
Week 6: Making Money With Your Message!



Let’s talk money, honey!

Money is not the root 
of all evil. Greed is. 

And it’s not greedy to 
want money.



Money is freedom.

Money is a neutral 
energetic resource 
that you receive in 

exchange for 
helping people 
solve problems.



Lies we’ve been told about 
money.

• Creative people can’t make 
a good living.

• Things that are fun don’t 
pay well.

• Following your heart is 
irresponsible and will leave 
you broke.



Truth!
• Creative people who charge 

appropriately for their work 
make a great living. 

• A boss can fire you at any time, 
without notice. Corporate jobs 
aren’t stable anymore. 

• Following your heart is the 
only way to live a life you don’t 
hate. And what’s the point of 
living if you hate being alive? 
It’s better to be happy.



How earning a ton of money 
serves you and the world.

Money is freedom. It allows you to do 
what you want, buy what you want, 
support charities you believe in. 

Money stops you from burning out. 
It’s energy. If you give and give 
without receiving, you will burn out. 

When you feel supported and 
fulfilled, you give that energy to the 
world, helping to make it a better 
place. 



Empowered, financially secure people living their 
dreams make the world a better place. 

You’re making the world a better place by deciding to 
believe in yourself and not giving up until you succeed.



How charging money serves your 
clients.

People take things more seriously 
when they invest in them. 

You’re creating space for people 
to rise up into the next level of 
themselves. 

Investing in yourself (and going 
on that internal adventure) is 
really fun. You get to give that 
experience to your clients.



Selling is offering solutions to problems 
in exchange for energy (money).

Selling, done in the right way, is adding 
value. Selling is helping.

It’s saying, hey, I have these tools to 
help you solve a problem. I know you 
like my free, more surface-level 
content. If you’d like to work together 
in a deeper way to achieve your goals, 
here’s how we can do that. 

You’re receiving money  — energy 
— in exchange for helping someone 
solve a problem! How beautiful is that?



How to decide what to charge.

Tune in. What number feels abundant?

Find a number that makes you excited to 
serve people.

Then, make sure the value of your offer 
exceeds the amount charged. 

If you don’t want to lower the price, but 
feel it’s too high for what you’re offering, 
add value. Add bonus resources or extra 
1:1 time to make sure you feel good 
about the value you’re offering to people.



It’s okay to start low and raise as 
you go.

It’s easy to see people charging $1,000 for a 6-
week course and want to start off there. 

The first round of The Big Shift cost $108 for 6 
weeks. The next time it runs, I’ll probably 
charge around $500. 

To start, I decided on a number that I felt good 
about, knowing that even if people hated the 
content, the yoga and overall experience of 
being supported was worth $108.

People ended up loving the content, the course 
continues to change lives, and the prices will 
keep going up as I become more clear in my 
worth and add additional resources.



You have to believe in yourself for 
other people to believe in you.
If you’re not getting the results you want, you have to look at how 

you feel around your price, offer and your ability to serve.

Is your internal narrative saying, “It’s not working. This will never 
work?” Then that’s the result you’ll get!

You have to become the kind of person who gets the results you 
want, before you get the results. When your inner world shifts, your 

outer world follows.

It’s important to do mindset work and learn believe in yourself and 
uplift your energy to change your result. 

See this week’s workbook for an example. 



How to make money with 
your blog.



What doesn’t work?
1. Ads
Ads clutter up your site and don’t pay that much money. 

2. Sponsored posts
Sponsored posts can be great for occasional money, but 
there a few a problems. 

One, you need a large following to make meaningful 
money. 

Two, Sponsored ads erode the trust of your readers, bit 
by bit. 

Even if you only promote products you know and 
believe in, think of how you feel as a fan, to read a post 
about a product and then see that this person you trust 
was paid to endorse a product. 

This could be an occasional source of income, but not 
something to rely on.



What does work? (aka what 
should you offer?)

Questions to ask:
• What are you good at?
• What do you want to 

provide?
• How do you like to deliver 

information?
• What problem can you solve 

that people would be willing 
to pay for?

Reframe: People don’t buy 
things to support you. They buy 
things to solve problems. 



Option 1: Coaching or 
Mentoring

This is the easiest thing to offer at first because there’s 
nothing to create!

FAQs:
• No certification required. 
• You’re helping people set and achieve goals. NOT 

helping them in a therapeutic sense.
• Should have some sort of professional liability 

insurance and disclaimer.

The main difference between coaching and mentoring is 
that mentoring has the energy of taking someone under 
your wing. Coaching is about achieving goals while 
mentoring is more about a way of life.

They’re mostly interchangeable. It’s not about giving 
advice, but supporting people to find their own inner 
truths through powerful questions.

The best coaches and mentors hold a vision of what’s 
possible for someone as they guide that person through 
the weeds to actualize that vision. 



How to get started coaching.

Step 1: 
Offer a few free sessions to get testimonials and 
gain expertise. 

Step 2: 
When you feel ready, create a coaching package. 

Step 3: 
Announce your coaching package to your 
community (through social media and email), 
and sell the spots!



How to create a coaching 
package.

Step 1: 
Define your ideal client. Who do you want to work with? What type 
of person are they? How many people will you work with at once?

Step 2: 
Determine the details. What problem will the coaching solve? What 
will you help people achieve? What does the package include? How 
many sessions? How much will it cost?

Step 3: 
Write the details on a services page on your website or in a Word 
doc, if you want to sell people through email or social media 
messaging. Focus on defining the problem and depicting the desired 
reality, then offering your service as the bridge between those 
worlds.



Option 2: Digital Products and 
Courses

My favorite! Most people start coaching and then 
move into courses and products, but I went the 
opposite. 

I just listened to my intuition, and my path has 
worked out perfectly for me!

Benefits to digital offerings 
• Create it once, sell again and again!
• Reach more people with the same amount of 

effort
• Can be easier to sell, in my experience, because 

launches and start dates provide a natural 
deadline to make people take action

Drawbacks to digital offerings 
• Can take a lot of time to create
• More tech involved
• If your business is launch-based, it creates very 

irregular income



How to make digital offerings
Step 1: 
Make a list of things you want to teach. Pick the thing that feels most 
resonant for you. Trust your intuition! (With all things in business. 
And life.)

Step 2: 
Outline your offer. What topics will you cover? Think about it from 
the student’s perspective. What would someone need to know to 
achieve the desired result?

Step 3: 
How will you deliver it? Audio? PDF? Email? Call or workshop?

Step 4: 
Create!



Tips for successful offerings.

Start small! 
You don’t have to start with a month-long course.

You could create a PDF workbook or guided meditation or anything.

Create what you want to make and not what you think people will 
buy. 
Successful selling comes down to the energy behind the sale. 

To sell something, you have to be truly excited about it. So only create things 
that you cannot help but share with the world. 



Option 3: Affiliate Sales
Affiliate sales are when you promote 
other people’s products and earn a 
commission. 

Every time you promote something 
that makes you money, you must 
disclose this. 

Say something like, “I am a proud 
affiliate of this product, and when you 
purchase using my link, I receive a 
commission from the sale. I only 
promote products I believe in. Thank 
you for your support!)

*(In the United States. Please read the rules for your country.)



Examples of affiliate revenue.
Promote courses via affiliate. 
For example, if you liked this course, and I launched an affiliate 
program, you could help me promote the course during the launch. 

You’d receive a special link and every time someone purchased using 
your link, you'd earn a percentage of the sale.

Amazon affiliates. 
If you sign up to be an Amazon Associate, you can make money by 
linking to anything sold on Amazon. 

So if you, for example, blogged about a book you liked, you could 
include your unique affiliate link and when people bought the book, 
you’d earn a percentage of the sale.



How to make sales!



What you’re really selling is you.
Not your story. Not you as a teacher. But you. 
Help people connect to your energy. Show people 
your lifestyle. Inspire them by being a vision of 
what’s possible. 

Your lifestyle is the result of all that you embody, 
and the result that people can expect from 
working with you. 

Sometimes we have to uplevel internally before 
we can be truly ready to help others uplevel and 
experience their higher vision. 

Who do you need to be in order to create the 
result you desire? (You need to embody the 
energy, attitude, and habits of the person you 
want to be BEFORE you become her.)



Step 1: Get in the right 
mindset.



It’s all about the energy.
Step 1. Overcome limiting beliefs 
around selling. 

If you think that selling is bad or that 
you’re being annoying by making an 
offer, you won’t make any money.

Reframe: Selling is helping. 
You’re helping people find solutions to 
their problems. That’s incredibly valuable. 

You’re doing the world a disservice by not 
making sure everyone knows about your 
life-changing offer.



You must believe in you for 
others to believe in you.

Step 2. Overcome limiting beliefs 
about your own abilities. 

Do you, in the back of your mind, talk 
about how this won’t work? 

Do you have one foot out the door, 
always thinking of a back up plan? Then 
things will feel really hard for you.

Spend time journaling out your fears 
and all the reasons why this won’t work, 
and invest energy into unwinding them. 



“Whether you think you can or think 
you can’t, you’re right.” — Henry Ford

It’s all up to you. Don’t let yourself 
down. Keep going. 



You must be the type of person who gets the 
results you want, in order to get the results.

Step 3. Who do you need to be? 

If you’re not getting the results you want, ask 
yourself, “If I was getting these results, what kind 
of person would I be?”

Think about it this way: People who are 
disciplined and committed achieve success as a 
natural result. It’s not that success makes you 
disciplined and committed. 

If you feel peaceful inside, you’ll create a peaceful 
life. Inner comes first, outer follows.

This isn’t about not being good enough as you are, 
but inspiring yourself to elevate even higher, from 
a place of love and wanting the best for yourself.



That said, take action and then 
let go.

Every day, cultivate faith that your 
dreams are coming true.

Focus on the seeds you plant and 
not the result. 

Have faith that if you continue to 
show up, all your dreams will 
come true! 

They will. They are. But you have 
to show up.



Step 2: Take action. 
Again. And again.



Secrets of soulful selling.

• Be excited about your offer! If 
you’re not excited, nobody else will 
be. 

• Speak boldly and clearly about the 
result your client can expect. 
Results, solutions and 
transformations are what people 
invest in.

• Keep the vibes high. If you feel 
needy, desperate, or unsure of the 
value of your offer, that will come 
through and nobody will buy.



What to include in sales posts 
and emails.

• Stories of transformation — share your previous 
struggles (where your client is now) and the 
transformation that occurred (your client’s desired 
outcome) with the tools you now teach. 

• Why this work matters. Why it’s important. How it 
will change their lives and the world. Be very detailed! 
(Also known as benefits. Always focus on benefits.)

• What’s included. For example, 6 calls, or a 25-page 
PDF, or whatever you’re offering. (Also known as 
features. Important, but benefits are what sells.) 

• What’s the cost of not doing anything? Spell out the 
cost of inaction and what will happen if your ideal 
client does nothing. (Stay in integrity with this and 
make sure it feels good.)

• A reason to act now. Offer a sale, limited time offer, 
limited number of seats, some type of scarcity to 
inspire people to act!



Selling is all about emotional 
connection.

The idea is to connect emotionally to 
people’s hearts. Help your ideal client 
see that you can help them achieve their 
desires and longings. Help them see that 
you understand their current 
frustrations. 

The best way to do this is to share your 
own story of transformation. 

BUT you can tack on a PS call to action 
at the end of any message. It doesn’t 
HAVE to be related. But it does help to 
have more overt sales pitches mixed in 
with your messages of pure value.



Share your own story of transformation around the specific 
tool that you’re offering people help with. 

Highlight the same struggles and desired outcomes that your 
ideal client is experiencing. 

When I launch a course like The Big Shift, my 40-day yoga 
program, I tell the story of how I underwent my own 40-day 
yoga practice and how it changed my life.

I share the exact ways I was struggling — feeling 
disillusioned by life, stuck in resistance and upset about how 
my life had turned out, but not knowing how to change it — 
to how I felt afterward — healed lifelong wounds, cleared 
away stuck energy, connected me deeply to myself and 
helped me see the next steps I could take. 

Then, I end the blogs with… “If you want to learn my exact 
process, you can in The Big Shift…”

How to sell with storytelling.



When you’re not getting the results that you’d like, your mind will spin off into crazy land. 

It’s really important to shift your energy around this, and get into the mindset that everything is exactly as 
it should be… because it is.

During my launches for example, sales are often slow around the middle. I used to get really crazy around 
this, but have learned to just stay positive. 

I’ll journal about why my offer matters, why people need it, take a day or so to get quiet if needed, and 
tune back into the energy of, “it IS working. It IS working.”

Then, I ask my intuition what message people need to hear, and write based off that intuition.

It takes time to learn how to sell and what to say. The key is to practice. Keep showing up and sharing 
stories, and over time, you’ll just get it. 

You’ll learn how to speak to your community, what they want and what they’re struggling with. What their 
doubts, fears and hesitations are, and how to inspire them to take action anyway. 

What this most requires is belief in yourself and what you have to offer. Even if something doesn’t sell, just 
pick yourself back up and try again. 

When it’s not working… 



Step 1: Feel it. 
Feel it in awareness without attaching to the story 
around it. Don’t react mindlessly to disappointment. 
Just breathe it in and wait to act until it passes. 

Step 2: Ask, “How can I learn from this?”
Every setback is a learning opportunity. The 
pathway to success is paved with so-called failures. 
The only way to develop your skills is to do things 
that don’t work and figure out how to change so 
they do work. 

Something not working doesn’t mean it will never 
work, but rather that maybe you need to shift your 
approach or learn something new.

How to deal with 
disappointment.



Journal out your limiting beliefs, doubts and fears and work to see 
them another way! 

Life will prove to you what you already think. The universe isn’t 
going to feel sorry for you and give you a different result. 

You have to dig deep, figure out what within you is holding you back 
from getting the result you want, and then shift. 

It’s not about something being wrong with you. Quite the opposite 
actually. It’s usually some part of you that thinks there IS something 
wrong with you.  That you’re not smart enough, or good things only 
happen to other people, or other people are more talented.

Dig deep. Find out where you’re limiting yourself, and then do the 
work to shift! This is a lifelong, deeply spiritual journey. Keep going, 
growing, and shining!

The practical steps you can take 
to get back in the flow.



Action steps.
1. Keep connecting to your heart through journaling and/or 

meditation daily. 
2. Keep posting on social media and blogging regularly. 
3. What would you like your first offer to be? Outline it, create it, 

and offer it for sale!  
4. Investigate the Week 6 workbook and bonus worksheets.



You now have the basics of everything 
you need to build a blogging empire!

1. Create regular free, valuable content on social media and your 
blog.  

2. Drive traffic to your blog. 
3. Ask people to join your mailing list. Send your audience weekly 

blog posts. 
4. Create offers and ask people to buy them.  
5. Build your community by marketing your blog!



Mantra of the week: 
Even big trees start 

as a little seed.


