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BECOMING A SUCCESSFUL, SAGE BUSINESSWOMAN 
CLASS FOUR 

 
 
Hi, this is Stacey Mayo and this is “Becoming a Successful, Sage Businesswoman,” and this is month four of our program.  We are 
a third of the way into it, a fourth of the way, actually.  So we’re already half laid the foundation and there is lots of time and lots 
of good stuff coming to support you in growing your sage business and your sage ideas. 
 
I want to make an explanation of a logistical issue in a moment.  But want I want to do first is check in on wins.  I know Joumana 
has a win to share, so I’m going to go ahead and call Joumana.  I would like to hear one or two wins as it regards to your sage 
business.   
 
Stacey: So, Joumana, would you like to share? 
 
Joumana: How would you know?  Why would I even ask you that?  Yes, I have a win to share. 
 
Stacey: Well, you emailed me about it so I happen to know. 
 
Joumana: Oh, wait, which one is that?  No, there’s a more recent one. 
 
Stacey: Oh, so go for whichever one feels best. 
 
Joumana: The one that feels best at this point is, I think I’ve told you this, I’ve always considered myself a healer.  At my core, 

I’m a healer, I’m not a businesswoman; I’m not any of those things.  I’m a healer.  It was brought to my attention 
last week that even though I know that, and that’s how I see myself, that’s not how people around me…that’s not 
the message I’m sending out there.  So people are so confused because I’ve had a couple of instances last week 
where people said…I was having lunch with a girlfriend and she said, “Do you know of a good liver cleanse?”  And I 
said to her, “Would you like to set that up for you energetically?”  And she goes, “What?”  Now, she’s a healer.  
She’s a hypnotherapist.  She’s a spiritual coach.  So I’m like, “You didn’t know?”  She said, “I had no clue you did 
that.”  After I explained to her about the Cash Grid and I’m like, if she doesn’t know that probably most people 
around me don’t.  It kind of explains why my business has been frozen.  Because my message, up until now, hasn’t 
been clear.  So, that’s what I’m working on right now.  I’m working on my website.  I’m working on my messaging.  
I’ve claimed it for myself and I thought I had claimed it for the world, but I guess I didn’t.  

 
Stacey: Cool.  Are you open for a little coaching? 
 
Joumana: Absolutely. 
 
Stacey: A couple of things I heard in you speaking.  What’s great is that you offered.  That’s a huge win, is that you offered.  

I can do an energetic cleanse, woo hoo!  The win for you also was in realizing that you have something that is 
valuable to people that you weren’t valuing.  Like, it’s no big deal.  I do that, too.  I will tell you.  It’s like, it’s no big 
deal.  The things that we get to use to, we start taking for granted because they just become commonplace to us, 
but can be new for a lot of people.  So it’s important to remember that.  And then additionally, Joumana, you made 
a statement, “I’m a healer and I’m not a businesswoman.”  

 
Joumana: What I meant to say was, I don’t consider myself, I don’t look at myself as a businesswoman in the sense of I don’t 

see this as my purpose.  My purpose is the healing work.  Being a businesswoman and having that business is the 
vehicle that allows me to get there. 

 
Stacey: But it’s important, without the vehicle, how do you get there, right? 
 
Joumana: Right, exactly. 
 
Stacey: I hear that being a businesswoman isn’t your purpose.  It is the vehicle, but I want to encourage you to also claim 

that you are a businesswoman. 
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Joumana: Okay. 
 
Stacey: You are so much wiser than you give yourself credit for.  Let that in.   
 
Joumana: Woo.  That brought up a lot of stuff. 
 
Stacey: Just notice.  And let it bring it up and put it in the grid to heal or give to your sage woman to give to God, whichever 

you prefer.  It’s important to own all facets of yourself.  You all were drawn to this program about being a sage 
businesswoman for a reason.  On some level, you know that you are.  You know that it is within you.  This is for 
everybody.  You may not be seen that way, but it is within you.  In this class you are learning to bring her out and 
learn practical steps in alignment with it and to follow that inner sage wisdom about what is right for you.   
 

 This also leads me to something else, I’m going to go ahead and share.  I know many of you watch what I do when I 
bring out a program and I market it.  I watch what other people do and look at what resonates with me.  There is 
nothing wrong with that.  But what really, really is important about it is that you really check-in when you see what 
I’m doing or what someone else is doing, you check-in and don’t just say, “Well, if it works for her, it’ll work for 
me.”  Let that go.  Just because it was right for me, doesn’t mean that it’s right for you, in this moment…or maybe 
ever.  You have to pay attention to your energy, where you are, and being in harmony with it.  And today that is 
going to be our topic – is about harmonizing with your product or program, your goal, with the way you bring it out.  
We’re going to talk about how to do that. 

 
Stacey: Okay, Joumana? 
 
Joumana: Yes, ma’am.  
 
Stacey: All right, thank you.  I also wanted to acknowledge you told me you hired a virtual assistant, so woo hoo and 

congratulations on that.  Good job. 
 
Joumana: Thanks. 
 
That may have brought up stuff for others of you about being a businesswoman.  I encourage you to just notice what is there for 
you about it and give all that stuff to the grid or to your sage businesswoman to give to Source, whichever feels right for you.  
Start healing that stuff.  It is a part of who you are.  It is the way you are able to bring your gift out to people.  When you 
withhold, you are doing them a disservice.  When you keep it to yourself, you are doing them a disservice.  It’s not your job to 
convince anyone that what you have is right for them.  But it is from your heart that you share as it feels right and connects with 
their heart, about how you can help.  What Joumana did was great.  Just saying, “I do this, are you interested?”  Boom.  She got 
interested.  She didn’t say, “My way is better than your way.”  She said, “Here’s an option.”  Great, thank you, Joumana. 
 
We’ll talk about harmonizing in a minute.  Before that, I wanted to explain something.  Some of you may have noticed that 
Bootsie is no longer with us in this program.  I thought it was important just to explain and share why.  As you know, the policy 
for this program is after 30 days there is no refunds or cancellations.  You have 30 days to check it out.  With Bootsie, we had 
many conversations before Bootsie went into the program and even after she did, because her mother was very, very ill and 
actually thought she was going to transition.  It was taking a lot of her time and energy and she wanted to be in the program.  So 
she said, “Let me try.”  So she gave it what she could, and she just finally said, “Stacey, I can’t.  I just can’t.  It’s just taking so 
much time with my mom.”  It was agreed.  It was very shortly after the 30 days, that it was a very unusual situation in that her 
mom was very sick and taking a lot of her time.   
 
She had told me up front that was what the situation was.  So we had an agreement to see if it would work and it didn’t.  She 
really misses this program very much and wishes she was here with you go.  I wanted to share that and let you know.  That was a 
very unusual situation.  It’s an exception to the policy and it was due to the conversations we had before the program and during 
the first 30 days.  I want everyone to just understand that and that’s why Bootsie isn’t here and she misses you guys a lot. 
 

Harmonizing 
 
Last time, we talked about setting a goal.  You all had an opportunity to set a financial goal and then all of you got clear on your 
Big Yes and start thinking about steps to take to bring your product or program out in the world and reach your goal.  That’s 
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where we are so far.  Before I go into harmonizing – any questions or support needed in those areas?  Hit *2.  If you’re not quite 
there yet, let it be okay that you are wherever you are is perfect.  There is no beating up.  Just kind of a reminder of what we’ve 
covered so far.   
 
Stacey: Laura? 
 
Laura: Yes, I’m glad you said, “If you’re not there yet, that’s okay.”  Because that is kind of where I am.  It’s not there yet.  I 

know I want to do some sort of coaching; I’ve been coaching somebody pro bono, but that’s as far as I’ve got.  
There’s a big part of me that says, “Oh, you have to be certified or something.”  I’m kind of stuck at that point and I 
haven’t invested a lot of time and energy in figuring out where to do from here. 

 
Stacey: Okay.  For that, Laura, first of all I want you to put in the grid the belief that you have to be certified.   
 
Laura: Good idea. 
 
Stacey: I want you know that there are a huge number of coaches out there that aren’t certified.   
 
Laura: Okay. 
 
Stacey: Tony Robbins comes to mind. 
 
Laura: Really?  Okay, had no idea. 
 
Stacey: I don’t think he is certified and he certifies others.  But I don’t think he is certified.  He has created his own thing.  

My encouragement to you, Laura, at this point, would be – and we’ve talked about this – you have received tons of 
coaching.  I know you have also coached a number of people. 

 
Laura: I have. 
 
Stacey: You need to look at what works and get feedback on what you are doing that is helping people and what other 

people do for you that helps you and what feels right with your style.  If you want to take coach training, you can.  
It’s definitely an option for you.  I will tell you a couple of things.  One is when I took coach training eons ago, they 
encouraged us to go out and get clients during the training.  We didn’t have to wait to get certified to get clients.  
And get paid for them.  I want you to hear that.  I realize you haven’t had formal training, is that correct? 

 
Laura: That’s correct. 
 
Stacey: I would encourage you, this is part of harmonizing, is to write down what skills you have that you use when 

coaching people.  Also ask people for feedback about what you do when you coach them that helps them.  Will you 
take that on? 

 
Laura: Yes, those are a couple of little things that I can do. 
 
Stacey: I also want to say that it’s not going to be right now.  I am seriously looking at bringing out, and I’m going to ask for 

feedback here, bringing out a coach training program and teaching people how to coach.  I want to take a little 
survey here, how many of you might be interested in coach training.  Hit *2 if that resonates with you. 

 
Laura: I’m just going to say yes. 
 
Stacey: Okay.  Anyone else who thinks they might be interested in learning how to coach hit *2.  I’m curious.   
 
Laura: I know that part of me thinking that I need to be certified or something is the way of putting off actually doing it. 
 
Stacey: Good notice.  Let’s talk about harmonizing.  It’s going to fit very well with what you’ve brought up, okay, Laura? 
 
Laura: Happy to help. 
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When you harmonize – harmonizing is about being in harmony with what you offer.  That means believing in it.  When I say 
believing it in, I want to say it’s not about having the belief that you can help everybody…that you can heal everything…that you 
can coach President Nixon.  I don’t know why that just came up.  It doesn’t mean, don’t take it to extreme.  It’s about being at 
wherever you are and looking at whatever that product or program is and feeling good about it.  This is something I feel good 
about and I know I can help people with and I’m comfortable with it.  At whatever level I’m comfortable.  Maybe it’s with a 
certain type of client, or a certain type of conditions, or like healing moderate issues, or coaching people who want to reach a 
particular goal, whatever it is.  Notice where you are comfortable and confident.   
 
It's also about being congruent with the price.  It’s about being congruent with how you are marketing it.  If you’re just having a 
conversation with people, it’s about having conversations in ways that feel good to you.  Not necessarily using a sales script that 
is somebody else’s words.  If that feels good to you, use it.  But I want to get it out of the way, because I know I’ve tried using 
sales scripts before and it didn’t work for me at all.  But it does work for some people.  That’s the key.  That’s why I’m saying 
don’t do what I do…do what feels good to you.  Don’t do what so-and-so does.  Notice what they do; notice what pieces feel 
good to you.  Notice if you have the energy to do those things.  Energy is a very important part of it.  Sometimes if you haven’t 
ever done anything before, you won’t know how many pieces there are to the pie.   
 
I can give you an example from my own life of where I saw someone doing something which was at a higher level marketing, 
higher volume marketing than I had done before.  I looked at it and said, “That feels good.  I want to do that.”  Without any clue 
as to how many pieces there were to the pie or how much energy it took, or how much energy I had to do it.  And it didn’t work 
for me.  It worked great for that person, but it didn’t work for me.  That’s why I am encouraging you all to go within and really 
look at something.  If you are looking at what someone else has done and you don’t know what it requires, don’t try to copy 
them.  You can bring it here to this conversation and look at the pieces that they require, if you don’t know.  It’s good to start out 
simple.  I actually prefer simple.  I’ve been through the complicated route; I don’t like it much.  It drains me.  So I prefer bringing 
these out in a way that is simple and has a few steps versus a hundred steps.   
 
You may want a step-by-step plan.  Or you may not.  You may be someone who is a creator and create their step-by-step plan.  
Or you can bring it here and brainstorm a plan.  We get to do that in this program and I happen to love brainstorming.  So I 
encourage you to feel comfortable bringing ideas here to brainstorm.  When I brainstorm with you, it’s about letting the ideas 
flow and then taking the ones that feel good to you and letting go of those that don’t.  Never make yourself do what someone 
else is doing because you think you should.  If you bring that energy to it, you’re not in harmony with it and it feels heavy and 
draining.   
 
Sometimes it’s just not the right day.  Perhaps you’re feeling down.  A down day isn’t a very good day to market.  You can do 
what you can to lift your energy.  If that works, great, it’s a good thing to do.  If it doesn’t work, let go and surrender and trust 
you’ll know the divine timing. 
 
All of those things go into harmonizing.  Other things about harmonizing are the words on your website, on a brochure, on your 
business card.  The words you speak.  Make sure that you are speaking your truth, not overselling something or representing 
something inaccurately, but speaking in a way that feels in harmony; feels good to you.  Yeah, that’s what it is.  That’s what it will 
do for you.  That’s my experience of it.  That’s what I know is possible.  That’s what I would love for you to experience, if it feels 
right for you.  Think about it that way. 
 
Who has thoughts or questions about harmonizing with your product, program, marketing, how you speak about something or 
anything at all?  Hit *2.   
 
I also want to say that the reason harmonizing is important is that it aligns your energy with it.  And when your energy is aligned, 
then things can flow to you much easier.  Again, be clear this isn’t about perfection or doing something perfectly.  The reason I’m 
bringing up harmonizing now is because sometimes it takes a while to get in harmony with what you want to offer.  Don’t feel 
like, “Oh, I have to go get in harmony today with all this stuff.”  That’s absolutely the opposite energy of what we want.  It’s more 
about starting to look at things like, “Am I in harmony with this?  And if not, what I can do to get in harmony with it or is it 
something I need to let go of for now?”   
 
With Laura, who is like, “Coaching, I’m not certified.  How do I get in harmony with the coaching skills I have with I know I can 
provide with what I have already provided for people?”   
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Now, what we are leading up to is launching.  It is good to start ahead of time, get in harmony with the product.  Start offering it 
as you are in harmony with it.  Start charging for it, if you haven’t already.  And as your concerns about charging for it come up, 
put those in the grid or give them to your sage woman to give to Source.  Valuing your service, your abilities, is also an important 
part of harmonizing.  You can look at it that way as well.  What’s important is that when you charge a price, it be a price that is 
you feel good about and you feel values what you do.  One of the things I have told people for the longest time is to quote your 
price in the mirror to yourself.  Keep saying, “I’m a coach and I charge $100 a month or a session, or whatever,” until you can 
look at yourself in the mirror straight in the face and say it without flinching, without your energy going down.  You look at 
yourself and it feels good and it feels solid. 
 
It’s really about spending time with these things to see what feels in harmony for you.  When you spend that time up front, then 
when you actually bring it out to people, it’s much more likely that they will be receptive and say yes.  Because you are in 
harmony with it – you feel good about it.  That energy goes out there and they feel it.  They feel your congruence.  Think about 
experiences you have had with people to where offering you a service, product or program that didn’t feel congruent.   
 
What comes up for me is - my husband and I had been car shopping for a new car for him.  His is on its last leg.  We immediately 
set intentions for good sales people.  It’s very quick that we’re able to feel if a salesperson is congruent, authentic, knows their 
stuff.  And “knows their stuff” doesn’t necessarily mean they’ve been in business for a long time.  We had experience of a 
salesperson who had been business a long time and one who had been selling car for three weeks, and one who had been selling 
for eight months.  The one we felt most congruency with was the one who had been selling cards for eight months.  Interestingly, 
enough.  Just be with that.  It wasn’t necessarily that his expertise was far superior to the first one; it was about his desire to help 
in a way he chose to just be himself with us and try to serve.   
 
Having your clients’ interests at heart is one of the best and most important things you can do.  I’ve often said this, too.  When 
you are with a client, you come from your heart in helping them.  When you do the same, when you are talking to them about 
your services, they really get the sense of who you are.  That doesn’t mean give away the store.  That just means coming from 
your heart and finding out what they need, and then seeing how what you offer may benefit them.   
 
I’m going to different places today – I’m just letting if flow as to what comes up to share with you.   
 
I would like to work with a volunteer about helping you get in harmony with something you are offering.  Who would like to 
volunteer?  Hit *2. 
 
Stacey: Okay, Joie, you’re on. 
 
Joie: Hypnosis.  Within that – is pattern change, is travelling your various past lives…. 
 
Stacey: Wait.  Slow down.  I heard hypnosis then what did you say after that, Joie? 
 
Joie: Pattern change.   
 
Stacey: Okay. 
 
Joie: Exploring past and current and future lives; possible parallel lives. 
 
Stacey: Okay. 
 
Joie: Self-hypnosis.  Those are probably the three categories.  I also do entity clearing.  That’s another one. 
 
Stacey: Is that through hypnosis, also? 
 
Joie: Yes. 
 
Stacey: Got it.  Okay, those are four things you offer through hypnosis.  Which of those do you feel help people the most?   
 
Joie: Oh wow, that’s a tough one.  It truly does depend on what’s happening with them. 
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Stacey: On what the situation is? 
 
Joie: It really, really does.  Sometimes I’ll switch and I’ll realize that the cart is before the horse or something like that.  

Which one helps, I would say past life regression if you want to give it that name, just for the sake of ease.   
 
Stacey: Okay, so past life regression rises to the top. 
 
Joie: Yes. 
 
Stacey: I felt your energy go up when you said that.   
 
Joie: Good.  Mine did, too. 
 
Stacey: So now, past life regression – it what ways does that benefit people most? 
 
Joie: Most of the time people want to understand what’s happening in a relationship or a pattern of relationships that 

are similar and where does this come from?  Why am I always choosing that kind of many or this situation at work?  
That type of thing.  They want to understand what parts these people played that are in my life now at some other 
time. 

 
Stacey: Great.  Relationships, helping people with relationships; why is it they keep choosing these relationships.  It shows 

them why, is there also healing that comes as a result of it? 
 
Joie: Yes, there is.  And there is a changing of choices made at that time in whatever lifetime we’re talking about.  The 

changes can occur energetically and so that then has, I don’t like to use that cliché, but a ripple effect into this life 
and into future lives.  Perhaps you have a skill like now of writing, or public speaking, or something of that nature 
developed.  You can give it to that part of yourself that was living some other time.  Maybe they need that…or 
strength, courage, whatever it is.  It can be more femoral in a sense rather than literal capability or skill.   

 
Stacey: What does that provide?  I’m lost. 
 
Joie: Let’s say that in a previous lifetime you didn’t know to speak out.  You didn’t know how to talk; didn’t have the 

courage for that kind of thing.  But you do know.  That’s like a lesson learned.  That you had something to say and 
that you could get that out in public.  So you go back to the other time and you use that. 

 
Stacey: And what does that provide? 
 
Joie: That provides them the opportunity to make a difference choice in how they behave.  Instead of saying, “I’m just a 

woman, I don’t know anything.”  And turning tail and going back into their house…let’s say they are a suffragette, 
something of that nature, women’s rights 100 years ago.  It was a small movement then but any woman who spoke 
out was off sized and so on.  Anyway, giving her the courage and the trust in herself that her values were right even 
if it had to be in small ways.  Rather than being angry and hurting herself…valuing herself and those around her.  It 
just changes the scene completely. 

 
Stacey: So you change the past scene and it helps her in the present. 
 
Joie: It helps her in the past and it helps her all the way through.  Yes, I’ll just leave it at that. 
 
Stacey: Here’s a little feedback for you as I listen to you.  Where the strongest in explaining things and where your energy 

was the highest was about relationships and patterns of relationships and changing of choices in relationships and 
patterns of choosing relationships that aren’t healthy for you through past life regression.  That felt very, very 
strong and quite clear.  I want you to hear that.  As a result, you are more in harmony with this one.  Not to say not 
to do the other one, this one is stronger for you right now.   

 
Joie: I’ve done it for 20 years. 
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Stacey: Could be why.   
 
Joie: Learning it, doing it.  Learning it.  Doing it.  Progressing along that - but since 1993.  The other has come to me 

through more learning and experiencing myself.  But it’s newer and trying to help people understand what I’m 
trying to say – that’s where I need words. 

 
Stacey: Yes, it was very hard for me to understand what you were saying there.  That one is one to work on.  But I want to 

come back to this relationship one.  There’s a huge market out there for people who have made bad choices in 
relationships, right?  

 
Joie: I wouldn’t say bad, I would say Karma. 
 
Stacey: Yes, I agree.  At any rate, you feel very much in harmony with it and when you promote something like this, the 

most important thing to people, the marketing piece, is about making healthier relationship choices, right?  Or 
healing that pattern in relationships, right? 

 
Joie: Yes.  Or understanding what is going on with the dynamics of a relationship now – where it comes from.  The true 

root causes. 
 
Stacey: Finding the true root cause and healing it so that it can change, right? 
 
Joie: Yes, and that’s when you go back and make the changes 100 years ago or whatever and that comes forward.  It 

helps everything here energetically, also. 
 
Stacey: Good.  From a marketing standpoint – I want you to focus right here.  Pick your strength for right now.  Because 

when you focus on something you feel strong about – do you enjoy doing this kind of work? 
 
Joie: Absolutely. 
 
Stacey: If you are going to look at something to launch perhaps in a bigger way than you have before, this stands out at 

something that you are in pretty good harmony with. 
 
Joie: Yes.  A lot of this is still learning.  Not so much in this aspect, but the other ones I gave you about changing and 

bringing in, exchanging skills, all of that.  There wasn’t anyone to learn from before, frankly.  I feel strongly about it, 
but I don’t have enough experience and coaching and so on. 

 
Stacey: That’s something for the future or you might be learning on the side, while you are launching and making money 

from what you are really strong at.  How does that feel? 
 
Joie: Yes.  That’s pretty much what I’m doing, Stacey.  It really is. 
 
Stacey: Good.  What I would encourage you is to focus on relationship and if that’s how you market it, is relationship or do 

you market it as past life regression?  
 
Joie: Past life regression and I really don’t like the phrase because I don’t believe it’s in the past.  To me time is circular, 

it's not linear. 
 
Stacey: So you are not in harmony with that term. 
 
Joie: Exactly.  That’s what makes me, not gag but grope, I guess you could say.  Fumble. 
 
Stacey: Right.  And what’s important to understand is the method is from a consumer standpoint, often times the method 

is secondary.  What is important is tell me that you can help me with what I’ve got going on.  Let’s just say what I’ve 
got going on is I’ve been one abusive relationship after another and I don’t want to keep doing this anymore.  Can 
you help me?  Now how in harmony do you feel with, “Yes.” 
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Joie: Totally.  It’s like magic. 
 
Stacey: So there’s the sweet spot.  Is it abusive relationships that is the sweet spot? 
 
Joie: Not necessarily.  Of course yes, but frankly just anything in a relationship.  It doesn’t even have to be male/female.  

But where they are always in conflict.  Whether it’s a work experience, there is always someone hugely in conflict 
with them.  That’s the way they feel.  Throughout a family you can have that dynamic, too.  Always conflict.  And 
they get so very worn out from that. 

 
Stacey: So there are conflicts, and the word that comes up is dysfunctional relationships. 
 
Joie: Totally dysfunctional.  Exactly.  And there are children, and so on and that adds to why I’m staying with this person.  

Or it can be from the male point of view, too.   
 
Stacey: Working with family relationships or work relationships, does one feel better to you? 
 
Joie: No, the easiest one is a one-on-one relationship that starts it.  But then one learns about the family dynamic and I 

don’t just mean the immediate family, but also in-laws and so-on.  Or the relationship at work and what that’s all 
about. 

 
Stacey: So dysfunctional or conflicting relationships, one-on-one relationships.  Is that the sweet spot? 
 
Joie: Yes, conflicting, very much.  That covers a lot, that word.  It doesn’t have to be where there is physical or 

psychological…psychological is there a lot, but not so much physical.   
 
Stacey: How much in harmony do you feel with that? 
 
Joie: Oh, very much.  I ran a mental health clinic for four years and so talking about dysfunctional family relationships 

really came to full bear. 
 
Stacey: Dysfunctional feels strongest over here.  How does it feel over there? 
 
Joie: Dysfunctional feels good.  I’m thinking there might be another word I would use but I can’t think of it this second.  

When it pops into my head I will tell you that. 
 
Stacey: Okay. 
 
Joie: And they know it they are not functioning.  They go around like merry-go-rounds. 
 
Stacey: So that’s about coming up with words that describe the kinds of things you have seen that you might classify as 

dysfunctional – going around on a merry-go-round; never getting anywhere in your relationship; abusive 
relationships, whatever they are.  You can write those out.  All you have to do probably is think of your clients and 
think of the different scenarios. 

 
Joie: Yes, I can.  And that would be easy for me because this is probably where I had all kinds of, well 30 years of 

corporate training and coaching and so on.  When someone’s bottom line is not what it should be, it’s usually a 
family situation that’s occurring, frankly.   

 
Stacey: Do you see how great that marketing is?  I just want to stop you for a minute.  You see how great that marketing is?  

You just brought corporate in.  But when your primary relationships are awry, it often can affect your productivity 
at work, right?   

 
Joie: Absolutely. 
 
Stacey:   So see how that is, you call it a marketing line, but it is your truth.  It is your experience. 
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Joie: Yes, most definitely.  It’s not the capability of the person.  Very, very little is that involved.  It’s what’s going on 
emotionally for them. 

 
Stacey: My encouragement to you is to focus on the kinds of scenarios and relationship situations that you can help and let 

that be your marketing focus versus past life regression being the marketing focus.  Okay? 
 
Joie: Yes. 
 
Stacey: How does that fee? 
 
Joie: That feels great.  I haven’t really gone from that.  Of course, I’ve done it and that’s where I see the magic that 

happens with understanding.  But past life is also involved in that, see?  Because then if you ask for the earliest 
occurrence of this, relevant occurrence… 

 
Stacey: Stop.  You can tell people how you can help them, but again the thing that is likely going to drawn them to you is 

that you have helped people in situations like theirs.  That’s where the strongest attraction happens.  And some 
people made have had experience with past life regression and say, “I want that.”  And some people may not have.  
But the key that would hook me is you saying, “I can and have helped people with these different kinds of things.”  
And if I have that kind of thing, I’m like, “I need your help.”  It’s like a magnet. 

 
Joie: Yes, and as you say, there are people not ready to explore anything other than their past 45 years or whatever it is.  

And then somehow with trust they will say, “Well, I think I would like to learn a little more.” 
 
Stacey: I’m not saying hide what you do at all. 
 
Joie: No, I wouldn’t hide.  In fact, it’s hard not to have it all because it’s like you open your refrigerator door and you 

have all these delicious things in there.  You’re hungry.  You’re hungry and look at all these foods and they will fill 
me.  They will make me feel good, all this stuff.  So it’s hard for me only to offer one way. 

 
Stacey: And you don’t have to offer one way.  You have a toolbox and you can absolutely share what tools you use.  All I’m 

saying is the bigger offer is, “This is what I can do for you.”  And then underneath that comes, “Here are the tools 
that I use.” 

 
Joie: Yes, that makes me comfortable.  Not that I hide anything that way, that I’m not all of me there.  It’s only a slice of 

me.  It’s only a part of me.  So I don’t have the same energy. 
 
Stacey: It’s fine to say the tools and often time people don’t buy the method, they buy the belief that you can’t help them.  

That’s what I want you to hear.  There are maybe 20 people who do past life regression, and they may go to you 
because you connected with them at a heart level like, “I really sense that you can help me.  Can you help other 
people with exactly what I’ve got going?”  You see? 

 
Joie: Yes, I do.   
 
Stacey: Also, look at those words “past life regression” because you said you are not totally in harmony with those words 

and that’s an important thing to notice.  You may want to change what you call it, or call it past life regression 
AND…so be with that and look at what you want to call it, okay? 

 
Joie: Yes, I will.  I will make that important instead of fumbling the words because that’s how I feel.  It’s not a lack of 

integrity; it’s just that it is much fuller than that – what happens there. 
 
Stacey: Look for the right words…past life regression plus….or you can…I’ll give you an example for me.  With Trifecta, I 

gave up trying to blame what’s in Trifecta…because it became too complicated to explain to people.  Do you see 
what I’m saying?  You don’t want to get too complicated with people.  They can’t take all that in.  You want to give 
them some base, simple statement that explains it and don’t worry about it’s much more than that.  Just give them 
enough for them to get that it’s really good.   
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Joie: I think I’ll go back to some of the books written a past life regressionist and look at their words that they use and so 
on.  Because people buy those books. 

 
Stacey: You can do that.  Also, just look at what yours provides, and maybe you call yours, “Past Life Regression Plus” or 

something like that, that makes it your method. 
 
Joie: And then they can ask me what Plus means if they are inclined to go in that direction at all.  
 
Stacey: Or you can say “Plus” is a proprietary method that blah, blah, blah.  Something very simple.  How is that feeling? 
 
Joie: That feels good.  It’s the relationship thing and that permeates everything.  Someone may be an alcoholic, a drug 

addict, a substance abuser.  And they want to understand their spouse is that way.  They want to understand why is 
it I always gravitate towards men who drink or women or drink, or why am I in this drug world.  Some of this is very 
serious. 

 
Stacey: I want to wrap it up because I need to check in with other people.  But I want to summarize what we did here for 

everybody.  What we did is we looked at your offers in terms of different products, basically, or different methods 
that you use.  And you got to the one you feel strongest about.  You got to the one you feel strongest about.  And 
then you got to what you most like helping them with – what you had a lot of success with, what you feel very 
strongly about.  And that’s the healing relationships.  Then we got to the method you heal relationships with as 
important but secondary to actually the benefit.  Remember, people want to hear about the benefit to them.  How 
is it going to help them?  Be in harmony with all of it is important.  You weren’t in harmony with the worlds “past 
life regression” so you look at it until you come up with words in harmony and feel good to you to say and simple.  
And all of that will have you be more in harmony than you were in the start of this conversation. 

 
Joie: Yes, I follow you.  And I can apply that to any of the other facets of my work.  Thanks a lot.  I have a target. 
 
Stacey: Absolutely.  Good, you have a target.  That’s good.  When you are looking at what’s the strongest area - that may 

very well be the area you want to launch when we launch.  When you launch something it doesn’t mean you rule 
out everything else.  For example, Joie may start with someone and work with relationships, that’s the door in, and 
may end up working with them on a lot of other issues they may have with a number of tools.  Relationship healing, 
dysfunctional relationships, it could be a beautiful, wonderful launch and reach a lot of people.  So keep looking at 
the words to describe it and how you help people.   
 
Everybody think about this.  The words you use to describe it, how you help people whether for pay or fee, the 
kinds of things you feel strongly that you can help people with, you have some knowing of.  Now note that Joie’s 
been in business for a long time.  Some of you are just starting.  It’s okay.  You’re where you are, Joie is where she 
is.  Try your best not to compare yourself to where Joie is.  If you are just starting out, then you have confidence in 
whatever pieces you have.  Like with Laura, we coached her to look at where you have helped people and their 
feedback.  That’s you’re starting place.  Wherever you are is perfect.  Do not worry about it.  We all have to start 
somewhere. 
 
We’re overtime, but I just want to check-in with Sherrie real quickly, since you’ve had your hand up for a while.  
What did you get from that conversation, Sherrie? 

 
Sherrie: My question was about getting to the right fees to charge because I just haven’t bothered to raise my rates in a long 

time.  So I listened to the process and I’ll attempt to do that.  I also have clients that I’ve had for 25 years and they 
refer people, so I’ve kept them on a lower fee.  I don’t feel like I should do that for that much longer.  That’s where 
it is.  I need to raise it, and I haven’t quite hit on the right number yet. 

 
Stacey: A couple of things.  Number one, raising fees for new clients is always easier than raising fees for existing clients. 

That’s my experience.  You’re going to want to start with new, as a starting place.  I always like to start where it’s 
easier.  Does that feel easier than raising it on existing clients? 

 
Sherrie: Absolutely.   
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Stacey: Okay.  Give me an example of a rate that you have that doesn’t feel very good right now.  We’ll just do one. 
 
Sherrie: One hundred dollars for an hour.  And sometimes I’ve done that for 50 minutes, and 50 minutes I can almost 

actually, it’s just chatty after that.  Most of the work is actually done in 40 minutes.  I am actually playing with the 
time as well.  Like what is the right amount of time?   

 
Stacey: Just be for a minute, Sherrie.  Be with the value.  Forget about the time for a minute.  Be with the value that people 

get from your sessions.  Be with the feedback you’ve gotten from them about how you have helped them.  
Everyone can do the same thing.  Notice the feedback you’ve gotten.  Focus on the ones that have really gotten 
value.  Don’t focus on the ones that haven’t, we all have both.  Focus on the ones that have gotten really good 
value.  Everyone is different.  When you focus on the value you bring, how does that feel? 

 
Sherrie: It feels good. 
 
Stacey: Now if you be with that value that you bring to people, just allow yourself to embrace the value you bring to 

people, who are willing participants, who are ready for change.  Go there.  Willing participants who are ready for 
change.  Now how does that feel? 

 
Sherrie: It feels good. 
 
Stacey: Good.  Now just allow a number to pop up per session.  Forget about time.  What value number comes up?  
 
Sherrie: Well, before you asked me to the last thing it was $225 and now it is $275.  I don’t know what that means. 
 
Stacey: $225 - $275, right?  Embrace that.  You’ve been doing one-on-one work for how long? 
 
Sherrie: Over 30 years. 
 
Stacey: Over 30 years. 
 
Sherrie: Some of these clients I have had 30 years.   
 
Stacey: Well, doesn’t that tell you something.  They wouldn’t still be with you if they weren’t getting value, would they? 
 
Sherrie: No. 
 
Stacey: They would have gone away a long time ago.   
 
Sherrie: That’s true. 
 
Stacey: Look at that way.  Yes, it’s time to up your rates – starting with new people.  You have space for new people?  Do 

you have space for new clients? 
 
Sherrie: Yes, I do. 
 
Stacey: Okay.  So $225 - $275 – just be.  Put $225 in one hand.  Put your hands in open position.  Put $225 in one hand and 

put $275 in the other hand.  Which one feels better? 
 
Sherrie: The $225 feels more weighted.  With more substance. 
 
Stacey: More substance?  So how would it feel to tell people you charge $225 a session? 
 
Sherrie: I think it would feel fine.  I think it’s jumping.  Because almost everything I do are referrals, so that’s going to be the 

different thing.  But when I put out a website and stuff I can do that.  And I can do added value. 
 
Stacey: Oh, is it your current clients that are referring? 
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Sherrie: Yes. 
 
Stacey: So you’ll need to tell your current clients that the rates are going up for new people and you’re going to grandfather 

them in for a certain amount of time, or something like that.  But practice saying $225 in the mirror.  It’s a good 
step-up for you.  And it probably won’t be long before you go up another notch.  But I think it’s a good step for you.  
So practice saying it until you feel grounded and strong in it and in harmony with it and then go for it, okay? 

 
Sherrie: All right.  Thank you. 
 
Stacey: You’re very welcome. 
 
All right, you guys.  We’re going to end today and again, understand everybody’s in a different place.  Joie’s been in business 20 
years, Sherrie’s been in business 30 years, and Laura’s just starting her business.  Joumana’s been in business for however long.  
It’s all okay.  You are where you are.  I want to say your value isn’t dependant on how long you’ve been in business.  Your value is 
about how much you value your work.  The thing about connecting it with how long you are on the phone – be careful about 
that.  It can help, absolutely.  But value the end results.  For people who are ready change, be careful about knocking your price 
because someone didn’t make progress.  Someone didn’t make progress because perhaps they weren’t ready or willing.  You 
can’t do it for people – don’t take responsibility for their results but notice what value you bring and value it.  Value yourself and 
value your time. 
 
So that is today’s conversation.  It’s a lot to take in.  Just a couple of things.  When you are harmonizing, look at how much you 
are in harmony with you are offering, with what you call it, with how you describe it, with how you market it, with the price.  
And, ultimately, in the energy you have to bring it out in whatever way you choose.  That’s not an all-inclusive list, by the way.  
It’s just what came off the top of my head.  Always pay attention.  Like Joie – “past life regression” – those words didn’t feel right 
to her.  Don’t skip over that.  If certain words don’t feel right to you it means you’re not in harmony in them and look at what 
would feel in harmony.  That’s what I’m really saying to you.  All of you can be in harmony with some product or service at some 
level and look at whatever level feels good to you at this point.  It’s an ongoing process.  It’s not, “It’s done now.”  It’s ongoing.  
You change.  Things change.   
 
Stacey: All right, Joumana, what are you going to take-away today? 
 
Joumana: I need to put my ego to the side and let the harmony happen.  I tend to have, when it’s my stuff, when it’s my own 

product or service, when it’s my own writing or whatever – I tend to get sidetracked by the ego.  Oh you know, fix it 
just a little bit more.  That’s not the right word.  So I need to put that to the side and just let myself get into 
harmony instead of trying to force it. 

 
Stacey: Right.  Yes, don’t force it is correct.  Let go.  Meditate.  Ask for inspiration.  Brainstorm it with someone until it 

connects with you.  Those are all different ways.  But right, forcing anything isn’t a good idea.  I’ll ask for inspiration, 
is one thing I’ll do.  I’ll talk it through with my husband and I’ll talk it aloud.  I’ll play with different numbers until I 
see what feels good.  Sometimes I’ll just walk away and let go.  Like when I wasn’t feeling well, I had to let go.  It 
would have helped to let go a little bit sooner because I didn’t have the energy to do anything.  You have to pay 
attention to your energy.  Also pay attention to what energizes you at any given moment.  Okay, Joumana? 

 
Joumana: Yes, ma’am. 
 
Stacey: Thank you. 
 
All right you guys.  Be with all this.  I’ll be doing more coaching on harmonizing with what you offer.  I’m just going to look at the 
calendar.  Our next coaching call is scheduled for next Thursday, the 24th at 2:00pm Eastern.  The following one is July 29th at 
11:00am Eastern.  Pick whichever one works for you best or come to both, it’s up to you.  I’m sending you guys lots of love and 
blessings.  Remember, if you have questions in between, and don’t want to wait for the coaching call, you can put them up on 
the forum, the Facebook page.  I encourage you to go back to posting your Wins up there.  I haven’t seen them for a while.  That 
raises your vibration.  Keep doing things to raise your vibration.  I will talk to you all soon.  Sending you all lots of love. 
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***** 


