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FOREWORD

I feel like through this book I’m sharing my very personal, precious God-appointed gem with the world.

When I first saw Susie, I was attracted to her light and her energy. She was a badass—a woman who made me stop and say “Wow.” What endeared me to her that day was that when I asked her to share her knowledge of wealth and prosperity with me, she asked me to be an auntie to her two African American daughters. She told me she could show them what it meant to be a great woman, but not a powerful black woman. So she asked me to be their auntie, and I accepted. I have to tell you that one request literally melted my heart.

Most people who know me or have seen me speak have heard my story about meeting Susie. I knew I had the gift of oration, the gift of connection, and the gift of inspiration, along with the dream of building a business to serve and inspire others to transform their lives. But I did not know how to pull the pieces together. Then Susie walked into my life.

Even then, God was thinking of what we could do together in the world because we were breaking molds in each other’s lives. At that time, I had never been asked to help a white woman. And I had never asked a white woman to mentor or coach me. There was a dividing line in society that I had never crossed. I know others had, but I had not. Then this blond-haired, hazel-eyed woman came into my life and became the catalyst and one of the cornerstones of my business turnaround and the success of my career.

Susie helped me to transform my life and my business into the success it is today. I literally traveled from welfare to Wall Street. I think people would call my journey from bootstrap to big time, where I was able to power my profits, and Susie was the light on my path.

Over the years, Susie became nothing short of oxygen for me. I say that because when I could not find my own strength to continue to see possibility in myself, she lent me hers. She was willing to pardon my limited mindset and repeatedly teach me the skill set and mindset that I needed to build my dream. I was born to be a speaker. But Susie taught me how to be an effective, results-driven, outcome-producing CEO. My gift has made me popular, but my CEO skill set has made me a successful businesswoman.

Susie is the one who taught me how to add systems and infrastructure to my gifts. She taught me how to understand and use numbers in my business, rather than being afraid of them. She helped me heal my relationship with money. If you are willing to trust where she is, instead of being committed to staying where you are, she can take you to the place you say you want to go.

Susie awakens something in you. She is an inspired teacher, trainer, and coach with the ability to fill the gap if you listen, implement, and stay in action on what she’s taught you. If you do, your life will transform; it cannot stay the same.

Looking back, the best part about working with Susie, as I hope you discover, was her ability to show me what I wasn’t seeing. She lit up my blind spots and showed me how to put the pieces of the puzzle together. And when that happened, I started getting results. I discovered that I wasn’t a victim of my business; I was driving my business. She moved me from the backseat to the driver’s seat of my business. That was the most exciting part.

What Susie teaches you is not going to be absorbed overnight. She’s not going to give you something that you consume, digest, and wake up knowing all the systems for. You have to walk with it; you have to be with it; and you have to sign up to be her student for a while.

She makes the complex seem easy, and she makes the numbers fun. But the strength of the system she helps you build makes your business sustainable and larger than you. Beware of the hardest part of working with Susie: she holds the bar pretty damn high. Believe me, she had me running. She will stretch you and encourage you to dig down deeper and reach up higher than you ever imagined. But don’t you owe it to yourself to build something that can evolve into a legacy versus just a moment?

I was so fortunate to have Susie as my coach. I am a coach today because a coach stepped into my life and disrupted it so beautifully. I never planned to have coaching as a part of my business. It wasn’t until Susie became an intricate part of transforming my life that I felt like I owed it to other entrepreneurs to give them the gift I received.

I trust that you will receive this gift of being guided by Susie. What she has in store for you is worth every ounce of your energy, every minute of your time, and every bit of your attention. And you are worth it.

—Lisa Nichols,

bestselling author,

CEO of Motivating the Masses Inc.






Introduction PUTTING ON YOUR BIG GIRL PANTIES


This book is for all of us who have tried to bootstrap, bubble-gum, and duct-tape our way to figuring out how to run a successful business. It is also for those who want to make money for themselves instead of working for others, but don’t know where to begin. It is for those who have grown a business to a certain height, but can’t seem to get over the hump and take it to the next level. And it is for every entrepreneur in between.

In this book, I share the journey of how I mapped out building four multimillion-dollar businesses. I started from scratch and bootstrapped my way to powerful profits, but it wasn’t always easy. I didn’t have money and a plan handed to me with the encouragement to “go out there and have fun.” Nobody told me “we’ve got your back.” I didn’t have examples to follow because my parents weren’t entrepreneurs. And I didn’t start with a business degree, or go to a formal business school.

I learned everything about business through trial and a lot of error, books, seminars, audio programs, online programs, and hiring business coaches. I have taken courses in sales, communication, leadership, management, business strategy, diversity, social media, and personal development, to name a few. I basically learned what I needed when I needed it. If I experienced a legal issue, I learned about business law, so I could protect my business and its assets. If I had issues with employees, I took a course on human resource management so I could grow as a manager and leader.

BE HUNGRY

Looking back on my childhood, I didn’t know what an entrepreneur was, but I knew I had to be one. I was hungry, both figuratively and literally, because I grew up with eight brothers and sisters—my small house had nine kids in it, including me. My dad was in the military and my stepmom was a seamstress, so we were a blue-collar family. Finance was not discussed in my house; it was a dirty word. If we ran out of food before our bimonthly shopping trip to the commissary, meals were thin until the next payday. From an early age, I learned not to ask for money because there wasn’t any. If I wanted to go to cheer camp or take gymnastics, I had to figure out a way to make it happen.

I became entrepreneurial without even realizing it. At home, we used to make cookies in three-dozen batches. Each of us kids would have a certain number of cookies. My siblings would gobble their cookies rather quickly, but I would wait until everyone else ate theirs, and use mine for bartering. I would trade my cookies to avoid my chores. Our chore list would rotate each week, but washing dishes for eleven people was a tough one. So I would say, “Wash my dishes and I’ll give you a cookie.” It worked every time. I did the same thing with my Halloween and Easter candies—hold and trade. That is why I am still not big on sweets!

Back then, I knew that we were lucky to get school clothes; even if they were from thrift stores or yard sales, they were still new to me. Everything in my family was a hand-me-down, and with six girls and three boys, there weren’t a lot of extras—even your underwear was a hand-me-down. I knew that I had to make some money so I could buy my own underwear! I didn’t want to go to the Goodwill and buy my school clothes; I didn’t want to go to my friends’ yard sales and buy their used clothes. I wanted my own clothes and I wanted to be able to buy what I wanted when I wanted.

When I was a young girl, my dad shared this with me, “Sue, you can have whatever you want. Just get a job, work hard, and earn it.”

GET YOUR PANTIES IN A BUNCH

At twelve years old, you had to be creative to make money. I sold catalog products door-to-door, but I lived in a poor community, so that didn’t last long. I cleaned houses, washed windows, did yard work, did laundry, and babysat to start rubbing nickels together. I remember the first time I made money: I went down to the dime store, and they had a bin of panties for a dollar a pair. I bought ten pairs! They had flowers on them and were in different colors. They were beautiful. For the first time, I had something of my own I didn’t have to share with anyone else. (I had to hide them from my sisters because when you have a family that big, everything is fair game.)

My mom made all of the school clothes we didn’t get secondhand. She was a seamstress in a men’s clothing store, so the fabric was cheap. But I wanted store-bought clothes that still had tags on them. I wanted something from a store like Contemporary Fashion, which was trendy, yet inexpensive. I realized that if I wanted nice things, if I wanted anything, I just had to figure out how to make the money to get it. That began my journey into entrepreneurship and my lifelong quest of visualizing, dreaming, and creating my future. I learned that everything you want is at your fingertips, and everything you desire you could create with a vision, a plan, and a strategy.

Growing up in a big family, there were a lot of conversations, but we never discussed college. My dad’s rule was that when you turned eighteen, you were supposed to get a job or get married. That was a woman’s role: find a good husband. Well, I didn’t know what a good husband was. At seventeen, I moved out. I figured it was one less mouth to feed for my parents, and that was a good thing, right? So I wrote a note, packed up my things, and moved in with six roommates: five boys and a girlfriend of mine. We shared a room. Wow, what an eye-opening experience that was. I worked nights at the Kentucky Fried Chicken and went to high school during the day. Needless to say, my parents were a little upset with me leaving a note and just leaving, but I thought I was doing them a favor.

FINDING MY GROOVE

My life forever changed when I went to cosmetology school after graduating from high school. I always loved making people beautiful; it was fun, glamorous, and exciting. It was beautiful. Everybody dressed up, and it felt very “Hollywood.” It was something that I really wanted to be a part of, and I was really good at it. I was great at making friends with clients and they gave amazing tips! I was blown away by how generous people could be when they felt served. The benefit of growing up in a big family is it that it came natural to me to take care of people.

The challenge as a hairdresser was you had to build a clientele, you had to market yourself, you had to upsell, and you had to work as fast as your mouth could talk to make any money. I won’t lie; for those first several years I was on the struggle bus. I was always working another job just to make ends meet. But I knew if I could figure the business part out, I could make a lot of money. So over the next few years (and really, every year since), I studied. I went to the library, to bookstores, and business seminars. I started to understand the process of building a business.

The biggest learning experience came in my twenties, when I hired a coach who charged me more than a thousand dollars to help me with my business. As a single mom raising two kids, I was scared to death to invest that money in myself, but I knew I didn’t know how to grow a business. I have always been willing to bet on me! I believed if I just knew what to do, I could make it happen.

I will share a little more about what my coach helped me to do in the next chapter, but I know that was the best investment I ever made. It made me realize that I could pay experts to guide me and shorten my learning curve. I also realized that when I had a business plan and accountability, I could excel. That year I went from making $25,000 to more than $75,000! The following year my sales doubled again, and the year after, they doubled again. I started to see that this business thing was fun!

TIME TO HAVE SERIOUS FUN

Eventually I was making $250,000 a year as a hairdresser and only working three days per week. The next step was to be an owner. I didn’t understand what it took to be a salon owner, but hindsight is 20/20. The investment I needed to buy the salon was $30,000, so I created a business contract to borrow the money from my father-in-law, and I agreed to pay him back with interest.

It was a beautiful salon. The seller had sunk $150,000 into it, but she couldn’t make it work. My business partner and I knew we could do better. We created a business plan and did all the financial projections. We knew that we could make it a one-million-dollar salon. It took us two years with only six styling stations, but we hit our mark by changing the business from a booth rental scenario with independent contractors to a commission salon. For context, at the time, the average salon that produced a million dollars had thirty technicians and/or stations. Switching up the model, we could increase that significantly. In our salon, we decided that stylists would get a commission on everything that they made instead of paying for their spot or their booth. Previously, as a landlord, you could only earn about $7,200 a week by renting out each chair for about $300 a week. Using the commission method, we increased our profits dramatically! In San Diego at that time, 80 percent of the salons and spas were staffed by independent contractors. So what we were doing was definitely against the grain at the time, but it worked out in the long run.

As is true with each business I have created since then, I started that business with the idea that I would sell it. (I had no idea who would ever buy it, but I built it with a buyer in mind.) I would teach the technicians what it took me years to learn how to do! Each business brought me one step closer to financial freedom. Each business taught me the skills I needed to go to the next level. I went on to build the largest training and development company in the beauty industry by teaching others how to run a salon effectively. I also built the largest online platform for the beauty industry and won the Microsoft Innovative Business Award. Since then I have sold businesses for millions of dollars and helped others to grow theirs by millions. That’s how I became the profit coach!

My clients would come to me with any number of problems. Many were not generating the money they felt they could be, others were making lots of money but had nothing to show for it, and others just had no idea how their businesses were doing. When I helped them create systems that allowed them to make more money, keep more money, and track their money, they started calling me their profit coach. It really rang true for me. I not only help my clients to create more money in their businesses, I also help them to grow their financial wealth, overall prosperity, and business profitability.


WHAT’S NEXT FOR YOU

This book will help you to develop your plan, as I hold your hand through the journey of building your own empire! Through these pages you will realize that wealth is your birthright, something I’ve turned into a slogan because I believe it so deeply. Everyone is born with the capacity for greatness. Yet it is something that we build; no one hands it to you, and no one knights you! You choose it, you cultivate it, and you generate it.

In the very first chapter, you will realize that in order to create something new, you must let go of the old you. The old beliefs, the old patterns, and your old self-sabotage have to go. I want to take out what’s hard and put the fun into business. Let me tell you, nothing is more fun than making the money you dreamed of making. Nothing is better than hitting the goals you put on your dream board and your goal board. Nothing is more satisfying than looking all those haters in the eye and saying, “I DID IT!”

This can go either way: it can be a good read, or it can be the life-changing experience you have been looking for. In each chapter, I will share “client spotlights” that show by example how some of the strategies I discuss were implemented by my clients and the impact that they had. (Several client names have been changed to protect their identities, but their situations are real.) This means they worked through an issue by applying what they learned, and you can, too!

I encourage you to keep a pencil at your side as you read. Make notes, answer questions, and do the assessments in each chapter. The “Step into the Big Time” sections of each chapter will help you to be honest about where you are so you can move to where you would rather be as a successful entrepreneur. If you do the work throughout this book, you will get the dynamic results that many of my clients have achieved.

I have worked with thousands of clients all over the world, and it’s the same everywhere. Business is business is business! We just have a few formulas and projections we need to create, and a few systems to put in place, and you can be on your way to a profitable business. This is freeing. You deserve it. I know that if you follow the plan, your world will change forever! Mine did.






Chapter One MASTERING YOUR MINDSET


Back in 2005, I received an offer to buy my business for millions of dollars. I had started as a hairdresser making twenty-five thousand dollars per year, and I created a beauty industry giant that sold for millions! Can you imagine? I always built my businesses as if they would one day be sold and now that time had finally come. When I started, I had no idea who would buy it, but putting a plan in place and building business systems helped me to live that American dream. All of the envisioning, goal setting, hard work, commitment, and dedication had come to fruition.

Do you have a business idea that you want to get off the ground? Do you have an existing business and a dream without a clear path to how you will make it come true? Are you working hard in your business without backup and support from others? I know what that’s like. Why would a beauty school graduate who grew up poor ever have hope of growing million-dollar businesses? That is exactly what I did. And now you can, too. This book will help you to map that out for yourself. This book is the journey; it leaves the bread crumbs on the path to powerful profitability.

It took me twenty years to build three multimillion-dollar businesses of my own while creating millions for others. This single mom with two little girls who was once afraid to invest in her business is now helping others—helping you—to unpack the journey so you won’t have to wait so long to achieve the same results. I am going to share with you the lessons I had to learn the hard way. I am going to challenge you to take the actions that I know will lead you to business success.

You may still have obstacles to overcome or issues to work through. Still, I know that though we may have limiting beliefs that threaten to block our paths, we can knock them down. We can let go of the hurts, mental blocks, and bonds that hold us back. We can drop the baggage and have the business of our wildest dreams. It all starts in our minds.

WHERE OUR MINDSETS COME FROM

When I was six years old, my mom dropped me and my sisters off at my dad’s house and said, “Oh, I’ll be back.”

It was Easter. I had a little basket, and I wore a pretty dress. My mom said she would be back for me, so I sat on the front porch in my cute little dress and waited for her. I really thought she would be back.

After a few hours, my dad came out on the porch and told me that I should come inside because she wasn’t coming back.

“No, she’ll be back,” I insisted. “I’ll wait here.”

“Honey, she’s not coming back for you. Come inside.”

“No, she said she’s coming back, so she’s coming back.”

After a while, I finally went into the house. “Okay,” I conceded, “we’re spending the night, but tomorrow, she’ll be back.”

The next day I went out outside and sat on the porch. My dad came outside and said, “She’s not coming back.”

“No, she’s coming back.”

He said, “Honey, she’s not coming back. She left you and your sisters; she’s not coming back.”

For years, I just remembered sitting on that porch. I quit saying “she’s coming back,” and I quit waiting for her to. She really did leave me. That experience made me believe that if I were better, if I were good enough, if I were the perfect child, then she wouldn’t have left me.

Beliefs like that can work for you and they can work against you. On the one hand, they will make you beat yourself up. Can you relate? Were you ever told that you didn’t matter or you were not enough? On the other hand, beliefs like that can make you fight to be better than the best. You don’t want to feel bad about yourself, so you work harder than anyone else to stay on top. It becomes the classic double-edged sword.

GRABBING YOUR BAGGAGE

Many of us pick up and carry baggage, hurts, and limiting beliefs from our childhoods that impact our current success. If you feel that you are not worthy, you may unconsciously block your own success at every opportunity. If you don’t choose to let go of what no longer serves you, it can keep you from your destiny, your greatness. It may also blind you to the opportunities that are all around you. I often say that your net worth will only go as high as your self-worth. If you are feeling down on yourself, you might not grow as far as you are able. That baggage may hold you down. For example, if you don’t believe you are worthy of your hourly rate or your salary, you may lack confidence in a conversation with a potential client, and instead of showing them your value and asking them to pay it, you just tell them about your services and hope they will decide to buy. You won’t ask them to buy; you just hope they will and wonder why they don’t. Lots of money will slip through your fingers that way.

As that little girl abandoned on the front porch, I grabbed the baggage of not being worthy. I wasn’t enough to make my mother come back. As I grew up, not being enough became a theme, and my behaviors and actions reflected that, even though I did not realize it at first. My double-edged sword came out as always striving to be better. I would say, “I’ll show you.”

“I’ll prove to my family. I’ll prove to my dad. I am somebody.” On the flip side of the sword, life kicked me in the face when I chose unhealthy relationships. My marriage was not healthy—I just patterned what my parents did, which was a mess.

That baggage kept me from trusting friends or people in general, and I was slow to let people into my circle. When people did enter my life, I was generous to a fault because I didn’t want people to leave. I wanted them to stay and love me. I didn’t want to be left again. I also began to believe that if I could make enough money, then I would be good enough. If I had the right job or business, then I would be good enough. If I had the right car, then I would be good enough. If I had the right house in the right neighborhood—you fill in the rest.

It was all the material things you think are going to make you good enough, but that’s just an empty shell game until you get to the root cause. I just kept trying to fill this void. This was true in both my personal and business life. Instead of letting poor-performing employees go, I would work harder and take up their slack so I didn’t have to fire them. I wanted them to like me, so I didn’t do what was best for the business; I did what fed my limiting beliefs about myself. Actions like that cost me in both time and money.

If that little girl didn’t learn to release her baggage by digging to the root cause, she could have allowed the feeling of not being enough to keep her from her greatness. She might have played small and decided she couldn’t strive to make lots of money in business because no one would love her enough to pay her—she didn’t have enough value. But instead, over time, and through personal development coaching, she chose to use those limiting beliefs as fuel to fight to be better than the best.

I am not that little girl anymore. But having worked through and released that baggage doesn’t mean that my mind chatter doesn’t get loud on occasion, trying to tell me that I am not enough. Now I know how to turn it off. Now I can thank it for sharing, but send it away so that it doesn’t negatively impact me. I now recognize when that negative mind chatter arises, and I know that I am the cause of it. When I take responsibility for that chatter, I can do something to change it. I have control.

That ability to shift my mindset in a way that serves me didn’t come naturally. I have been working on it since the early nineties. Since then, I have been learning how to transform my thoughts. I’ve learned how to drive those thoughts that become my actions, and to watch those actions lead to my results. Personal development is not something you “do” once and then forget. It is a continuous learning opportunity that allows you to walk on a path of success. If I am not involved in some form of personal development, I could stay stuck inside of mediocrity. And I don’t want to be.

The intention of this book is not to work through all of the personal development tools available, but I encourage you to tap into resources that can help you to release, let go, and open up to growth. This is important because if you bring the wrong mindset to planning your business, you will not be as successful, or you will sabotage that success. You cannot have a mindset of lack and limitation and expect abundance and great opportunity. Alignment of positive thought and action will be required.


#MondayMotivation

“If I am not involved in some form of personal development, I could stay stuck inside of mediocrity. And I don’t want to be.”

—SUSIE CARDER



Is there something that happened in your life that you recognize as deadweight? Is there something that has held you back from the success you want and deserve? Whether you feel something was done to you, or you’re stuck in a negative behavior you can’t break out of, it is time to recognize you are responsible. You may not be to blame, but you are responsible for how it impacts your life. If you continue to see problems arise in your career or in meeting your goals, you must recognize that you are always there. Perhaps the common denominator is you.

That may sound harsh, especially if you feel that you were dealt a bad hand, but the sooner you realize it, the sooner you can understand its truth and then let it go. When you accept responsibility, you then have the power to change it. If it is always someone else’s fault, that means you are powerless to make things different. “If only the economy weren’t so bad” or “If only he didn’t cheat me out of that deal” or “If only my parents had paid for my education” or any other hypothetical situation cannot absorb the blame for where you are in life. The blame game will never give you the power to make a change. Let go of the if onlys and complaining to take action to change your situation.


CLIENT SPOTLIGHT: HOW NICOLE’S BAGGAGE WAS WEIGHING HER DOWN

I had a client named Nicole, who was an interior decorator. She came to me because she didn’t believe in herself or her ability to make money from her business. Nicole’s husband was a neurosurgeon, and she really didn’t need to work, but she loved interior design and had been doing it for several years without making any money. She wanted to take things slow and be methodical as she proved to her husband, who thought of her business as a hobby, that she could generate enough money to take her family on a European vacation.

When I began working with Nicole, it became clear that her lack of confidence in herself made it difficult for her to charge what she needed to make any money. That was her mindset. She wasn’t feeling valued and she didn’t command value for her work. So our work started with some personal development. For example, I had her put a “badass list” together; it’s a list of all the things that she’d accomplished, from her education to her awards to personal achievements. This helped Nicole to start owning her expertise. People weren’t just hiring her, the person; they were paying for her skill set and her talent. Shifting that is one of the biggest and hardest parts we entrepreneurs face. We make it about us, and if we don’t feel worthy, we don’t command the fees we deserve.

After addressing this, step one is always the business plan. In the plan, we addressed questions like, what’s your big why? You need something that is going to make you get out of bed in the morning. For Nicole, that was making her husband proud and her funding the European vacation.

Who’s your ideal client? Nicole was serving friends, but not feeling comfortable charging them. The solution? Stop serving friends and join a networking group to meet those ideal clients who will see your value and be willing to pay for it. Nicole had to get comfortable asking them for money for what she was doing.

Through the planning, we did financial projections and figured out, based on her overhead, what we needed to charge. We determined her products and offerings, developed a marketing plan to spread the word, drew up a financial plan to pay for it and get paid, and then created the systems (like accounting and client management) to support her step-by-step growth. This written plan became her road map.

By Nicole sticking to her plan, going into networking groups and meeting more of her ideal clients, and being more comfortable asking for money, I helped her to grow her business to $50,000 in the first year, $150,000 in the second year, $300,000 in the third year, and to a European vacation in the fourth year! The right mindset, coupled with a plan, made all the difference.




BELIEF VERSUS ACTION IN CREATING YOUR BUSINESS REALITY (E + R = O)

Think about this concept of responsibility for a moment: if there are others out there who were dealt the same bad hand as you, how come some of them are very successful, and you are not? They all experienced the same thing. Why aren’t all businesses suffering in a down economy? Why do others have great strategic partnerships? How do some people find a way to work through school or win scholarships? How do some succeed without the degree? It was their response to life events that allowed them to have a different outcome.

In other words, what happens to you in life (E) generates your response (R), which determines your outcome (O). So, if your business isn’t as successful as you want it to be, choose a different response to change the outcome. If you are not happy in the relationship you are in, and you normally just complain to your girlfriends, choose another response. If you don’t want the same lackluster results (outcomes), change your response.

If you just stay in your present moment, believing this is all there is, you will not take the action required to produce a different result. And even more important, if you don’t believe you can achieve different results, you probably won’t. You bear more fruit from what you believe than from what you think. For example, if you think you want to make an extra six figures of business income, but you believe that you aren’t good enough to make more than $100,000 per year, you may never reach those extra six figures. Or you might make the extra money, then sabotage yourself and squander it to get you back to your financial comfort zone. Your underlying beliefs are very strong and will determine your rate of success. Beliefs can propel you forward, but they can also hold you back.

Think of this formula whenever you get stuck in the mindset that you can’t make something work: E + R = O. Events plus your response to them determines your outcome. Choose to think and do something different to reach a different result. Challenge your existing belief that has gotten you to where you are, and decide to change that belief so you can get to the next level. If, as you think about it, you recognize that you are holding on to a belief that does not serve you and won’t help you to grow (like “I’ll never find enough clients to make another thousand this month”), write that belief down. As you read it to yourself, ask if that is a true statement. If it is false, choose to release it and let it go. In this example, many people have been able to make an extra thousand dollars in a month, so it is possible. So that belief is false. Next, write down a new empowering statement to replace it. For example, “I easily attract all the clients I desire to reach my revenue goals.”

OPEN YOUR MIND TO NEW POSSIBILITIES

Given that you are responsible for your life and your business’s results (as author Joe Vitale says, “It’s not your fault, but it is your responsibility”), you can now choose to allow yourself to grow a business with ease and joy. Sounds crazy, but it’s true.

You might say, “I worked hard to get my business where it is. It’s not all roses and unicorn farts, you know.”

I know. I get it. I worked hard to create my first ten million—only to lose it and get it back again. I know that it is not always easy; I have the skinned knees to prove it.

But it is fun to know that I am responsible for my own results. When you finally get that and can say, “I really am the designer of my own future,” it is powerful. I can say, “I have a high school education, and I am a multimillionaire.” How does that happen? I could just have a minimum wage job. As the designer of my own future, who is not limited by my environment or my beliefs, I can ask, “What do I want to design? What do I want to create?” And then I can take action and do that!

That reminds me of something else that happened when I was a kid. I was in seventh grade. I remember going to my friend Joanie Ring’s house. I grew up with nine brothers and sisters, so there were eleven people in our three-bedroom home. That was just normal for me. My other friends were in a similar situation but without as many kids.

Joanie was having a pool party. We went to her house. Everything was immaculate and pristine white. They had five bedrooms, and there were only two daughters living there with their parents! They had this big, beautiful pool. That day, to me, was the first time I saw possibilities. It was the first time I opened up to the thought, What could life be like? Thinking of my friend Joanie I said, “If she can do it, I can do it.” (Never mind that her parents were the ones doing it!) In that moment, I embraced another possibility. It was vision boarding before it was a thing. I said, “Here’s what I see,” and I held on to that. I didn’t want to live in my current circumstances; I wanted that new possibility.

So I set my life up from a very early age to say “What are the things that I like, and how do I get those?” There was no “I’m not going to get it.” It was always “How do I get it? How much money do I need to make? What kind of job do I need to have?” And I set my mind to doing what it took to create the experience I wanted to have. I took responsibility, and I took action. I decided that I wasn’t going to let my current situation affect my future realization.

STIRRING UP YOUR REBEL CHILD

Think back to a time in your youth where you had a spark of imagination or a dream so big that it bubbled up and made you smile. When we were kids, we had all these great dreams and aspirations. Then our influencers (parents, teachers, families, friends, and authority figures) chimed in and told us that it was not possible, that it’s never been done before, or to stop dreaming and face “reality.” What they didn’t tell us is that we create our own reality. We bring about what we want to see in our lives or what we expect to see in our lives. So, as a child, if you expected that all you would see were the same struggles, the same poverty, and same disappointment as those around you, that might be where you ended up. But since you are reading this book, you obviously decided to see beyond that. You knew somewhere inside that you were destined for more. And you know what? You are. You can have it all.

You don’t need my permission to do anything, but I want to give it to you anyway. You have the right to want whatever you want. You have the right to create an awesome business that you love and that your clients love working with. You have the ability to create success, abundance, and wealth beyond measure.

Stir up that rebel child who is not willing to settle, who loves dreaming of possibilities, and who has the desire, belief, and courage to stand up for what she believes in. I encourage you to stir up that rebel child when someone tells you that your business won’t survive. Stir her up when someone doubts the value of your company. Stir that rebel child up when doubters try to tell you that you can’t grow to the next level. Don’t allow someone else’s doubts to become beliefs for you. You can power your profits. And I am here to help you to do just that.


“Wealth is your birthright!”

—SUSIE CARDER



VISUALIZE YOUR BEST BUSINESS NOW

Take a moment to think of your business (your current one or a new one). If failure were not an option, and resources were infinite, what would your ideal business look like? Go ahead, close your eyes for a minute, and think about it. If you had all the resources in the world and the perfect team members and the ideal location and the perfect strategy, what would your business look like? What level of sales are you reaching? What kind of clients are you serving? What stages are you appearing on? What systems do you have in place that allow you to work on your business and not in it? Also, look ahead and visualize how many team members you have, what they say about working with your business, how many products or units you are selling, what vision of the business you are fulfilling, and how your customers say they feel when they experience your product.

Take some time to think about those questions, and write down your answers. Have fun with it and make it whatever you want to see.
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Writing these down will help you gain clarity and aid you in refining your mission statement in the planning chapter. If you can see your ideal business in your mind’s eye, then you can start building the road map to having that ideal business.


#MondayMotivation

“The future you see is the future you get.”

—ROBERT G. ALLEN



One great thing about visualizing your business at its peak (and writing it down) is that you can hold that vision and then ask yourself, “How did I get here?”

If you act with the end in mind, you will do what is necessary to create the vision you imagined at the outset. As Neville Goddard, a mid-twentieth-century thinker, said, “There is a wide difference between thinking of what you want in this world and thinking from what you want.”1 If you start with the end in mind, you are at your destination looking back to your present moment. You are thinking from what you want to create. Then you can follow the path that leads you there.

One of the primary reasons a business fails is lack of clear, concise goals and a plan to get there. If you have a clear vision of what you want to create in your business, and you establish a plan to take you there, you have every right to expect success. As you will learn in this book, I believe that having a detailed, written plan is critical to your success. And whether you are starting from scratch or you are starting anew, using what you learn herein will change that plan for the better.

Start that planning now by taking the time to see yourself and your business at its pinnacle. Use the exercise below as a thought starter and write down what that vision looks like and how you will feel when you reach it. Keep that written vision handy as you work through this book.

YOUR IDEAL BUSINESS—EXERCISE

Fill in the blanks below using your ideal business concept.

I am so grateful that one year from now (you can stretch this out if you want), my ideal business generates $_________ in annual revenue. My personal, annual salary from my business is $_________. I can make contributions (giving and tithing) of $_________ each year because of my success.

My “Big Why” for creating this awesome business was to:
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My ideal clients are those who:
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My clients love the products/services we provide, which include:
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It feels so good to know that we are known in our community/across the nation/around the world for:
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I love that this business allows me to have and feel:
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Say to yourself, “Who could have known that this business would be so fun and exciting to be a part of while being so successful? I love the impact I am making in the world!” If you need more space to write about your fabulous business that brings you joy while you serve others, grab a journal or notebook that you can use as you work through this book. That way, you can keep all of your thoughts, ideas, and information together.

REPRESENTING YOUR VISION OF SUCCESS

It is not enough to have a goal of bootstrapping to the big time in your business. You have to be truly committed to achieving the results that you say you want. If you cannot see yourself becoming who you have to be to achieve your goals, you may never get there. Passion fuels the persistence required to persevere.

When I think about what matters to me and why I want to achieve my goals, I have three priorities: faith, family, and then my business/career. I am not here just to work and have successful businesses. The beautiful thing for me is that my life purpose and my business are in alignment: they are one. That is not always true for everyone. When I took Barbara De Angelis’s course, one of the things that really hit home with me was that sometimes your job allows you to live your purpose and sometimes your job is your purpose. During that time, my salon was my job or my investor; it funded my dream business, which was a training business.

A job is not a purpose for a lot of people. Some people get out of work every day and think, I’ve got to go find something else. Well, if your life’s passion is working with youth at risk, or helping battered women, or saving the dolphins, your purpose may not be your job, but your job may allow you the financial ability to go live your purpose. And that’s okay. As long as your purpose is incorporated in your everyday life, it need not be what you do for a living to pay the bills. You may even have to work two jobs to build your dream. I just happen to be lucky that my life purpose is now my job, and I designed it that way.

When I designed it, I didn’t know how to pay for it or how to make it pay me. I didn’t know the business side of empowering people. When I looked at what I loved doing, I just knew that I loved empowering people. Then I thought, Well, how do you make money at that? I had to learn about the education I needed now that I understood what my passion and my purpose was; I took courses in sales, leadership, communication, entrepreneurship, personality profiles, and strategic development. I learned all I could from business experts and library books to help me to live with passion and purpose, and yet I realized it didn’t have to be my job.

In the marketplace right now, there’s this pressure that your job has to make a profound difference. Well, does it? Can’t you just volunteer at a shelter? What’s that thing you love doing? Find it. Take a moment right now to center yourself and find a place of peace. Don’t let an inner conflict distract your thoughts. In that quiet moment, ask yourself this: “What was I put on the earth for? How can I fulfill this purpose in my daily life?” Then be still and let the answers flow to you—listen. I believe that God’s gift to me was my life and my gift back to God is what I do with my life. I do that with my job, with my community, with my children, and with my grandchildren. For some people, their work is not the vehicle of their purpose, and that’s perfectly okay. There’s holistic success that encompasses more than just our businesses. A holistic approach includes areas like emotional life, intellectual life, your spiritual side, your career, your financial health, parenting, and your love relationships. There is more to life than running a business, so be sure to look at what you want in all areas of your life.

If you are not sure that you are living your purpose, I encourage you to tap into personal development resources. Some of those that were helpful for me along the way are described below.


	
What Color Is Your Parachute?2 (http://www.parachutebook.com/)—A perennial bestselling book by Richard Bolles. As Time magazine has said, it “is about job-hunting and career-changing, but it’s also about figuring out who you are as a person and what you want out of life.”

	
The Passion Test3 (https://thepassiontest.com/)—The New York Times bestselling book by Janet and Chris Atwood. It is “[a] clear, simple, and effective method to help you identify your core passions so you can create the fulfilling life you deserve” (John Gray, Ph.D.).



You can find these books in your local library, on their websites, or at book retailers. These resources, along with other personal development work, can help you to identify your passion and purpose. I know that when I read the Parachute book, it really helped me to look at my skills from another perspective. It asks questions and says, “Don’t worry about your education,” as relates to potential skill sets. This gave me the freedom to say, “Oh, okay. If I could be anything…” And it opened me to seeing that I could be a speaker, even though I was a hairdresser at that time. I was making a ton of money as a hairdresser, but I was bored, and I didn’t know what else I could do because I didn’t have a formal education. That book opened my eyes to new possibilities.

I loved talking to people and loved making people feel great about themselves, so being a speaker was a good fit for me. It fired me up. When I considered being a speaker, my first question was “What would I even speak on? I’m a hairdresser.” So I decided to start speaking about beauty in the workplace to build my hairdressing business. The Parachute book encouraged me to just get out there and speak.

Then, I started thinking, Where do my clients hang out? And I realized that most of my ideal clients who were paying good money for their hair were working at corporations. So I said, “I need to get into some conference rooms.” I had to figure out how to talk to these women while they were at work. That’s when I thought of “lunch and learns.” I would contact a business, offer a free lunchtime session on how your professional presence helps you earn at least 15 percent more income, and the rooms would fill up. That way, I could talk to fifty women at a time and get five clients out of it. The average earnings per client were $175 each once they came into the salon, so even though the lunch-and-learns were free, I still made money.

I constantly challenged myself to win more and more clients at each session. I would say “That was great; how can I do better?” Then I would list three things I liked about the experience and one thing I could improve upon. In the beginning, the three good things were:


	I showed up

	I didn’t vomit

	I got clients



The one thing I could improve upon was my speaking ability, because I sucked! I needed to be more prepared and I wanted to be in front of more people, faster.

That’s how I started speaking. It wasn’t a big and glamorous beginning, but it turned on something in me that led to personal fulfillment and business success. It was also the catalyst to my becoming a profit coach who created six-, seven-, and eight-figure businesses. Had I not taken that step to explore speaking, from right where I was at that time, I may not have come to fulfill my purpose. I found that I loved speaking and sharing and educating others, and it has led me on an exciting journey that allows me to help awesome entrepreneurs like you.

But what if you discover your purpose, and it has nothing to do with this business that you started reading this book to take to the next level? Where do you go with that? Be open to change. Nothing has to be written in stone, and it is never too late to get in alignment with your purpose. Check out the next client spotlight, and allow it to give you courage to make a change.


CLIENT SPOTLIGHT: DAVID IS CHANGING LANES

“David” (not his real name) is a client I met at a retreat. He was an eye doctor—an ophthalmologist. He had just signed up for coaching, and we did a lot of personal development in the retreat. He said he listened to his inner voice, and it told him, “You’re not happy at this job. You need to sell your business.”

He had a million-dollar practice! He had hired me to build it to the next level. He later wrote and said, “I sold my practice. I got out of the relationship I was in for eight years. I sold all my property, and I’m now I’m just traveling the world to figure out what’s next for me.”

He learned what he did not want and was willing to look inside and make changes so he could find what he did want. Now, that is courageous!



Tapping into your purpose doesn’t have to be so dramatic, but the joy you will experience aligning your purpose and passion will be well worth any transition you have to make to get there. If each step you take in your life and in your business taps into what brings you joy and fulfillment, you will be successful. That great feeling you carry with you will overflow into other areas of your life and create that holistic success you deserve.

In contrast, if all you do is go through life living by the “should” on your shoulders, you may never experience the joy and success that you seek. “You should do this,” or “You should do that” because of the business you have or the family you have or because of the place that you live. Let go of the shoulds and jump into your desires, your passion, and your purpose. Let those positive aspects drive you instead of being forced down a path of shoulds. You have the permission to be, do, or have whatever you want, so go for it.

LOOK BEFORE YOU LEAP

What if you discover, like David in the spotlight above, that you are not working in a business that fulfills your passion or purpose, but you want to be? Remember, sometimes what you do at your job will influence how you express your purpose, so you don’t have to immediately jump ship and create a business to make them one and the same. Many people love cooking and want to make sure everyone has food in their belly, but it doesn’t mean they will be successful in running a restaurant. You have to look before you leap.

One way to do that is by doing a mini-business plan with your business idea. It is actually more of a feasibility study. You look at all the strengths and weaknesses of the business concept before you invest a lot of time and money into it. It is like testing the waters before you jump in the pool. Once you determine that the idea looks good enough to pursue, then you do the full business plan that I discuss in Chapter 3—“Planning Your Profitable Business.” If it does not look like a viable idea, this is still good news because you didn’t put tons of money and effort into it only to have it fail.

Much like in a business plan, some of the items you will evaluate in your feasibility study include:


	Defining your business concept

	Identifying the business mission, goals, and objectives

	Deciding what your business management needs (solo, team, external support)

	Best business structure (sole proprietorship, LLC, corporation)

	Figuring out the products and services your customers want and are willing to buy, along with their sourcing, benefits, and proprietary status

	Determining production and operation needs, including suppliers and distribution

	Finding a space to work or house equipment, etc.

	Defining your target market and identifying market trends

	
Researching your competitors and market appeal

	Evaluating your pricing strategies, production and sales volumes, and payment policies

	Figuring out start-up costs and what it will take to break even



After you have looked at each of these areas, you can then reflect over your research and assess the strengths of the business concept, its weaknesses, improvements to the concept, worst-case scenarios, and finally, its chance of success or failure. Don’t be afraid to say it is a “no-go.” You don’t want to turn your passion into drudgery with no chance of survival. If this concept is a “no-go,” brainstorm other ways you can tap into your passion. There is more than one way to do most things.

If your feasibility study shows you have a great chance of success, get fired up and read through the rest of this book so you can plan your successful venture and put the systems in place that will allow it to be most successful.

LISTEN TO YOUR DISSATISFACTION

If you are a natural pessimist like me (surprised?), you may know what you don’t want before you learn what you do want. If you listen to your dissatisfaction, it will show you what you don’t want so you can flip it to what you do want.

For example, the Contrast to Clarity4 exercise in the Live Your Best Life Now course helps you to catalog what you don’t want in a particular category, say “Your Ideal Business,” and then turn it around to expose what you do want. See below for a sample of the handout.

Contrast to Clarity Worksheet


My Ideal __________

	Contrast (what I don’t like)

	Clarity (what I do like)
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On the left side of the handout, you list all the things you don’t want or like in your business. Complete this list, item by item, until you have exhausted what you don’t want to see in your ideal business. As an example, you might write down some of the following contrasts about your ideal business:


	I don’t like working with clients who can’t afford my services.

	I don’t want to borrow money for new equipment purchases.

	I don’t like not knowing where I stand financially every month.

	I don’t like being the technician and the rainmaker for the business.



Then, on the other side of the handout, opposite each item of contrast, you write down the opposite. You will write what you want to see instead of the contrast. For example:


	I love working with clients who see my value and are willing to pay for it.

	I create sufficient cash flow to self-finance equipment purchases.

	I have an accounting system that allows me to review financial reports each month with ease.

	I attract qualified, motivated team members to provide excellent service to my clients.



These are just examples, but you get the picture. You want to write your Clarity statements in the positive, instead of negating the negative. For example, instead of “I won’t work with deadbeat clients,” you could say what we used above, “I love working with clients who see my value and are willing to pay for it.” It shares what you want to experience as if it were already so. Using the financial clarity statement above, if you don’t have the accounting system in place, one of your milestones for the business can be to select, install, and maintain an accounting system in your business, and create the operating procedures to produce meaningful financial reports each month. The work to do so in the short term will pay off for you in the long term.

The same approach can be taken for each area of your life: your family, your spiritual life, your passions, and more. If you naturally tend to point out the things you don’t like in your life, this exercise can help you to turn those around to expose what you do want. Once you know that, you can take action toward your newly defined purpose or goals.


ANOTHER WAY TO SEE SUCCESS ALL AROUND YOU

We are all more than just what we do. Life is not all about working, so it is important to look at several areas around you when visualizing your success. When I was running my salon, I wrote down my vision. I wrote down what I wanted to see in my life. That included what kind of clients I would have, what kind of house I would live in, what kind of money I wanted to make, and I set my goals around that vision.

I shared earlier that my priorities were to my faith first, my family second, and my career third. Those are (still) my priorities. But then I also looked at my education, my health and well-being, and my finances and used those six areas to set goals that allowed me to move forward in my business and life.

To do this, I used those six areas and I wrote down my big why—why was it important for me to have success in these areas? Then the second piece was to ask, “What are all the goals in this area?” Then, from the goal, I broke it down into milestones and actions—what were the things that I needed to do to make those happen? Thinking with the end in mind, what does it look like when I’ve succeeded in these areas? Use the following form to do the same. (First, you might want to copy it for each of the six areas in your life.)

Priority Area: ____________________________________________

My Big Why: _____________________________________________

Goals in This Area:
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Milestones and Actions for These Goals:
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The goals change for me all the time. I evaluate every year in every area. I started way back in my twenties, but still, to this day, I go through this process. Though I now have twelve areas that I look at, for probably up until the last ten years it was just those six areas. When you do an exercise like this, most of us can say “I want this, and I want that,” but the hard part is figuring out the how. How do I get that? This is where I ask, “What actions do I need to put in place to hit my goals?”

Here you want to look at the baby steps so you don’t get overwhelmed with the “bigness” of your goals. Break it down into goals and milestones. For example, on these pages I want to write a book that will make a big impact on people’s lives. But there is so much I want to share. Instead of being overwhelmed by all the information and advice I have to offer from my twenty-plus years of experience, I’m just taking it a chapter at a time. I don’t have to look at the whole thing. Milestone number one is to write chapter number one; milestone number two is to write chapter number two, and so on. I can have my completion date in mind and take a small chunk at a time.

To keep my book-publishing goal in front of me every day, I created a visual representation of it I could check in with on a regular basis. I took a book off of my shelf, covered it with my mock-up cover that says it is a New York Times bestseller, and set it on my desk. I look at it every single day, so that I am reminded of my goal and the steps I need to take to make it happen.

You can do the same thing. You can write your goals out and post them in a place where you will see them every day. You can put them into visualizations—whether that’s a digital visual board that you can see on your computer or a physical vision board on your wall—and create a representation of what it is that you’re trying to achieve. You need to look at it every day and not just shove it in the drawer and never see it again. Don’t write it on scraps of paper that you’re going to lose. Keep your goals in your sight so you are reminded of them frequently.

BRIDGING THE GAP ON YOUR ROAD MAP

After you Step into the Big Time at the end of this chapter, you will come to know where you are, and where you want to be, and begin to recognize the gap between the two. This is not a scary thing! This is juicy, because then you will know what you need to do to move forward. This information is so valuable. You have eliminated a blind spot, so you can now do something about it. Working with a coach is critical here.

As I first shared with you in the Introduction, when I was in my twenties, I went from $75,000 to $250,000 as a hairdresser because I invested in a coach. I was a single mom at the time and my kids were my “big why.” There was no back door for me. What I find is that a lot of entrepreneurs have a back door. They have a spouse, they have a job, they have this back door that says, “Oh, if this thing doesn’t work, I could still pay my bills cause I have this job or I have a husband or I have a wife.” So when I look at what makes some entrepreneurs succeed and some fail, the ones who don’t give themselves a back door, like me, don’t have a choice. They just have to succeed. Right? I had to succeed. I refused to be in poverty just because I grew up that way. I had to figure this out.

I wanted to step it up a notch, I had no back door, I had a why that was big enough, and I loved what I did. Yet there was always another ladder to climb—another mountain to reach—that made me say “Oh, I want to do that next. Oh, I want to have that.” You are always growing then because in order to take the next steps to reach the next level, there is something more you have to do or more you have to bring out of yourself in order to achieve that. That is where the coach came in for me.

At that time, I think my coach’s fee was around $1,000 a month. That was a lot of money for me. I was a single mom, raising two kids with no child support, so $1,000 a month was the difference between having day care or not. It was the difference between having groceries or not. But I knew I either had to change careers or change the way I did business because I couldn’t live off $75,000 a year in Southern California with two little kids.

The first thing my coach had me do was to write a business plan. We nailed down who my ideal client was and who my current client was, and we found a gap. The clients that I wanted had money to burn, and my current clients were coupon clippers. They were always looking for a deal. So we created what we now call our client avatar. For me, that was a woman who was in a two-income household with children. She worked, she was a professional, and she had to look good. She colored her hair, she was really into her image, and she was maintaining her hair on a regular basis. Identifying my ideal client really gave me clarity between what I had and what I needed.

Then she put together a financial spreadsheet of what it would look like month over month and broke it down to how many salon clients I needed to see. Then we started projecting. If I wanted to make $100,000 (my first goal), how many clients did I need to see each week and month and how much income did I need to earn per client to make that happen?

That simple step got me really clear. She also recommended that I move locations, from Vista to Carlsbad, California, but I was too scared to do that because I didn’t have the resources. I would’ve made more money if I had moved to Carlsbad, but I was too afraid because of the financial responsibility I had. My fear stopped me from really playing big, and I didn’t have any friends or family in my corner saying “You can do it,” and I wasn’t getting child support or alimony or anything like that. I was the only breadwinner, and I was barely making enough to get by.

Thankfully, though, my coach helped me clarify what I wanted. When I think back to that experience, I realize I was hungry, and I was willing to pay a lot of money to this stranger to get a different result. At first, I wasn’t making the kind of money I wanted to make. But having a coach flipped it for me.


#MondayMotivation

“A coach is someone who tells you what you don’t want to hear, who has you see what you don’t want to see, so you can be who you have always known you could be.”

—TOM LANDRY



Sometimes it is hard to hear what you need to fix to get where you said you wanted to go. With that first coach, I had to ask myself, “Do I struggle or do I listen?” I decided to be uncomfortable in the short run to get the payoff in the long run. I more than tripled my income working with a coach, so I can say that it was worth it.

Now that I have been branded the profit coach, I help others to find the money that is all around them and help them to reach financial freedom in their businesses. I now set Tom Landry’s quote as a premise and tell you, “I’m going to say things you’re not going to like. I’m going to show you things that are uncomfortable so that you can get the intended outcome you said you wanted. There’s no maliciousness. Everything I’m doing is for the good of what you say you want. When it gets hard and uncomfortable, I’m just going to remind you, you said you wanted this. I’m not being a bitch. I’m not being mean. I’m being a stand for you when you can’t stand for yourself.”

That’s what coaches do.

Step into the Big Time: Self-Assessment—Where Am I? (Accepting and Releasing the Baggage)

Believe it or not, I’m naturally pessimistic. I grew up in a “No” environment.

“No, you can’t have this,” “No, you can’t do that,” “No, no, no, no.”

Maybe you can relate. That was just my upbringing. There was always drama. Actually, I learned how to have a relationship from soap operas. I watched soap operas like Days of Our Lives, General Hospital, and As the World Turns every day; watching them daily after school is how I learned about love. I came to believe that if there wasn’t drama and trauma, it must not be love. If it was real, women were supposed to make dramatic facial expressions and storm out of the room. I was all drama, trauma, and victim because that’s what I saw.

In my household, I saw that my parents didn’t talk to each other; they just shut each other out. And I knew I didn’t want that, but I also absorbed that this is what love looked like. Storming out if you’re in a fight, being loud, and playing the victim. Later in my marriage, it was always his fault. Right? I just played into the drama. My husband was dramatic, too. So we were both two traumatizing drama queens with no idea how to be in a healthy relationship. If I was angry, I stormed out and slammed doors.

Later, I thought, Wait, you’re supposed to chase me right now and show your undying love and say you would do anything for me. Sigh.

Oh dear, my dramatic youth.

Eventually, in my mid-twenties, my mindset expanded, and I started to dream about what I wanted out of life. But I didn’t have the road map for how to get there. I had to find that along the way.

The mind is so powerful. My mind has enabled me to achieve great wealth, feel amazing love, and become a connected mom because I worked on the ten areas that I share in the assessment on page 40. It is still an ongoing process. I’m not finished. Right now, I’m working on my unconscious limiting beliefs, the ones that I don’t even know are present. I’m working with a clarity coach who is helping me clear my blind spots, so that I can reach the next level as a New York Times bestselling author. You can’t go to another level until you accept your present one. Open your eyes to your current level; don’t shut yourself off from it just because it doesn’t look great. Accept it, do a meditation around it, and allow it to be there. Doing this inner work is not always a logical, linear progression. You need to work on the unconscious behavior that you’re living inside of and not just settle in your conscious mind.

So for me, I had to dig deep and let go of loving the struggle. If love meant chaos and drama, I had to shift what love meant, so I could feel and express it differently. I couldn’t just do that on a logical, conscious level. I had to do it on a subconscious level.

The same was true for me in the area of money. When I shifted my mindset around money, I learned I could attract it, but my unconscious mind would sabotage all I’d earned. I couldn’t keep it. To declare, “I have money,” wasn’t enough. Somehow, I would find a way to lose it. That was a huge source of stress because I was a single mom raising two girls, and I was losing money. Literally! I would lose checks that I had received. Back in my salon days, I would receive $400 checks and not deposit them and then not be able to find them! It may sound crazy, but so many of the systems I am sharing with you in this book were those that I needed to give me structure, so I wouldn’t sabotage myself. I needed predictable results. So while I was working on the inside, I created systems on the outside to support me.

So, when you are setting a goal for yourself, you just can’t say, “I wanna make a million dollars,” because that leaves room for your subconscious self-sabotage to come in. If you subconsciously don’t believe you will make a dollar, let alone a million, you may not reach that level. Clear the path internally to clear the road ahead. Know where you are, so you can then move forward. This process is so liberating. You can get out of your head and see the reality on paper and realize it is not as bad as all the mind chatter in your head. Even better is that now you can look at that and say, “Oh. Here is where I am and here is where I want to go. Now I can see a pathway.” That’s why assessments are so powerful. That’s why I rely on them so much throughout this book.

Now it is time to do an assessment on mindset to take a look at where you are and where you want to go. This will help you to determine what gaps (if any) you need to close to commit to the changes necessary to grow your business. When you look at the Mindset Assessment, be honest with yourself in your responses. This is all about and for you. No one else will benefit from your honesty like you will.

As you look through each of the ten items below, rate yourself on a scale of one to ten, with one being the farthest from the truth, and ten being “I got this!” Grab a pencil and write it down right here on this page. After you finish rating yourself in each area, add all of your points (there can be no more than 100 points) and write that number down in the “Grand total.”

Mindset Assessment

Rate your mental readiness from 1 to 10, with 10 meaning that you rock this and are ready to grow.



	I am…

	




	 1. Committed to letting “the struggle” go

	______




	 2. Clear on my life purpose

	______




	 3. Managing ups and downs

	______




	 4. Comfortable with change

	______




	 5. Free from the past

	______




	 6. Conscious of my limiting beliefs

	______




	 7. Aware of what stops my success

	______




	 8. Engaged in ongoing personal development

	______




	 9. Maintaining healthy boundaries

	______




	10. Coachable (not committed to being a lone ranger)

	______




	Grand total =

	______





As you look at these statements, what comes up for you? Do you find yourself reveling in chaos? Do you look for the fight or the struggle? Does everything have to be hard for you to have pride in accomplishment? If this is true for you, your number for item #1 might be less than a five. That’s okay; write it down. Then continue through the remaining questions and acknowledge your truth in each area.

Did you find that you had several low numbers? If you did, you are in good company. Most of my clients score in the 20–30 point range (out of 100; max is 10 points per question for 10 questions). No one has ever scored a 100. So if you came in around the 10–30 point range, it might be a good time to do an online search and plan to:


	
Read and apply more personal development resources like books on limiting beliefs. Visit the self-help section of the library or bookstore.

	Learn releasing and belief-busting techniques like the Sedona Method, Emotional Freedom Technique (Tapping), and Ho’oponopono. Do an internet search to find and learn about each of these.

	Create positive mantras or belief statements around mindset (several books by Dr. Wayne Dyer and Louise Hay can help here).

	Work with a therapist in your community to help let go of the past. Ask for referrals or look in your local directory.



Don’t worry; having a low score on this assessment is great information to have! There are few things more debilitating than having a blind spot. Now you know where gaps are so you can do the personal development work suggested in the steps above to jump the chasm.

If you are in the 31–60 point range, you are more self-aware, so it may be time to invest in yourself so you can take things to the next level. Look at where you are stuck the most. What areas can you improve in? Pick one or two that could stand the most improvement, and of those, focus on the area that is the biggest priority for you. Where could you elevate your mindset with extra support? Read the books I mentioned in this chapter or reach out to others who can help you to grow.

If you are in the 60–90 point range, congratulations on where you stand. Improve from here with action plans, especially in your two lowest-scoring areas. Journal your growth so you can replicate it in other areas in your life.
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