of your time working with them? 

Make sure that the length of time your program includes is specific to what you actually 
want... not just because others offer a certain time-frame. Until you are really ready for a 
commitment to your clients, I would recommend keeping your program/packages at a 
shorter length of time. 

I want you to be able to easily sell your program/package to your ideal client. I want you to 
be so confident in the value of what you are offering that you believe it truly will transform 
their life for the price they are paying. Because of this, I want you to price your 
program/package at a rate you feel TOTALLY confident in. 

Think about your monthly income goal. How can you raise the price of your program so you 
are closer to that goal? Think about raising your program pricing AND adding more value so 
it truly is worth the price. 

What price do you feel confident charging for your signature program? 

What extra value can you include in your package to help you get closer to your monthly 
income goal with each client? (i.e. unlimited support, longer call times, more negative 
images, longer session times, etc.)

I recommend pricing your program/packages as close to a premium rate as you can and feel 
comfortable with. There are multiple reasons for this... 

- Your perceived credibility goes up if your pricing yourself at premium prices. You are 
perceived as having premium services when you charge premium rates. (The key to this is 
actually having something amazing to offer and being confident in that!)  

- You can focus your attention on selling to fewer potential clients vs selling a lower priced 
package to more people. It’s easier to sell to one person a month at $2,500 vs 4 people at 
$625. If you need to make more sales, you must be connecting 1:1 with more people each 
month, you have to book more discovery calls, you have to put time into building more 
relationships. 

- Clients and customers willing to pay more are putting more value into the service you offer. 

- They are more motivated to get the most out of working with you. They are ready to make 
amazing things happen in their life! 

Do you believe you are worth premium prices? 
What price do you feel AMAZING confident at? 

Next, let’s look at the time you have to dedicate to each client. 

How much time do you have each week to work your business? 

How much time do you need to dedicate to actually business building? This includes discovery 
calls, balancing your business budget, social media marketing, email marketing, etc.

How much time do you need to dedicate on each client per week? This includes your weekly 
calls, your time each week working on their program/package/project, and time emailing with 
them and keeping in contact. 

 
How many clients do you need each month to reach your monthly financial goal? (This is your 
monthly goal divided by your program/package price)

What does this break down to in time spent on each client per week? 
(for example, if you need to make 5k per month and you need 3 clients per month to get you 
there, and you know you need to spend 3 hours per week on each client, then this means you 
can expect to spend 9 hours per week working directly on your clients. Then you will still need 
to work at networking, accounting, and business building as well.) So what does this look like 
for you? How much time do you need to spend each week specifically on your clients to reach 
your goals? 

What is the total time you need to spend each week on your business? (this is the time 
spent specifically on your clients + time spent behind the scenes business building and 
bringing in new leads).

Do you realistically have time to spend this time on your business? 

Sometimes we need to get creative to create more time for our business. Here are some 
ideas... 

- Hire a house cleaner to come in (even once a month) so we don’t have to spend the time 
cleaning. 

- Hire a mothers helper or sitter to watch our kids, or enroll them in daycare of a parents 
day out program (PDO programs are usually VERY reasonably priced and don’t require you 
to send your kids to daycare for hours every day. You can usually pick your days and 
whether you want to send them full days or half days! 

- Ordering groceries online and having someone else do the shopping for us (there may be 
stores near you that do this for a VERY reasonable price. My local store does this for free if 
we spend over $100 in groceries OR it’s only $2.95 if we spend under $100.) 

- Buying pre-chopped fruits and veggies from the grocery store. Usually this is a really 
reasonably priced option that saves you time during the day. 

- Asking family members or friends for help watching your kids while you begin business 
building. 

Now is the time to get creative wiht this!

At this point, I want you to go back to your journal and write down your conclusion on 
pricing and packaging your services. How do you feel about your pricing? How do you feel 
about the value that the program/package includes? 

Reach out to me if you have any questions and we will discuss this more on our next call! 



“If you truly want to change your life, you must first be willing to 
change your mind.”

- Donald Altman

Hey Girl! Did you know that your mindset plays a HUGE factor in your success? Until you start 
TRULY believing that you are worthy of success, that you ARE enough, that you DO have 
what it takes to help transform lives... you will never reach your full potential! 

It’s time to take control of your thoughts. 

What are you spending your time thinking about yourself? About money? About your 
success? About your business? 

Most of these negative thoughts rolling around in your head are NOT facts. They are just 
your perception of reality!  

What is your money story? 

You know what’s crazy? I have blocked money from coming my way many, many times 
because of my mindset! There have been times that I didn’t think that someone would 
want to pay for my services, so I didn’t even bring it up. There have been times that I 
didn’t think someone would want to pay full price, so before I even brought up my full 
price, I immediately offered them a discount. There have been times I told someone I 
couldn’t work with them anymore (I had previously been offering them a HUGE discount) 
because I was afraid of what they would say when I told them my new, higher price 
(charging what I was actually worth). 

So instead of giving each of these people a chance to actually think for themselves, I 
essentially made up their mind for them. I told myself “you’re not worth it, so don’t even 
try”. Have you done this before? Have you offered a discount just because you thought 
someone might not be able to afford your service? You may have been afraid of what they 
would think about you if they knew what you charged? 

Every time you offer a discount out of fear (vs sheer generosity), we are telling ourselves 
we are not worth it. We are not worth premium prices. We don’t have what it takes.  

A lot of times, our own personal money stories play into how we view money in business as 
well. Before we can reach our full income potential, we first have to work through our 
money story. 

If we have found ourselves not being able to afford a specific service before, we may let 
that play into our interactions with perspective clients. We may block a potential sale from 
happening because we are approaching the money conversation from a place of fear. 

First, it’s important to remember that money is not bad! This was probably the number one 
thing holding me back from making major income in my business at first.

Growing up in church and a Christian family, for some reason I always thought that making 
more money than I needed to survive was greedy! I set small goals in business because I 
didn’t want to seem selfish to those around me. 

But the truth is that MONEY is not bad. The LOVE of money is where we get into trouble. 
Also, if everyone only made enough money to survive, how would charities and ministries 
survive?  They rely on the generosity of others! 

Here are some common money stories we may be struggling with...
 - Making more money than you need is selfish
 - You should be saving every extra penny
 - Debt is bad 100% of the time
 - I’m bad with money because I never have enough savings
 - Money is evil 

Before you begin bringing in more income, I want you to get really clear on what your money 
story is. What have you been believing about money? 

How have these beliefs shaped your life up to this point? In what ways have they held you 
back?  

Like everything in life, there should always be balance and moderation. Here’s an example of 
how I found balance in my money mindset... 

Do I want to be out of debt? Yes! Do I strive to pay off all of my debt? Yes! But I also have 
learned to extend myself grace and realize that as long as I am making progress in my debt 
then I am moving forward! I allow myself to enjoy some of my money without feeling guilty! I 
give generously, I splurge a little, and I put quite a bit towards debt and savings. This is what 
balance looks like for me. 

That is just my own, personal example... what thoughts do you struggle with regarding money 
and the way you handle money? What guilt do you have regarding money? 

How can you work balance into your mindset about money? How can you be extending 
yourself grace? How can you get rid of that guilt so you can approach money from a place of 
balance and peace?

Your views about yourself and your business play a direct role into the confidence you have 
about your services and your ability to help others. Believe it or not, confidence is one of the 
biggest things that may be holding you back from making impact in the world and bringing in 
more money. 

Do you believe that you have the ability to changes lives because of the services you provide? 
How so? 

Do you believe that there are people in this world who NEED your services? Why do they need 
you specifically? What do you uniquely have to offer? 

Do you believe that you are qualified to help them? How so? 

YOUR MINDSET & PRICING
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Your next client is out there RIGHT NOW just waiting for YOU to show up in their lives! They 
need your services and they need your expertise and experience to help them. Do you believe 
this?? 

Are you ready to actually book your first client right now? Why or why not? 

Thought inventory & upper limits. 

When is the last time you thought one of the following... 

- “I hope I am able to make money this month.”
- “Maybe I will book a client next month.”
- “Hopefully my business will be successful.” 
- “I can’t do ______ because I don’t have enough experience.” 
- “Maybe I will reach my goals next month.” 

I love Marie Forleo’s explanation of upper limits... 

“Each of us has an internal thermometer for how much success, wealth, happiness, love, 
and intimacy we’ll let ourselves experience. That’s our upper limit setting. Kind of like our 
success comfort zone. When we exceed our internal thermostat setting and life gets 
super duper OMG good (we have an influx of money, get healthy and thin, find a great 
relationship) – we unconsciously do things to sabotage ourselves, so we can drop back to 
the old, familiar place where we feel in control.”
We often limit ourselves from the success that is possible by allowing negativity to creep 
into our mind. Here are some examples... 

1. Limiting beliefs - thinking something is not possible for us. 

2. Setting upper limits - now allowing ourselves to experience our success because of false 
truths.

3. Worry - allowing our fears to control our thoughts and actions.

4. Letting our past define us - allowing a situation or experience from the past creep into 
our current situation and limit us from moving forward in faith. 

5. Mean girl mentality - allowing that negative voice in our head to speak to us and control 
our actions (I’m not good enough, I’m not needed, I don’t have what it takes, etc.). 

6. Future thinking - thinking so far into the future that we are blinded by the negative things 
that COULD happen. This is like looking at life through a telescope instead of seeing what is 
right in front of us and allowing ourselves to take the next step forward... instead, our future 
fears become magnified and we turn smaller issues into mountains.  

What negative thoughts are you allowing to rule your mind? 

What truth can you speak over these negative thoughts and fears today? 

You don’t NEED to have EVERYTHING figured out to start making money!

Another way we can hold ourselves back from making money is by becoming paralyzed by 
thinking we have to have everything perfect before we move forward. 

You don’t need a perfect sales funnel in order to get visible and make sales. 
You don’t need a freebie or opt-in. 
You don’t need a huge email list. 
You don’t need an instagram account.
You don’t need your own Facebook group. 
You don’t need a completed website or landing page. 

What things have been holding you back from making your frist sale?

 

What things do you NEED to have in place in order to book your first client? (hint: You don’t 
need a beautiful website, you don’t need a Facebook page, you don’t need a sales funnel.) 
What bare minimums do you need to actually book a client and start making money? 

I always recommend having the following things in place before 
booking your first client. 

- You have to know what services and packages you want to offer. You have to know how you 
want to help them. 

- You should know your program options, pricing, and payment plans (if you offer them). 

- It’s a good idea to have a contract ensuring that you will receive the money you are owed, 
outlining the services you will provide, how the payment(s) will be made, and what should be 
expected from you and your client’s time together. 

- You should have a general idea of your program or services you can provide them. What 
type of things can you work through with them? What is a rough outline of your program that 
you can work through with them? You don’t need a curriculum or workbooks in place before 
booking your first client, you just have to set up clear expectations of what you are able to 
help them with. 

- You should have at least a little practice. While you are waiting to connect with your first 
client, you should be getting visible and connecting with people. This is a great time to offer 
free discover calls and get some practice under your belt. You can not be ready to truly sell 
your services if you don’t have any practice! So if you’re ready to start making money, then 
get out there and start practicing!

- It’s also a good idea to meet with an accountant and figure out how much money you need 
to be saving for taxes from each sale. You can also ask them what you could be doing 
financially to set your business up for success. You may also need to set up a business entity 
(sole prop., LLC, etc.) and business bank account. They can help you with this and usually 
offer free consultations. 

Oftentimes we are limiting ourselves from receiving our first client because we don’t feel 
ready. How can you begin preparing yourself to accept your first client so you FEEL ready?

What things do you actually NEED to have set up and in place for you to confidently accept 
your first client? 

When do you plan on having these things set up so you can accept your first client? 

I want you to reflect on this workbook over the next day or two and I want you to journal 
your thoughts from this workbook. 

- How did it feel to complete this workbook? 

- What things stuck out to you the most while completing this? 

- Were there any profound thoughts or things that you were surprised by? 

- What things do you want to change in your life in light of the things you realized and 
learned from this workbook? 

- Do you really believe that you are capable of reaching your BIG dreams? 

Figuring out your pricing: 

- Take some time to research others who are doing something similar to what you are 
offering. 

- List 3 people who could be your competition. (you can find these people over google, in 
facebook groups, and by asking around)

- Does it look like they have been doing this a while? 
- What do they charge? 

- What education or certifications pertaining to your industry do they have or openly list on 
their website/Facebook? 

- What programs or packages are others in your industry offer? 

- What do you like about the packages and programs others are offering? 

- What do you dislike about their program and offerings? 

- How much time do you see yourself working with your clients each week?

What problem or pain point do you want to solve for your clients? 

What do you want your program to look like? 

 

What success will your clients be realizing at the end of your time working with them? 

Make sure that the length of time your program includes is specific to what you actually 
want... not just because others offer a certain time-frame. Until you are really ready for a 
commitment to your clients, I would recommend keeping your program/packages at a 
shorter length of time. 

I want you to be able to easily sell your program/package to your ideal client. I want you to 
be so confident in the value of what you are offering that you believe it truly will transform 
their life for the price they are paying. Because of this, I want you to price your 
program/package at a rate you feel TOTALLY confident in. 

Think about your monthly income goal. How can you raise the price of your program so you 
are closer to that goal? Think about raising your program pricing AND adding more value so 
it truly is worth the price. 

What price do you feel confident charging for your signature program? 

What extra value can you include in your package to help you get closer to your monthly 
income goal with each client? (i.e. unlimited support, longer call times, more negative 
images, longer session times, etc.)

I recommend pricing your program/packages as close to a premium rate as you can and feel 
comfortable with. There are multiple reasons for this... 

- Your perceived credibility goes up if your pricing yourself at premium prices. You are 
perceived as having premium services when you charge premium rates. (The key to this is 
actually having something amazing to offer and being confident in that!)  

- You can focus your attention on selling to fewer potential clients vs selling a lower priced 
package to more people. It’s easier to sell to one person a month at $2,500 vs 4 people at 
$625. If you need to make more sales, you must be connecting 1:1 with more people each 
month, you have to book more discovery calls, you have to put time into building more 
relationships. 

- Clients and customers willing to pay more are putting more value into the service you offer. 

- They are more motivated to get the most out of working with you. They are ready to make 
amazing things happen in their life! 

Do you believe you are worth premium prices? 
What price do you feel AMAZING confident at? 

Next, let’s look at the time you have to dedicate to each client. 

How much time do you have each week to work your business? 

How much time do you need to dedicate to actually business building? This includes discovery 
calls, balancing your business budget, social media marketing, email marketing, etc.

How much time do you need to dedicate on each client per week? This includes your weekly 
calls, your time each week working on their program/package/project, and time emailing with 
them and keeping in contact. 

 
How many clients do you need each month to reach your monthly financial goal? (This is your 
monthly goal divided by your program/package price)

What does this break down to in time spent on each client per week? 
(for example, if you need to make 5k per month and you need 3 clients per month to get you 
there, and you know you need to spend 3 hours per week on each client, then this means you 
can expect to spend 9 hours per week working directly on your clients. Then you will still need 
to work at networking, accounting, and business building as well.) So what does this look like 
for you? How much time do you need to spend each week specifically on your clients to reach 
your goals? 

What is the total time you need to spend each week on your business? (this is the time 
spent specifically on your clients + time spent behind the scenes business building and 
bringing in new leads).

Do you realistically have time to spend this time on your business? 

Sometimes we need to get creative to create more time for our business. Here are some 
ideas... 

- Hire a house cleaner to come in (even once a month) so we don’t have to spend the time 
cleaning. 

- Hire a mothers helper or sitter to watch our kids, or enroll them in daycare of a parents 
day out program (PDO programs are usually VERY reasonably priced and don’t require you 
to send your kids to daycare for hours every day. You can usually pick your days and 
whether you want to send them full days or half days! 

- Ordering groceries online and having someone else do the shopping for us (there may be 
stores near you that do this for a VERY reasonable price. My local store does this for free if 
we spend over $100 in groceries OR it’s only $2.95 if we spend under $100.) 

- Buying pre-chopped fruits and veggies from the grocery store. Usually this is a really 
reasonably priced option that saves you time during the day. 

- Asking family members or friends for help watching your kids while you begin business 
building. 

Now is the time to get creative wiht this!

At this point, I want you to go back to your journal and write down your conclusion on 
pricing and packaging your services. How do you feel about your pricing? How do you feel 
about the value that the program/package includes? 

Reach out to me if you have any questions and we will discuss this more on our next call! 



“If you truly want to change your life, you must first be willing to 
change your mind.”

- Donald Altman

Hey Girl! Did you know that your mindset plays a HUGE factor in your success? Until you start 
TRULY believing that you are worthy of success, that you ARE enough, that you DO have 
what it takes to help transform lives... you will never reach your full potential! 

It’s time to take control of your thoughts. 

What are you spending your time thinking about yourself? About money? About your 
success? About your business? 

Most of these negative thoughts rolling around in your head are NOT facts. They are just 
your perception of reality!  

What is your money story? 

You know what’s crazy? I have blocked money from coming my way many, many times 
because of my mindset! There have been times that I didn’t think that someone would 
want to pay for my services, so I didn’t even bring it up. There have been times that I 
didn’t think someone would want to pay full price, so before I even brought up my full 
price, I immediately offered them a discount. There have been times I told someone I 
couldn’t work with them anymore (I had previously been offering them a HUGE discount) 
because I was afraid of what they would say when I told them my new, higher price 
(charging what I was actually worth). 

So instead of giving each of these people a chance to actually think for themselves, I 
essentially made up their mind for them. I told myself “you’re not worth it, so don’t even 
try”. Have you done this before? Have you offered a discount just because you thought 
someone might not be able to afford your service? You may have been afraid of what they 
would think about you if they knew what you charged? 

Every time you offer a discount out of fear (vs sheer generosity), we are telling ourselves 
we are not worth it. We are not worth premium prices. We don’t have what it takes.  

A lot of times, our own personal money stories play into how we view money in business as 
well. Before we can reach our full income potential, we first have to work through our 
money story. 

If we have found ourselves not being able to afford a specific service before, we may let 
that play into our interactions with perspective clients. We may block a potential sale from 
happening because we are approaching the money conversation from a place of fear. 

First, it’s important to remember that money is not bad! This was probably the number one 
thing holding me back from making major income in my business at first.

Growing up in church and a Christian family, for some reason I always thought that making 
more money than I needed to survive was greedy! I set small goals in business because I 
didn’t want to seem selfish to those around me. 

But the truth is that MONEY is not bad. The LOVE of money is where we get into trouble. 
Also, if everyone only made enough money to survive, how would charities and ministries 
survive?  They rely on the generosity of others! 

Here are some common money stories we may be struggling with...
 - Making more money than you need is selfish
 - You should be saving every extra penny
 - Debt is bad 100% of the time
 - I’m bad with money because I never have enough savings
 - Money is evil 

Before you begin bringing in more income, I want you to get really clear on what your money 
story is. What have you been believing about money? 

How have these beliefs shaped your life up to this point? In what ways have they held you 
back?  

Like everything in life, there should always be balance and moderation. Here’s an example of 
how I found balance in my money mindset... 

Do I want to be out of debt? Yes! Do I strive to pay off all of my debt? Yes! But I also have 
learned to extend myself grace and realize that as long as I am making progress in my debt 
then I am moving forward! I allow myself to enjoy some of my money without feeling guilty! I 
give generously, I splurge a little, and I put quite a bit towards debt and savings. This is what 
balance looks like for me. 

That is just my own, personal example... what thoughts do you struggle with regarding money 
and the way you handle money? What guilt do you have regarding money? 

How can you work balance into your mindset about money? How can you be extending 
yourself grace? How can you get rid of that guilt so you can approach money from a place of 
balance and peace?

Your views about yourself and your business play a direct role into the confidence you have 
about your services and your ability to help others. Believe it or not, confidence is one of the 
biggest things that may be holding you back from making impact in the world and bringing in 
more money. 

Do you believe that you have the ability to changes lives because of the services you provide? 
How so? 

Do you believe that there are people in this world who NEED your services? Why do they need 
you specifically? What do you uniquely have to offer? 

Do you believe that you are qualified to help them? How so? 

YOUR MINDSET & PRICING
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Your next client is out there RIGHT NOW just waiting for YOU to show up in their lives! They 
need your services and they need your expertise and experience to help them. Do you believe 
this?? 

Are you ready to actually book your first client right now? Why or why not? 

Thought inventory & upper limits. 

When is the last time you thought one of the following... 

- “I hope I am able to make money this month.”
- “Maybe I will book a client next month.”
- “Hopefully my business will be successful.” 
- “I can’t do ______ because I don’t have enough experience.” 
- “Maybe I will reach my goals next month.” 

I love Marie Forleo’s explanation of upper limits... 

“Each of us has an internal thermometer for how much success, wealth, happiness, love, 
and intimacy we’ll let ourselves experience. That’s our upper limit setting. Kind of like our 
success comfort zone. When we exceed our internal thermostat setting and life gets 
super duper OMG good (we have an influx of money, get healthy and thin, find a great 
relationship) – we unconsciously do things to sabotage ourselves, so we can drop back to 
the old, familiar place where we feel in control.”
We often limit ourselves from the success that is possible by allowing negativity to creep 
into our mind. Here are some examples... 

1. Limiting beliefs - thinking something is not possible for us. 

2. Setting upper limits - now allowing ourselves to experience our success because of false 
truths.

3. Worry - allowing our fears to control our thoughts and actions.

4. Letting our past define us - allowing a situation or experience from the past creep into 
our current situation and limit us from moving forward in faith. 

5. Mean girl mentality - allowing that negative voice in our head to speak to us and control 
our actions (I’m not good enough, I’m not needed, I don’t have what it takes, etc.). 

6. Future thinking - thinking so far into the future that we are blinded by the negative things 
that COULD happen. This is like looking at life through a telescope instead of seeing what is 
right in front of us and allowing ourselves to take the next step forward... instead, our future 
fears become magnified and we turn smaller issues into mountains.  

What negative thoughts are you allowing to rule your mind? 

What truth can you speak over these negative thoughts and fears today? 

You don’t NEED to have EVERYTHING figured out to start making money!

Another way we can hold ourselves back from making money is by becoming paralyzed by 
thinking we have to have everything perfect before we move forward. 

You don’t need a perfect sales funnel in order to get visible and make sales. 
You don’t need a freebie or opt-in. 
You don’t need a huge email list. 
You don’t need an instagram account.
You don’t need your own Facebook group. 
You don’t need a completed website or landing page. 

What things have been holding you back from making your frist sale?

 

What things do you NEED to have in place in order to book your first client? (hint: You don’t 
need a beautiful website, you don’t need a Facebook page, you don’t need a sales funnel.) 
What bare minimums do you need to actually book a client and start making money? 

I always recommend having the following things in place before 
booking your first client. 

- You have to know what services and packages you want to offer. You have to know how you 
want to help them. 

- You should know your program options, pricing, and payment plans (if you offer them). 

- It’s a good idea to have a contract ensuring that you will receive the money you are owed, 
outlining the services you will provide, how the payment(s) will be made, and what should be 
expected from you and your client’s time together. 

- You should have a general idea of your program or services you can provide them. What 
type of things can you work through with them? What is a rough outline of your program that 
you can work through with them? You don’t need a curriculum or workbooks in place before 
booking your first client, you just have to set up clear expectations of what you are able to 
help them with. 

- You should have at least a little practice. While you are waiting to connect with your first 
client, you should be getting visible and connecting with people. This is a great time to offer 
free discover calls and get some practice under your belt. You can not be ready to truly sell 
your services if you don’t have any practice! So if you’re ready to start making money, then 
get out there and start practicing!

- It’s also a good idea to meet with an accountant and figure out how much money you need 
to be saving for taxes from each sale. You can also ask them what you could be doing 
financially to set your business up for success. You may also need to set up a business entity 
(sole prop., LLC, etc.) and business bank account. They can help you with this and usually 
offer free consultations. 

Oftentimes we are limiting ourselves from receiving our first client because we don’t feel 
ready. How can you begin preparing yourself to accept your first client so you FEEL ready?

What things do you actually NEED to have set up and in place for you to confidently accept 
your first client? 

When do you plan on having these things set up so you can accept your first client? 

I want you to reflect on this workbook over the next day or two and I want you to journal 
your thoughts from this workbook. 

- How did it feel to complete this workbook? 

- What things stuck out to you the most while completing this? 

- Were there any profound thoughts or things that you were surprised by? 

- What things do you want to change in your life in light of the things you realized and 
learned from this workbook? 

- Do you really believe that you are capable of reaching your BIG dreams? 

Figuring out your pricing: 

- Take some time to research others who are doing something similar to what you are 
offering. 

- List 3 people who could be your competition. (you can find these people over google, in 
facebook groups, and by asking around)

- Does it look like they have been doing this a while? 
- What do they charge? 

- What education or certifications pertaining to your industry do they have or openly list on 
their website/Facebook? 

- What programs or packages are others in your industry offer? 

- What do you like about the packages and programs others are offering? 

- What do you dislike about their program and offerings? 

- How much time do you see yourself working with your clients each week?

What problem or pain point do you want to solve for your clients? 

What do you want your program to look like? 

 

What success will your clients be realizing at the end of your time working with them? 

Make sure that the length of time your program includes is specific to what you actually 
want... not just because others offer a certain time-frame. Until you are really ready for a 
commitment to your clients, I would recommend keeping your program/packages at a 
shorter length of time. 

I want you to be able to easily sell your program/package to your ideal client. I want you to 
be so confident in the value of what you are offering that you believe it truly will transform 
their life for the price they are paying. Because of this, I want you to price your 
program/package at a rate you feel TOTALLY confident in. 

Think about your monthly income goal. How can you raise the price of your program so you 
are closer to that goal? Think about raising your program pricing AND adding more value so 
it truly is worth the price. 

What price do you feel confident charging for your signature program? 

What extra value can you include in your package to help you get closer to your monthly 
income goal with each client? (i.e. unlimited support, longer call times, more negative 
images, longer session times, etc.)

I recommend pricing your program/packages as close to a premium rate as you can and feel 
comfortable with. There are multiple reasons for this... 

- Your perceived credibility goes up if your pricing yourself at premium prices. You are 
perceived as having premium services when you charge premium rates. (The key to this is 
actually having something amazing to offer and being confident in that!)  

- You can focus your attention on selling to fewer potential clients vs selling a lower priced 
package to more people. It’s easier to sell to one person a month at $2,500 vs 4 people at 
$625. If you need to make more sales, you must be connecting 1:1 with more people each 
month, you have to book more discovery calls, you have to put time into building more 
relationships. 

- Clients and customers willing to pay more are putting more value into the service you offer. 

- They are more motivated to get the most out of working with you. They are ready to make 
amazing things happen in their life! 

Do you believe you are worth premium prices? 
What price do you feel AMAZING confident at? 

Next, let’s look at the time you have to dedicate to each client. 

How much time do you have each week to work your business? 

How much time do you need to dedicate to actually business building? This includes discovery 
calls, balancing your business budget, social media marketing, email marketing, etc.

How much time do you need to dedicate on each client per week? This includes your weekly 
calls, your time each week working on their program/package/project, and time emailing with 
them and keeping in contact. 

 
How many clients do you need each month to reach your monthly financial goal? (This is your 
monthly goal divided by your program/package price)

What does this break down to in time spent on each client per week? 
(for example, if you need to make 5k per month and you need 3 clients per month to get you 
there, and you know you need to spend 3 hours per week on each client, then this means you 
can expect to spend 9 hours per week working directly on your clients. Then you will still need 
to work at networking, accounting, and business building as well.) So what does this look like 
for you? How much time do you need to spend each week specifically on your clients to reach 
your goals? 

What is the total time you need to spend each week on your business? (this is the time 
spent specifically on your clients + time spent behind the scenes business building and 
bringing in new leads).

Do you realistically have time to spend this time on your business? 

Sometimes we need to get creative to create more time for our business. Here are some 
ideas... 

- Hire a house cleaner to come in (even once a month) so we don’t have to spend the time 
cleaning. 

- Hire a mothers helper or sitter to watch our kids, or enroll them in daycare of a parents 
day out program (PDO programs are usually VERY reasonably priced and don’t require you 
to send your kids to daycare for hours every day. You can usually pick your days and 
whether you want to send them full days or half days! 

- Ordering groceries online and having someone else do the shopping for us (there may be 
stores near you that do this for a VERY reasonable price. My local store does this for free if 
we spend over $100 in groceries OR it’s only $2.95 if we spend under $100.) 

- Buying pre-chopped fruits and veggies from the grocery store. Usually this is a really 
reasonably priced option that saves you time during the day. 

- Asking family members or friends for help watching your kids while you begin business 
building. 

Now is the time to get creative wiht this!

At this point, I want you to go back to your journal and write down your conclusion on 
pricing and packaging your services. How do you feel about your pricing? How do you feel 
about the value that the program/package includes? 

Reach out to me if you have any questions and we will discuss this more on our next call! 



“If you truly want to change your life, you must first be willing to 
change your mind.”

- Donald Altman

Hey Girl! Did you know that your mindset plays a HUGE factor in your success? Until you start 
TRULY believing that you are worthy of success, that you ARE enough, that you DO have 
what it takes to help transform lives... you will never reach your full potential! 

It’s time to take control of your thoughts. 

What are you spending your time thinking about yourself? About money? About your 
success? About your business? 

Most of these negative thoughts rolling around in your head are NOT facts. They are just 
your perception of reality!  
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What is your money story? 

You know what’s crazy? I have blocked money from coming my way many, many times 
because of my mindset! There have been times that I didn’t think that someone would 
want to pay for my services, so I didn’t even bring it up. There have been times that I 
didn’t think someone would want to pay full price, so before I even brought up my full 
price, I immediately offered them a discount. There have been times I told someone I 
couldn’t work with them anymore (I had previously been offering them a HUGE discount) 
because I was afraid of what they would say when I told them my new, higher price 
(charging what I was actually worth). 

So instead of giving each of these people a chance to actually think for themselves, I 
essentially made up their mind for them. I told myself “you’re not worth it, so don’t even 
try”. Have you done this before? Have you offered a discount just because you thought 
someone might not be able to afford your service? You may have been afraid of what they 
would think about you if they knew what you charged? 

Every time you offer a discount out of fear (vs sheer generosity), we are telling ourselves 
we are not worth it. We are not worth premium prices. We don’t have what it takes.  

A lot of times, our own personal money stories play into how we view money in business as 
well. Before we can reach our full income potential, we first have to work through our 
money story. 

If we have found ourselves not being able to afford a specific service before, we may let 
that play into our interactions with perspective clients. We may block a potential sale from 
happening because we are approaching the money conversation from a place of fear. 

First, it’s important to remember that money is not bad! This was probably the number one 
thing holding me back from making major income in my business at first.

Growing up in church and a Christian family, for some reason I always thought that making 
more money than I needed to survive was greedy! I set small goals in business because I 
didn’t want to seem selfish to those around me. 

But the truth is that MONEY is not bad. The LOVE of money is where we get into trouble. 
Also, if everyone only made enough money to survive, how would charities and ministries 
survive?  They rely on the generosity of others! 

Here are some common money stories we may be struggling with...
 - Making more money than you need is selfish
 - You should be saving every extra penny
 - Debt is bad 100% of the time
 - I’m bad with money because I never have enough savings
 - Money is evil 

Before you begin bringing in more income, I want you to get really clear on what your money 
story is. What have you been believing about money? 

How have these beliefs shaped your life up to this point? In what ways have they held you 
back?  

Like everything in life, there should always be balance and moderation. Here’s an example of 
how I found balance in my money mindset... 

Do I want to be out of debt? Yes! Do I strive to pay off all of my debt? Yes! But I also have 
learned to extend myself grace and realize that as long as I am making progress in my debt 
then I am moving forward! I allow myself to enjoy some of my money without feeling guilty! I 
give generously, I splurge a little, and I put quite a bit towards debt and savings. This is what 
balance looks like for me. 

That is just my own, personal example... what thoughts do you struggle with regarding money 
and the way you handle money? What guilt do you have regarding money? 

How can you work balance into your mindset about money? How can you be extending 
yourself grace? How can you get rid of that guilt so you can approach money from a place of 
balance and peace?

Your views about yourself and your business play a direct role into the confidence you have 
about your services and your ability to help others. Believe it or not, confidence is one of the 
biggest things that may be holding you back from making impact in the world and bringing in 
more money. 

Do you believe that you have the ability to changes lives because of the services you provide? 
How so? 

Do you believe that there are people in this world who NEED your services? Why do they need 
you specifically? What do you uniquely have to offer? 

Do you believe that you are qualified to help them? How so? 
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Your next client is out there RIGHT NOW just waiting for YOU to show up in their lives! They 
need your services and they need your expertise and experience to help them. Do you believe 
this?? 

Are you ready to actually book your first client right now? Why or why not? 

Thought inventory & upper limits. 

When is the last time you thought one of the following... 

- “I hope I am able to make money this month.”
- “Maybe I will book a client next month.”
- “Hopefully my business will be successful.” 
- “I can’t do ______ because I don’t have enough experience.” 
- “Maybe I will reach my goals next month.” 

I love Marie Forleo’s explanation of upper limits... 

“Each of us has an internal thermometer for how much success, wealth, happiness, love, 
and intimacy we’ll let ourselves experience. That’s our upper limit setting. Kind of like our 
success comfort zone. When we exceed our internal thermostat setting and life gets 
super duper OMG good (we have an influx of money, get healthy and thin, find a great 
relationship) – we unconsciously do things to sabotage ourselves, so we can drop back to 
the old, familiar place where we feel in control.”
We often limit ourselves from the success that is possible by allowing negativity to creep 
into our mind. Here are some examples... 

1. Limiting beliefs - thinking something is not possible for us. 

2. Setting upper limits - now allowing ourselves to experience our success because of false 
truths.

3. Worry - allowing our fears to control our thoughts and actions.

4. Letting our past define us - allowing a situation or experience from the past creep into 
our current situation and limit us from moving forward in faith. 

5. Mean girl mentality - allowing that negative voice in our head to speak to us and control 
our actions (I’m not good enough, I’m not needed, I don’t have what it takes, etc.). 

6. Future thinking - thinking so far into the future that we are blinded by the negative things 
that COULD happen. This is like looking at life through a telescope instead of seeing what is 
right in front of us and allowing ourselves to take the next step forward... instead, our future 
fears become magnified and we turn smaller issues into mountains.  

What negative thoughts are you allowing to rule your mind? 

What truth can you speak over these negative thoughts and fears today? 

You don’t NEED to have EVERYTHING figured out to start making money!

Another way we can hold ourselves back from making money is by becoming paralyzed by 
thinking we have to have everything perfect before we move forward. 

You don’t need a perfect sales funnel in order to get visible and make sales. 
You don’t need a freebie or opt-in. 
You don’t need a huge email list. 
You don’t need an instagram account.
You don’t need your own Facebook group. 
You don’t need a completed website or landing page. 

What things have been holding you back from making your frist sale?

 

What things do you NEED to have in place in order to book your first client? (hint: You don’t 
need a beautiful website, you don’t need a Facebook page, you don’t need a sales funnel.) 
What bare minimums do you need to actually book a client and start making money? 

I always recommend having the following things in place before 
booking your first client. 

- You have to know what services and packages you want to offer. You have to know how you 
want to help them. 

- You should know your program options, pricing, and payment plans (if you offer them). 

- It’s a good idea to have a contract ensuring that you will receive the money you are owed, 
outlining the services you will provide, how the payment(s) will be made, and what should be 
expected from you and your client’s time together. 

- You should have a general idea of your program or services you can provide them. What 
type of things can you work through with them? What is a rough outline of your program that 
you can work through with them? You don’t need a curriculum or workbooks in place before 
booking your first client, you just have to set up clear expectations of what you are able to 
help them with. 

- You should have at least a little practice. While you are waiting to connect with your first 
client, you should be getting visible and connecting with people. This is a great time to offer 
free discover calls and get some practice under your belt. You can not be ready to truly sell 
your services if you don’t have any practice! So if you’re ready to start making money, then 
get out there and start practicing!

- It’s also a good idea to meet with an accountant and figure out how much money you need 
to be saving for taxes from each sale. You can also ask them what you could be doing 
financially to set your business up for success. You may also need to set up a business entity 
(sole prop., LLC, etc.) and business bank account. They can help you with this and usually 
offer free consultations. 

Oftentimes we are limiting ourselves from receiving our first client because we don’t feel 
ready. How can you begin preparing yourself to accept your first client so you FEEL ready?

What things do you actually NEED to have set up and in place for you to confidently accept 
your first client? 

When do you plan on having these things set up so you can accept your first client? 

I want you to reflect on this workbook over the next day or two and I want you to journal 
your thoughts from this workbook. 

- How did it feel to complete this workbook? 

- What things stuck out to you the most while completing this? 

- Were there any profound thoughts or things that you were surprised by? 

- What things do you want to change in your life in light of the things you realized and 
learned from this workbook? 

- Do you really believe that you are capable of reaching your BIG dreams? 

Figuring out your pricing: 

- Take some time to research others who are doing something similar to what you are 
offering. 

- List 3 people who could be your competition. (you can find these people over google, in 
facebook groups, and by asking around)

- Does it look like they have been doing this a while? 
- What do they charge? 

- What education or certifications pertaining to your industry do they have or openly list on 
their website/Facebook? 

- What programs or packages are others in your industry offer? 

- What do you like about the packages and programs others are offering? 

- What do you dislike about their program and offerings? 

- How much time do you see yourself working with your clients each week?

What problem or pain point do you want to solve for your clients? 

What do you want your program to look like? 

 

What success will your clients be realizing at the end of your time working with them? 

Make sure that the length of time your program includes is specific to what you actually 
want... not just because others offer a certain time-frame. Until you are really ready for a 
commitment to your clients, I would recommend keeping your program/packages at a 
shorter length of time. 

I want you to be able to easily sell your program/package to your ideal client. I want you to 
be so confident in the value of what you are offering that you believe it truly will transform 
their life for the price they are paying. Because of this, I want you to price your 
program/package at a rate you feel TOTALLY confident in. 

Think about your monthly income goal. How can you raise the price of your program so you 
are closer to that goal? Think about raising your program pricing AND adding more value so 
it truly is worth the price. 

What price do you feel confident charging for your signature program? 

What extra value can you include in your package to help you get closer to your monthly 
income goal with each client? (i.e. unlimited support, longer call times, more negative 
images, longer session times, etc.)

I recommend pricing your program/packages as close to a premium rate as you can and feel 
comfortable with. There are multiple reasons for this... 

- Your perceived credibility goes up if your pricing yourself at premium prices. You are 
perceived as having premium services when you charge premium rates. (The key to this is 
actually having something amazing to offer and being confident in that!)  

- You can focus your attention on selling to fewer potential clients vs selling a lower priced 
package to more people. It’s easier to sell to one person a month at $2,500 vs 4 people at 
$625. If you need to make more sales, you must be connecting 1:1 with more people each 
month, you have to book more discovery calls, you have to put time into building more 
relationships. 

- Clients and customers willing to pay more are putting more value into the service you offer. 

- They are more motivated to get the most out of working with you. They are ready to make 
amazing things happen in their life! 

Do you believe you are worth premium prices? 
What price do you feel AMAZING confident at? 

Next, let’s look at the time you have to dedicate to each client. 

How much time do you have each week to work your business? 

How much time do you need to dedicate to actually business building? This includes discovery 
calls, balancing your business budget, social media marketing, email marketing, etc.

How much time do you need to dedicate on each client per week? This includes your weekly 
calls, your time each week working on their program/package/project, and time emailing with 
them and keeping in contact. 

 
How many clients do you need each month to reach your monthly financial goal? (This is your 
monthly goal divided by your program/package price)

What does this break down to in time spent on each client per week? 
(for example, if you need to make 5k per month and you need 3 clients per month to get you 
there, and you know you need to spend 3 hours per week on each client, then this means you 
can expect to spend 9 hours per week working directly on your clients. Then you will still need 
to work at networking, accounting, and business building as well.) So what does this look like 
for you? How much time do you need to spend each week specifically on your clients to reach 
your goals? 

What is the total time you need to spend each week on your business? (this is the time 
spent specifically on your clients + time spent behind the scenes business building and 
bringing in new leads).

Do you realistically have time to spend this time on your business? 

Sometimes we need to get creative to create more time for our business. Here are some 
ideas... 

- Hire a house cleaner to come in (even once a month) so we don’t have to spend the time 
cleaning. 

- Hire a mothers helper or sitter to watch our kids, or enroll them in daycare of a parents 
day out program (PDO programs are usually VERY reasonably priced and don’t require you 
to send your kids to daycare for hours every day. You can usually pick your days and 
whether you want to send them full days or half days! 

- Ordering groceries online and having someone else do the shopping for us (there may be 
stores near you that do this for a VERY reasonable price. My local store does this for free if 
we spend over $100 in groceries OR it’s only $2.95 if we spend under $100.) 

- Buying pre-chopped fruits and veggies from the grocery store. Usually this is a really 
reasonably priced option that saves you time during the day. 

- Asking family members or friends for help watching your kids while you begin business 
building. 

Now is the time to get creative wiht this!

At this point, I want you to go back to your journal and write down your conclusion on 
pricing and packaging your services. How do you feel about your pricing? How do you feel 
about the value that the program/package includes? 

Reach out to me if you have any questions and we will discuss this more on our next call! 



“If you truly want to change your life, you must first be willing to 
change your mind.”

- Donald Altman

Hey Girl! Did you know that your mindset plays a HUGE factor in your success? Until you start 
TRULY believing that you are worthy of success, that you ARE enough, that you DO have 
what it takes to help transform lives... you will never reach your full potential! 

It’s time to take control of your thoughts. 

What are you spending your time thinking about yourself? About money? About your 
success? About your business? 

Most of these negative thoughts rolling around in your head are NOT facts. They are just 
your perception of reality!  
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What is your money story? 

You know what’s crazy? I have blocked money from coming my way many, many times 
because of my mindset! There have been times that I didn’t think that someone would 
want to pay for my services, so I didn’t even bring it up. There have been times that I 
didn’t think someone would want to pay full price, so before I even brought up my full 
price, I immediately offered them a discount. There have been times I told someone I 
couldn’t work with them anymore (I had previously been offering them a HUGE discount) 
because I was afraid of what they would say when I told them my new, higher price 
(charging what I was actually worth). 

So instead of giving each of these people a chance to actually think for themselves, I 
essentially made up their mind for them. I told myself “you’re not worth it, so don’t even 
try”. Have you done this before? Have you offered a discount just because you thought 
someone might not be able to afford your service? You may have been afraid of what they 
would think about you if they knew what you charged? 

Every time you offer a discount out of fear (vs sheer generosity), we are telling ourselves 
we are not worth it. We are not worth premium prices. We don’t have what it takes.  

A lot of times, our own personal money stories play into how we view money in business as 
well. Before we can reach our full income potential, we first have to work through our 
money story. 

If we have found ourselves not being able to afford a specific service before, we may let 
that play into our interactions with perspective clients. We may block a potential sale from 
happening because we are approaching the money conversation from a place of fear. 

First, it’s important to remember that money is not bad! This was probably the number one 
thing holding me back from making major income in my business at first.

Growing up in church and a Christian family, for some reason I always thought that making 
more money than I needed to survive was greedy! I set small goals in business because I 
didn’t want to seem selfish to those around me. 

But the truth is that MONEY is not bad. The LOVE of money is where we get into trouble. 
Also, if everyone only made enough money to survive, how would charities and ministries 
survive?  They rely on the generosity of others! 

Here are some common money stories we may be struggling with...
 - Making more money than you need is selfish
 - You should be saving every extra penny
 - Debt is bad 100% of the time
 - I’m bad with money because I never have enough savings
 - Money is evil 

Before you begin bringing in more income, I want you to get really clear on what your money 
story is. What have you been believing about money? 

How have these beliefs shaped your life up to this point? In what ways have they held you 
back?  

Like everything in life, there should always be balance and moderation. Here’s an example of 
how I found balance in my money mindset... 

Do I want to be out of debt? Yes! Do I strive to pay off all of my debt? Yes! But I also have 
learned to extend myself grace and realize that as long as I am making progress in my debt 
then I am moving forward! I allow myself to enjoy some of my money without feeling guilty! I 
give generously, I splurge a little, and I put quite a bit towards debt and savings. This is what 
balance looks like for me. 

That is just my own, personal example... what thoughts do you struggle with regarding money 
and the way you handle money? What guilt do you have regarding money? 

How can you work balance into your mindset about money? How can you be extending 
yourself grace? How can you get rid of that guilt so you can approach money from a place of 
balance and peace?

Your views about yourself and your business play a direct role into the confidence you have 
about your services and your ability to help others. Believe it or not, confidence is one of the 
biggest things that may be holding you back from making impact in the world and bringing in 
more money. 

Do you believe that you have the ability to changes lives because of the services you provide? 
How so? 

Do you believe that there are people in this world who NEED your services? Why do they need 
you specifically? What do you uniquely have to offer? 

Do you believe that you are qualified to help them? How so? 

YOUR MINDSET & PRICING

Your next client is out there RIGHT NOW just waiting for YOU to show up in their lives! They 
need your services and they need your expertise and experience to help them. Do you believe 
this?? 

Are you ready to actually book your first client right now? Why or why not? 

Thought inventory & upper limits. 

When is the last time you thought one of the following... 

- “I hope I am able to make money this month.”
- “Maybe I will book a client next month.”
- “Hopefully my business will be successful.” 
- “I can’t do ______ because I don’t have enough experience.” 
- “Maybe I will reach my goals next month.” 

I love Marie Forleo’s explanation of upper limits... 

“Each of us has an internal thermometer for how much success, wealth, happiness, love, 
and intimacy we’ll let ourselves experience. That’s our upper limit setting. Kind of like our 
success comfort zone. When we exceed our internal thermostat setting and life gets 
super duper OMG good (we have an influx of money, get healthy and thin, find a great 
relationship) – we unconsciously do things to sabotage ourselves, so we can drop back to 
the old, familiar place where we feel in control.”
We often limit ourselves from the success that is possible by allowing negativity to creep 
into our mind. Here are some examples... 

1. Limiting beliefs - thinking something is not possible for us. 

2. Setting upper limits - now allowing ourselves to experience our success because of false 
truths.

3. Worry - allowing our fears to control our thoughts and actions.

4. Letting our past define us - allowing a situation or experience from the past creep into 
our current situation and limit us from moving forward in faith. 

5. Mean girl mentality - allowing that negative voice in our head to speak to us and control 
our actions (I’m not good enough, I’m not needed, I don’t have what it takes, etc.). 

6. Future thinking - thinking so far into the future that we are blinded by the negative things 
that COULD happen. This is like looking at life through a telescope instead of seeing what is 
right in front of us and allowing ourselves to take the next step forward... instead, our future 
fears become magnified and we turn smaller issues into mountains.  

What negative thoughts are you allowing to rule your mind? 

What truth can you speak over these negative thoughts and fears today? 

You don’t NEED to have EVERYTHING figured out to start making money!

Another way we can hold ourselves back from making money is by becoming paralyzed by 
thinking we have to have everything perfect before we move forward. 

You don’t need a perfect sales funnel in order to get visible and make sales. 
You don’t need a freebie or opt-in. 
You don’t need a huge email list. 
You don’t need an instagram account.
You don’t need your own Facebook group. 
You don’t need a completed website or landing page. 

What things have been holding you back from making your frist sale?

 

What things do you NEED to have in place in order to book your first client? (hint: You don’t 
need a beautiful website, you don’t need a Facebook page, you don’t need a sales funnel.) 
What bare minimums do you need to actually book a client and start making money? 

I always recommend having the following things in place before 
booking your first client. 

- You have to know what services and packages you want to offer. You have to know how you 
want to help them. 

- You should know your program options, pricing, and payment plans (if you offer them). 

- It’s a good idea to have a contract ensuring that you will receive the money you are owed, 
outlining the services you will provide, how the payment(s) will be made, and what should be 
expected from you and your client’s time together. 

- You should have a general idea of your program or services you can provide them. What 
type of things can you work through with them? What is a rough outline of your program that 
you can work through with them? You don’t need a curriculum or workbooks in place before 
booking your first client, you just have to set up clear expectations of what you are able to 
help them with. 

- You should have at least a little practice. While you are waiting to connect with your first 
client, you should be getting visible and connecting with people. This is a great time to offer 
free discover calls and get some practice under your belt. You can not be ready to truly sell 
your services if you don’t have any practice! So if you’re ready to start making money, then 
get out there and start practicing!

- It’s also a good idea to meet with an accountant and figure out how much money you need 
to be saving for taxes from each sale. You can also ask them what you could be doing 
financially to set your business up for success. You may also need to set up a business entity 
(sole prop., LLC, etc.) and business bank account. They can help you with this and usually 
offer free consultations. 

Oftentimes we are limiting ourselves from receiving our first client because we don’t feel 
ready. How can you begin preparing yourself to accept your first client so you FEEL ready?

What things do you actually NEED to have set up and in place for you to confidently accept 
your first client? 

When do you plan on having these things set up so you can accept your first client? 

I want you to reflect on this workbook over the next day or two and I want you to journal 
your thoughts from this workbook. 

- How did it feel to complete this workbook? 

- What things stuck out to you the most while completing this? 

- Were there any profound thoughts or things that you were surprised by? 

- What things do you want to change in your life in light of the things you realized and 
learned from this workbook? 

- Do you really believe that you are capable of reaching your BIG dreams? 

Figuring out your pricing: 

- Take some time to research others who are doing something similar to what you are 
offering. 

- List 3 people who could be your competition. (you can find these people over google, in 
facebook groups, and by asking around)

- Does it look like they have been doing this a while? 
- What do they charge? 

- What education or certifications pertaining to your industry do they have or openly list on 
their website/Facebook? 

- What programs or packages are others in your industry offer? 

- What do you like about the packages and programs others are offering? 

- What do you dislike about their program and offerings? 

- How much time do you see yourself working with your clients each week?

What problem or pain point do you want to solve for your clients? 

What do you want your program to look like? 

 

What success will your clients be realizing at the end of your time working with them? 

Make sure that the length of time your program includes is specific to what you actually 
want... not just because others offer a certain time-frame. Until you are really ready for a 
commitment to your clients, I would recommend keeping your program/packages at a 
shorter length of time. 

I want you to be able to easily sell your program/package to your ideal client. I want you to 
be so confident in the value of what you are offering that you believe it truly will transform 
their life for the price they are paying. Because of this, I want you to price your 
program/package at a rate you feel TOTALLY confident in. 

Think about your monthly income goal. How can you raise the price of your program so you 
are closer to that goal? Think about raising your program pricing AND adding more value so 
it truly is worth the price. 

What price do you feel confident charging for your signature program? 

What extra value can you include in your package to help you get closer to your monthly 
income goal with each client? (i.e. unlimited support, longer call times, more negative 
images, longer session times, etc.)

I recommend pricing your program/packages as close to a premium rate as you can and feel 
comfortable with. There are multiple reasons for this... 

- Your perceived credibility goes up if your pricing yourself at premium prices. You are 
perceived as having premium services when you charge premium rates. (The key to this is 
actually having something amazing to offer and being confident in that!)  

- You can focus your attention on selling to fewer potential clients vs selling a lower priced 
package to more people. It’s easier to sell to one person a month at $2,500 vs 4 people at 
$625. If you need to make more sales, you must be connecting 1:1 with more people each 
month, you have to book more discovery calls, you have to put time into building more 
relationships. 

- Clients and customers willing to pay more are putting more value into the service you offer. 

- They are more motivated to get the most out of working with you. They are ready to make 
amazing things happen in their life! 

Do you believe you are worth premium prices? 
What price do you feel AMAZING confident at? 

Next, let’s look at the time you have to dedicate to each client. 

How much time do you have each week to work your business? 

How much time do you need to dedicate to actually business building? This includes discovery 
calls, balancing your business budget, social media marketing, email marketing, etc.

How much time do you need to dedicate on each client per week? This includes your weekly 
calls, your time each week working on their program/package/project, and time emailing with 
them and keeping in contact. 

 
How many clients do you need each month to reach your monthly financial goal? (This is your 
monthly goal divided by your program/package price)

What does this break down to in time spent on each client per week? 
(for example, if you need to make 5k per month and you need 3 clients per month to get you 
there, and you know you need to spend 3 hours per week on each client, then this means you 
can expect to spend 9 hours per week working directly on your clients. Then you will still need 
to work at networking, accounting, and business building as well.) So what does this look like 
for you? How much time do you need to spend each week specifically on your clients to reach 
your goals? 

What is the total time you need to spend each week on your business? (this is the time 
spent specifically on your clients + time spent behind the scenes business building and 
bringing in new leads).

Do you realistically have time to spend this time on your business? 

Sometimes we need to get creative to create more time for our business. Here are some 
ideas... 

- Hire a house cleaner to come in (even once a month) so we don’t have to spend the time 
cleaning. 

- Hire a mothers helper or sitter to watch our kids, or enroll them in daycare of a parents 
day out program (PDO programs are usually VERY reasonably priced and don’t require you 
to send your kids to daycare for hours every day. You can usually pick your days and 
whether you want to send them full days or half days! 

- Ordering groceries online and having someone else do the shopping for us (there may be 
stores near you that do this for a VERY reasonable price. My local store does this for free if 
we spend over $100 in groceries OR it’s only $2.95 if we spend under $100.) 

- Buying pre-chopped fruits and veggies from the grocery store. Usually this is a really 
reasonably priced option that saves you time during the day. 

- Asking family members or friends for help watching your kids while you begin business 
building. 

Now is the time to get creative wiht this!

At this point, I want you to go back to your journal and write down your conclusion on 
pricing and packaging your services. How do you feel about your pricing? How do you feel 
about the value that the program/package includes? 

Reach out to me if you have any questions and we will discuss this more on our next call! 



“If you truly want to change your life, you must first be willing to 
change your mind.”

- Donald Altman

Hey Girl! Did you know that your mindset plays a HUGE factor in your success? Until you start 
TRULY believing that you are worthy of success, that you ARE enough, that you DO have 
what it takes to help transform lives... you will never reach your full potential! 

It’s time to take control of your thoughts. 

What are you spending your time thinking about yourself? About money? About your 
success? About your business? 

Most of these negative thoughts rolling around in your head are NOT facts. They are just 
your perception of reality!  

What is your money story? 

You know what’s crazy? I have blocked money from coming my way many, many times 
because of my mindset! There have been times that I didn’t think that someone would 
want to pay for my services, so I didn’t even bring it up. There have been times that I 
didn’t think someone would want to pay full price, so before I even brought up my full 
price, I immediately offered them a discount. There have been times I told someone I 
couldn’t work with them anymore (I had previously been offering them a HUGE discount) 
because I was afraid of what they would say when I told them my new, higher price 
(charging what I was actually worth). 

So instead of giving each of these people a chance to actually think for themselves, I 
essentially made up their mind for them. I told myself “you’re not worth it, so don’t even 
try”. Have you done this before? Have you offered a discount just because you thought 
someone might not be able to afford your service? You may have been afraid of what they 
would think about you if they knew what you charged? 

Every time you offer a discount out of fear (vs sheer generosity), we are telling ourselves 
we are not worth it. We are not worth premium prices. We don’t have what it takes.  

A lot of times, our own personal money stories play into how we view money in business as 
well. Before we can reach our full income potential, we first have to work through our 
money story. 

If we have found ourselves not being able to afford a specific service before, we may let 
that play into our interactions with perspective clients. We may block a potential sale from 
happening because we are approaching the money conversation from a place of fear. 

First, it’s important to remember that money is not bad! This was probably the number one 
thing holding me back from making major income in my business at first.

Growing up in church and a Christian family, for some reason I always thought that making 
more money than I needed to survive was greedy! I set small goals in business because I 
didn’t want to seem selfish to those around me. 

But the truth is that MONEY is not bad. The LOVE of money is where we get into trouble. 
Also, if everyone only made enough money to survive, how would charities and ministries 
survive?  They rely on the generosity of others! 

Here are some common money stories we may be struggling with...
 - Making more money than you need is selfish
 - You should be saving every extra penny
 - Debt is bad 100% of the time
 - I’m bad with money because I never have enough savings
 - Money is evil 

Before you begin bringing in more income, I want you to get really clear on what your money 
story is. What have you been believing about money? 

How have these beliefs shaped your life up to this point? In what ways have they held you 
back?  

Like everything in life, there should always be balance and moderation. Here’s an example of 
how I found balance in my money mindset... 

Do I want to be out of debt? Yes! Do I strive to pay off all of my debt? Yes! But I also have 
learned to extend myself grace and realize that as long as I am making progress in my debt 
then I am moving forward! I allow myself to enjoy some of my money without feeling guilty! I 
give generously, I splurge a little, and I put quite a bit towards debt and savings. This is what 
balance looks like for me. 

That is just my own, personal example... what thoughts do you struggle with regarding money 
and the way you handle money? What guilt do you have regarding money? 

How can you work balance into your mindset about money? How can you be extending 
yourself grace? How can you get rid of that guilt so you can approach money from a place of 
balance and peace?

Your views about yourself and your business play a direct role into the confidence you have 
about your services and your ability to help others. Believe it or not, confidence is one of the 
biggest things that may be holding you back from making impact in the world and bringing in 
more money. 

Do you believe that you have the ability to changes lives because of the services you provide? 
How so? 

Do you believe that there are people in this world who NEED your services? Why do they need 
you specifically? What do you uniquely have to offer? 

Do you believe that you are qualified to help them? How so? 

YOUR MINDSET & PRICING

Your next client is out there RIGHT NOW just waiting for YOU to show up in their lives! They 
need your services and they need your expertise and experience to help them. Do you believe 
this?? 

Are you ready to actually book your first client right now? Why or why not? 

Thought inventory & upper limits. 

When is the last time you thought one of the following... 

- “I hope I am able to make money this month.”
- “Maybe I will book a client next month.”
- “Hopefully my business will be successful.” 
- “I can’t do ______ because I don’t have enough experience.” 
- “Maybe I will reach my goals next month.” 

I love Marie Forleo’s explanation of upper limits... 

“Each of us has an internal thermometer for how much success, wealth, happiness, love, 
and intimacy we’ll let ourselves experience. That’s our upper limit setting. Kind of like our 
success comfort zone. When we exceed our internal thermostat setting and life gets 
super duper OMG good (we have an influx of money, get healthy and thin, find a great 
relationship) – we unconsciously do things to sabotage ourselves, so we can drop back to 
the old, familiar place where we feel in control.”
We often limit ourselves from the success that is possible by allowing negativity to creep 
into our mind. Here are some examples... 

1. Limiting beliefs - thinking something is not possible for us. 

2. Setting upper limits - now allowing ourselves to experience our success because of false 
truths.

3. Worry - allowing our fears to control our thoughts and actions.

4. Letting our past define us - allowing a situation or experience from the past creep into 
our current situation and limit us from moving forward in faith. 

5. Mean girl mentality - allowing that negative voice in our head to speak to us and control 
our actions (I’m not good enough, I’m not needed, I don’t have what it takes, etc.). 

6. Future thinking - thinking so far into the future that we are blinded by the negative things 
that COULD happen. This is like looking at life through a telescope instead of seeing what is 
right in front of us and allowing ourselves to take the next step forward... instead, our future 
fears become magnified and we turn smaller issues into mountains.  

What negative thoughts are you allowing to rule your mind? 

What truth can you speak over these negative thoughts and fears today? 

You don’t NEED to have EVERYTHING figured out to start making money!

Another way we can hold ourselves back from making money is by becoming paralyzed by 
thinking we have to have everything perfect before we move forward. 

You don’t need a perfect sales funnel in order to get visible and make sales. 
You don’t need a freebie or opt-in. 
You don’t need a huge email list. 
You don’t need an instagram account.
You don’t need your own Facebook group. 
You don’t need a completed website or landing page. 

What things have been holding you back from making your frist sale?

 

What things do you NEED to have in place in order to book your first client? (hint: You don’t 
need a beautiful website, you don’t need a Facebook page, you don’t need a sales funnel.) 
What bare minimums do you need to actually book a client and start making money? 

I always recommend having the following things in place before 
booking your first client. 

- You have to know what services and packages you want to offer. You have to know how you 
want to help them. 

- You should know your program options, pricing, and payment plans (if you offer them). 

- It’s a good idea to have a contract ensuring that you will receive the money you are owed, 
outlining the services you will provide, how the payment(s) will be made, and what should be 
expected from you and your client’s time together. 

- You should have a general idea of your program or services you can provide them. What 
type of things can you work through with them? What is a rough outline of your program that 
you can work through with them? You don’t need a curriculum or workbooks in place before 
booking your first client, you just have to set up clear expectations of what you are able to 
help them with. 

- You should have at least a little practice. While you are waiting to connect with your first 
client, you should be getting visible and connecting with people. This is a great time to offer 
free discover calls and get some practice under your belt. You can not be ready to truly sell 
your services if you don’t have any practice! So if you’re ready to start making money, then 
get out there and start practicing!

- It’s also a good idea to meet with an accountant and figure out how much money you need 
to be saving for taxes from each sale. You can also ask them what you could be doing 
financially to set your business up for success. You may also need to set up a business entity 
(sole prop., LLC, etc.) and business bank account. They can help you with this and usually 
offer free consultations. 

Oftentimes we are limiting ourselves from receiving our first client because we don’t feel 
ready. How can you begin preparing yourself to accept your first client so you FEEL ready?

What things do you actually NEED to have set up and in place for you to confidently accept 
your first client? 

When do you plan on having these things set up so you can accept your first client? 

I want you to reflect on this workbook over the next day or two and I want you to journal 
your thoughts from this workbook. 

- How did it feel to complete this workbook? 

- What things stuck out to you the most while completing this? 

- Were there any profound thoughts or things that you were surprised by? 

- What things do you want to change in your life in light of the things you realized and 
learned from this workbook? 

- Do you really believe that you are capable of reaching your BIG dreams? 

Figuring out your pricing: 

- Take some time to research others who are doing something similar to what you are 
offering. 

- List 3 people who could be your competition. (you can find these people over google, in 
facebook groups, and by asking around)

- Does it look like they have been doing this a while? 
- What do they charge? 

- What education or certifications pertaining to your industry do they have or openly list on 
their website/Facebook? 
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- What programs or packages are others in your industry offer? 

- What do you like about the packages and programs others are offering? 

- What do you dislike about their program and offerings? 

- How much time do you see yourself working with your clients each week?

What problem or pain point do you want to solve for your clients? 

What do you want your program to look like? 

 

What success will your clients be realizing at the end of your time working with them? 

Make sure that the length of time your program includes is specific to what you actually 
want... not just because others offer a certain time-frame. Until you are really ready for a 
commitment to your clients, I would recommend keeping your program/packages at a 
shorter length of time. 

I want you to be able to easily sell your program/package to your ideal client. I want you to 
be so confident in the value of what you are offering that you believe it truly will transform 
their life for the price they are paying. Because of this, I want you to price your 
program/package at a rate you feel TOTALLY confident in. 

Think about your monthly income goal. How can you raise the price of your program so you 
are closer to that goal? Think about raising your program pricing AND adding more value so 
it truly is worth the price. 

What price do you feel confident charging for your signature program? 

What extra value can you include in your package to help you get closer to your monthly 
income goal with each client? (i.e. unlimited support, longer call times, more negative 
images, longer session times, etc.)

I recommend pricing your program/packages as close to a premium rate as you can and feel 
comfortable with. There are multiple reasons for this... 

- Your perceived credibility goes up if your pricing yourself at premium prices. You are 
perceived as having premium services when you charge premium rates. (The key to this is 
actually having something amazing to offer and being confident in that!)  

- You can focus your attention on selling to fewer potential clients vs selling a lower priced 
package to more people. It’s easier to sell to one person a month at $2,500 vs 4 people at 
$625. If you need to make more sales, you must be connecting 1:1 with more people each 
month, you have to book more discovery calls, you have to put time into building more 
relationships. 

- Clients and customers willing to pay more are putting more value into the service you offer. 

- They are more motivated to get the most out of working with you. They are ready to make 
amazing things happen in their life! 

Do you believe you are worth premium prices? 
What price do you feel AMAZING confident at? 

Next, let’s look at the time you have to dedicate to each client. 

How much time do you have each week to work your business? 

How much time do you need to dedicate to actually business building? This includes discovery 
calls, balancing your business budget, social media marketing, email marketing, etc.

How much time do you need to dedicate on each client per week? This includes your weekly 
calls, your time each week working on their program/package/project, and time emailing with 
them and keeping in contact. 

 
How many clients do you need each month to reach your monthly financial goal? (This is your 
monthly goal divided by your program/package price)

What does this break down to in time spent on each client per week? 
(for example, if you need to make 5k per month and you need 3 clients per month to get you 
there, and you know you need to spend 3 hours per week on each client, then this means you 
can expect to spend 9 hours per week working directly on your clients. Then you will still need 
to work at networking, accounting, and business building as well.) So what does this look like 
for you? How much time do you need to spend each week specifically on your clients to reach 
your goals? 

What is the total time you need to spend each week on your business? (this is the time 
spent specifically on your clients + time spent behind the scenes business building and 
bringing in new leads).

Do you realistically have time to spend this time on your business? 

Sometimes we need to get creative to create more time for our business. Here are some 
ideas... 

- Hire a house cleaner to come in (even once a month) so we don’t have to spend the time 
cleaning. 

- Hire a mothers helper or sitter to watch our kids, or enroll them in daycare of a parents 
day out program (PDO programs are usually VERY reasonably priced and don’t require you 
to send your kids to daycare for hours every day. You can usually pick your days and 
whether you want to send them full days or half days! 

- Ordering groceries online and having someone else do the shopping for us (there may be 
stores near you that do this for a VERY reasonable price. My local store does this for free if 
we spend over $100 in groceries OR it’s only $2.95 if we spend under $100.) 

- Buying pre-chopped fruits and veggies from the grocery store. Usually this is a really 
reasonably priced option that saves you time during the day. 

- Asking family members or friends for help watching your kids while you begin business 
building. 

Now is the time to get creative wiht this!

At this point, I want you to go back to your journal and write down your conclusion on 
pricing and packaging your services. How do you feel about your pricing? How do you feel 
about the value that the program/package includes? 

Reach out to me if you have any questions and we will discuss this more on our next call! 



“If you truly want to change your life, you must first be willing to 
change your mind.”

- Donald Altman

Hey Girl! Did you know that your mindset plays a HUGE factor in your success? Until you start 
TRULY believing that you are worthy of success, that you ARE enough, that you DO have 
what it takes to help transform lives... you will never reach your full potential! 

It’s time to take control of your thoughts. 

What are you spending your time thinking about yourself? About money? About your 
success? About your business? 

Most of these negative thoughts rolling around in your head are NOT facts. They are just 
your perception of reality!  

What is your money story? 

You know what’s crazy? I have blocked money from coming my way many, many times 
because of my mindset! There have been times that I didn’t think that someone would 
want to pay for my services, so I didn’t even bring it up. There have been times that I 
didn’t think someone would want to pay full price, so before I even brought up my full 
price, I immediately offered them a discount. There have been times I told someone I 
couldn’t work with them anymore (I had previously been offering them a HUGE discount) 
because I was afraid of what they would say when I told them my new, higher price 
(charging what I was actually worth). 

So instead of giving each of these people a chance to actually think for themselves, I 
essentially made up their mind for them. I told myself “you’re not worth it, so don’t even 
try”. Have you done this before? Have you offered a discount just because you thought 
someone might not be able to afford your service? You may have been afraid of what they 
would think about you if they knew what you charged? 

Every time you offer a discount out of fear (vs sheer generosity), we are telling ourselves 
we are not worth it. We are not worth premium prices. We don’t have what it takes.  

A lot of times, our own personal money stories play into how we view money in business as 
well. Before we can reach our full income potential, we first have to work through our 
money story. 

If we have found ourselves not being able to afford a specific service before, we may let 
that play into our interactions with perspective clients. We may block a potential sale from 
happening because we are approaching the money conversation from a place of fear. 

First, it’s important to remember that money is not bad! This was probably the number one 
thing holding me back from making major income in my business at first.

Growing up in church and a Christian family, for some reason I always thought that making 
more money than I needed to survive was greedy! I set small goals in business because I 
didn’t want to seem selfish to those around me. 

But the truth is that MONEY is not bad. The LOVE of money is where we get into trouble. 
Also, if everyone only made enough money to survive, how would charities and ministries 
survive?  They rely on the generosity of others! 

Here are some common money stories we may be struggling with...
 - Making more money than you need is selfish
 - You should be saving every extra penny
 - Debt is bad 100% of the time
 - I’m bad with money because I never have enough savings
 - Money is evil 

Before you begin bringing in more income, I want you to get really clear on what your money 
story is. What have you been believing about money? 

How have these beliefs shaped your life up to this point? In what ways have they held you 
back?  

Like everything in life, there should always be balance and moderation. Here’s an example of 
how I found balance in my money mindset... 

Do I want to be out of debt? Yes! Do I strive to pay off all of my debt? Yes! But I also have 
learned to extend myself grace and realize that as long as I am making progress in my debt 
then I am moving forward! I allow myself to enjoy some of my money without feeling guilty! I 
give generously, I splurge a little, and I put quite a bit towards debt and savings. This is what 
balance looks like for me. 

That is just my own, personal example... what thoughts do you struggle with regarding money 
and the way you handle money? What guilt do you have regarding money? 

How can you work balance into your mindset about money? How can you be extending 
yourself grace? How can you get rid of that guilt so you can approach money from a place of 
balance and peace?

Your views about yourself and your business play a direct role into the confidence you have 
about your services and your ability to help others. Believe it or not, confidence is one of the 
biggest things that may be holding you back from making impact in the world and bringing in 
more money. 

Do you believe that you have the ability to changes lives because of the services you provide? 
How so? 

Do you believe that there are people in this world who NEED your services? Why do they need 
you specifically? What do you uniquely have to offer? 

Do you believe that you are qualified to help them? How so? 

YOUR MINDSET & PRICING

Your next client is out there RIGHT NOW just waiting for YOU to show up in their lives! They 
need your services and they need your expertise and experience to help them. Do you believe 
this?? 

Are you ready to actually book your first client right now? Why or why not? 

Thought inventory & upper limits. 

When is the last time you thought one of the following... 

- “I hope I am able to make money this month.”
- “Maybe I will book a client next month.”
- “Hopefully my business will be successful.” 
- “I can’t do ______ because I don’t have enough experience.” 
- “Maybe I will reach my goals next month.” 

I love Marie Forleo’s explanation of upper limits... 

“Each of us has an internal thermometer for how much success, wealth, happiness, love, 
and intimacy we’ll let ourselves experience. That’s our upper limit setting. Kind of like our 
success comfort zone. When we exceed our internal thermostat setting and life gets 
super duper OMG good (we have an influx of money, get healthy and thin, find a great 
relationship) – we unconsciously do things to sabotage ourselves, so we can drop back to 
the old, familiar place where we feel in control.”
We often limit ourselves from the success that is possible by allowing negativity to creep 
into our mind. Here are some examples... 

1. Limiting beliefs - thinking something is not possible for us. 

2. Setting upper limits - now allowing ourselves to experience our success because of false 
truths.

3. Worry - allowing our fears to control our thoughts and actions.

4. Letting our past define us - allowing a situation or experience from the past creep into 
our current situation and limit us from moving forward in faith. 

5. Mean girl mentality - allowing that negative voice in our head to speak to us and control 
our actions (I’m not good enough, I’m not needed, I don’t have what it takes, etc.). 

6. Future thinking - thinking so far into the future that we are blinded by the negative things 
that COULD happen. This is like looking at life through a telescope instead of seeing what is 
right in front of us and allowing ourselves to take the next step forward... instead, our future 
fears become magnified and we turn smaller issues into mountains.  

What negative thoughts are you allowing to rule your mind? 

What truth can you speak over these negative thoughts and fears today? 

You don’t NEED to have EVERYTHING figured out to start making money!

Another way we can hold ourselves back from making money is by becoming paralyzed by 
thinking we have to have everything perfect before we move forward. 

You don’t need a perfect sales funnel in order to get visible and make sales. 
You don’t need a freebie or opt-in. 
You don’t need a huge email list. 
You don’t need an instagram account.
You don’t need your own Facebook group. 
You don’t need a completed website or landing page. 

What things have been holding you back from making your frist sale?

What things do you NEED to have in place in order to book your first client? (hint: You don’t 
need a beautiful website, you don’t need a Facebook page, you don’t need a sales funnel.) 
What bare minimums do you need to actually book a client and start making money? 

I always recommend having the following things in place before 
booking your first client. 

- You have to know what services and packages you want to offer. You have to know how you 
want to help them. 

- You should know your program options, pricing, and payment plans (if you offer them). 

- It’s a good idea to have a contract ensuring that you will receive the money you are owed, 
outlining the services you will provide, how the payment(s) will be made, and what should be 
expected from you and your client’s time together. 

- You should have a general idea of your program or services you can provide them. What 
type of things can you work through with them? What is a rough outline of your program that 
you can work through with them? You don’t need a curriculum or workbooks in place before 
booking your first client, you just have to set up clear expectations of what you are able to 
help them with. 

- You should have at least a little practice. While you are waiting to connect with your first 
client, you should be getting visible and connecting with people. This is a great time to offer 
free discover calls and get some practice under your belt. You can not be ready to truly sell 
your services if you don’t have any practice! So if you’re ready to start making money, then 
get out there and start practicing!

- It’s also a good idea to meet with an accountant and figure out how much money you need 
to be saving for taxes from each sale. You can also ask them what you could be doing 
financially to set your business up for success. You may also need to set up a business entity 
(sole prop., LLC, etc.) and business bank account. They can help you with this and usually 
offer free consultations. 

Oftentimes we are limiting ourselves from receiving our first client because we don’t feel 
ready. How can you begin preparing yourself to accept your first client so you FEEL ready?

What things do you actually NEED to have set up and in place for you to confidently accept 
your first client? 

When do you plan on having these things set up so you can accept your first client? 

I want you to reflect on this workbook over the next day or two and I want you to journal 
your thoughts from this workbook. 

- How did it feel to complete this workbook? 

- What things stuck out to you the most while completing this? 

- Were there any profound thoughts or things that you were surprised by? 

- What things do you want to change in your life in light of the things you realized and 
learned from this workbook? 

- Do you really believe that you are capable of reaching your BIG dreams? 

Figuring out your pricing: 

- Take some time to research others who are doing something similar to what you are 
offering. 

- List 3 people who could be your competition. (you can find these people over google, in 
facebook groups, and by asking around)

- Does it look like they have been doing this a while? 
- What do they charge? 

- What education or certifications pertaining to your industry do they have or openly list on 
their website/Facebook? 
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- What programs or packages are others in your industry offer?

- What do you like about the packages and programs others are offering?

- What do you dislike about their program and offerings?

- How much time do you see yourself working with your clients each week?

What problem or pain point do you want to solve for your clients? 

What do you want your program to look like? 

What success will your clients be realizing at the end of your time working with them? 

Make sure that the length of time your program includes is specific to what you actually 
want... not just because others offer a certain time-frame. Until you are really ready for a 
commitment to your clients, I would recommend keeping your program/packages at a 
shorter length of time. 

I want you to be able to easily sell your program/package to your ideal client. I want you to 
be so confident in the value of what you are offering that you believe it truly will transform 
their life for the price they are paying. Because of this, I want you to price your 
program/package at a rate you feel TOTALLY confident in. 

Think about your monthly income goal. How can you raise the price of your program so you 
are closer to that goal? Think about raising your program pricing AND adding more value so 
it truly is worth the price. 

What price do you feel confident charging for your signature program? 

What extra value can you include in your package to help you get closer to your monthly 
income goal with each client? (i.e. unlimited support, longer call times, more negative 
images, longer session times, etc.)

I recommend pricing your program/packages as close to a premium rate as you can and feel 
comfortable with. There are multiple reasons for this... 

- Your perceived credibility goes up if your pricing yourself at premium prices. You are 
perceived as having premium services when you charge premium rates. (The key to this is 
actually having something amazing to offer and being confident in that!)  

- You can focus your attention on selling to fewer potential clients vs selling a lower priced 
package to more people. It’s easier to sell to one person a month at $2,500 vs 4 people at 
$625. If you need to make more sales, you must be connecting 1:1 with more people each 
month, you have to book more discovery calls, you have to put time into building more 
relationships. 

- Clients and customers willing to pay more are putting more value into the service you offer. 

- They are more motivated to get the most out of working with you. They are ready to make 
amazing things happen in their life! 

Do you believe you are worth premium prices? 
What price do you feel AMAZING confident at? 

Next, let’s look at the time you have to dedicate to each client. 

How much time do you have each week to work your business? 

How much time do you need to dedicate to actually business building? This includes discovery 
calls, balancing your business budget, social media marketing, email marketing, etc.

How much time do you need to dedicate on each client per week? This includes your weekly 
calls, your time each week working on their program/package/project, and time emailing with 
them and keeping in contact. 

How many clients do you need each month to reach your monthly financial goal? (This is your 
monthly goal divided by your program/package price)

What does this break down to in time spent on each client per week? 
(for example, if you need to make 5k per month and you need 3 clients per month to get you 
there, and you know you need to spend 3 hours per week on each client, then this means you 
can expect to spend 9 hours per week working directly on your clients. Then you will still need 
to work at networking, accounting, and business building as well.) So what does this look like 
for you? How much time do you need to spend each week specifically on your clients to reach 
your goals? 

What is the total time you need to spend each week on your business? (this is the time 
spent specifically on your clients + time spent behind the scenes business building and 
bringing in new leads).

Do you realistically have time to spend this time on your business? 

Sometimes we need to get creative to create more time for our business. Here are some 
ideas... 

- Hire a house cleaner to come in (even once a month) so we don’t have to spend the time 
cleaning. 

- Hire a mothers helper or sitter to watch our kids, or enroll them in daycare of a parents 
day out program (PDO programs are usually VERY reasonably priced and don’t require you 
to send your kids to daycare for hours every day. You can usually pick your days and 
whether you want to send them full days or half days! 

- Ordering groceries online and having someone else do the shopping for us (there may be 
stores near you that do this for a VERY reasonable price. My local store does this for free if 
we spend over $100 in groceries OR it’s only $2.95 if we spend under $100.) 

- Buying pre-chopped fruits and veggies from the grocery store. Usually this is a really 
reasonably priced option that saves you time during the day. 

- Asking family members or friends for help watching your kids while you begin business 
building. 

Now is the time to get creative wiht this!

At this point, I want you to go back to your journal and write down your conclusion on 
pricing and packaging your services. How do you feel about your pricing? How do you feel 
about the value that the program/package includes? 

Reach out to me if you have any questions and we will discuss this more on our next call! 



“If you truly want to change your life, you must first be willing to 
change your mind.”

- Donald Altman

Hey Girl! Did you know that your mindset plays a HUGE factor in your success? Until you start 
TRULY believing that you are worthy of success, that you ARE enough, that you DO have 
what it takes to help transform lives... you will never reach your full potential! 

It’s time to take control of your thoughts. 

What are you spending your time thinking about yourself? About money? About your 
success? About your business? 

Most of these negative thoughts rolling around in your head are NOT facts. They are just 
your perception of reality!  

What is your money story? 

You know what’s crazy? I have blocked money from coming my way many, many times 
because of my mindset! There have been times that I didn’t think that someone would 
want to pay for my services, so I didn’t even bring it up. There have been times that I 
didn’t think someone would want to pay full price, so before I even brought up my full 
price, I immediately offered them a discount. There have been times I told someone I 
couldn’t work with them anymore (I had previously been offering them a HUGE discount) 
because I was afraid of what they would say when I told them my new, higher price 
(charging what I was actually worth). 

So instead of giving each of these people a chance to actually think for themselves, I 
essentially made up their mind for them. I told myself “you’re not worth it, so don’t even 
try”. Have you done this before? Have you offered a discount just because you thought 
someone might not be able to afford your service? You may have been afraid of what they 
would think about you if they knew what you charged? 

Every time you offer a discount out of fear (vs sheer generosity), we are telling ourselves 
we are not worth it. We are not worth premium prices. We don’t have what it takes.  

A lot of times, our own personal money stories play into how we view money in business as 
well. Before we can reach our full income potential, we first have to work through our 
money story. 

If we have found ourselves not being able to afford a specific service before, we may let 
that play into our interactions with perspective clients. We may block a potential sale from 
happening because we are approaching the money conversation from a place of fear. 

First, it’s important to remember that money is not bad! This was probably the number one 
thing holding me back from making major income in my business at first.

Growing up in church and a Christian family, for some reason I always thought that making 
more money than I needed to survive was greedy! I set small goals in business because I 
didn’t want to seem selfish to those around me. 

But the truth is that MONEY is not bad. The LOVE of money is where we get into trouble. 
Also, if everyone only made enough money to survive, how would charities and ministries 
survive?  They rely on the generosity of others! 

Here are some common money stories we may be struggling with...
 - Making more money than you need is selfish
 - You should be saving every extra penny
 - Debt is bad 100% of the time
 - I’m bad with money because I never have enough savings
 - Money is evil 

Before you begin bringing in more income, I want you to get really clear on what your money 
story is. What have you been believing about money? 

How have these beliefs shaped your life up to this point? In what ways have they held you 
back?  

Like everything in life, there should always be balance and moderation. Here’s an example of 
how I found balance in my money mindset... 

Do I want to be out of debt? Yes! Do I strive to pay off all of my debt? Yes! But I also have 
learned to extend myself grace and realize that as long as I am making progress in my debt 
then I am moving forward! I allow myself to enjoy some of my money without feeling guilty! I 
give generously, I splurge a little, and I put quite a bit towards debt and savings. This is what 
balance looks like for me. 

That is just my own, personal example... what thoughts do you struggle with regarding money 
and the way you handle money? What guilt do you have regarding money? 

How can you work balance into your mindset about money? How can you be extending 
yourself grace? How can you get rid of that guilt so you can approach money from a place of 
balance and peace?

Your views about yourself and your business play a direct role into the confidence you have 
about your services and your ability to help others. Believe it or not, confidence is one of the 
biggest things that may be holding you back from making impact in the world and bringing in 
more money. 

Do you believe that you have the ability to changes lives because of the services you provide? 
How so? 

Do you believe that there are people in this world who NEED your services? Why do they need 
you specifically? What do you uniquely have to offer? 

Do you believe that you are qualified to help them? How so? 

YOUR MINDSET & PRICING

Your next client is out there RIGHT NOW just waiting for YOU to show up in their lives! They 
need your services and they need your expertise and experience to help them. Do you believe 
this?? 

Are you ready to actually book your first client right now? Why or why not? 

Thought inventory & upper limits. 

When is the last time you thought one of the following... 

- “I hope I am able to make money this month.”
- “Maybe I will book a client next month.”
- “Hopefully my business will be successful.” 
- “I can’t do ______ because I don’t have enough experience.” 
- “Maybe I will reach my goals next month.” 

I love Marie Forleo’s explanation of upper limits... 

“Each of us has an internal thermometer for how much success, wealth, happiness, love, 
and intimacy we’ll let ourselves experience. That’s our upper limit setting. Kind of like our 
success comfort zone. When we exceed our internal thermostat setting and life gets 
super duper OMG good (we have an influx of money, get healthy and thin, find a great 
relationship) – we unconsciously do things to sabotage ourselves, so we can drop back to 
the old, familiar place where we feel in control.”
We often limit ourselves from the success that is possible by allowing negativity to creep 
into our mind. Here are some examples... 

1. Limiting beliefs - thinking something is not possible for us. 

2. Setting upper limits - now allowing ourselves to experience our success because of false 
truths.

3. Worry - allowing our fears to control our thoughts and actions.

4. Letting our past define us - allowing a situation or experience from the past creep into 
our current situation and limit us from moving forward in faith. 

5. Mean girl mentality - allowing that negative voice in our head to speak to us and control 
our actions (I’m not good enough, I’m not needed, I don’t have what it takes, etc.). 

6. Future thinking - thinking so far into the future that we are blinded by the negative things 
that COULD happen. This is like looking at life through a telescope instead of seeing what is 
right in front of us and allowing ourselves to take the next step forward... instead, our future 
fears become magnified and we turn smaller issues into mountains.  

What negative thoughts are you allowing to rule your mind? 

What truth can you speak over these negative thoughts and fears today? 

You don’t NEED to have EVERYTHING figured out to start making money!

Another way we can hold ourselves back from making money is by becoming paralyzed by 
thinking we have to have everything perfect before we move forward. 

You don’t need a perfect sales funnel in order to get visible and make sales. 
You don’t need a freebie or opt-in. 
You don’t need a huge email list. 
You don’t need an instagram account.
You don’t need your own Facebook group. 
You don’t need a completed website or landing page. 

What things have been holding you back from making your frist sale?

What things do you NEED to have in place in order to book your first client? (hint: You don’t 
need a beautiful website, you don’t need a Facebook page, you don’t need a sales funnel.) 
What bare minimums do you need to actually book a client and start making money? 

I always recommend having the following things in place before 
booking your first client. 

- You have to know what services and packages you want to offer. You have to know how you 
want to help them. 

- You should know your program options, pricing, and payment plans (if you offer them). 

- It’s a good idea to have a contract ensuring that you will receive the money you are owed, 
outlining the services you will provide, how the payment(s) will be made, and what should be 
expected from you and your client’s time together. 

- You should have a general idea of your program or services you can provide them. What 
type of things can you work through with them? What is a rough outline of your program that 
you can work through with them? You don’t need a curriculum or workbooks in place before 
booking your first client, you just have to set up clear expectations of what you are able to 
help them with. 

- You should have at least a little practice. While you are waiting to connect with your first 
client, you should be getting visible and connecting with people. This is a great time to offer 
free discover calls and get some practice under your belt. You can not be ready to truly sell 
your services if you don’t have any practice! So if you’re ready to start making money, then 
get out there and start practicing!

- It’s also a good idea to meet with an accountant and figure out how much money you need 
to be saving for taxes from each sale. You can also ask them what you could be doing 
financially to set your business up for success. You may also need to set up a business entity 
(sole prop., LLC, etc.) and business bank account. They can help you with this and usually 
offer free consultations. 

Oftentimes we are limiting ourselves from receiving our first client because we don’t feel 
ready. How can you begin preparing yourself to accept your first client so you FEEL ready?

What things do you actually NEED to have set up and in place for you to confidently accept 
your first client? 

When do you plan on having these things set up so you can accept your first client? 

I want you to reflect on this workbook over the next day or two and I want you to journal 
your thoughts from this workbook. 

- How did it feel to complete this workbook? 

- What things stuck out to you the most while completing this? 

- Were there any profound thoughts or things that you were surprised by? 

- What things do you want to change in your life in light of the things you realized and 
learned from this workbook? 

- Do you really believe that you are capable of reaching your BIG dreams? 

Figuring out your pricing: 

- Take some time to research others who are doing something similar to what you are 
offering. 

- List 3 people who could be your competition. (you can find these people over google, in 
facebook groups, and by asking around)

- Does it look like they have been doing this a while? 
- What do they charge? 

- What education or certifications pertaining to your industry do they have or openly list on 
their website/Facebook? 
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- What programs or packages are others in your industry offer? 

- What do you like about the packages and programs others are offering? 

- What do you dislike about their program and offerings? 

- How much time do you see yourself working with your clients each week?

What problem or pain point do you want to solve for your clients? 

What do you want your program to look like? 

What success will your clients be realizing at the end of your time working with them? 

Make sure that the length of time your program includes is specific to what you actually 
want... not just because others offer a certain time-frame. Until you are really ready for a 
commitment to your clients, I would recommend keeping your program/packages at a 
shorter length of time. 

I want you to be able to easily sell your program/package to your ideal client. I want you to 
be so confident in the value of what you are offering that you believe it truly will transform 
their life for the price they are paying. Because of this, I want you to price your 
program/package at a rate you feel TOTALLY confident in. 

Think about your monthly income goal. How can you raise the price of your program so you 
are closer to that goal? Think about raising your program pricing AND adding more value so 
it truly is worth the price. 

What price do you feel confident charging for your signature program? 

What extra value can you include in your package to help you get closer to your monthly 
income goal with each client? (i.e. unlimited support, longer call times, more negative 
images, longer session times, etc.)

I recommend pricing your program/packages as close to a premium rate as you can and feel 
comfortable with. There are multiple reasons for this... 

- Your perceived credibility goes up if your pricing yourself at premium prices. You are
perceived as having premium services when you charge premium rates. (The key to this is
actually having something amazing to offer and being confident in that!)

- You can focus your attention on selling to fewer potential clients vs selling a lower priced
package to more people. It’s easier to sell to one person a month at $2,500 vs 4 people at
$625. If you need to make more sales, you must be connecting 1:1 with more people each
month, you have to book more discovery calls, you have to put time into building more
relationships.

- Clients and customers willing to pay more are putting more value into the service you offer.

- They are more motivated to get the most out of working with you. They are ready to make
amazing things happen in their life!

Do you believe you are worth premium prices? 
What price do you feel AMAZING confident at? 

Next, let’s look at the time you have to dedicate to each client. 

How much time do you have each week to work your business? 

How much time do you need to dedicate to actually business building? This includes discovery 
calls, balancing your business budget, social media marketing, email marketing, etc.

How much time do you need to dedicate on each client per week? This includes your weekly 
calls, your time each week working on their program/package/project, and time emailing with 
them and keeping in contact. 

How many clients do you need each month to reach your monthly financial goal? (This is your 
monthly goal divided by your program/package price)

What does this break down to in time spent on each client per week? 
(for example, if you need to make 5k per month and you need 3 clients per month to get you 
there, and you know you need to spend 3 hours per week on each client, then this means you 
can expect to spend 9 hours per week working directly on your clients. Then you will still need 
to work at networking, accounting, and business building as well.) So what does this look like 
for you? How much time do you need to spend each week specifically on your clients to reach 
your goals? 

What is the total time you need to spend each week on your business? (this is the time 
spent specifically on your clients + time spent behind the scenes business building and 
bringing in new leads).

Do you realistically have time to spend this time on your business? 

Sometimes we need to get creative to create more time for our business. Here are some 
ideas... 

- Hire a house cleaner to come in (even once a month) so we don’t have to spend the time 
cleaning. 

- Hire a mothers helper or sitter to watch our kids, or enroll them in daycare of a parents 
day out program (PDO programs are usually VERY reasonably priced and don’t require you 
to send your kids to daycare for hours every day. You can usually pick your days and 
whether you want to send them full days or half days! 

- Ordering groceries online and having someone else do the shopping for us (there may be 
stores near you that do this for a VERY reasonable price. My local store does this for free if 
we spend over $100 in groceries OR it’s only $2.95 if we spend under $100.) 

- Buying pre-chopped fruits and veggies from the grocery store. Usually this is a really 
reasonably priced option that saves you time during the day. 

- Asking family members or friends for help watching your kids while you begin business 
building. 

Now is the time to get creative wiht this!

At this point, I want you to go back to your journal and write down your conclusion on 
pricing and packaging your services. How do you feel about your pricing? How do you feel 
about the value that the program/package includes? 

Reach out to me if you have any questions and we will discuss this more on our next call! 



“If you truly want to change your life, you must first be willing to 
change your mind.”

- Donald Altman

Hey Girl! Did you know that your mindset plays a HUGE factor in your success? Until you start 
TRULY believing that you are worthy of success, that you ARE enough, that you DO have 
what it takes to help transform lives... you will never reach your full potential! 

It’s time to take control of your thoughts. 

What are you spending your time thinking about yourself? About money? About your 
success? About your business? 

Most of these negative thoughts rolling around in your head are NOT facts. They are just 
your perception of reality!  

What is your money story? 

You know what’s crazy? I have blocked money from coming my way many, many times 
because of my mindset! There have been times that I didn’t think that someone would 
want to pay for my services, so I didn’t even bring it up. There have been times that I 
didn’t think someone would want to pay full price, so before I even brought up my full 
price, I immediately offered them a discount. There have been times I told someone I 
couldn’t work with them anymore (I had previously been offering them a HUGE discount) 
because I was afraid of what they would say when I told them my new, higher price 
(charging what I was actually worth). 

So instead of giving each of these people a chance to actually think for themselves, I 
essentially made up their mind for them. I told myself “you’re not worth it, so don’t even 
try”. Have you done this before? Have you offered a discount just because you thought 
someone might not be able to afford your service? You may have been afraid of what they 
would think about you if they knew what you charged? 

Every time you offer a discount out of fear (vs sheer generosity), we are telling ourselves 
we are not worth it. We are not worth premium prices. We don’t have what it takes.  

A lot of times, our own personal money stories play into how we view money in business as 
well. Before we can reach our full income potential, we first have to work through our 
money story. 

If we have found ourselves not being able to afford a specific service before, we may let 
that play into our interactions with perspective clients. We may block a potential sale from 
happening because we are approaching the money conversation from a place of fear. 

First, it’s important to remember that money is not bad! This was probably the number one 
thing holding me back from making major income in my business at first.

Growing up in church and a Christian family, for some reason I always thought that making 
more money than I needed to survive was greedy! I set small goals in business because I 
didn’t want to seem selfish to those around me. 

But the truth is that MONEY is not bad. The LOVE of money is where we get into trouble. 
Also, if everyone only made enough money to survive, how would charities and ministries 
survive?  They rely on the generosity of others! 

Here are some common money stories we may be struggling with...
 - Making more money than you need is selfish
 - You should be saving every extra penny
 - Debt is bad 100% of the time
 - I’m bad with money because I never have enough savings
 - Money is evil 

Before you begin bringing in more income, I want you to get really clear on what your money 
story is. What have you been believing about money? 

How have these beliefs shaped your life up to this point? In what ways have they held you 
back?  

Like everything in life, there should always be balance and moderation. Here’s an example of 
how I found balance in my money mindset... 

Do I want to be out of debt? Yes! Do I strive to pay off all of my debt? Yes! But I also have 
learned to extend myself grace and realize that as long as I am making progress in my debt 
then I am moving forward! I allow myself to enjoy some of my money without feeling guilty! I 
give generously, I splurge a little, and I put quite a bit towards debt and savings. This is what 
balance looks like for me. 

That is just my own, personal example... what thoughts do you struggle with regarding money 
and the way you handle money? What guilt do you have regarding money? 

How can you work balance into your mindset about money? How can you be extending 
yourself grace? How can you get rid of that guilt so you can approach money from a place of 
balance and peace?

Your views about yourself and your business play a direct role into the confidence you have 
about your services and your ability to help others. Believe it or not, confidence is one of the 
biggest things that may be holding you back from making impact in the world and bringing in 
more money. 

Do you believe that you have the ability to changes lives because of the services you provide? 
How so? 

Do you believe that there are people in this world who NEED your services? Why do they need 
you specifically? What do you uniquely have to offer? 

Do you believe that you are qualified to help them? How so? 

YOUR MINDSET & PRICING

Your next client is out there RIGHT NOW just waiting for YOU to show up in their lives! They 
need your services and they need your expertise and experience to help them. Do you believe 
this?? 

Are you ready to actually book your first client right now? Why or why not? 

Thought inventory & upper limits. 

When is the last time you thought one of the following... 

- “I hope I am able to make money this month.”
- “Maybe I will book a client next month.”
- “Hopefully my business will be successful.” 
- “I can’t do ______ because I don’t have enough experience.” 
- “Maybe I will reach my goals next month.” 

I love Marie Forleo’s explanation of upper limits... 

“Each of us has an internal thermometer for how much success, wealth, happiness, love, 
and intimacy we’ll let ourselves experience. That’s our upper limit setting. Kind of like our 
success comfort zone. When we exceed our internal thermostat setting and life gets 
super duper OMG good (we have an influx of money, get healthy and thin, find a great 
relationship) – we unconsciously do things to sabotage ourselves, so we can drop back to 
the old, familiar place where we feel in control.”
We often limit ourselves from the success that is possible by allowing negativity to creep 
into our mind. Here are some examples... 

1. Limiting beliefs - thinking something is not possible for us. 

2. Setting upper limits - now allowing ourselves to experience our success because of false 
truths.

3. Worry - allowing our fears to control our thoughts and actions.

4. Letting our past define us - allowing a situation or experience from the past creep into 
our current situation and limit us from moving forward in faith. 

5. Mean girl mentality - allowing that negative voice in our head to speak to us and control 
our actions (I’m not good enough, I’m not needed, I don’t have what it takes, etc.). 

6. Future thinking - thinking so far into the future that we are blinded by the negative things 
that COULD happen. This is like looking at life through a telescope instead of seeing what is 
right in front of us and allowing ourselves to take the next step forward... instead, our future 
fears become magnified and we turn smaller issues into mountains.  

What negative thoughts are you allowing to rule your mind? 

What truth can you speak over these negative thoughts and fears today? 

You don’t NEED to have EVERYTHING figured out to start making money!

Another way we can hold ourselves back from making money is by becoming paralyzed by 
thinking we have to have everything perfect before we move forward. 

You don’t need a perfect sales funnel in order to get visible and make sales. 
You don’t need a freebie or opt-in. 
You don’t need a huge email list. 
You don’t need an instagram account.
You don’t need your own Facebook group. 
You don’t need a completed website or landing page. 

What things have been holding you back from making your frist sale?

What things do you NEED to have in place in order to book your first client? (hint: You don’t 
need a beautiful website, you don’t need a Facebook page, you don’t need a sales funnel.) 
What bare minimums do you need to actually book a client and start making money? 

I always recommend having the following things in place before 
booking your first client. 

- You have to know what services and packages you want to offer. You have to know how you 
want to help them. 

- You should know your program options, pricing, and payment plans (if you offer them). 

- It’s a good idea to have a contract ensuring that you will receive the money you are owed, 
outlining the services you will provide, how the payment(s) will be made, and what should be 
expected from you and your client’s time together. 

- You should have a general idea of your program or services you can provide them. What 
type of things can you work through with them? What is a rough outline of your program that 
you can work through with them? You don’t need a curriculum or workbooks in place before 
booking your first client, you just have to set up clear expectations of what you are able to 
help them with. 

- You should have at least a little practice. While you are waiting to connect with your first 
client, you should be getting visible and connecting with people. This is a great time to offer 
free discover calls and get some practice under your belt. You can not be ready to truly sell 
your services if you don’t have any practice! So if you’re ready to start making money, then 
get out there and start practicing!

- It’s also a good idea to meet with an accountant and figure out how much money you need 
to be saving for taxes from each sale. You can also ask them what you could be doing 
financially to set your business up for success. You may also need to set up a business entity 
(sole prop., LLC, etc.) and business bank account. They can help you with this and usually 
offer free consultations. 

Oftentimes we are limiting ourselves from receiving our first client because we don’t feel 
ready. How can you begin preparing yourself to accept your first client so you FEEL ready?

What things do you actually NEED to have set up and in place for you to confidently accept 
your first client? 

When do you plan on having these things set up so you can accept your first client? 

I want you to reflect on this workbook over the next day or two and I want you to journal 
your thoughts from this workbook. 

- How did it feel to complete this workbook? 

- What things stuck out to you the most while completing this? 

- Were there any profound thoughts or things that you were surprised by? 

- What things do you want to change in your life in light of the things you realized and 
learned from this workbook? 

- Do you really believe that you are capable of reaching your BIG dreams? 

Figuring out your pricing: 

- Take some time to research others who are doing something similar to what you are 
offering. 

- List 3 people who could be your competition. (you can find these people over google, in 
facebook groups, and by asking around)

- Does it look like they have been doing this a while? 
- What do they charge? 

- What education or certifications pertaining to your industry do they have or openly list on 
their website/Facebook? 
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- What programs or packages are others in your industry offer? 

- What do you like about the packages and programs others are offering? 

- What do you dislike about their program and offerings? 

- How much time do you see yourself working with your clients each week?

What problem or pain point do you want to solve for your clients? 

What do you want your program to look like? 

What success will your clients be realizing at the end of your time working with them? 

Make sure that the length of time your program includes is specific to what you actually 
want... not just because others offer a certain time-frame. Until you are really ready for a 
commitment to your clients, I would recommend keeping your program/packages at a 
shorter length of time. 

I want you to be able to easily sell your program/package to your ideal client. I want you to 
be so confident in the value of what you are offering that you believe it truly will transform 
their life for the price they are paying. Because of this, I want you to price your 
program/package at a rate you feel TOTALLY confident in. 

Think about your monthly income goal. How can you raise the price of your program so you 
are closer to that goal? Think about raising your program pricing AND adding more value so 
it truly is worth the price. 

What price do you feel confident charging for your signature program? 

What extra value can you include in your package to help you get closer to your monthly 
income goal with each client? (i.e. unlimited support, longer call times, more negative 
images, longer session times, etc.)

I recommend pricing your program/packages as close to a premium rate as you can and feel 
comfortable with. There are multiple reasons for this... 

- Your perceived credibility goes up if your pricing yourself at premium prices. You are 
perceived as having premium services when you charge premium rates. (The key to this is 
actually having something amazing to offer and being confident in that!)  

- You can focus your attention on selling to fewer potential clients vs selling a lower priced 
package to more people. It’s easier to sell to one person a month at $2,500 vs 4 people at 
$625. If you need to make more sales, you must be connecting 1:1 with more people each 
month, you have to book more discovery calls, you have to put time into building more 
relationships. 

- Clients and customers willing to pay more are putting more value into the service you offer. 

- They are more motivated to get the most out of working with you. They are ready to make 
amazing things happen in their life! 

Do you believe you are worth premium prices? 
What price do you feel AMAZING confident at? 

Next, let’s look at the time you have to dedicate to each client. 

How much time do you have each week to work your business? 

How much time do you need to dedicate to actually business building? This includes discovery 
calls, balancing your business budget, social media marketing, email marketing, etc.

How much time do you need to dedicate on each client per week? This includes your weekly 
calls, your time each week working on their program/package/project, and time emailing with 
them and keeping in contact. 

How many clients do you need each month to reach your monthly financial goal? (This is your 
monthly goal divided by your program/package price)

What does this break down to in time spent on each client per week? 
(for example, if you need to make 5k per month and you need 3 clients per month to get you 
there, and you know you need to spend 3 hours per week on each client, then this means you 
can expect to spend 9 hours per week working directly on your clients. Then you will still need 
to work at networking, accounting, and business building as well.) So what does this look like 
for you? How much time do you need to spend each week specifically on your clients to reach 
your goals? 

What is the total time you need to spend each week on your business? (this is the time 
spent specifically on your clients + time spent behind the scenes business building and 
bringing in new leads).

Do you realistically have time to spend this time on your business? 

Sometimes we need to get creative to create more time for our business. Here are some 
ideas... 

- Hire a house cleaner to come in (even once a month) so we don’t have to spend the time 
cleaning. 

- Hire a mothers helper or sitter to watch our kids, or enroll them in daycare of a parents 
day out program (PDO programs are usually VERY reasonably priced and don’t require you 
to send your kids to daycare for hours every day. You can usually pick your days and 
whether you want to send them full days or half days! 

- Ordering groceries online and having someone else do the shopping for us (there may be 
stores near you that do this for a VERY reasonable price. My local store does this for free if 
we spend over $100 in groceries OR it’s only $2.95 if we spend under $100.) 

- Buying pre-chopped fruits and veggies from the grocery store. Usually this is a really 
reasonably priced option that saves you time during the day. 

- Asking family members or friends for help watching your kids while you begin business 
building. 

Now is the time to get creative wiht this!

At this point, I want you to go back to your journal and write down your conclusion on 
pricing and packaging your services. How do you feel about your pricing? How do you feel 
about the value that the program/package includes? 

Reach out to me if you have any questions and we will discuss this more on our next call! 



“If you truly want to change your life, you must first be willing to 
change your mind.”

- Donald Altman

Hey Girl! Did you know that your mindset plays a HUGE factor in your success? Until you start 
TRULY believing that you are worthy of success, that you ARE enough, that you DO have 
what it takes to help transform lives... you will never reach your full potential! 

It’s time to take control of your thoughts. 

What are you spending your time thinking about yourself? About money? About your 
success? About your business? 

Most of these negative thoughts rolling around in your head are NOT facts. They are just 
your perception of reality!  

What is your money story? 

You know what’s crazy? I have blocked money from coming my way many, many times 
because of my mindset! There have been times that I didn’t think that someone would 
want to pay for my services, so I didn’t even bring it up. There have been times that I 
didn’t think someone would want to pay full price, so before I even brought up my full 
price, I immediately offered them a discount. There have been times I told someone I 
couldn’t work with them anymore (I had previously been offering them a HUGE discount) 
because I was afraid of what they would say when I told them my new, higher price 
(charging what I was actually worth). 

So instead of giving each of these people a chance to actually think for themselves, I 
essentially made up their mind for them. I told myself “you’re not worth it, so don’t even 
try”. Have you done this before? Have you offered a discount just because you thought 
someone might not be able to afford your service? You may have been afraid of what they 
would think about you if they knew what you charged? 

Every time you offer a discount out of fear (vs sheer generosity), we are telling ourselves 
we are not worth it. We are not worth premium prices. We don’t have what it takes.  

A lot of times, our own personal money stories play into how we view money in business as 
well. Before we can reach our full income potential, we first have to work through our 
money story. 

If we have found ourselves not being able to afford a specific service before, we may let 
that play into our interactions with perspective clients. We may block a potential sale from 
happening because we are approaching the money conversation from a place of fear. 

First, it’s important to remember that money is not bad! This was probably the number one 
thing holding me back from making major income in my business at first.

Growing up in church and a Christian family, for some reason I always thought that making 
more money than I needed to survive was greedy! I set small goals in business because I 
didn’t want to seem selfish to those around me. 

But the truth is that MONEY is not bad. The LOVE of money is where we get into trouble. 
Also, if everyone only made enough money to survive, how would charities and ministries 
survive?  They rely on the generosity of others! 

Here are some common money stories we may be struggling with...
 - Making more money than you need is selfish
 - You should be saving every extra penny
 - Debt is bad 100% of the time
 - I’m bad with money because I never have enough savings
 - Money is evil 

Before you begin bringing in more income, I want you to get really clear on what your money 
story is. What have you been believing about money? 

How have these beliefs shaped your life up to this point? In what ways have they held you 
back?  

Like everything in life, there should always be balance and moderation. Here’s an example of 
how I found balance in my money mindset... 

Do I want to be out of debt? Yes! Do I strive to pay off all of my debt? Yes! But I also have 
learned to extend myself grace and realize that as long as I am making progress in my debt 
then I am moving forward! I allow myself to enjoy some of my money without feeling guilty! I 
give generously, I splurge a little, and I put quite a bit towards debt and savings. This is what 
balance looks like for me. 

That is just my own, personal example... what thoughts do you struggle with regarding money 
and the way you handle money? What guilt do you have regarding money? 

How can you work balance into your mindset about money? How can you be extending 
yourself grace? How can you get rid of that guilt so you can approach money from a place of 
balance and peace?

Your views about yourself and your business play a direct role into the confidence you have 
about your services and your ability to help others. Believe it or not, confidence is one of the 
biggest things that may be holding you back from making impact in the world and bringing in 
more money. 

Do you believe that you have the ability to changes lives because of the services you provide? 
How so? 

Do you believe that there are people in this world who NEED your services? Why do they need 
you specifically? What do you uniquely have to offer? 

Do you believe that you are qualified to help them? How so? 

YOUR MINDSET & PRICING

Your next client is out there RIGHT NOW just waiting for YOU to show up in their lives! They 
need your services and they need your expertise and experience to help them. Do you believe 
this?? 

Are you ready to actually book your first client right now? Why or why not? 

Thought inventory & upper limits. 

When is the last time you thought one of the following... 

- “I hope I am able to make money this month.”
- “Maybe I will book a client next month.”
- “Hopefully my business will be successful.” 
- “I can’t do ______ because I don’t have enough experience.” 
- “Maybe I will reach my goals next month.” 

I love Marie Forleo’s explanation of upper limits... 

“Each of us has an internal thermometer for how much success, wealth, happiness, love, 
and intimacy we’ll let ourselves experience. That’s our upper limit setting. Kind of like our 
success comfort zone. When we exceed our internal thermostat setting and life gets 
super duper OMG good (we have an influx of money, get healthy and thin, find a great 
relationship) – we unconsciously do things to sabotage ourselves, so we can drop back to 
the old, familiar place where we feel in control.”
We often limit ourselves from the success that is possible by allowing negativity to creep 
into our mind. Here are some examples... 

1. Limiting beliefs - thinking something is not possible for us. 

2. Setting upper limits - now allowing ourselves to experience our success because of false 
truths.

3. Worry - allowing our fears to control our thoughts and actions.

4. Letting our past define us - allowing a situation or experience from the past creep into 
our current situation and limit us from moving forward in faith. 

5. Mean girl mentality - allowing that negative voice in our head to speak to us and control 
our actions (I’m not good enough, I’m not needed, I don’t have what it takes, etc.). 

6. Future thinking - thinking so far into the future that we are blinded by the negative things 
that COULD happen. This is like looking at life through a telescope instead of seeing what is 
right in front of us and allowing ourselves to take the next step forward... instead, our future 
fears become magnified and we turn smaller issues into mountains.  

What negative thoughts are you allowing to rule your mind? 

What truth can you speak over these negative thoughts and fears today? 

You don’t NEED to have EVERYTHING figured out to start making money!

Another way we can hold ourselves back from making money is by becoming paralyzed by 
thinking we have to have everything perfect before we move forward. 

You don’t need a perfect sales funnel in order to get visible and make sales. 
You don’t need a freebie or opt-in. 
You don’t need a huge email list. 
You don’t need an instagram account.
You don’t need your own Facebook group. 
You don’t need a completed website or landing page. 

What things have been holding you back from making your frist sale?

What things do you NEED to have in place in order to book your first client? (hint: You don’t 
need a beautiful website, you don’t need a Facebook page, you don’t need a sales funnel.) 
What bare minimums do you need to actually book a client and start making money? 

I always recommend having the following things in place before 
booking your first client. 

- You have to know what services and packages you want to offer. You have to know how you 
want to help them. 

- You should know your program options, pricing, and payment plans (if you offer them). 

- It’s a good idea to have a contract ensuring that you will receive the money you are owed, 
outlining the services you will provide, how the payment(s) will be made, and what should be 
expected from you and your client’s time together. 

- You should have a general idea of your program or services you can provide them. What 
type of things can you work through with them? What is a rough outline of your program that 
you can work through with them? You don’t need a curriculum or workbooks in place before 
booking your first client, you just have to set up clear expectations of what you are able to 
help them with. 

- You should have at least a little practice. While you are waiting to connect with your first 
client, you should be getting visible and connecting with people. This is a great time to offer 
free discover calls and get some practice under your belt. You can not be ready to truly sell 
your services if you don’t have any practice! So if you’re ready to start making money, then 
get out there and start practicing!

- It’s also a good idea to meet with an accountant and figure out how much money you need 
to be saving for taxes from each sale. You can also ask them what you could be doing 
financially to set your business up for success. You may also need to set up a business entity 
(sole prop., LLC, etc.) and business bank account. They can help you with this and usually 
offer free consultations. 

Oftentimes we are limiting ourselves from receiving our first client because we don’t feel 
ready. How can you begin preparing yourself to accept your first client so you FEEL ready?

What things do you actually NEED to have set up and in place for you to confidently accept 
your first client? 

When do you plan on having these things set up so you can accept your first client? 

I want you to reflect on this workbook over the next day or two and I want you to journal 
your thoughts from this workbook. 

- How did it feel to complete this workbook? 

- What things stuck out to you the most while completing this? 

- Were there any profound thoughts or things that you were surprised by? 

- What things do you want to change in your life in light of the things you realized and 
learned from this workbook? 

- Do you really believe that you are capable of reaching your BIG dreams? 

Figuring out your pricing: 

- Take some time to research others who are doing something similar to what you are 
offering. 

- List 3 people who could be your competition. (you can find these people over google, in 
facebook groups, and by asking around)

- Does it look like they have been doing this a while? 
- What do they charge? 

- What education or certifications pertaining to your industry do they have or openly list on 
their website/Facebook? 
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- What programs or packages are others in your industry offer? 

- What do you like about the packages and programs others are offering? 

- What do you dislike about their program and offerings? 

- How much time do you see yourself working with your clients each week?

What problem or pain point do you want to solve for your clients? 

What do you want your program to look like? 

What success will your clients be realizing at the end of your time working with them? 

Make sure that the length of time your program includes is specific to what you actually 
want... not just because others offer a certain time-frame. Until you are really ready for a 
commitment to your clients, I would recommend keeping your program/packages at a 
shorter length of time. 

I want you to be able to easily sell your program/package to your ideal client. I want you to 
be so confident in the value of what you are offering that you believe it truly will transform 
their life for the price they are paying. Because of this, I want you to price your 
program/package at a rate you feel TOTALLY confident in. 

Think about your monthly income goal. How can you raise the price of your program so you 
are closer to that goal? Think about raising your program pricing AND adding more value so 
it truly is worth the price. 

What price do you feel confident charging for your signature program? 

What extra value can you include in your package to help you get closer to your monthly 
income goal with each client? (i.e. unlimited support, longer call times, more negative 
images, longer session times, etc.)

I recommend pricing your program/packages as close to a premium rate as you can and feel 
comfortable with. There are multiple reasons for this... 

- Your perceived credibility goes up if your pricing yourself at premium prices. You are 
perceived as having premium services when you charge premium rates. (The key to this is 
actually having something amazing to offer and being confident in that!)  

- You can focus your attention on selling to fewer potential clients vs selling a lower priced 
package to more people. It’s easier to sell to one person a month at $2,500 vs 4 people at 
$625. If you need to make more sales, you must be connecting 1:1 with more people each 
month, you have to book more discovery calls, you have to put time into building more 
relationships. 

- Clients and customers willing to pay more are putting more value into the service you offer. 

- They are more motivated to get the most out of working with you. They are ready to make 
amazing things happen in their life! 

Do you believe you are worth premium prices? 
What price do you feel AMAZING confident at? 

Next, let’s look at the time you have to dedicate to each client. 

How much time do you have each week to work your business? 

How much time do you need to dedicate to actually business building? This includes discovery 
calls, balancing your business budget, social media marketing, email marketing, etc.

How much time do you need to dedicate on each client per week? This includes your weekly 
calls, your time each week working on their program/package/project, and time emailing with 
them and keeping in contact. 

How many clients do you need each month to reach your monthly financial goal? (This is your 
monthly goal divided by your program/package price)

What does this break down to in time spent on each client per week? 
(for example, if you need to make 5k per month and you need 3 clients per month to get you 
there, and you know you need to spend 3 hours per week on each client, then this means you 
can expect to spend 9 hours per week working directly on your clients. Then you will still need 
to work at networking, accounting, and business building as well.) So what does this look like 
for you? How much time do you need to spend each week specifically on your clients to reach 
your goals? 

What is the total time you need to spend each week on your business? (this is the time 
spent specifically on your clients + time spent behind the scenes business building and 
bringing in new leads).

Do you realistically have time to spend this time on your business? 

Sometimes we need to get creative to create more time for our business. Here are some 
ideas... 

- Hire a house cleaner to come in (even once a month) so we don’t have to spend the time
cleaning.

- Hire a mothers helper or sitter to watch our kids, or enroll them in daycare of a parents
day out program (PDO programs are usually VERY reasonably priced and don’t require you
to send your kids to daycare for hours every day. You can usually pick your days and
whether you want to send them full days or half days!

- Ordering groceries online and having someone else do the shopping for us (there may be
stores near you that do this for a VERY reasonable price. My local store does this for free if
we spend over $100 in groceries OR it’s only $2.95 if we spend under $100.)

- Buying pre-chopped fruits and veggies from the grocery store. Usually this is a really
reasonably priced option that saves you time during the day.

- Asking family members or friends for help watching your kids while you begin business
building.

Now is the time to get creative wiht this!

At this point, I want you to go back to your journal and write down your conclusion on 
pricing and packaging your services. How do you feel about your pricing? How do you feel 
about the value that the program/package includes? 

Reach out to me if you have any questions and we will discuss this more on our next call! 
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