
 
 

 
BE BOLD. PLAY BIGGER.® 

© SIMPLY ZEST LLC • ALL RIGHTS RESERVED • VANESSASHAW.COM • PAGE 1 of 13 

MARCH	CONTENT	CALL:	
MONEY	GROWTH	

Recording	Transcript	

This	month	I’m	putting	the	focus	on	growing	money	in	your	business.	This	is	a	big	
subject	that	we	revisit	time	and	again.	I	think	it’s	very	pertinent	that	it	be	after	premium	
offers.	Last	month	was	all	about	how	you	can	up	level.	What	will	be	that	premium	offer	
that	you	will	have	for	your	ideal	clients?	We’re	starting	to	look	at	really	stretching	that.	
How	much	do	you	want	to	be	charging	and	what	do	you	believe	at	this	point	in	time	you	
can	command	and	charge	for	that	premium	offer?		

As	a	business	owner,	the	place	that	you	really	should	be	focusing	a	lot	of	your	time	is	on	
your	money;	particularly	on	growing	it	and	bringing	more	of	it	into	your	business.	
Probably	the	large	majority	of	small	business	owners	–	and	certainly	the	massive	
majority	of	small	business	owners	who	are	under	their	first	six	figures	–	are	simply	not	
putting	their	energy	here.	They’re	doing	everything	but.	This	is	why	those	statistics	are	
there	about	how	many	small	businesses	go	into	business	and	end	up	broke	or	burnt	out	
or	a	combination	of	the	two	within	those	first	few	years.	The	sad	reality	of	that	is	they	
simply	run	out	of	money.	They	just	don’t	have	enough	money	to	pay	the	bills	and	their	
financial	health	is	not	taken	care	of.	They	get	burnt	out	from	feeling	like	they	are	
working	so	hard	in	their	business	and	not	getting	the	rewards	they	want.		

It’s	one	thing	to	be	fulfilled	and	doing	amazing	work	in	the	world	–	and	I	get	that	
everyone	in	our	community	wants	to	do	that	and	make	a	bigger	impact.	Most	of	us	love	
the	work	that	we’re	doing.	If	we	could	do	this	work	for	free	all	day	long,	probably	most	
of	us	would	as	well.	That	was	certainly	me	for	a	while.	I	just	love	the	work	that	I	do	so	
much.	For	sure	I	would	give	it	away	for	free	as	long	as	I	could	do	it	–	but	that’s	not	the	
way	for	healthy	business	to	grow	and	thrive.	We’ve	got	to	keep	this	focus	on	money.	It	
really	is	oxygen	to	a	business.	You’ve	got	to	start	thinking	about	your	business	like	that.	
If	you’re	not	giving	yourself	that	oxygen	to	breathe,	you’re	not	going	to	last	very	long.	
You’re	going	to	feel	like	you’re	suffocating,	constricted,	stressed	and	worried.		
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I	used	to	have	a	mentor	that	would	share	with	me,	“Money	will	get	your	attention	one	
way	or	the	other,”	and	she	was	so	right.	In	the	early	days,	money	was	getting	my	
attention	but	not	in	a	positive	way	at	all.	The	bills	were	mounting	up.	I’ve	told	my	story	
about	how	I	wasn’t	looking	at	the	numbers	in	the	business	and	my	head-in-the-sand	
approach.	Money	would	get	my	attention	with	things	that	needed	to	be	paid,	extra	
payments	on	things	that	were	late	and	stresses	of	clients	backing	out	after	I	thought	I	
had	closed	a	deal.	It	was	all	this	money	stress,	drama	and	chaos	that	was	running	the	
business.	I	was	not	the	CEO	of	the	business;	my	money	drama	was	the	CEO	of	the	
business	for	quite	some	time.	I	want	to	be	really	candid	with	you	about	that	because	
I’ve	always	shared	with	you	that	I	didn’t	come	into	this	game	with	it	all	worked	out.	I’m	
teaching	you	lessons	from	my	own	hard-earned,	tough	lessons	and	experience.	I	just	
knew	that	I	wanted	to	go	for	that	bigger	dream	of	always	growing	and	scaling	a	
business.	What	we’re	doing	today	is	really	the	dream	I	had	for	my	business.	I	knew	that	I	
couldn’t	get	there	if	I	hadn’t	worked	out	how	to	create	more	money.	When	you	don’t	
have	the	money,	you	don’t	get	to	hire	all	the	help.	You	don’t	get	to	bring	on	employees,	
have	numerous	vendors	and	numerous	partners,	pay	yourself	a	decent	salary,	etc.	You	
don’t	get	to	have	those	things	if	you	are	in	a	constant	struggle.	In	those	days,	money	
was	getting	my	attention	in	bad	and	negative	ways	until	I	was	able	to	shift	things.		

I	then	went	on	to	work	with	another	mentor	who	handed	me	a	new	definition	of	
financial	freedom.	I	want	to	share	that	with	you	today	before	I	dive	in	to	the	content	
because	I	think	many	of	us	are	bombarded	by	these	messages	of	financial	freedom	-	
what	it	would	be	like	to	be	financially	free	and	living	on	your	terms.	I	had	an	image	in	my	
own	mind	of	what	financial	freedom	looked	like	and	frankly	it	looked	like	something	
that	I	could	never	achieve.	I	think	that	kept	me	in	some	of	those	self-sabotaging	
patterns	until	I	was	offered	this	new	definition.	My	old	definition	of	financial	freedom	
was	that	I	had	so	much	money	sitting	in	a	bank	account	and	investments,	portfolios	and	
property	and	all	the	rest	of	it.	I	never	ever	had	to	worry	about	money	again.	Really	and	
truly	what	that	definition	was	doing	for	me	was	it	was	an	escape.	It	was	a	way	for	me	to	
bypass	taking	responsibility	for	growing	the	money	in	the	business.	If	I	could	just	buy	
into	this	myth	of	financial	freedom	then	I	wouldn't	have	to	think	about	it.	It	was	a	
bypass	-		not	a	hugely	responsible	way	to	approach	it	-	until	I	worked	with	a	mentor.	He	
shared	(and	I	totally	believe	it	to	this	day)	that	none	of	us	can	be	totally	free	when	we’re	
constantly	feeling	constraints	around	money.	It	affects	so	many	choices	that	we	make.		
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We	live	in	a	part	of	the	world	where	we	don’t	get	to	eat	if	we	don’t	have	money.	We	
don't	live	in	a	place	where	we’re	growing	vegetables	in	our	backyard	or	going	out	and	
slaying	the	deer	or	the	sheep	or	the	chicken.	We	need	money	for	survival	-	for	the	
absolute	bare	necessities.	If	we	start	to	think	about	how	often	the	lack	of	money	or	the	
perceived	lack	of	money	can	limit	our	choices,	this	gives	us	the	sense	that	we're	just	not	
free.	The	more	I	start	to	think	about	it,	the	more	I	realize	that	so	many	of	my	own	
choices	were	being	controlled	by	the	lack	of	money.	He	went	on	to	offer	me	an	updated	
version	of	financial	freedom	which	is	really	an	amazing	gift.	He	said	it's	not	so	much	
about	the	pots	of	money	in	the	bank.	Of	course	we	all	want	to	have	some	great	cushions	
and	buffers.	We	certainly	want	to	be	building	those	up	-	otherwise	we're	going	to	be	
keeping	ourselves	on	a	constant	roller	coaster	and	cycle	of	stress	–	but	ultimately	it’s	
about	the	freedom	that	comes	from	knowing	that	you	can	create	money	yourself.	You	
have	the	ability	to	make	it	grow.	You	can	make	it	grow	on	demand	when	you	need	it	and	
when	you	want	it.	It’s	that	freedom	that	you	can	set	your	financial	goals	and	you	stand	a	
really	huge	chance	of	achieving	them.		

I	know	for	many	of	us,	that's	not	been	the	case:	we	set	goals	in	the	past	and	we	become	
jaded.	We’ve	had	those	dreams	but	over	the	years	we	start	to	play	a	lot	smaller.	The	
truth	is	that	when	it	comes	to	running	our	own	business	first	and	foremost	we’ve	got	to	
keep	two	things	at	the	top	of	our	mind:	Why	did	we	go	into	business	in	the	first	place?	
Sometimes	that	needs	to	be	updated.	My	first	reason	to	go	into	business	in	those	early	
days	was	a	little	bit	of	lifestyle	money.	I	wanted	to	be	able	to	buy	my	own	handbags	and	
purses.	I	set	a	goal	of	$500	a	month	and	quickly	achieved	that.	Years	later	I	realized	that	
I	hadn't	gone	back	and	updated	my	vision	for	why	I	wanted	to	go	into	business.	I	wasn't	
clear	on	that.	What	is	it	that	we	want	our	business	to	give	us?	How	do	we	want	our	
business	to	support	us	so	that	we're	in	this	harmonious	relationship	with	it;	we're	not	
fighting	with	it	and	we're	really	feeling	that	it's	there	to	provide	for	us?		

I	believe	the	entrepreneurial	journey	of	building	a	business	is	the	biggest	site	of	personal	
development	because	our	business	can	provide	so	much	if	we	step	up	as	a	leader.	It's	
going	to	get	us	to	dig	so	deep	into	resources	that	we	weren't	aware	of.	We	have	to	build	
multiple	new	skills.	There's	so	many	ways	that	our	business	can	support	our	growth.	
One	big	important	area	of	that	is	this	area	of	financial	health.	What	do	we	want	in	terms	
of	financial	stability?	We	want	our	business	to	provide	for	us	in	the	same	way	as	going	
out	and	doing	a	job:	you	have	expectations	of	the	salary	that	you	can	receive	and	how	



 
 

 
BE BOLD. PLAY BIGGER.® 

© SIMPLY ZEST LLC • ALL RIGHTS RESERVED • VANESSASHAW.COM • PAGE 4 of 13 

that	will	or	will	not	support	you	in	the	type	of	life	you	want	to	live.	Your	business	is	no	
different	aside	from	the	fact	that	there	is	no	cap	on	the	amount	that	it	can	provide	for	
you.	That's	the	piece	that	I	always	find	amazing	and	mind-blowing.	

So	my	definition	of	freedom	became	updated.	I	wanted	to	know	that	I	have	the	power	
within	me	to	be	able	to	grow	money	and	to	create	more	of	it	when	I	need	to	or	want.	
That’s	been	the	journey	that	I've	been	on	the	past	three	years.	Some	of	you	have	been	
with	me	for	that	time	and	you've	been	watching	me	do	it.	You've	seen	those	changes.	
You've	experienced	the	changes	that	we	have	gone	through	as	a	business.	You've	seen	
what's	happening	in	our	own	lifestyle	and	seeing	how	our	business	is	expanding.	Really	
keep	digging	into	that:	What	is	it	that	you	want	your	business	to	give	you?	How	do	you	
want	your	business	to	support	you	so	that	you're	in	a	really	great	relationship	with	it?	
Some	of	you	are	probably	in	a	bit	of	a	love-hate	relationship	right	now.	Maybe	you	don't	
feel	like	it’s	supporting	you	enough.	That	probably	comes	from	you	feeling	like	you're	
working	too	hard	for	the	results	that	you're	getting.	A	lot	of	those	results	are	going	to	be	
financial	because	life	is	not	fun	after	a	while	when	you’re	constantly	in	that	struggle.	It’s	
okay	to	be	having	to	hustle	and	juggle	in	the	early	years;	that's	what	a	lot	of	
entrepreneurship	is	about	-	but	we	need	to	make	sure	that	we	get	a	pathway	out	of	
there	and	have	some	very	clear	steps	to	start	to	change	that	course.	

The	other	piece	that's	really	important	is	for	a	lot	of	us	we	haven't	been	in	business	
before.	You	haven't	grown	your	business	to	the	level	that	you	want	to	grow	it	to	now.	
That's	not	always	true	across-the-board	-	many	of	you	have	come	from	another	business	
and	now	you're	starting	a	new	one	-	but	most	of	you	haven't	really	been	at	that	level	
financially	that	you	want	to	get	to.	You	don't	have	an	experience	of	it.	Most	of	your	
experiences	around	money	have	been	almost	mystical.	How	does	it	come	in?	As	kids	in	a	
household,	it	was	provided	for	us	to	some	degree	(some	considerably	more	than	
others).	Possibly	as	a	child	you	weren't	questioning	where	the	money	is	coming	from.	It	
was	there	and	it	was	provided	for	those	things	that	you	had	growing	u.	If	you're	
anything	like	the	family	that	I	came	from,	we	didn't	have	conversations	about	money	-	
certainly	not	positive	ones.	All	conversations	that	I	grew	up	with	were	very	stressful	
around	money	so	it	became	something	that	we	didn't	want	to	talk	about.	There	was	a	
lot	of	mystery	around	it	and	a	lot	of	stress	around	this	money	conversation.	We	really	
don’t	know	how	it	comes	in	but	later	on	in	life	we	get	more.	We	show	up	or	not	to	our	
jobs	to	get	paid	at	the	end	of	the	day.	You	get	paid	weekly,	monthly,	bi-monthly,	etc.	
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Whatever	that	looks	like,	that	salary	comes	to	us.	There’s	something	almost	mystical	to	
it:	we've	done	our	job,	the	salaries	there,	the	paycheck	is	there	but	we	don't	really	have	
a	direct	relationship	to	how	it	has	been	produced	for	us.		

When	we	get	the	first	insights	into	that,	it's	when	we	run	our	own	business.	Then	if	
we're	at	that	level	of	business	where	we	have	to	pay	others,	we	have	to	provide	salaries	
and	start	to	get	really	clear	on	what	it	is	that	brings	money	into	the	business.	Otherwise	
we've	got	another	massive	problem	to	deal	with	but	for	most	of	us,	it's	going	to	be	the	
first	time	we	really	have	to	think	about	how	money	comes	in.	That's	what	I	want	to	talk	
about	today:	a	practical	way	for	you	to	start	to	focus	on	growing	money.	We're	going	to	
have	a	Mindset	Success	Circle	Call	that’s	going	to	support	this	so	I'm	not	going	to	go	too	
much	into	the	mindset	today.	I	want	to	give	you	practical	action	steps	to	get	started.			

The	definition	of	a	business	is	the	exchange	of	value	-	the	exchange	of	goods	and	
services	or	value	-	for	currency.	You	are	in	business	to	add	value	the	result	of	which	is	
that	you	will	get	to	generate	more	money.	Please	don't	forget	that.	It	sounds	so	basic.	It	
is	fundamental	but	so	often	we	forget	that.	We	start	to	take	our	eye	off	the	ball.	Eight	
out	of	ten	small	businesses	go	out	of	business	across	the	board.	The	majority	of	small	
business	owners	never	make	it	past	about	$50,000	in	annual	revenue.	There	are	some	
statistics	that	say	the	majority	of	receipts	filed	for	taxation	purposes	are	actually	closer	
to	$25,000.	You	wouldn't	want	to	go	out	and	get	a	job	for	that	yet	you	probably	feel	like	
you're	working	three	jobs	to	get	that.	For	those	of	you	that	are	really	aspiring	to	break	
through	to	seven	figures,	it's	only	4%	of	businesses	that	will	ever	break	through	that	
seven-figure	barrier,	As	a	woman,	it's	only	2%	of	females	in	business.	We've	got	to	start	
to	think	about	this	differently.	There	aren't	that	many	ways	to	actually	increase	money	
in	the	business.	I'm	going	to	share	with	you	six	ways.	I'm	not	going	to	go	into	each	of	
them	in	depth	because	they're	pretty	self-explanatory	but	I	want	to	demystify	this.	It's	
not	that	there's	a	million	different	ways	to	help	money	grow;	there's	actually	a	few	
ways.	We	tend	to	overcomplicate	it	in	our	minds	and	it	takes	us	away	from	that	focus.		

How	do	you	increase	money	into	business?	Your	existing	clients.	Your	existing	clients	
that	you	already	have	got	a	great	relationship	with.	What	else	do	they	want	to	buy	from	
you?	How	else	can	you	add	value?	What	is	that	premium	offer?	Retain	clients.	It	costs	a	
lot	of	energy	and	money	to	get	clients.	Value-selling	more	to	existing	clients	is	one	way.	
For	most	of	you	and	myself	included,	it's	not	just	about	selling	more	to	existing	clients;	



 
 

 
BE BOLD. PLAY BIGGER.® 

© SIMPLY ZEST LLC • ALL RIGHTS RESERVED • VANESSASHAW.COM • PAGE 6 of 13 

it's	also	about	being	able	to	sell	to	some	new	clients.	It's	also	important	-	but	I	do	think	
number	one	gets	missed	a	lot.	We	want	to	be	able	to	reach	more	clients	and	actually	sell	
to	more	people.	

Another	way	to	increase	money	is	to	raise	your	fees	and	your	prices.	This	is	probably	
one	of	the	easiest	and	quickest	ways	to	actually	increase	your	revenue	-	particularly	for	
those	of	you	that	are	trading	your	expertise	for	money.	If	that's	the	exchange,	you’d	be	
surprised	if	you	can	position	yourself	how	much	further	you	could	actually	push	up	your	
fees	and	be	working	with	even	more	amazing	clients.	I	know	it	feels	counterintuitive	but	
it's	absolutely	the	truth.	That's	exactly	what	we've	seen	happening	in	our	business.		

Reducing	expenses	is	absolutely	a	way	to	make	a	profit	in	your	business	and	grow.	I'm	
going	to	add	a	caveat	to	that	one:	you	can	only	grow	your	business	so	far	by	reducing	
expenses.	There's	only	so	much	you	can	do.	It’s	a	lot	easier	to	sell,	to	reach	new	clients	
and	to	grow	your	money	that	way	because	unless	your	expenses	are	absolutely	
completely	crazy,	you	wouldn't	be	able	to	generate	the	kind	of	income	you	want	just	by	
reducing	expenses.	In	reality	in	those	early	days	and	to	get	to	that	first	six	figures	and	
beyond,	a	lot	of	times	you	do	need	to	invest	it	back	into	the	business.	You're	investing	in	
hiring	people,	in	new	material	in	new	products	and	coaching	programs	that	are	going	to	
take	it	to	the	next	level	–	but	it's	definitely	something	you	have	to	keep	your	eye	o.	You	
have	to	be	able	to	differentiate	what's	going	to	be	an	investment	to	get	you	to	the	next	
level	and	what's	an	unnecessary	expense	that	you	could	trim.	It's	limited	as	to	what	we	
can	do	there.			

The	next	place	is	that	we	can	leverage	other	people	to	grow	business.	There	comes	a	
point	where	you	can't	do	everything.	This	is	where	we	need	to	build	teams.	We	may	
have	affiliate	relationships	with	other	people	that	are	marketing	for	us.	We	might	be	an	
affiliate	for	other	people.	That's	a	great	way	to	grow	money:	support	their	brand	
because	it's	a	similar	mission	or	vision	or	value.	You	can	grow	money	by	being	affiliated	
with	other	people	and	helping	them	to	sell	their	product	or	program	and	you	might	get	
a	percentage.	That's	one	way	to	leverage	other	people.	It	can	also	look	like	building	your	
own	team	so	that	you	are	spending	more	time	in	your	line	of	genius	and	your	expertise.	
Hiring	other	people	can	get	you	out	of	the	weeds	of	your	business.	Take	all	the	details	
off	your	plate	so	you	can	go	more	quickly.		
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Another	way	to	increase	money	in	business	is	leveraging	systems.	We	want	to	think	
about	this	earlier	rather	than	later:	creating	those	systems	where	we	can	automate	
things.	We	will	have	to	build	it	once	and	then	it	works	forever.	We're	being	more	
effective	in	our	business.	Typically	at	this	level	of	business,	it's	going	to	look	like	
automating	your	payments,	having	the	systems	to	start	to	automate	some	of	your	
marketing,	automating	some	of	your	communications.	What	are	those	things	that	you	
can	create	once	for	websites?	Put	the	work	in	follow-up	sequences	and	nurture	
sequences	and	then	automate	so	you	can	grow	the	business.	Then	you're	focusing	on	
those	other	areas.		

I	want	to	share	with	you	an	experience.	A	lot	of	you	will	know	because	I've	been	posting	
all	over	Facebook.	On	Sunday,	it	was	my	birthday.	We	had	an	amazing	day	celebrating.	I	
put	down	all	of	my	favorite	things	that	I	wanted	to	squeeze	in.	There	was	one	
interaction	that	I	had	that	really	helped	me	to	think.	When	we	make	a	service-based	
business	office,	we're	not	thinking	about	our	own	business	as	if	it	were	store.	Some	of	
you	do	have	brick-and-mortar	businesses	but	the	majority	of	you	don't.	If	you	had	a	real	
store	-	a	brick-and-mortar	business	-	you	would	want	people	to	be	crossing	that	
threshold	and	coming	into	your	business	every	single	day	because	you	have	the	lights	to	
pay,	the	rent	and	all	of	those	other	things.	I	think	it's	easy	for	us	to	forget	when	we	only	
work	from	our	home-based	offices	or	out	of	the	coffee	shop	or	whatever	it	might	be	
that	we	don't	think	of	ourselves	in	that	sense.	I	had	an	idea	the	day	before	my	birthday:	
One	thing	I've	never	done	before	that	kind	of	amazed	me	is	I've	never	gone	out	on	my	
birthday	and	bought	myself	a	birthday	present.	How	about	if	I	did	that	this	year	-		
bought	myself	a	couple	of	Louis	Vuitton	scarves?	If	you	know	me	I	love	pashminas	and	
accessories.	I	decided,	“I'm	going	to	treat	myself.	We	have	been	hitting	some	fantastic	
goals	so	this	is	a	reward.	I	want	to	do	this	on	my	birthday.	Just	the	experience	of	going	
into	that	store	and	looking	around.”	How	they	approach	service	is	always	fascinating.	
We	were	capturing	some	photos	and	I	asked	Robert	to	take	a	picture	of	me	going	into	
the	store.	It’s	amazing:	there	was	a	shop	assistant	just	inside	the	store	and	I	could	see	
she	knew	what	we	were	doing.	“You	can	come	inside,”	she	said.	“It’s	okay,	you	can	
come	straight	inside	and	you	can	take	your	photos	inside.	Come	on	in.”	Of	course	she	
didn't	realize	that	we	were	fully	intending	on	going	in	and	spending	a	bit	of	money	as	
well	but	it	was	an	amazing	approach:	making	that	offer	to	get	me	over	the	threshold.		
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I	want	you	to	start	to	think	about	this	month	when	we’re	thinking	about	money	growth	
–	how	are	you	welcoming	people	across	the	threshold	in	your	business?	Each	week,	
each	day.	How	many	people	are	you	saying,	“Come	on	in.	I've	got	some	amazing	things	
inside.	Take	a	look	around.	Let's	have	a	conversation.	Let's	have	fun.”	As	the	CEO	of	your	
business,	your	number	one	priority	must	be	the	financial	health	of	your	company.	That	
focus	needs	to	start	now.	You	need	to	keep	that	top	of	mind.		

You'll	see	that	we've	posted	some	documents	in	the	membership	area	to	support	you	
this	month	with	money	growth.	The	first	worksheet	we’ve	put	together	here	is	called	
The	Money	Clarifier.	This	is	so	important:	money	requires	clarity.	If	there’s	one	thing	you	
take	away	from	this	call	today,	that	can	be	the	only	thing	you	are	working	on.	This	
requires	clarity.	It's	what	I	absolutely	had	to	learn	in	my	journey	over	the	years.	I	wasn't	
clear	around	money.	I	was	playing	games	with	it.	I	was	ignoring	it.	I	had	concerns	around	
it.	I	would	say,	“I	want	more	of	it.”	Money	just	played	that	game	back	with	me.		

Most	people	just	starting	out	with	money	haven't	got	the	clarity	at	the	starting	point.	
This	will	change	as	your	business	grows	-	but	to	clarify	money,	the	number	one	thing	is	
you	have	to	know	your	current	expenses.	What	you	are	currently	bringing	into	your	
business	on	a	monthly	basis?	I	don't	mean	sales;	I	mean	money	that	is	landing	in	your	
bank	account.	What's	actually	coming	in?	The	sale	is	never	complete	until	it’s	in	the	
bank	account.	What	are	my	expenses?	What	is	it	costing	me	to	be	in	business	and	what	
is	my	current	revenue?	What's	coming	in?	Those	are	two	numbers	that	you	must	know.	
They're	non-negotiable.	That’s	the	way	that	you	start	to	find	out	how	to	build	that	next	
financial	goal	for	yourself.	Without	that	clarity	to	begin	with,	you	don't	even	know.	If	
there's	only	one	thing	that	you	work	on	this	month,	it	should	be	really	looking	at	your	
expenses	and	getting	clarity	around	what	they	are	each	month	and	getting	clarity	about	
how	much	you	are	bringing	in.	Then	you’re	already	actually	going	to	be	ahead	of	most	
people.	If	you	do	all	of	the	six	steps	you	can	imagine	what's	going	to	happen.		

The	next	step	once	you	got	that	in	hand	is	to	look	at	your	bold	money	goal	that	you	
want	to	set	for	yourself.	Everybody	without	exception	should	have	a	goal	that	you	really	
want	to	achieve.	Stretching	that	feels	like	stretching	the	sales	within	believability.	That	
would	feel	really	exciting	-	if	you	could	hit	it	you’d	say,	“I	really	wanted	that	and	I	can't	
believe	I	actually	did	it!”	How	do	we	get	to	that	bold	money	goal?	Number	one:	you	
need	to	know	what	those	current	expenses	in	business;	otherwise,	you're	in	a	deficit	
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and	you're	going	to	be	losing	money.	If	you	want	to	be	at	the	point	where	you	at	least	
break	even,	that's	a	good	milestone	for	you	to	get	into	because	you're	not	actually	
creating	excess	there.	You're	covering	those	expensive	to	the	break-even	point	and	you	
can	up	it	from	there.	Once	you	know	what	those	things	are,	what	are	some	of	those	
wants?	If	you've	gone	through	this	exercise,	it’s	fundamental	to	know	the	numbers	that	
you	want	to	pay	yourself.	It	could	be	that	you	want	to	hire	a	VA.	It	could	be	that	you	
want	to	get	a	new	brand	done.	You	want	new	equipment,	things	that	are	going	to	help	
take	you	to	the	next	level.	Now	it	becomes	that	you	need	to	know	the	prices.	What	are	
the	approximate	costs	of	those	things?	You	want	to	do	some	research.	If	you	pay	
somebody,	what	would	be	the	rate	or	salary	or	monthly	retainer	to	have	that	help?	
What	does	the	new	computer	system	cost	or	new	phone	system	cost?	You're	going	to	
put	that	over	and	above	your	expenses:	your	expenses	plus	your	needs	and	wants.	That	
helps	you	to	set	your	bold	money	goal.		

Do	the	test:	Does	it	feel	believable?	Does	it	feel	like	stretching	it	for	you	to	be	able	to	
achieve	it?	Then	you'll	know	where	you're	at.	Step	three	from	there	is	what	I	call,	“Mind	
the	Gap.”	When	people	go	to	London	-	especially	the	foreigners	-	they	love	when	you	
travel	on	public	transport	on	the	underground.	There's	a	gap	as	you	step	off	of	the	train	
and	on	the	platform.	Over	the	years	there	are	horror	stories	of	people	getting	a	foot	
caught	in	there	or	other	horrible	things.	That’s	why	when	you	pull	into	a	station,	they	
always	say,	“Mind	the	gap.	Mind	the	gap,”	over	and	over	again.	Foreigners	find	it	funny	
because	they've	never	heard	this	expression	before	so	they	associate	it	with	London.	
Minding	the	gap	for	you	and	your	business	now	is	knowing	what	the	gap	is.	What	are	
you	expecting	to	come	in	each	month?	What	is	the	gap	for	growth	opportunity	and	your	
goals?	Let's	say	for	the	sake	of	even	numbers	that	you're	already	at	$8,000	a	month.	You	
want	to	break	through	to	a	consistent	$10,000.	Your	“mind	the	gap”	is	$2,000.	Your	
focus	has	to	be	on	what	you	need	to	do	to	mind	that	gap	and	to	bridge	that	gap.		

To	do	that,	you've	got	to	get	really	honest	about	where	you're	spending	your	time.	This	
is	your	most	valuable	asset	and	once	it	is	gone,	it’s	gone	forever.	Most	people	are	not	
spending	their	time	in	the	correct	activities.	This	is	why	this	month	we	really	want	to	
help	you	be	more	productive,	be	more	focused	and	achieve	more.	I	know	a	lot	of	you	
are	going	through	Michael	Bernoff’s	Call	2	Action	program.	He's	really	brilliant	at	getting	
people	into	action	and	achieving	a	lot	more.	How	do	we	get	those	projects	moving	along	
and	accelerate	progress?	We've	also	got	to	think	about	how	we	are	spending	our	time.	
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How	much	of	your	time	is	spent	really	in	income-generating	activities	like	directly	
making	money?	Just	go	through	your	calendar	and	be	very	honest.	If	you	show	me	the	
numbers	in	your	business,	we	would	know	that	there's	a	direct	correlation	between	
what	you're	actually	making	in	your	business	and	how	much	time	you're	spending	in	
income-generating	activities.	It's	going	to	give	you	the	immediate	response	to	see	where	
you	need	to	spend	more	time.	A	lot	of	small	business	owners	are	working	on	things	that	
they	think	are	important	but	actually	have	no	direct	bearing	on	growing	money.	We	love	
pretty	websites.	We	like	things	to	look	nice	but	frankly	just	because	you	go	and	change	
your	graphic	on	the	website	or	change	a	bit	of	copy	there's	nothing	to	say	that	$10,000	
comes	flying	through	the	door.	That's	just	not	how	it	works.	You’ve	got	to	think	
proactively	about	how	much	time	you	are	spending.	I	want	you	to	look	through	your	
calendars	and	be	very	honest	about	that.	It	certainly	was	eye-opening	for	me	when	I	did	
this	years	ago.		

Step	five	for	clarifying	money	is	the	80-20	rule.	It	says	80%	of	our	time	can	yield	20%	of	
the	result	-	or	we	can	flip	it	around	and	say	20%	of	our	time	can	yield	80%	of	the	results.	
It	flips	around	the	wrong	way	so	more	people	are	spending	80%	of	their	time	and	efforts	
and	energy	getting	these	small	results.	They	could	flip	it	around	and	generate	much	
bigger	results.	This	is	the	premise	behind	the	premium	offer:	working	with	your	ideal	
clients.	If	you	look	at	your	ideal	clients,	you'll	find	out	that	20%	of	your	clients	are	
actually	providing	80%	of	the	revenue	-	so	what	are	the	80%	doing?	Draining	your	
energy	probably	and	not	serving	you	as	well	as	they	could	be.	I	want	you	to	start	to	
think	about	not	only	how	you're	spending	your	time	but	what	are	those	activities	that	
you	engage	in	that	really	generate	the	best	results	for	you?	You	may	not	have	the	
answers	right	now	but	you've	got	to	explore	this.	

As	you	go	through	the	process	the	next	step	in	this	is	going	to	be	constantly	refining	it.	
You've	got	to	go	through	this	process	multiple	times,	spending	more	and	more	time	in	
your	zone	of	genius,	getting	people	to	help	you	and	leveraging	people	and	their	time	so	
that	the	business	gets	more	focus	on	those	income-generating	activities.	Look	at	what	is	
going	to	generate	80%	of	the	results	with	20%	of	the	effort.	This	is	where	your	business	
gets	really	exciting.		

You	know	you	should	be	spending	time	on	making	more	money,	so	what	types	of	things	
actually	help	you	to	do	that?	We've	actually	taken	a	bonus	from	another	program	that	
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we	run	with	income	generating,	money-making	happy	hour	activities.	There's	a	lot	of	
happy	hours	in	the	region	that	we	live	in	in	Scottsdale	and	people	get	really	excited	
about	the	idea	of	happy	hour	at	the	end	of	the	day:	socializing	and	having	fun	with	
cocktails	and	mocktails	or	whatever.	When	it	comes	to	money,	we	don't	wait	until	the	
end	of	the	day;	we	want	to	keep	that	activity	up	front	and	really	prioritize	it	–	so	I	have	
given	you	a	list	of	50	different	income	generating	activities.	They	may	surprise	you:	
things	like	checking	your	bank	balance.	That	may	surprise	you	as	an	income	generating	
activity	because	you	actually	fear	doing	it	and	looking	at	the	numbers.	That's	precisely	
why	it	really	does	help	you	to	make	more	money.	It's	about	giving	that	clarity	and	
knowing	where	you're	at;	really	being	honest	about	the	situation	that	you're	in	and	
looking	for	how	you	can	change	that.		

For	this	month	in	particular	as	you're	going	through	Call	2	Action	with	Michael	think	
about	prioritizing	money	growth.	What	is	the	goal	that	you	want	to	set	for	yourself	this	
month?	If	the	goal	is	really	important	to	you	then	it	stands	to	reason	that	it	has	to	be	
prioritized	on	your	calendar.	I'm	going	to	be	recommending	that	you	block	your	money-
making	activities	an	hour	a	day.	Block	it	up	front.	Do	it	first	thing	in	the	morning	and	
nothing	else:	no	calls,	no	checking	e-mail.	The	very	first	hour	of	your	day	is	dedicated	to	
the	financial	health	of	your	business.	I'm	really	happy	to	answer	questions	on	the	50	
different	activities.	I'm	not	going	to	go	through	50	here	but	that's	always	a	question	that	
comes	out:	what	should	I	focus	on?	Things	like	knowing	your	numbers,	setting	your	
goals,	finding	an	opportunity	where	you're	going	to	give	a	talk	and	make	an	offer,	
sponsorship.	We	know	for	our	business	that's	a	great	strategy	so	we	have	to	prioritize	
that.	It	might	be	that	you	are	working	on	your	conversion	so	really	prioritizing	it	and	
inviting	people	to	your	event.	Reach	out	to	people	and	get	some	of	those	conversations	
generated.	I	talked	about	Louis	Vuitton	and,	“Come	inside,”	get	on	the	call,	social	media,	
Facebook	Live,	etc.	Do	a	virtual	coffee	or	whatever	it	is.		

Get	to	know	some	of	your	connections.	What	are	they	struggling	with?	What	are	they	
needing	help	with?	Look	at	how	you	can	add	value.	It	can	be	reaching	out	to	potential	
partners	and	joint	venture	partners.	Say,	“How	can	I	support	you	and	what	you're	
doing?”	so	that	it	starts	to	come	back	to	you.	You	know	the	right	way	to	ask	people	to	
help	and	support	you	as	well.	Offer	free	training	online.	Nowadays	the	conference	calls	
with	Zoom	platforms	and	Facebook	Live	make	it	so	easy.	There	isn't	an	excuse	in	the	
world	now	for	why	we	can't	do	something;	we	have	so	many	tools	that	we're	just	not	
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using.	Post	a	free	call	that’s	spontaneous	and	fun	and	invite	people	to	join.	Think	of	it	
like	your	storefront	and	you're	going	to	invite	them	in	and	have	some	fun.	One	of	the	
easier	ways	to	grow	money	in	the	business	is	selling	more	to	existing	clients	and	
reaching	out	to	former	clients,	finding	out	how	they're	doing	and	what	they	need.	
Mention	your	premium	offer	and	tell	people	you've	been	thinking	about	them.	You've	
got	this	amazing	new	program	you	think	they're	a	perfect	fit	for	and	you’d	love	to	share	
it	with	them.	Just	pick	up	the	phone.	It’s	a	great	time	for	following	up	with	people	that	
you've	met	from	events	or	sending	out	thank-you	cards	to	people.	Maybe	somebody's	
done	something	for	you	or	you	had	an	amazing	conversation	or	something	inspirational	
this	year.	Think	about	how	you	can	add	value	to	people.	We	all	know	people	around	us	
think	about	joining	a	networking	group	or	creating	one.	That’s	the	story	behind	Bold	
Women	in	Business	-	a	brand	new	event	this	year.	It’s	an	event	that	I	wanted	to	attend	
and	it	doesn't	exist	so	I	was	like,	“Let’s	create	it.”	If	you	don't	want	to	join	a	meetup	
group,	there	are	so	many	tools	for	starting	one	and	inviting	people	there	to	share	
fabulous	value	with	them.		

Are	those	the	only	ideas?	No,	not	at	all.	Those	are	50	ideas	to	get	you	started	for	how	to	
spend	your	time	on	income	generating	activities.	I'd	love	to	hear	your	ideas	as	well.	You	
are	all	brilliant	people	in	your	own	right.	Let's	get	that	conversation	going	on	Facebook.	
What	are	you	doing	in	that	time?	Share	some	resources	and	share	some	fabulous	ideas	
to	benefit	growing	money	and	being	far	more	abundant	in	business.	That	checklist	is	
one	tool	to	get	you	started	and	then	the	last	tool	that	I'm	going	to	leave	you	with	today	
is	The	Money	Tracker.	In	those	days	when	I	wasn't	paying	attention	to	money	and	I	had	
my	ostrich	head	in	the	sand	approach	I	had	no	idea	what	was	coming	into	my	business	
on	any	given	day.	I	really	didn't	have	an	idea.	It	was	all	a	blur.	It's	that	mentor	that	
shared	with	me	back	then	that	money	will	get	your	attention	one	way	or	another.	It's	
the	challenge	to	start	tracking	money	daily	and	see	how	often	it's	coming	into	the	
business.	It	was	very	scary	in	those	early	days,	seeing	more	and	more	days	at	zero.	I	
would	track	it	religiously	and	I	would	put	those	arrows	in	however	painful	it	was.	Then	
there	may	have	been	a	small	payment	or	something	and	I'd	start	to	track	through	the	
month.	This	is	still	a	practice	that	I	am	very	close	to	with	money	and	our	business;	my	
eyes	are	always	on	it.	Practice	tracking	money	-	that's	something	I	want	you	to	do	to	
help	you	build	that	clarity	every	single	day.	How	much	is	coming	into	your	business.	It's	
okay	if	you	see	a	lot	of	zeros	there	because	then	the	game	becomes	how	many	days	you	
can	fill	up	throughout	the	month	where	money	is	coming	into	your	business.	Turn	it	into	
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a	game.	Those	are	some	tools	to	really	help	you	with	money	growth	in	your	business	for	
this	month.		

	


