
 
 

 
BE BOLD. PLAY BIGGER.® 

© SIMPLY ZEST LLC • ALL RIGHTS RESERVED • VANESSASHAW.COM • PAGE 1 of 12 

MARCH 2018 CONTENT CALL: 
OVERCOMING MONEY AVOIDANCE 

Recording Transcript 

Greetings from Cabo! This is a work-cation that we’re doing this week. It’s not 
just laying back and sipping margaritas – although I will confess we’ve had a few. 
That was part of the team bonding and fun. It’s just to show that it is possible to 
travel and have some down time and be working on the business as well.  

I wanted to go on to a really important subject this morning. Honestly, what I’m 
going to teach you today was fundamental to me shifting my own relationship 
and mindset with money all of those years ago at the point where I was staring 
bankruptcy in its face. I pulled together a lot of my own personal learnings from 
years of working with people to pull this all together today in this module that 
we’re going to call “Overcoming Money Avoidance.” A big part of the challenge 
that I had back then was I was just avoiding everything to do with money in my 
business. . I had my head in the sand and didn’t know what I was doing. Money 
felt very mysterious to me. It was that day that wake-up call came from my Swiss 
accountant who said, “Ohh la la, Madame Shaw. You’re headed for bankruptcy,” 
that caused me to look into this. I believe what we’re going to look at today is one 
of the core foundational pieces that’s missing in any business building program 
or any MBA program. It’s a big conversation that most people aren’t having and 
the reason why so many people struggle in business to make ends meet, to have 
more than enough and to generate the kind of profit they would really want to be 
generating in their business. It’s definitely a big subject today. I want you to take 
a deep breath. Let’s buckle up and dive on in.  

These are the five keys that I really had to overcome for myself to demystify 
money. Everything about getting more money felt to me like a big mystery. It was 
like a storybook I hadn’t read. I didn’t know the mechanics of how I actually bring 
more money into my business. How is it that we generate that? It seemed to be 
hoping and praying and maybe one day a client would show up miraculously and 
then they wouldn’t. What is it that I’m doing that generates more money in the 
business? This really goes back to some of those early childhood conversations 
that we’re either having or not having when we grow up. If you think about it, how 
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often were you taught growing up how to create money? You’re taught about 
managing money. You’re taught about saving money. You’re taught perhaps 
about how to do a very basic budget – but nobody teaches you the mechanics of 
how you bring more money into your life. Everything starts from the premise that 
you’ve got it and now you’ve got to manage it. In very early childhood, you may 
have been fortunate enough that you were given some pocket money or perhaps 
you were paid to do certain things. You had a little bit of money and then you 
chose how you would spend it or not. You may have had an education around 
that or not – because a lot of people I think aren’t having these conversations.  

For those of us that have grown up in the more corporate world and the more 
professional world, those are the families that we had. It was just assumed that 
you went out to work. You did a relatively okay job, you were somewhat 
professional and you got a paycheck. That’s how money showed up into your 
world. Now if you shift that – we were talking the last time about that 
entrepreneurial vs. employee mindset – once you shift to going into business for 
yourself, you are responsible for generating that paycheck and it can feel very 
mysterious. It certainly can feel very ad hoc at times.  

One of the pieces that I had to learn for myself around money – and again at the 
time I thought I was alone in this and you only have to look at the state of the 
finances across many nations (not just the nation that we live in) to realize that 
there are lots of people struggling with money. There’s so much stress 
associated with money. This goes back into some neuroscience and 
understanding what’s happening on a much deeper level in the brain. I started to 
track back through my own stories and figure out what my previous experiences 
with money were. What was my parents’ relationship with money? What did I 
experience around money growing up? The conversations that were had, the 
conversations that weren’t had? I discovered that in my own childhood, there was 
a lot of stress. There was this mysterious piece as to why other people had more 
money than we did. There was a lot of stress associated with money for me 
growing up. It’s probably the reason that my parents separated. I had two very 
different money styles and I remember the stress of my mother trying to balance 
the household accounts. It didn’t look like a very pleasant thing to be doing. She 
certainly didn’t look very happy doing it. I remember very, very heated 
conversations around money and my parents arguing which for me as a child 
meant a lot of emotional turmoil and stress.  
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What happens at the brain level is we have this old part of the brain called the 
amygdala. It’s almost like a little almond at the back of the brain and that 
amygdala is always scanning for threat. It’s scanning to see if there’s danger in 
your environment to put you on high-alert so that you can get yourself to safety. 
The reason that we have the amygdala is it’s that old part of the brain that might 
see a dangerous animal coming when we were out hunting and gathering. All of 
the sudden, we’re under threat. There’s a saber-toothed tiger and we don’t have 
time to process rapidly through the brain to see if we’re under threat or not. 
There’s a part of the brain that kicks in to say, “Danger, danger, danger,” to send 
messages to other parts of the brain and to the body. It’s basically triggering the 
stress response so that you get yourself to safety. That’s what the purpose is.  

I just want you to think about this as a mechanism that’s scanning for threat in 
your environment and anything that’s going to feel uncomfortable for you. In my 
case, what happened was I was experiencing these stressful scenarios around 
money and the arguing and everything growing up and stories around money, so 
in my younger brain – and this would all have been happening prior to the age of 
about seven – I had now put a message deep into my brain that money equals 
stress. It’s mysterious - I don’t know much about it - but anything I do know about 
it seems to be stressful.  

This story is as clear in my mind today as it was around the age of seven when I 
experienced this. Two of my brothers growing up to earn more money did a 
paper round. These were early morning paper rounds. I’m pretty sure you call 
that the same in the States: the paperboy. Here, they would go to the news 
agents and collect all the papers. It was this massive stack of different papers 
that needed to be delivered. You carried them in a big bag that was really heavy 
and then you had to deliver them to the different houses. Back then, growing up 
in England, it wasn’t the case that you could just throw them over a gate or a 
fence and land them on somebody’s lawn. You had to deliver the newspapers 
into the letter boxes as we call them in the UK. If you know something about UK 
letter boxes – and this is why this part of the story is very important – most 
places, you’re actually having to walk up a garden path. You’re actually having to 
get closer to the house to deliver those papers into the letter box. If they weren’t 
delivered into the letter box, that owner would then complain to the news agent 
and one of my brothers would get into trouble or otherwise they were going to get 
fired.  
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This was their little ticket to freedom at that time. These were older brothers of 
mine. I thought this was immensely cool that they had a paper round and they 
would get up at the crack of dawn. So, I wanted to go with them. I’m guessing 
that I was about seven - perhaps I was older. My mother would probably say, 
“There’s no way we let you out of the house at seven.” The truth is, back then, I 
think we did lots of crazy thing with kids and that’s another story. I know that it 
was dark when I was going out in the morning with my brother. He would give me 
these papers to deliver. There was a house that we walked by and to this day I 
remember it has a great big fence. As we are approaching this fence, there is a 
massive Alsatian dog – a German Shephard – that is going absolutely crazy. 
We’re going to approach it and I have to walk past this dog barking in order to 
deliver the papers. All I can remember from my very young self is it’s dark in the 
morning - an awful lot of noise happening - is that there’s a gap underneath the 
fence at the entry to this garden. I am just terrified that this dog is going to get out 
from underneath. It’s barking. It’s getting its front paws through. It looks like it’s 
salivating - certainly in my memory it was. It’s digging its head under this gate 
and I’m just convinced that this dog is going to get me. Equally so, the dog is 
pretty big as German Shephard’s are and it’s now trying to jump up over the top 
so it’s between the bottom trying to get out as I’m going past and then it’s 
jumping up and its front paws are going over the top of the gate. It was terrifying.  

My brothers would be saying things to me like, “You can’t show him you’re 
scared.” “You’ve just got to be calm.” “You’ve got to breathe.” “We can cross over 
to the other side of the road.” “It’s okay. He does this every single day.” All I 
remember is the sheer terror of this. I’m pretty sure that within a couple of days I 
was exposed to this a few times and I said, “It’s just not worth the pleasure of 
coming on the paper rounds anymore because that dog is so scary and 
terrifying.”  

Why share this story? What’s really important at a brain level to know is that 
those stories have emotional memories – and we all have them. When we recall 
something from the past typically in childhood that was scary, it gets locked into 
our emotional memory. Our brain experiences that. We have a whole lot of 
emotional reactions that happen in the body. There’s a whole series of 
physiological changes. Now, all the brain can do is basically see a picture of a 
German Shephard dog and that stress response is triggered. That’s back to that 
amygdala - because the amygdala doesn’t know the difference between when 
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you’re really under threat and when you perceive you’re under threat. The 
amygdala is getting triggered. We call it being hijacked. Once it’s been hijacked, 
it’s very difficult to get it back under control again; it’s like everything’s gone on to 
hyper-alert.  

At that point, the body doesn’t know any different and the emotional memories 
are stored at that. I use the example of dogs because I know I’m not the only one 
that has a story like that. Many people grow up being terrified of dogs because of 
a similar experience. For me, I carried that through for decades. I was terrified of 
dogs. I didn’t understand them. To this day even when I speak about this and as I 
was preparing for this yesterday and recalling that story, even though it’s many 
years ago - the stress response isn’t being triggered as much as it was back then 
- but I’m still aware of it in my body. There’s that quickening of the heart. I can 
feel myself a little bit nervous. It’s like, “Whoa, I don’t want to go past that dog 
again.” Those emotional memories are stored.  

This is exactly the same for you around your experiences with money. Money is 
one of the biggest stresses in our lives. It's one of the things that causes an awful 
lot of turmoil in marriages, in businesses, in relationships, etc. It's a massive 
stressor. Most of us have been exposed to these stories and these stresses 
before the age of seven. It's as if our inner 3-year-old is still running the show. 
That honestly is the case for me when I look back to those years of unconscious 
self-sabotage: I didn't know what I didn't know. It was as if that inner child in me 
was showing up to the business and what that meant was she was scared to look 
at the numbers. She didn't understand them. She thought they were boring. She 
remembered all the stress unconsciously around money and it caused these 
patterns of avoidance. That's what we do: When we have something that's 
stressful, it's incredibly rare that we're going to want to go back and expose 
ourselves to it because the brain goes, "Hyper alert! Hyper alert!" The amygdala 
hijack now is taking place. All we want to do is get ourselves to a place of what 
we perceive to be safety in the short term and that typically looks like avoiding. If 
we go back to the dog scenario, what did I do? I stopped doing the paper round. I 
would beg my brothers to see if there was some other way that we could deliver 
papers without going past that particular house and there wasn't. I'm pretty 
certain that within a few days I just went, "Wow, this is too painful, too stressful. 
I'm really scared of that dog. I'm not going to come with you anymore." I just 
avoided it. That pattern was then embedded for many years.  
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What we've really got to get to is understanding what some of those patterns are 
where our inner 3-year-old is running the financial show. We’ve got to get to a 
place where we've got our powerful billionaire CEO showing up to the show. Of 
course, this is the Founder of Spanx - an amazing female billionaire. If most of us 
are honest, we'll start to realize we're not showing up as Sara in our business; 
we've got the inner 3-year-old. How do we start to unpick all of this? First and 
foremost, I've given you some worksheets here. This is not something to avoid. 
This is absolutely one of the core worksheets that you must go through and 
revisit as you are increasing the amount that you want to generate and earn and 
keep in your business.  
 
First is finding your own definition of wealth. I know that when we talk about 
wealth we often talk about relationships, love and health. For this exercise, I want 
you to think about this in terms of wealth related to money. Start to think of what 
your own definition of what wealth would look like for you personally. Not for 
somebody else - but in a way that would feel good for you. Assuming that you're 
in business for yourself which you all are, that definition of wealth is going to look 
bigger and greater than what you've currently got. You're going to be in that gap. 
That's why we're in business. Part of being in business is to add value to other 
people through problem solving. The other side of that is so you can generate 
money and a profit so that you can pay yourself, you can support your team, your 
business and also give back to those causes that are close to your heart. Now 
you're going to find yourself in the gap. We need to start to look at what that new 
level of income is that's going to get you to that next level of wealth. We all have 
our very own definition of wealth. This can be quite challenging to answer the 
question because sometimes we start to see that we're writing it down and it's 
our parents' voices that are showing up in our heads. We feel like we want to 
claim something for ourselves and all of the sudden we've got that voice of 
judgement that says, "Who are you to think that you can have that?" or "You 
shouldn't say that that's important to you." All of those judgements come up - but 
to the best of your ability I want you to come up with your own definition of what 
that needs to look like for you.  
 
Go back to the last module to start to look at where some of those gaps are 
where perhaps you're showing up as the employee and there's some 
entrepreneurial mindsets that need to be updated. We started to look at that last 
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time. What are the beliefs that stop us enjoying that next level of wealth? The 
way I like to think about beliefs: These are assumptions. These are truths. Things 
we must be believing that are keeping us from getting to that next level of wealth. 
A lot of you have done work around this and there's some very classic beliefs 
that a lot of us have grown up with. Things like, "Money doesn't grow on trees." 
"Money is for other people." That was one of mine. "People like us don't make 
that kind of money." That was a core belief that I grew up with. Also, one that's 
very prevalent is that you've got to work really, really hard to get to that next level 
of wealth. I get it. Some of you are working hard and we do have to put in the 
effort and the work to grow our business - but sometimes I think we go, "Wow, I 
can't work any harder, so I can't see how I can get to that next level." That could 
be a core belief that we have around money.  
 
You might have a core belief that we just don't believe it's something for us. At 
some level, we feel that we're faulty, broken, unworthy. What are some of the 
beliefs that you have or that you might have that are preventing you from getting 
to the next level? We've got to understand that's it's like a program we've agreed 
- probably unconsciously - to put into our brain and perhaps at one point, it really 
served us. Now it needs to update. We need to give it version 2.0 of the program.  
I've given some examples of some of the negative associations you may have 
around earning more money. Again, these are some of the classic ones and you 
may have your own. I said, "You have to work so hard" and "It won't happen for 
me." That's believing at some deeper level you're not worthy or not deserving. It's 
for somebody else but for some reason you've come into this world with a stamp 
on your head that says you can't have it.  You believe that you have to do or be 
something else in order to have more. This is very classic as well. I see this 
among women. I've been guilty of this myself. That belief that I need to be 
smarter, I need to do something quicker, I need to get another credential, etc. I 
need to have another qualification as if those qualifications will miraculously bring 
me more money. I realized later in life when I was studying this that that came 
from having professional parents who really valued qualifications. My stepfather 
was a doctor and my mother was a teacher. There was a lot put on those 
professional qualifications - which by the way I do believe in - but I put in this 
unconscious link that those qualifications equaled money. The truth is in the 
entrepreneurial world, it doesn't. In fact, often it's the contrary.  
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Sometimes we might have negative associations whereby you've had more 
money or you've experienced stories of other people having more money and 
they've been taken advantage of, they had to take a lot of responsibility for a lot 
of other people because they had more money or they had people asking them 
for handouts all the time. The fear of judgement. This again is a classic one 
particularly formed in those early years. If your parents had a very different 
association with money perhaps they were judging of other people that had 
more. We often have this disconnect that we can't be a spiritual person if we've 
got more wealth. We have this massive disconnect there where we can have one 
or the other – or any of these other labels you might find that you have inherited. 
You'll become greedy, shallow, arrogant, selfish. We've got to start to think about 
what the negative associations are that you currently have that you're aware of 
around money.  

Then, we want to start to look at giving ourselves what I call a "Money Wound 
Check-Up." This is from Tony Robbins and he calls it something like "your money 
wound." We all have something that hasn't been healed. We can heal this in our 
business. We've got some negative money associations that are still not feeling 
clean for us, so we say, "I don't want to become that. I don’t want to be like that." 
Therefore, we're doing everything to move away from money. Sometimes those 
negative associations are just simply around not prioritizing money. That was 
certainly something for me. It was always the very last thing I would do. I wasn't 
prioritizing money management, looking at the bank balance and taking care of it. 
Everything was very last minute because it was this whole pattern of avoidance. 
Other classic tolerations are around perhaps just getting by or having just enough 
rather than having what you really want. Perhaps your own money wound at this 
point in time is that you just haven't developed a strategy. You've done the work. 
You've got the awareness. You're kind of aware of some of those old money 
stories and you feel like you're in a place of great awareness but you actually 
haven't really got the plan that's going to help you become more wealthy. 
Otherwise, a great place of sabotage is you've got the plans, you've developed 
them and then you're not following through on them. According to Suze Orman, 
one of the classic areas that keeps us stuck with money is feeling shame, 
embarrassment or guilt around your current financial situation. By the way, that 
can be both ways. That doesn't mean to say that you haven't got enough. People 
can feel a lot of guilt or shame or embarrassment when they've got a lot. Those 
are emotions that we've got around money that can keep us stuck.  
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Just ask yourself: Which one feels like it's unresolved for you right now - or a 
work in progress? What are some of those main emotions that you're currently 
experiencing around money? At the end of the day, money is not a logical 
subject. It's not a logical topic; it is highly emotional. If it were just pure logic and 
pure numbers and everybody could be really objective about it, we wouldn't have 
the mess that we have now. Again, like I shared with the dog earlier, it’s that 
scary place for many people. We have these negative money associations. The 
shame, the embarrassment. I felt so embarrassed that I didn't understand the 
numbers and I didn’t know how to read the financial statements. I really didn't 
know what things meant. I didn't know the terminology. I felt that I'd been told at 
an early age in school that I wasn't good at math and I didn't have the 
qualifications that could show me any differently. There was a lot of shame and 
embarrassment for me around everything to do with finance and money. When 
we feel like that, we're unlikely to want to take action. Those are the things that 
lead us to avoidance.  
You want to start to think about what some of those main negative emotions are 
that you're experiencing. I've given you a checklist there of some general ones 
people feel - but where do we want to shift that to? Honestly, I would be 
recommending that we want to shift our emotions to a far more neutral, objective 
place. In an ideal world, that's where I believe we need to get to so that we can 
be more objective. We can embrace our inner CFO - our Chief Financial Officer - 
and be more observant, more matter-of-fact and more pragmatic around money 
and take the emotions out of it. We want to feel more positive emotions around 
money because it is a tool to be able to do a greater good. We can be more 
generous. Money gives us a level of freedom because it gives us more choices. 
Everybody says money's not supposed to make you happy. Okay, but you can 
make some choices that are going to bring greater joy into your life. Are you 
telling me that if you had a little bit more and you could spend some time with 
your family perhaps taking a nice trip or giving a nice surprise to somebody that 
that wouldn't give you more joy? Of course it would. It can give greater ease and 
fun into your life as well as creating greater possibility. We can sponsor other 
people. We can pay it forward. These are some of the classic positive emotions 
that are attached to money or can be attached to money. Where do you feel at 
this time in terms of your primary emotions around money? Where would you like 
to be?  
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Finally, I've just put together here some classic areas where you may be avoiding 
money. Ultimately, we can learn all these stories. We can start to understand 
some of those patterns from the past. We can start to understand the key 
emotions that we might have around money and some of those beliefs - but if 
we're not taking action, we're never going to be able to reprogram our 
experience. This is where we come back to the dog. If we look into therapy - like 
cognitive behavioral therapy - a lot can really be about exposing ourselves to 
those things that we had phobias around - things that scared us - and realizing 
that they are not as scary as we previously thought them to be. Sometimes it's 
about exposing ourselves to something so that we can get a greater 
understanding of it. I'm not talking about exposing ourselves to something where 
we're going to be unnecessarily in danger but a lot of times we don't expose 
ourselves to something. The fear is there and it's a lack of clarity that keeps the 
fear in place. A little bit like the dog: I'm not recommending that I would ever run 
in there and open that gate and put myself in with what felt like a savage dog, but 
I did start over the years to have to learn more about dogs and start to learn that 
not all dogs were scary. Dogs can bark when they need protection, but it doesn't 
mean that they're going to attack. Dogs have a certain body language if they 
really are going to attack. There’s certain triggers that we can see and certain 
markers that would identify danger. Just because my experience was of one dog, 
it doesn't mean that all dogs are dangerous. At that time my amygdala - going 
back to that amygdala highjack - didn't know that. The trigger is there and the 
emotional memories mean that all dogs become this scary place. We go to a 
place of avoidance.  
 
The same here is with you with money. If you really want to rewrite your story 
around money and your ability to bring in more in your life, you're going to have 
to start avoiding the things that are causing you to not deal with money. You 
have to stop avoiding the very activities that could bring more money into your 
life. For example, not getting clear on your current financial situation. That was 
one of the things that I did to avoid. I wouldn't look at the bank balance.  It's like if 
I didn't look at it, I could avoid it and keep myself in a place of ignorance. Things 
like declaring what you really want. Understanding debt that you might be 
carrying. Again, from a very neutral place, looking at the numbers, looking at 
ways to get credit cards paid off. These are some of the things that you might 
have avoidance around. Now start to think about it in terms of where you are 
avoiding some conversations that could be bringing more money into your 
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business, because the same things are carrying through. Perhaps clients aren't 
paying on time, vendors aren't paying on time or you’re avoiding raising your fees 
because at this point in time you feel very comfortable with the amount you're 
charging. You're avoiding what feels like a more difficult conversation for you 
because you don’t want to have any pushback from people.  
 
I’ve experienced that as well with a lot of clients when we talked about raising 
their fees and how many times they're getting pushback from potential clients 
around their fees. Every time we get into a conversation, we have 100% 
conversion. It's like "Why aren’t you raising your fees more?" It's that they just 
don't want to have the uncomfortable conversation or put themselves in a 
situation where somebody's going to say “no”. Even making offers to people. This 
is why we talk about in the sales conversation. That place of making an offer for 
the prospect to work with you is a key part in that conversation. It's a vulnerable 
place because it can trigger those feelings of discomfort and that emotional 
memory that you may have around money - but if we never get to a place of 
practicing those conversations, we're never going to build the new emotional 
memory that's says it’s ok to make an offer and it's ok to talk about money. Thing 
like getting your books and accounting current and up-to-date. Getting clear on 
money you owe to others and getting clear on money perhaps others owe to you 
and having a conversation around it. Those more difficult conversations. What 
are the places currently in your business that are related to money that you feel 
like you could be avoiding? You should start to put those as some action steps: 
"I'm going to strengthen my money muscle here and recreate a new experience 
for myself around money." It is a skill set so that you're no longer avoiding some 
of those things that have the potential to bring money into your business.  
 
What's really been valuable to you in this conversation today around overcoming 
avoidance as it relates to money? This is something we have to do frequently. It's 
always looking at these places we can clean up. Take something to the next 
level. One of the things it's also important to know about money is that we have a 
relationship around money and then when we're under stress our relationship is 
going to shift to something else. You might say, "I'm okay right now. I've got this 
covered," but then all of the sudden something stressful happens. You're 
experiencing stress and you will revert to a different type - a different version of 
you - as it relates to money. For example, let's say you need to have some new 
clients coming into the business. You've decided this is the month. You have 
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your goals. You're going to get some new clients. The numbers haven’t been 
where you want them to be. All of the sudden you realize you're feeling some 
stress around that. This is the moment where all of the sudden you're discounting 
your fees. You're taking on clients that aren't champagne clients for you. You're 
making too many special offers. Whatever that might be for you, stress causes 
you to revert to a former type around money. 


