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To my inner circle—


You held me through the hardest parts.


You watched me heal.


And you celebrated me before
the pages were finished.


This book isn’t just a milestone;
it’s a mirror of what your love made possible.
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Directory of Scripts


Chapter 1: Pricing as Power


How We Work


Example: How Our Process Works – Bookkeeper/Operations Consultant


Example: How Our Process Works – Web Designer/Creative Service Provider


Example: How Our Process Works – Coach/Strategist/Consultant


Script Option 1: Budget Constraints


Script Option 2: For Trust Concerns


Chapter 2: Raise Your Prices Without Asking Permission


Here’s How We Price Our Work (For New Clients)


Here’s What’s Changing and Why (For Existing Clients)


I Completely Understand Your Concerns. Here’s What’s Changing and Why.


Chapter 3: How to Stop Scope Creep Without Losing the Client


Addressing Scope Creep Early
(Without Tension)


Alternative Script:
Upleveling to a Larger Package


Naming the Pattern and Proposing a Shift


Proactively Offering a Solution


Saying No Professionally


Chapter 4: Your Price is Your Power


Responding to a Discount Request


Uncovering the Client’s True Concern


Navigating a Budget Concern


Requiring a Deposit


Chapter 5: Getting Paid is a System, Not a Suggestion


How My Payment Terms Work


Checking in on Payment


Holding the Boundary


Chapter 6: Boundaries Are a Business Practice


Here’s How I Work


I’m at Capacity


That’s Not Something I Offer


Chapter 7: It’s Okay to Renegotiate


Renegotiating With a Longtime Client


Holding Firm After Pushback


Chapter 8: Off-Boarding is Leadership


Off-boarding Email or Message


Bonus Scripts for Sticky Situations


Asking for the Deposit (Again)


Following Up on Late Payment


Holding the Boundary When a Client Pushes It


Saying No to Free Work


Protecting Your Time


Reinforcing Availability Hours


Off-boarding With Elegance


Redirecting a Scope Creep Request
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The Money Conversation
Invocation


Before you begin, pause.


Breathe in through your nose.
Hold.
Breathe out through your mouth.
Again.
One more time.


You are not just about to read a book.
You are entering a sacred conversation.
One you’ve avoided, desired, resisted, and craved.
One that doesn’t just change your bank account—
it changes your relationship to power.


This isn’t about numbers.
It’s about narratives.
The ones you inherited.


The ones you created.
And the one you’re ready to rewrite.


Let this be your turning point.
Not with urgency.
But with truth.


You are safe to open.
You are ready to remember.
And you are worthy to receive.


Let the Money Conversation begin.
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A Note on Language:
What I Mean by “Field”


You’ll see me use the word “field” throughout this book. When I say, “your field,” I’m not talking about your career, your background, or your network.


I’m talking about the invisible energetic frequency you carry—the one that speaks before you say a word.


Your field is made up of:




• Your nervous system regulation,


• Your emotional patterns,


• Your thoughts and beliefs,


• Your lived experiences, and


• The Soul-coded truth beneath all of it.





Your field communicates how available you are to receive.


It tells the world what is normal for you—financially, relationally, energetically.


The Money Conversation isn’t just about what you say. It’s about what your field permits. This book teaches you how to calibrate your words and your energy, so you’re no longer contradicting yourself in silence.
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Start Here: Download
Your Copy of The Money
Conversation Scriptbook


Want every script from this book in one easy place? Scan the QR code to download your copy of The Money Conversation Scriptbook, your complete collection of every pricing and boundary script from the book.


When you sign up, you’ll also receive “The SUM: Pricing, Profit & Power”—a no-fluff, practical newsletter delivered to your inbox once a month to help you speak the truth, set the standard, and get paid without apology.
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Why Money
Conversations Feel So
Damn Hard—and How
That Ends Here


If you’ve ever hesitated to send an invoice, felt your stomach tighten when a client pushed back on your price, or discounted your work just to avoid the discomfort, you’re not broken. You’re not alone. If your body contracts around money, there’s a disconnect worth correcting.


And I’d be willing to bet you are undercharging.


It’s not because you don’t know your worth. It’s because the line between you and your work has been blurred.


When your service is your presence, your voice, your heart, it’s hard to name a number without feeling like you’re pricing yourself.


I know that blur. I’ve lived it.


Pricing isn’t about worth. It’s about value clarity.


And no one ever taught you how to name it. Out loud. On purpose. Without flinching.


Most of us inherited invisible scripts like:




• Don’t talk about money.


• Be grateful for the work.


• If you charge too much, you’ll lose them.





And so we learned to shrink, soften, second-guess.


Somewhere along the way, we got it twisted. We confused discounting with generosity.


Avoidance with grace.


Politeness with professionalism.




But here’s the truth: Avoiding money conversations is costing you—literally.





Not just income.


But clarity. Boundaries. Self-trust.


This book is here to end that.


Confidence Isn’t a Negotiation. It’s a Frequency.


Most people think pricing is about negotiation—haggling until both sides “feel okay.”


Let’s cut that noise.


When you’re clear on your value and grounded in your process, you don’t negotiate—you calibrate.


You attract aligned clients who don’t need convincing.


You communicate with clean, anchored clarity.


You hold your standards without apology.


I once had a client who prided herself on always negotiating—especially with service providers. The farther she was from the problem, the more liberty she felt to bargain. It made her feel smart. Strategic.


The only time she didn’t “win”? When in negotiation with a landlord who calmy and confidently returned to his value, his process, again and again. No power struggle. No emotional hook. Just clarity. Just frequency.


That’s the energy of pricing from power. It doesn’t need to defend itself—it just holds.


The Right Words Change Everything


You don’t need a script. You need a spine.


The right script doesn’t replace your power—it returns you to it.


When your nervous system braces, your voice can wobble—not because you’re weak, but because your body is preparing for war.


That’s why structure matters.




A script isn’t a crutch. It’s a coded reminder of your leadership.





It helps your body stay in the room until your power becomes second nature.


Inside this book you’ll learn how to:




• Handle pricing objections without flinching.


• Set boundaries without guilt.


• Stand in the value of your work—without apology, over-explaining, or shrinking.





Because once your language matches your energy, everything clicks.


From Underselling to Unapologetic


I didn’t plan to start a business.


I left the corporate world burned out, jumped without a net, and landed in entrepreneurship because I couldn’t not help.


It started with a bookkeeping favor. But what I was actually doing was:




• Rebuilding operations.


• Redesigning systems for small businesses.


• Coaching pricing.





Holding entire backends together—quietly.


And I was charging by the hour—like a side hustle.


The faster I worked, the less I earned.


The more I mastered, the more invisible I became. Because I hadn’t yet owned the transformation I delivered.
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