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Introduction 
 
“It is great to be inspired by others who are living their dreams; it is even better to be 
living your own dreams”   
 

Stacey Mayo 
 
 

 
This is a companion workbook to “I Can’t Believe I Get Paid To Do This!” The stories in 
“I Can’t Believe I Get Paid To Do This!” are intended to inspire you to see that your 
dreams are possible. The book also has some great coaching questions and action 
steps to get you started. The exercises in this workbook are more in-depth than I was 
able to include in the book and are designed to take you even further down the road 
to making those dreams a reality. Once you have successfully implemented these 
strategies, you will have learned some very valuable tools that you can continue to 
use in making all your dreams come true for the rest of your life. 
 
Now is the time for you to be living your own dreams. Do not put it off another day. 
Procrastinating does not make the doing of it any easier. It just makes the concerns 
weigh on you more heavily. So let’s get going. 
 
If you are participating in the group coaching program or the audio program,  
follow the course outline or instructor’s recommendation regarding the order in which 
to complete the exercises. 
 
If you are working through these exercises by yourself, I recommend completing 
chapters 1, 2 and 3 first. Beyond that, the order in which you complete the exercises 
is totally up to you. Skim through them all and notice what feels important to you right 
now. If you find yourself resisting something, it is probably what you most need to do. 
Pay attention to whether it is your inner voice saying another chapter feels more 
important or it is your gremlin saying “that’s too scary.” 



 
Copyright © 2005 Center for Balanced Living, Inc.  All Rights Reserved.  www.balancedliving.com  p. 2 

 

Big dreams always require you to stretch beyond your comfort zone and having a 
support team or support person is critical to get you through the uncomfortable part 
and over to the other side. I always tell my coaching clients to celebrate when you are 
uncomfortable because it means you are stretching and growing. If you are not 
uncomfortable, it means you are likely doing the same old things you’ve always done 
and that leads to the same old results.  
 
If you are not participating in the group program, consider finding a buddy to do this 
program with you and support each other through the uncomfortable parts or hire a 
coach if you want more rigorous support. 
 
Now is the time for new, improved, faster, easier, better results and living your 
dreams with more ease than you ever thought possible. Onward! 

 
*** 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
Disclaimer: The information and recommendations in the book are presented in good 
faith and for general information purposes only. Every effort has been made to 
ensure the materials presented are accurate, that the information presented in the 
interviews was current and up to date at the time the interviews were conducted and 
the web addresses were active at the time of printing. 
 
All information is supplied on the condition that the reader or any other person 
receiving the information will do their own due diligence and make their own 
determination as to its suitability for any purpose prior to any use of this information. 
 
The purpose of this material is to educate and entertain. The author, Center for 
Balanced Living and any affiliated companies shall have neither liability nor 
responsibility to any person or entity with respect to any loss or damage caused or 
alleged to have been caused, directly or indirectly, by the information contained in 
this book. 
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I.  Articulating Your Dream 
 
Please answer the following questions as best you can. Do NOT skip this step. Having 
clarity around your dream is a critical component to achieve the results you want 
from this program. 
 
 
The big dream that I want to attain is: 

(Example: Become a world-renowned speaker) 

 
 
 
 
 
 
 
 
 
 
 
The reason I want to attain this is: 

(Example: To reach millions of people with my message and create XX dollars of income) 
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During the next 4 months, I want to focus on reaching this milestone toward that big 

dream: 

(Example:  Attract X speaking engagements and  $XX/month in income) 

 
 
 
 
 
 
 
 
 
What is the biggest thing that gets in the way of you attaining this dream? 

 
 
 
 
 
 
 
 
 
 
What current challenges are you facing in your work or personal life? Does some 

similar type of situation keep reoccurring in your life?  Have you been working on 

some problem for an extended period with no results? List those continual 

challenges here. 

 
 
 
 
 
 
What are the top five things on which you have been procrastinating lately? 

1. 

2. 

3. 

4. 

5. 



 
Copyright © 2005 Center for Balanced Living, Inc.  All Rights Reserved.  www.balancedliving.com  p. 5 

 

 

 

II.  The Power of Commitment 
 
"Until one is committed there is the chance to draw back; always ineffectiveness. 
 
Concerning all acts of initiative (and creation) there is one elementary truth, the 
ignorance of which kills countless ideas and splendid plans: that the moment one 
definitely commits oneself, then providence moves too. 
 
All sorts of things occur to help one that would not otherwise have occurred.  A whole 
stream of events issue from the decision, raising in one's favor all manner of 
unforeseen incidents and meetings and material assistance which no man would 
have dreamed would come his way." 
 

W.H. Murray 
 
 
What examples of the above can you see from your own life? From the lives of 
others? 
 
 
 
On a scale of 1-10 with 10 being the highest, how committed are you to your dream? 
 
 
 
If it is not a 10, what thoughts or beliefs or circumstances do you need to change to 
make it a 10? 
 
 
 
If you are unable to make it a 10, what milestone goal toward your dream could you 
go for that would be achievable? 
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III.  Law of Attraction 
Companion Chapter 2: Mary Youngblood 

 
Definition of the Law of Attraction: 
 
“I attract to my life whatever I give my energy, focus and attention to, whether 
wanted or unwanted.”  Michael Losier 
 
Look around at your life. If you are like most of us, you will probably notice some 
things that you are content with and some things that are not working well for you. 
 
Think about something that you are grateful for. Now take a step back in time. What 
were your thoughts and feelings regarding that thing or person before it came into 
your life? Chances are that you were excited about the possibility it could happen or 
believed it could happen. 
 
Now think about a thing or situation that you don’t like. What were your thoughts and 
feelings regarding that situation before it came into your life?  Perhaps you wanted 
something different but didn’t think it was possible or believed it would be a struggle 
to attain it or perhaps you were very focused on what you did not want to happen.  
 
The point is that there is a definite correlation between your thoughts and feelings 
and what flows to you. This is the Law of Attraction at work. When we focus our 
thoughts and emotions on what we don’t want, that is what we get and when we align 
our thoughts and emotions with what we do want, that is what we get. 
 
The good news is that once you are aware of this law, you can begin to consciously 
shift your thoughts and feelings to deliberately create everything you want.  
 
From now on, whenever you find yourself focusing on the lack of something, start to 
shift your thoughts to state what you do want instead.  
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The Law of Attraction, while simple in concept, takes a lot of focus and commitment 
to integrate into your life. That is because we get so many messages that are 
contradictory to this from our culture. Immersing yourself in readings and teachers of 
the Law of Attraction will help. 
 
Following are some exercises to help you get started by focusing on what you want. 
In the first exercise, list all the reasons you can think of related to why you want to 
attain this dream. Try to fill up the whole page. In the second exercise, list all the 
reasons you can think of why you should have this dream. Doing this will have you 
focus on the positive aspects of your dream for a concentrated period of time. Why 
am I asking you to do this? Because what we focus on is what we draw towards us; 
so go ahead and begin. Have fun with this. 
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My Dream 
 
The reasons that I want this are:  
(Examples: make a difference in the world, earn enough money for “X”, it brings me joy, it 
utilizes my abilities/potential) 
 

 1. 
 
 2. 
 
 3. 
 
 4. 
 
 5. 
 
 6. 
 
 7. 
 
 8. 
 
 9. 
 
10. 
 
11. 
 
12. 
 
13. 
 
14. 
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My Dream 
 

The reasons I believe I should have this are: 
(Examples:  I am good at “X”, Joe Smith wants more of this from me, I deserve it, my 
customers/clients love me, I am passionate about it) 
 

 1. 
 
 2. 
 
 3. 
 
 4. 
 
 5. 
 
 6. 
 
 7. 
 
 8. 
 
 9. 
 
10. 
 
11. 
 
12. 
 
13. 
 
14. 
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Desire Statement: 
 
A desire statement is a declaration of what you desire, stated from a place of positive 
emotion and expectation such that it feels 100% good when you state it. 
 
A desire statement must be written in such a way that it is believable to you. Use 
words that have a high vibration or feel good when you say them when you write your 
own desire statement. 
 
Examples: 
 

I am delighted at the prospect of meeting my soul mate and falling in love. 
 
I am excited at the thought of having great new clients who are a perfect 
match for me. 
 
I love knowing that a six-figure income is within my reach. 

 
 
Write your desire statement(s) for your big dream: 
 
 
 
 
 
 
 
Write your desire statement(s) for your 4-month goal: 
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Notice if one statement feels better or more believable than the other. Choose the 
statement(s) that feels the best (and the most believable) and say it frequently 
throughout the day. 
 
Now visualize yourself having already attained your desire statement. Hold that 
picture in your mind for as long as you can such that it brings up positive feelings. Do 
this every day. 
 
Note:  Michael Losier introduced the concept of Desire Statements in his book, Law 
of Attraction. 
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IV.  Design Your Life Around Your Priorities 
Companion Chapter 1:  Stacy Allison  

 
"Many people try to fit their dreams into their life and then complain there are not 
enough hours in the day to make it happen. If you want your dream to become a 
reality, you have to make it a priority. Otherwise, it will never be more than a 
pipedream.” 
 
          Stacey Mayo 

 
 
 
Current Priorities 
 
What are the top 5 places (activities or thinking time) where you have been spending 
your time and energy over the past month or so? 
 

1. 
 
2. 
 
3. 
 
4. 
 
5. 

 
 
Where does your dream exist in your priorities? 
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Future Priorities 
 
What do your priorities need to be in order for your dream to happen? 
 

1. 
 
2. 
 
3. 
 
4. 
 
5. 

 
What needs to change? 
 
I need to place less emphasis on: 
 
 
 
 
I need to place more emphasis on: 
 
 
 
 
 
Decide on 3-5 steps that will bring your life in closer alignment with your future 
priorities. Next to each step write a date by which you will accomplish it. 
 
Action Step/Emotional Journey*                                                  By When   
 

1. 
 
2. 
 
3. 
 
4. 
 
5. 

 
* These steps can be action steps and/or time spent moving yourself up the 
emotional ladder to a feel-good place through the law of attraction or healing work.                   
 
 
Take 1 step forward this week. 
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V.  Take Care of the Basics 
Companion Chapter 4:  Tom Glavine 

  
In order to make your dreams come true, you need a strong foundation beneath you. 
Living your dreams does not mean living in a fantasy world where you ignore your 
health, financial obligations, or loved ones. Actually, it’s the exact opposite. If you are 
desperate and wondering where money will come from to pay for food or next 
month’s rent, it will be very difficult to stay on track with your dreams. 
 
Think about Maslow’s Hierarchy of Needs. Maslow believed that the needs for food, 
clothing and shelter must be met before one can move to the top of the scale of self-
actualization, which is where many of our dreams lie. 
 

 
Image Source: http://chiron.valdosta.edu/whuitt/col/regsys/maslow.html 
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Money to pay for food, clothing and shelter is just one of the basics. You also need to 
have the energy, health and support from others to make your dreams a reality. 
 
Take a moment to assess your basics. What are your basics with regard to: 
 
1. Money.  How much money do you need to live on; i.e., to cover your monthly 

necessities? Does your current income cover that? If not, do you have other 
resources such as savings or spouse’s income to cover that?  I have found that 
the majority of people cannot answer this question when I first ask it. It is easy to 
avoid looking at the truth of your monetary situation, but once you do, then you 
can come up with a game plan to handle it.  If you don’t know, take the time to 
record all your expenses for the past month by going through your checkbook, 
bank statements and credit card statements. 

   
Monthly Income____________   Bills and expenses___________________ 
 

2. Energy.  Energy is needed to make your dreams come true. Do you have  
     lots of energy to make your dream happen or are you too exhausted at the  
     end of the day to take a step forward? 
 

We are all some combination of introvert and extrovert. If you are out of balance 
here ― that is, spending too much time with people or not enough time with 
people ― it is likely that you will feel drained.  Do you need to spend more time 
with people or less time with people? Keep a chart of your energy levels over the 
next week, paying attention to internal and external factors that affect it. 
 
Other things that affect your energy level: 
 

Amount of sleep 
 
Physical exercise 
 
Eating foods that give you energy (high in protein and vegetables, low in 
refined sugars) 
 
Positive, negative or conflicting thoughts 

 
What changes do you need to make to give yourself more energy? If you are not 
sure, chart the ups and downs of your energy levels and corresponding conditions 
on the chart provided on page 18. 
 
1. 

2. 

3. 
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3. Health.  Of course if your health is poor, your energy is likely to be poor as well. 
 

How would you rate your health? 
 

Poor____ Fair___ Good___ Excellent____ Phenomenal_____ 
 
Listen to your body. What does it need? What area needs the most attention? 
 
What do you need to do to start taking better care of your health? 
 

1. 

2. 

3. 

 
4. Emotional Support.  No man or woman is an island. It is important to have people 

who will support you unconditionally when you talk to them about your dreams. 
This does not have to be a parent or a spouse. Sometimes they are too close to 
the situation to be objective. But it is important to have people with whom you 
can share the ups and downs of your journey without being afraid of criticism or 
reprisal. 

 
Name 3 people or groups you can ask to support you in achieving your dream. 
 

1. 

2. 

3. 

    
Daily and Weekly Habits 
 
It is important to establish daily and weekly habits to support you in being the best 
you can be mentally, emotionally, physically and spiritually. 
 
What are the things you do that make a huge difference in how you are in life?  
(Examples: meditating, exercising, abstaining from sugar, getting enough sleep, 
calling a friend, etc.). 
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List 3-5 habits that you will do on a daily and/or weekly basis to support you in your 
dream. 
 
Daily Habits 
 

1. 

2. 

3. 

4. 

5. 

 
Weekly Habits 
 

1. 

2. 

3. 

4. 

5. 
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Energy Chart 
 

 
Date  Time  Energy Level  Internal Factor(s)  External Factor(s) 
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VI. Change Your Mind – Change Your Life 
Companion Chapter 8:  The Psychology of Living Out Your Dreams 

 
To create your dream with less struggle and more ease, you must be in alignment 
with it. The first step is to check and see if you have any doubts or negative or 
disempowering beliefs about attaining your 4-month goal or big dream.   
 
Take a moment to think about this and write down any negative thoughts that come 
up when you think about attaining your dream. Then create a new belief to replace 
the old one. Next turn that new belief into a desire statement (See instructions on 
page 12) 
 
  
Current Disempowering Beliefs:  
(Example: I am not good enough to make this dream happen) 
 
 
 

 

 
 
New Empowering Beliefs:  
(Example: I have access to and can locate all the resources and information I need to make 
this dream happen) 
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New Desire Statements: 
(Example: I am excited at the possibility of attracting everything and everyone I need to make 
this dream happen) 
 

 
 
 

 
 

 
 

Thoughts and Creation 
 

When your thoughts, words, emotions and actions are all in alignment with your 
dream, there is no resistance and you are in a place of allowing. 
 
Complete the following exercises to determine your current position of alignment and 
to shift into a greater place of allowing. 
 
Current Thoughts:  My dream: 
 
 
Most often what I think about my dream: 
 
 
 
Most often what I say about my dream: 
 
 
 
Most often what I feel about my dream: 
 
 
 
Most often what I do about my dream: 
 
 
Highest Thoughts: My dream 
 
Your highest thoughts are the best thoughts you could think for your highest good 
and for the highest good of all involved. 
 
The highest thing I can think about my dream: 
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The highest thing I can say about my dream: 
 
 
 
The highest thing I can feel about my dream: 
 
 
 
The highest thing I can do about my dream: 
 
 
 
 
 
 
Action steps I will take this week in alignment with my dream: 
 

1. 

2. 

3. 

 
 
Feeling stuck? 
 
If you find you still have resistance in the form of self-doubt or negative thoughts 
about your belief, then it can be helpful to release those thoughts at a cellular level. 
Old engrained patterns reside in our body as well as our mind. Notice if your body 
feels tight anywhere. You want to relieve the tension from your body so your dream 
can begin to flow. When you are tight, you could be pushing things away from you 
without even realizing that is what you are doing. 
 
You can release this tension in your body by getting a massage, doing other 
bodywork, or just moving and stretching your body.  An alternative is to release the 
negative emotional patterns or resistance that reside in the cells of your body with 
the use of different types of energy work. A couple of types of energy work I like to 
use are EFT (Emotional Freedom Technique) and TAT (Tapas Accupressure 
Technique). Other people have had a great deal of success with the Sedona Method. 
 
You can learn to use EFT (See addendum 1) or the Sedona Method yourself and get 
quite a bit of relief in moving past some blocks. 
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VII.  Learning to Laser Focus 
Companion Chapter 3:  Loral Langemeier 

 
One of the biggest challenges for creative and entrepreneurial people is that they 
have a lot of ideas. This is, in itself, not bad news; the difficulty comes when you 
scatter your energy among too many projects, especially unrelated projects, at one 
time. 
 
Unless you have a big team where you can put several people on each project with its 
own project manager, you probably will succeed more quickly and easily if you focus 
on one stream, idea, or business at a time. Get it up and running to the point that it 
practically runs itself and then take on the next unrelated stream or business. 
 
“Several things going on at one time is a distraction to cash”   
        Loral Langemeier  
  
 
Note: This doesn’t mean you should quit your day job and just focus on your dream if 
you need the money from your day job to pay the bills. Remember to take care of the 
basics first. 
 
Take a moment to assess. List all the projects, ideas and streams you are currently 
working on here. Include personal projects such as buying a house, redecorating, etc. 

 
Current Projects, Businesses, Income Streams 

 
1. 

2. 

3. 

4. 

5. 
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How many of those items you listed above (other than your day job) are unrelated to 
your 4-month goal? 
 
  
 
If you were going to re-commit to your 4-month goal even more than before, which 
items above would you take off your plate for now? 
 

1. 

2. 

3. 

 
 
Which items will you take off your plate now? (You can delay them for a future date or 
delegate) 
 

1. 

2. 

3. 

 
 
Coaching Request: 

 
I request that you take on no additional projects, personal or professional, until you 
have attained your 4-month goal. Do you accept that request? 
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VIII.  Shorten Your Learning Curve 
by Learning from the Best 

Companion Chapter 3:  Loral Langemeier 

 
Are you trying to figure out how to attain your dream by yourself? Is each step an 
experiment to see what will work? If so, you are doing it the hard way. 
 
There are many people who have come before you who are successful doing what 
you want to do or something similar. Some of them have even written books or teach 
seminars on the subject.  Others just quietly go about their business of living their 
dreams. Any piece of information you can get from them can be helpful. You may not 
want to do it the same way they did, but each time you learn someone’s story you can 
decide either I want to do it that way or I don’t want to do it that way and I prefer to 
learn from someone who has done “X”. 
 
Hopefully you have already learned from some people along the way. If you read, 
“I Can’t Believe I Get Paid To Do This!” you have learned from some very successful 
people already.  
 
Take a moment to acknowledge and remind yourself of what you have learned. Write 
down who you learned it from and what you learned.  
 
Here’s What I’ve Learned About Attaining My Dream So Far: 
 

 1. 

 2. 

 3. 

 4. 

 5. 
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 6. 

 7. 

 8. 

 9. 

10. 

 
 
Who are some other successful people from whom you would like to learn, either in 
your field or whom you see as a role model? 
(These do not have to be famous people; there could be someone successful right next door) 
 

 1. 

 2. 

 3. 

 4. 

 5. 

 
There are many ways you could learn from these people.   
 

 Invest in a book or seminar they have developed.  
 Invite them to lunch. 
 Ask for 15 minutes of their time over the phone to do an informational 

interview.  
 Ask them to be your mentor.  
 You could volunteer to work for them, for free, just for the privilege of learning 

from them. 
 
 
Coaching Request: Pick a person from the list and decide how you want to learn from 
them this week. 
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IX.   Stretch Like Gumby 
Companion Bonus Principle 2 

 
Living out your dreams will require you to stretch, get out of your comfort zone, and 
try new things, even when you don’t know how they will turn out. It is important to let 
go of your fear of the unknown and trust that you will be able to handle whatever 
happens. This doesn’t mean jumping without a net; i.e., without any means of 
support or knowledge of what you are doing. It simply means to take small steps in 
the direction in which you want to go. 
 
I can remember the first time I led my workshop on Unlocking Your Purpose and 
Mission in Life. I led it for free to a group of friends. It was very challenging for me to 
do that first workshop as I wanted it to be perfect.  It was not. But I got some great 
feedback and learned some important things about what I needed to do differently to 
have my first paying workshop be a success. I led many workshops after that for 
continuing education programs at colleges and universities. Each time I led it, it got 
better.  Eventually, I taught others how to facilitate the program and also turned it 
into an e-book called “Is Your Ladder Leaning Against the Wrong Wall?”  If I had not 
taken that first step many years ago and allowed myself to make mistakes, none of 
that would have been possible. 
 
The need for perfection can get in many people’s ways of stretching outside their 
comfort zone.  The truth is, the first time you do something, it probably won’t be 
perfect. And the fact that it is not perfect will NOT destroy you, unless you let it. 
Rather, each time you try something new, it’s an opportunity to learn and to improve. 
 
Coaching questions:  Is the need for perfection getting in the way of your moving 
forward toward your dream? 
 
If so, what is one step you can take to move forward today? 
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The First Time 
 
The first time we do anything, it takes us outside our comfort zone. Then, once we 
have done it several times in close succession, it becomes our new comfort zone and 
we forget it ever scared us. 
 
Take a look at your life.  What are you doing now that you weren’t doing a year ago?  
 
Can you remember being uncomfortable the first time you did it?   Notice how you 
have become more comfortable with it over time. Notice how your comfort zone has 
shifted. 
 
 

←---------------------------------------------------------------------------------------------------------------------→ 
New Comfort Zone                             ⇑                    ⇑ 
 
===================================================== 
Personal Growth                                ⇑                    ⇑ 
←----------------------------------------------------------------------------------------------------------------------→ 
Current Comfort Zone 
 
 

When we step out of our comfort zone it causes us to grow and become the kind of 
person who can do what we want to do. 
 
As human beings, we would prefer to stay in our comfort zones because, after all, it is 
totally comfortable. You have to be committed enough to your dream to be willing to 
be uncomfortable. I always tell my clients to celebrate when they are uncomfortable 
because it means they are growing. 

 
Garner Support:  No Man is an Island 
 
When stepping outside your comfort zone, it is critical to get support. Otherwise, it is 
easy to back out and convince yourself that staying right where you’ve always been is 
just fine. 
 
There are several ways to get support here: 

 
1. Hire a coach to help you through the tough times.  
2. Get a buddy who will hold you accountable to what you said you were going to 

do. 
3. Learn a technique such as EFT (Emotional Freedom Technique) to release 

your fears and anxieties about making such a move, or hire someone trained 
in this practice to help you.  There is also an addendum at the end of this 
workbook that reviews this process.  
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Going Forward 
 
From this point forward, I request that you step outside your comfort zone at least 
once a week. This means taking on something you either haven’t done before or you 
have done it and it still makes you uncomfortable.  Some examples are listed below 

 
 Ask someone you don’t know for something such as support, money, 

information, endorsement, or mentoring. 
 Present an idea or program verbally or in writing 
 Create something you’ve never done before. 
 Tell someone about your services or product. 
 Conduct an informational interview with someone successful in your field of 

choice. 
 Pitch your idea to a radio or TV station.  

 
What things have you been putting off doing because they make you uncomfortable? 
List them here and take on doing one each week over the next nine weeks. 

 
 1. 

 2. 

 3. 

 4. 

 5. 

 6. 

 7. 

 8. 

 9. 

10. 
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X.  Moving Towards Affluence  

Companion Special Report:  Addendum 2 
 
Let’s imagine there is an affluence scale. Where you reside on this scale is a choice. 
 
Affluence Scale 
 
◄                                                                                                                                       ► 

Barely scraping by 
In big debt 

Can pay all the bills 
on time 

Comfortable with 
money left over 

Affluent 
No money worries 

 
 
First notice where you fall currently on this scale.  This is not about beating yourself 
up – it is just about facing current reality. Second, decide where you want to be on 
this scale. 
 
When reading my special report, From Starving Artist to Affluent Artist (Addendum 2), 
you read about Ricky Frank and how, after living like a starving artist, Ricky made a 
decision to be an affluent artist.  It was simply a decision. You can decide to have 
anything you want with regard to your monetary situation and you don’t have to give 
up your passion or dream to do it. You can create wealth in alignment with your 
passions. 
 
Now it is your turn to make a decision.  
 
Where do you want to be on the affluence scale? ________________________ 
 
Your decision is the first step. Don’t put it off. The conversation about money makes 
people uncomfortable. If you find you have some resistance to the idea of having a 
lot of money or your ability to bring in a lot of money, it is just a sign that you have 
some money issues to clear. And just about everyone has some issues about money. 
That is because we learn so many negative things about money from our cultures, 
religions, families, etc.  Regardless of your concerns, go ahead and make a decision 
about where you want to be. Making that decision will move you forward to healing 
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your concerns and beliefs about money. (If this brings up a lot for you, listening to the 
audio about money in my audio set is a great place to start.) 
 
Go ahead and set a monetary goal that matches your decision of where you want to 
be on the affluence scale. Since we are halfway through a 4- month program, I 
suggest setting a 2- month goal, a 1-year goal, a 2-year goal and a 5-year goal. 
Writing them down is important. Don’t worry about whether you will change your mind 
later. For now, just get something down on paper. 
 
Monetary Goals: 
 

2- month goal: _________________ 
 
1- year goal: ___________________ 
 
2-year goal: ___________________ 
 
5-year goal: ___________________ 

 
Now that you have your goals, it is time to put a plan into place to reach them. For 
now, create a plan for your 2-month goal and your 1-year goal. 
 
The questions you will need to ask yourself will vary based on your dream. 
 
If you are in business for yourself or plan to be, ask yourself questions such as: 
 

 What products or services do I want to offer?  
 How many of those do I have to sell to make my goal?  
 How will I produce them?  
 Can I do this myself or do I need the help of others?  
 Who is my market?   
 How will I reach them? 
 What will my costs be? 
 How can I make the money I earn work for me? (i.e., by investing back in 

business or in other investments?) 
 

If you are employed by someone else and plan to remain an employee, you might ask 
yourself questions such as: 
 

 What do I want to be doing in my job?  
 Where and how can I do that AND earn the level of money I want to earn? 
 Who do I need to talk to about this? 
 Do I need further education or training? 
 How can I make myself invaluable? 
 What is my ideal work environment? 
 What steps do I need to take to reach this goal? 
 How can I make the money I earn work for me? (i.e., wise investments) 
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To help you determine your plan further, take a moment to do a short visualization. 
Sit in a comfortable position. Close your eyes and take a couple of deep breaths. 
Imagine it is 5 years down the road. You have reached your goal and are feeling very 
good about it. As a matter of fact, you have done so well that you have caught the 
attention of the media. They want to interview you. Right now a reporter has placed a 
microphone in your face, he asks, “How did you do it?” What are the steps you took 
that led you to this achieve this incredible goal?” 

 
Write your answer here: 

 
 

 
 
 
 
 
 
 
 
 
Using those insights as a jumping off point, now write the plan of how you will achieve 
your 2-month goal: 
 
2-month plan: 
 
Inspired steps to take       By when 
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Now write the plan of how you will achieve your 1-year goal: 
 
1-year plan: 
 
Inspired steps to take       By when 
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XI.  Discard the Old Rules 
Companion Special Report:  Addendum 2 

 
In previous sections, you looked at some of the disempowering beliefs you had and 
shifted them. Now is the time to look and see what other thoughts and rules are 
stored in that your mind and body that aren’t serving you. 
 
Ricky Frank had lots of rules that got in his way. He thought no one would pay enough 
for his jewelry to make it profitable for him; he thought he couldn’t teach anyone else 
to make his jewelry because it was complicated; he thought people wouldn’t buy his 
jewelry off the Internet, that they had to see it in person. When Ricky held these rules 
up to the light, he found out they weren’t true. Rather, they were just things he made 
up that were holding him back. When he considered that they might not be true, he 
made huge steps forward. 
 
What are your rules (beliefs about your dream that limit you)? 
 

1. 

2. 

3. 

What would be possible if these rules were not true after all? 
 

1. 

2. 

3. 

 
For this week, pick one of your rules and start to act as if it is not true. Notice what 
happens. 
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 XII.  Streamline Your Efforts: 
Align Your Natural Talents with Your Goal 

Companion Chapter 7:  Lisa McLeod 
 
Success comes more easily when you enhance your strengths and delegate in areas 
where you are weak. Your natural talents are those things you do so easily and 
naturally that you think they are no big deal. 
 
Do you know what your natural talents are?  Lisa McLeod’s was to be the funny girl. 
One of mine is to solve problems by seeing the relationship between two or more 
things that may seem unrelated. 
 
One way to recognize what your natural talents are is to notice what people 
consistently compliment you on. For as long as I can remember, people have told me 
I inspire them. To me, it is just a result of who I naturally am and what I naturally do.  
What do people tell you? 
 
If you’re not sure, you can ask them. I developed a tool to help you do just that. You 
can download the Gifts and Talents Questionnaire at 
www.igetpaidtodothis.com/bookresources. It is a free resource. 
 
If you would like a deeper assessment of where your natural talents lie from an 
objective source, I recommend the Rockport Career Test.  This test is how I learned 
about my ability to solve problems by seeing the relationship between two or more 
things that may seem unrelated.  More information is available at 
www.balancedliving.com/test . As a member of this coaching group or purchaser of 
this workbook; you are entitled to a $50 discount. Simply enter the coupon code 
“dream” when you check out. 
 
To get a head start, complete the following talent quiz. 
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Talent Quiz 
 

Rate each of the following talents on a 1 to 10 scale – a 10 represents an 
extraordinary level of talent, 5 = an average level of talent, 1 = an extremely small 
amount of talent. 
 
___An ability to organize 

___An ability to motivate 

___An ability to mediate 

___An ability to instruct or teach 

___An ability to manage 

___An ability to expedite 

___An ability to lead 

___An ability to inspire 

___An ability to counsel 

___An ability to coach 

___An ability to listen 

___An ability to make things work (mechanical ability) 

___An ability to build things 

___An ability to design things 

___An ability to put people at ease 

___An ability to make people laugh 

___An ability to arrange things beautifully 

___An ability to make beautiful things 

___An ability to see beauty in things or people 

___An ability to make others feel good about themselves 

___An ability to perform (entertain) 

___An ability to communicate through speech 

___An ability to tell stories that instruct or inspire 

___An ability to be playful 

___An ability to persist 

___An ability to perceive the essential 

___An ability to juggle many activities at once 
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___An ability for efficiency 

___An ability to be self-disciplined 

___An ability to be non-judgmental 

___An ability to be focused 

___An ability to love 

___An ability to be generous 

___An ability to be compassionate 

___An ability to be strong 

___An ability to be enthusiastic 

___An ability to express through the written word 

___An ability to express through movement (dance) 

___An ability to express through the visual arts 

___An ability to express through music 

___An ability to express through the spoken word 

___An ability to analyze 

___An ability to be persuasive 

___An ability to synthesize ideas 

___An ability for logical problem-solving 

___An ability for abstract problem-solving 

___An ability for imagination and vision 

___An ability for athletics 

___An ability for tactics 

___An ability to strategize 

___An ability to learn, interpret or translate languages 

___An ability to coordinate things or events 

___An ability to make things grow (plants) 

___An ability to negotiate 

___An ability to protect or defend 

___An ability to explore or discover 

___An ability to experiment 

___An ability to research 

___An ability to invent things 
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___An ability to create things or ideas 

___An ability to evaluate  

___An ability to nurture or comfort 

___An ability to make others feel safe 

___An ability to invest 

___An ability to cooperate  

___An ability to visualize in three dimensions 

___An ability to plan 

___An ability to discern 

___An ability to perceive opportunities 

___An ability to clarify 

___An ability to establish rapport 

___An ability to sell 

___An ability to be decisive 

___An ability to initiate or begin 

___An ability to complete or conclude 

___An ability to get the job done 

___An ability to think abstractly, theoretically 

___An ability to perceive links between unrelated pieces of information 

___An ability to generate many new ideas 

___An ability to project into the future easily and naturally 

___An ability to work quickly and accurately with details 

___An ability to remember numbers and details easily 

___An ability to remember visual images easily 

___An ability for fast and accurate hand movements 

___An ability to be intuitive 

___An ability to be adventuresome 

___An ability to take risks 

___An ability to learn new things quickly 

___An ability to bring people together 

___An ability to connect with people 
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___An ability to facilitate 

___An ability to collaborate with others 

___An ability to budget and handle money wisely 

___An ability with numbers 

 
Other talents not listed above: 
 

An ability _______________________________________________________ 
 
An ability _______________________________________________________ 
 
An ability _______________________________________________________ 

 
On the right hand side, star those items that you most enjoy doing and have the 
greatest interest in.  Use no stars for moderate interest, 2 stars for some interest, 
and 3 stars for high interest.  
 
Top Ten Enjoyable Talents  (Rate based on highest scores for talent and interest 
combined) 
 

1. ________________________________________________________________ 

2. ________________________________________________________________ 

3. ________________________________________________________________ 

4. ________________________________________________________________ 

5. ________________________________________________________________ 

6. ________________________________________________________________ 

7. ________________________________________________________________ 

8. ________________________________________________________________ 

9. ________________________________________________________________ 

10. ________________________________________________________________ 
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Our strengths can often be enhanced.  That is, an artist can benefit from learning 
new techniques; a coach can benefit from new tools and more experience with 
clients; our intuition can be enhanced by acting on it more often, etc. 
 
How can you enhance your strengths, talents and gifts? 
 

1. 

2. 

3. 

4. 

5. 

 
To be more successful, it would make the most sense to spend more of your day 
doing what you do best and less time doing those things that are difficult or 
frustrating for you. 
 
Based on that theory, how can you use your natural talents more to accomplish your 
dream? (For example, if you are a natural teacher, you can teach something for free, 
or for a fee as a way of gaining more exposure to your intended audience.) 
 
 
 
 
 
 
 
 
What do you need to do less frequently?  (i.e., the things you do not enjoy OR do not 
do very well/easily) 
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XIII. Leveraging Time, Knowledge and Money 
Companion Chapter 6:  John Dessauer 

Definitions of Leverage 

Dictionary definition: 

n 1: the mechanical advantage gained by being in a position to use a lever: 2: 
strategic advantage; power to act effectively; "relatively small groups can sometimes 
exert immense political leverage" 3: investing with borrowed money as a way to 
amplify potential gains (at the risk of greater losses)  v 1: supplement with leverage; 
"leverage the money that is already available" 2: provide with leverage; "We need to 
leverage this company" 

Source: WordNet ® 2.0, © 2003 Princeton University 

 
Simple Definition: 
 
Imagine a big heavy box. You want to pick it up. Instead of trying to pick it up, you 
take a pole and a fulcrum and you stick it under the box and then you push on the 
other end of the pole. 
 
Energetic Definition: 
 
Use the leverage of the Energy that creates worlds... 
 
When you get into the flow with the Energy that creates worlds, you will have leverage 
beyond your wildest dreams. 
 
 

Excerpted from Abraham-Hicks Workshop 
at Tarrytown, NY -- G-10/18/98 
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Leverage is a tool to help you work smarter, not harder. 
 
As an individual, you only have so many hours in the day. 
 
How do you leverage… 
 
your time to make those hours the most productive? 
 
your money or other people’s money to get the greatest return? 
 
your knowledge and skills and those of other people? 
 
 
 
1. What do you have the most of: time, knowledge or money? 
 
 
 
 
 
2. How can you use that resource to your advantage? 
 
 
 
 
 
3. What do you have the least of: time, knowledge or money? 
 
 
 
 
 
4. Who has that resource and how can you leverage it? Or what other creative ways 

can you come up with to leverage this resource? 
 
 
 
 
 
5. Who do you need on your team to balance your strengths and shore up your 

weaknesses? 
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Examples of ways someone can leverage time, knowledge or money:  
 
Take some time to add other things to the list that you can do to increase your 
leverage.  
 

1. Partner on a project with someone who is already established in your field 
(example: co-author a book with an established writer) 

 
2. Charge a higher rate for your services, product, or labor 

 
3. Become licensed to sell or provide someone else’s product or service 

 
4. Borrow from a bank or investor 

 
5. Get corporate sponsors for a media campaign or speaking tour 

 
6. Purchase a specialized mailing/sales list 

 
7. Find or hire a mentor in your field 

 
8. Read books and listen to audio tapes/CDs 

 
9. Attend seminars and conferences 

 
10. Invest in stocks, real estate, etc.  

 
11. Create products and license others to sell them 

 
12. Put your message on someone else’s mailing list 

 
13. Delegate to an assistant, or hire or trade with an assistant 

 
14. Align your energy with what you want 

 
15. Trade for public relations, Web design or other services 

 
16. Turn your product into other products using a different medium 
 
17. Partner with people whose strengths complement yours 

 
18.  

 
19.  

 
20.  

 
21.  



 
Copyright © 2005 Center for Balanced Living, Inc.  All Rights Reserved.  www.balancedliving.com  p. 43 

 

 
22.  

 
23.  

 
24.  

 
25.  

 
26.  

 
27.  

 
28.  

 
29.  

 
30.  

 
31.  

 
32.  

 
33.  

 
34.  

 
35.  

 
36.  

 
37.  

 
38.  

 
39.  

 
40.  
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 XIV. Strengthening Relationships and 
Forming Creative Alliances 
Companion Chapter 5:  Stephen Pierce 

 
Strengthening Relationships 
 
One predictor of success is the quality and quantity of your business relationships. By 
business relationships I mean relationships with your vendors, customers, industry 
peers, co-workers, boss, mentors, prospects, business community, etc. 
 
If the quality of your business relationships is an indicator of your success, then it 
naturally follows that strengthening those relationships will increase your success. 
This cannot be overstated. Too often, people act as lone rangers, believing if they just 
work hard enough, they can achieve their dreams. But dreams are achieved in 
conjunction with others. These others to whom I refer might buy your service or 
product, refer you to a great resource, collaborate with you, or provide a service or 
product that you need.  The places where we need others are endless. 
 
Take a moment now to assess your business relationships: 
 
List your current relationships on a separate sheet of paper according to the 
categories below or create your own categories and then rate each relationship on a 
scale of 1 – 10 (with 10 being highest). 
 

1. Customers: current and former 

2. Vendors 

3. Peers or co-workers 

4. Business community 

5. Administrative  

6. Mentors/coach/boss 
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After you do this, take note of several things: 
 

1. How strong is the relationship with each person? 

2. Which categories are generally strong and which are weaker? 

3. Are there any categories where you don’t have many relationships? 

 
 
A Plan to Strengthen Your Relationships 
 
After doing the above assessment, pick an area you want to strengthen.  There are 
many ways to approach this: 
 

 Get clear on the characteristics and qualities of the people with whom you 
want to do business. Choose to partner with people who have these qualities. 

 
  Be the kind of person with whom you want to do business. 

 
 Strengthen your relationship with former customers by sending them pertinent 

articles or information they need. After all, former customers are a good 
source of future business, referrals, and contacts. 

 
 Survey your current or former customers to see what they are most satisfied 

with and to determine their current needs. 
 

 One good way to strengthen relationships is just to give ― I don’t mean give 
away your services ― but give where you see a need you can easily meet. 

 
 Another way to strengthen relationships is to show gratitude. Let your vendors, 

co-workers, coaches, etc., know how much you appreciate them. This can be 
done by sending a note or card or small gift for no apparent reason except to 
say thanks. A written note of thanks will be remembered for a long time, 
especially since it is so rare to receive one these days. 

 
 
Let me give you an example. I participated in an Internet radio interview for the Inside 
Success Show. Immediately afterwards the host, Randy Gilbert, sent me an email 
saying thanks and giving me positive feedback and a written testimonial. He asked 
for a testimonial back. Did I give it to him? You bet I did. Within a week he followed 
up with a written thank you, a written testimonial on his letterhead, and a free copy of 
his book. All of this was unsolicited.  Will I do business with him again? You bet! Will I 
recommend him to others? You bet. Why? Because he went the extra mile and did 
things that no one else did to build a relationship. That makes him memorable in my 
book. 
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Bottom line: when you go out of your way to thank, show appreciation to or help 
others from a heartfelt place, they will remember it. It may not come back to you 
directly, but it will certainly come back to you in some way. 
 
Take the time to build relationships; it’s worth it! 
 
Write down 1-3 things you will do to strengthen or build relationships over the coming 
weeks. 
 

1. 

2. 

3. 

 
Forming Creative Alliances 
 
The idea of forming creative alliances builds on our conversation about leverage.  
When you build creative alliances, you leverage the talent, knowledge, or resources 
of other people. 
 
In today’s world of high-speed communications, your allies can be located anywhere 
— from right next door to across the globe. Your allies can market your business for 
you and share in the profits; they can take on portions of the work that you are not 
interested in doing; or you can co-create a joint project with your allies. Alliances 
often come as a result of the business relationships we discussed above. When you 
form successful creative alliances, your results multiply. 
 
Stephen Covey defines synergy as follows: 
 

Synergy = One plus One is equal to or greater than Three. 
 
Where could you most benefit from having alliances? 
 
 
Write down the names of people or types of people with whom you would most like to 
form an alliance: 
 

1. 

2. 

3. 
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Create a win-win proposal and contact one or more people on your list and offer the 
proposal. Listen to their feedback and adjust your proposal if necessary, as long as it 
remains a win-win.   
 
Keep talking to people until you find the right people with whom to create an alliance.  
They are out there. 
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XV.  Develop Your Resilience Muscles -- 
Bounce Back from Setbacks 

Companion Chapter 5:  Stephen Pierce 
 
Another very important key in making your dream come true is bouncing back from 
setbacks.  And there will be setbacks ― lots of them. I am not saying this to dampen 
your spirits, but to have you understand that setbacks are normal. They are part and 
parcel of living out your dreams.  To accept that doesn’t mean you must get stopped 
by them.  On the contrary, you can be ready to view them as a part of the journey and 
keep going. 
 
The best thing to do with setbacks is to see them as the contrast; i.e., what you don’t 
want. Then you can get clearer on what you do want instead. In the beginning of this 
program you wrote some desire statements. Each time you have a setback, it’s an 
opportunity to either refocus on your original desire statement or create a new one. 
This has your mind focus forward on what you do want rather than staying stuck in 
what you don’t want.  
 
Turning the Thoughts Around: 
 
What is a setback you faced recently or are facing now? 
 
 
What do you want instead? 
 
 
Write a new desire statement that expresses what you want from a place of 
believability and abundance. 
 
Example:  I am excited at the thought of _____________________________ 
 
My New Desire Statement: 



 
Copyright © 2005 Center for Balanced Living, Inc.  All Rights Reserved.  www.balancedliving.com  p. 49 

 

 
 
 
 
 
 
 
 
 

 
 

XVI.   Getting Complete with Where You Are 
  
 
As the 4-month period draws to a close, it is important to take a look at where you 
were 4 months ago, where you are now, and what you learned in-between. 
 
Allow it to be a time of celebration, regardless of whether you attained your goal. 
Celebrate what you learned, what you accomplished, who you are being as a result. 
Know that we are never, ever done. There is always more to learn, always more to 
accomplish, and when we achieve these dreams, there will be new ones.  That is 
what pulls the life force through us. So celebrate wherever you are and don’t be 
disheartened if it is not where you wanted to be. Rather, see it as an opportunity to 
continue to apply all that you have learned and will learn to attain your goals and 
dreams.  
 
Understand that as a result of having these goals, you have grown in many ways and 
become more of the person you were always meant to be. Remember that the 
journey is every bit as important as the destination. 
 
So take a moment now to reflect: 
 

 The status of my situation 4 months ago was: 
 
 
 
 
 

 At that time I said wanted to achieve: 
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 Along the way, I had the following accomplishments: “yahoo’s” 

 
 1. 

 2. 

 3. 

 4. 

 5. 

 6. 

 7. 

 8. 

 9. 

10. 

 
 
 
 

 I learned the following things about myself and about what I need to do to 
succeed at my dream: 

 
1. 

2. 

3. 

4. 

5. 

 
 

 This is what I have accomplished with respect to my 4-month goal: 
 
 
 
 
 

 I choose to be okay with where I am today.  ___ yes   ___ no 
 

 Going forward for the next 4 months, my new goal is: 
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XVII.  About the Author 

 
A well-known coach with a wide following, Stacey Mayo, aka “The Dream Queen,” was 
a pioneer in the now-booming coaching industry.  Stacey established the Center for 
Balanced Living in 1995 as a vehicle to carry out her life’s work.  As director of the 
Center, she and a team of powerful coaches have assisted thousands of people 
across the nation in living out their dreams with amazing results! 
 
Stacey was profiled on television in the CBS Evening News segment, “Confident 
Women.”  She has appeared in Forbes, Newsday, the Wall St. Journal, Atlanta Sports 
& Fitness, Atlanta Woman and Woman’s Day.  She has been featured a number of 
times in the Atlanta Journal-Constitution, including the piece, “Midlife,” which 
engages women in considering how they can stop deferring their dreams.   
 
A leader in the coaching community and former program chair for the International 
Coaching Federation (ICF), Stacey has developed and led hundreds of successful 
training and coaching programs to rave reviews. She is author of “I Can’t Believe I 
Get Paid To Do This!: Remarkable People Reveal 26 Proven Strategies for Making 
Your Dreams a Reality,” and was named 2005 Georgia Author of the Year for Best 
Self-Help Book. She is also author of Is Your Ladder Leaning Against the Wrong Wall? 
 
Stacey is a Master Certified Coach, a member of the International Coaching 
Federation, a graduate of Coach University, and is certified as a career coach through 
Rockport Institute. She is ranked among the top 9% of coaches around the world (in 
terms of revenue). 
 
Stacey loves to help people reassess their career direction, get out of their own way 
to make their dreams come true, integrate and balance their personal and business 
lives, start a new business or take the current one to new heights and create wealth 
while doing something they love. 
 
To subscribe to her free monthly internet newsletter, Living Out Your Dreams, visit 
www.balancedliving.com or www.igetpaidtodothis.com and receive a free self-
assessment entitled Healthy Success. 
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Addendum 1: Emotional Freedom Technique 
 
Emotional Freedom Technique is a wonderful technique for releasing the negative 
emotions and resistance that limits your success. Using this technique, you can gain 
the emotional freedom to truly pursue being, doing, and having what you really want 
in life. 
 
EFT is a meridian-based energy therapy developed by Gary Craig. It is a simple 
technique that often provides rapid relief from physical-emotional issues (e.g., 
trauma, phobias, grief, anger, guilt, anxiety, addictive cravings, nightmares, 
abandonment, fear of public speaking, fear of flying, love pain, depression, pain, 
headaches, and much more). For further information, including the EFT Manual and 
case histories, please visit Gary Craig's Web site, www.emofree.com. 
 
If you have had some exposure to EFT, you may find the tapping instructions below to 
be helpful. If you have not had any exposure, try listening to the audio on money in 
my audio program or visit Brad Yates’ Web site http://tinyurl.com/brfwn to listen to a 
free sample. 
 
Even if you have used EFT successfully before, sometimes it is helpful to work with a 
trained practitioner to help you identify the core issues that are in your way.  If you 
are participating in a Living Your Dreams coaching group, your leader may be able to 
support you in this. Other practitioners are listed at the Web sites above. 
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EFT Tapping Points 
 
First, check the intensity level that you feel about this subject, on a scale of 0-10 with 
10 being the highest: 
 

 Tap on karate chop spot on side of hand ― 3 times.  Full statement; “Even 
though (insert negative statement that reflects how you are currently feeling 
example, “I am scared I will never reach my dream”), I totally and completely 
love and accept myself. 

 1st round tap on negative statement; example: “fear of failing”  (reminder 
phrase of current negative feeling, belief or condition).  Tap on each of the 
following points while repeating the negative feeling, belief or condition. 

 Inner eyebrow 
 Outside eye 
 Under eye 
 Under nose 
 Chin 
 Collar bone 
 Side – under arm 
 Top of head 
 2nd round - Repeat from inner eyebrow ― tap on positive choice statement (“I 

choose to trust that I can achieve my dream”). 
 3rd round - Repeat from inner eyebrow  ― alternate negative and positive 

statements ending on a positive statement on top of head. 
 

The above equals one complete round. Keep repeating until intensity level equals 0.  
 
When you reach 1-2, you can replace with floor-to-ceiling eye-roll while tapping on 
gamut point. 
 
Gamut point – top of hand, web between ring finger and pinky knuckles. 
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Ricky Frank: 
From Starving Artist to Affluent Artist 

 
Interviewed by Stacey Mayo, “the Dream Queen” 
 
Ricky is an artist and founder of Ricky Frank Enamels.  In this conversation, you will 
learn how Ricky went from starving artist, to an affluent artist.   
 
 
Ricky, tell us how long have you been making enamel jewelry.  
 
I’ve been making jewelry for 25 years and I’ve been selling it ever since I started 
making it. 
 
When did you decide, or how did you decide that you were going to make enamel 
jewelry? 
 
I don’t know if I decided I was going to, I just did it.  I started making enameling, fell in 
love with the process and the color and the materials, figured out very quickly that in 
order to sell it, I had to make it into jewelry, so I learned how to make jewelry. It was 
like a habit, that if I wanted to enamel, I needed to figure out how to sell my enamels 
because I didn’t want to have a real job, so I started making the jewelry and learning 
how to sell it. 
 
Did you have a “real job” before that? 
 
No, I did this straight out of college. I started planning and for several years tried to 
work as a soccer coach and as an artist, and struggled for a long time trying to find 
the balance because they didn’t seem to work together.  One was very flexible and 
one seemed much more concrete and specific, and it was a struggle for a good, long 
time. 
 
So the two didn’t work together, and you went totally towards the jewelry and art? 
 
It wasn’t that they didn’t work together.  I always felt like if you want to do something 
really well, you have to focus on it.  I felt really torn that I had to choose; I was afraid 
of giving up one thing.  
 
I went back and forth for several years doing three months of enameling, three 
months of soccer and then met someone that brought me to a guided visualization 
class. As I was visualizing, for the first time, I realized that this was the way to train 
athletes, and I started getting interested in sports psychology, which seemed to be a 
more creative approach to coaching.  
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I went and got a Master’s Degree in psychology, and one day as I finished my 
program, I was counting my pennies, and I had to go to the grocery store, and the 
only way I could buy groceries was to get my pennies, and I was so embarrassed with 
myself that I made a decision I’d never do that again.  I realized that whereas I’d 
been interested in helping kids work with self-esteem and self-image, I needed to 
change my own self-image from a starving artist to an affluent artist. So I made the 
decision that I can’t really teach anything unless I know it, so I decided I’d go ahead 
and apply everything I learned in sports psychology to myself as an artist. 
 
It sounds like that was a defining moment for you. 
 
Counting the pennies was a very defining moment for me, yes. 
 
I heard the word “affluent” there, that you wanted to be an affluent artist versus 
being a starving artist. 
 
I thought affluent was a good description of someone that doesn’t have to count their 
pennies when they want something. 
 
How far into your career was that? 
 
That was probably about ten, no, maybe about six years. Previously, I had been trying 
to make my living with my artwork and had felt very frustrated.  I had a list of reasons 
why I couldn’t. Either no one appreciated how much work was going into it, or it took 
too long to make the pieces and I couldn’t charge what I needed to charge for it and 
no one would pay for it. I also thought it was too difficult to make and so I couldn’t 
hire other people to work for me.  I had a whole list of rules of why I couldn’t succeed, 
so I actually did retire. I had a retirement sale, made enough money to buy myself a 
new color television to take to grad school. 
 
Wow! You had all the reasons why not, you convinced yourself they were true and 
you actually stopped. 
 
Right. 
 
What had you start again?  Did you miss it? 
 
Well, I kept enameling in graduate school because I was looking at sports psychology, 
peak performance and creativity and because they’re all related. Creativity is a form 
of peak performance, and I felt like the easiest way to study this was to study myself 
and to use my creative process, which, for me, was enameling. All along through 
graduate school, I was doing some enameling and also making enough just to sell a 
little bit to help pay the rent occasionally. 
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Some of the things I just heard you say like “people don’t appreciate it”,” I could 
never charge enough to justify the hours I’ve spent”, those are pretty common things 
that I hear artists say. How did you shift from there, to where you are now? 
 
I guess I made a decision that I could do it. This is what I wanted and I had to change 
my self-image, and I just decided I was going to start setting goals, which is what I 
had learned in sports psychology. So for the first year, I set a goal of selling $40,000 
work of my work, which was probably six, seven, eight times more than I’d ever sold, 
within a year. I just pulled a number out of a hat; there was no rhyme or reason to 
that.  
 
Since I was committed to that goal, then I had to start thinking about well, how was I 
going to do that?  And, there were so many different sub-categories within that, “what 
would I be making”?  If I was going to market something, I had to have a product; so 
then I started to think about my artwork as a product, as well as an expression of 
myself.  And then I had to look at,  “How am I going to make the product?” “Can I get 
help making the product?” “ How am I going to sell the product?”  “How am I going to 
market the product?”  And, I just kept following down the chain, to where it was 
obvious what I needed to do to start working towards short term goals to get my 
$40,000 sales for the first year. 
 
What I hear is you started thinking like a businessperson. 
 
Yeah, I guess so, I’d never been a businessperson, and so I didn’t know any better.  I 
wasn’t worried about not doing it, and something I’d read in Sports Psychology, a 
quote from an athlete really kept me going was, it was a basketball player named 
Bernard King, and what he had said was, “When I set goals, I always shoot for the 
moon because then if I fall a little bit short, I’m still hanging out with the stars”. So I 
felt like well, if I shoot for $40,000 and I get less, it’s still going to be more than I’ve 
ever done before, so what have I got to lose? 
 
That’s really great.  What I hear is, you set a goal and you weren’t attached to it. 
 
Right.  Exactly.  I just knew…it was giving me direction to take steps. 
 
Yes, and I want to stay there for a minute because that’s a big mistake that people 
make often is they set a goal and then they feel like they have to reach it or they’ve 
failed. 
 
Well, I can do that really well, too. I can be attached to my goals. 
 
Yet, at this particular time you were not 
 
And I think that, for me, the more success I’ve had reaching goals, it’s much easier to 
start getting attached to the goal. 



 
Copyright © 2005 Center for Balanced Living, Inc.  All Rights Reserved.  www.balancedliving.com  p. 58 

 

It sounds like the first time it was easier because you had no clue whether you could 
make it or not. 
 
Right, and it didn’t matter if I didn’t make it, because I had nothing, my self-image 
was not attached at all to being successful, and so it didn’t matter. 
 
How did you do at making that goal? 
 
I hit it like within $100.00. 
 
Wow. 
 
So, the next year, I set a goal for sales of $70,000. Again, I pulled the number out of 
a hat, and I came, I’m not sure whether it was plus or minus, but it was within $1,000 
the next year. 
 
That’s fabulous. 
 
It was amazing to me, and it was like wow, this is great, this works. 
 
I heard two things.  I hear you set a goal, but I also hear that you then worked 
backwards and said, “OK, what do I need to do to reach it?” 
 
Right, I started looking at what craft shows I wanted to do, what were various ways of 
selling my work.  It forced me to hire an employee and figure out how someone could 
help me, because in order to make enough work to sell the $70,000, I was going to 
have to produce more work. So I had to figure out how to make more work, more 
product, more art, and then once I had an employee, then I felt more committed and I 
couldn’t sleep late in the morning when there was an employee downstairs working, 
so it made me feel more responsible. 
 
So you got clear on these goals and how you were going to get there, and you hired 
employees, did it become more fun or less fun? 
 
That’s a good question; it felt more like a job. It kind of developed an energy of its 
own and I think that in some ways, it became more fun because there were a lot 
more challenges.  There were more reasons to make the work.  People were giving 
me more feedback, better feedback, people were buying it, people were spending 
more money, and so I felt more challenged to push myself to make better work, to do 
the work better.   
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I think the stress involved in responsibility is the only thing I didn’t like, and as my 
business has grown, it’s been a growing problem of dealing with responsibility.  I 
think it’s hard to balance doing what you love for the pure enjoyment of doing it, 
without worrying about failing. When you start having time constraints because you 
have to have a certain amount of work made by a certain time period, you don’t have 
as much room for failure.  You can’t just say, “Oh, it’s OK to make tons of mistakes,” 
because the reality is you have a goal down the road.  The goal isn’t just to try 
something, the goal is to try a couple things and have one of them work so that 
you’re going to achieve your goal.  
 
I hear the high achiever in you. 
 
Yeah, definitely, I’ve always been very competitive.  My background is as a coach and 
as an athlete, so I’ve always been very competitive. I want to feel like I’m moving 
towards my goal or getting better. I think what it is, and this is what my wife says 
about me, and it’s that I want to impress myself. I’m not trying to impress other 
people as much as I want to impress myself.  I want to challenge myself to do 
something that either has never been done before, or is different than anyone else 
can do, or that I can look at and go wow. 
 
You get some level of excitement and thrill out of challenging yourself, and it also 
adds a stress factor that you have to deal with. 
 
Yes, and when I put pressure on myself to succeed, there’s definitely some stress 
involved. 
 
How do you deal with pricing?  In the beginning, you said people would never pay 
enough. How have you learned to deal with that? That’s a tough one for artists as 
well as other entrepreneurs that charge for their services. 
 
Well, I think the first philosophical thing that I learned was that my customers don’t 
have the same attitudes about money that I have.  Actually, I learned a really good 
lesson. I had a girlfriend years ago that I met because she had bought a piece of my 
work in a store. I remember her asking me, “now tell me what this is”, and I realize 
that she had bought a piece of my jewelry in a store without having any idea what it 
was or how it was made. So that totally shot down my idea that people had to 
understand my work to buy it. 
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I don’t know if this is about pricing, but I think it’s a real interesting thing.  What I’ve 
learned is that there are several different reasons why people buy my work.  The 
main reason is they fall in love with it, and then the second reason is they can figure 
out how to pay for it, whether they’re going to charge it, whether they’re going to take 
money out of something else, or whether they just have enough money. It’s not an 
issue. It doesn’t matter if they understand how it’s made.  Everyone in the world can 
understand how the work’s made, but that doesn’t have anything to do with whether 
they’re going to love it or want to buy it. So I realized these two things. The important 
things are I’ve got to make work which is inspiring so people love it, and I’ve got to 
put the work in places where the people that I want to be my customers will be able 
to see it. 
 
You’ve got to reach your market. 
 
Yeah, I have to reach my market, and the market is for people who have some 
access to money or certain amounts of money to be able to pay for it, because it’s 
not a $10.00 item. 
 
So, in regards to pricing, I started to realize that I had never had money and saw 
myself as a struggling artist, so I would never go out and buy a $200.00 pair of 
earrings for somebody, and so I finally realized well, I’m not my customer, and so I 
shouldn’t be thinking of pricing, in terms of what I would pay for it. 
 
I now look at it in two different ways, there’s a making and there’s a selling, and 
they’re two different jobs, and there are two different aspects to both processes.  The 
making doesn’t necessarily have anything to do with the selling until I want to sell it. I 
can make something and not be able to sell it, either because it’s ugly or because it’s 
priced too high for what people are willing to spend for it. So then I can make a 
decision, do I care if someone’s going to buy it?  Or, do I care if I have to sit on it for 
five years before I sell it?  If I care, then I have to look at what can I change in the 
making process to make it more sellable, either sell it sooner, or sell more of them, 
so it depends what I want. 
 
Part of my whole business and job is the balancing act of how much do I want to sell 
something, as opposed to how much do I want to make it. And what am I getting out 
of the making? Am I getting a sale out of it?  Am I getting something that’s going to 
lead to a sale on another piece?  Is it going to be developing a market?  Is it going to 
be developing my fame in the community, in the art world?  So, there are lots of 
different reasons why I might be making something. 
 
Do you decide the reason ahead of time or do you just work purely from inspiration 
and then decide what you’re going to do? 
 
Sometimes I make something just because I know I’m going to sell it, sometimes I 
make it because the stores want it, and they’re saying, “I need this, when can I get 
it?” and then, I’m under a deadline to make it. If part of my business is to supply 
stores with a product, then I have to be willing to make that product. 
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I’ve also looked at it as trying to split up my business into several different categories. 
One is to think about my business as my national endowment fund, so instead of 
trying to get grant money or wishing other people would give me money, I’ve set up a 
business.  I learned this from a jeweler named Tom Mann that was very successful 
doing this. So I have a business which supports my play in my art, so that I can be 
making things that I don’t have to sell, and usually what happens is, when I make 
something that I don’t have to sell, that’s the first thing that sells. 
 
I bet. 
 
It invariably does, because it’s got the spirit and life in the piece, and that comes 
through, so it works well. 
 
It sounds like just having that “national endowment fund” gives you the room to play 
and in playing, your spirit is free and you create something really great. 
 
Right, and it’s realizing it’s my responsibility to fund myself, it’s not somebody else’s, 
it’s not the government’s, it’s not other people, so, and it makes me feel better 
because now I’m not a victim. 
 
As you were perhaps in the past? 
 
Oh, definitely, well I was a victim to all my rules. 
 
To all your rules? 
 
Yeah, that no one would appreciate it, no one could buy it, and I couldn’t get anyone 
to help me make it. 
 
Good. Can we go back to pricing? 
 
Originally in pricing, I just kind of came up with numbers; I had no idea how I priced 
things the first year or two.  I think in the beginning, I was happy to get money back to 
buy more supplies, to buy more materials, to make a little bit of money to pay the 
rent, and as I went on, I started to realize that I needed to sell my work in stores, and 
stores are going to work in several ways.  You’re not going to get the full retail price 
from selling a piece because if I try to get my full retail price, they’re going to have to 
double it, and it’s going to be too expensive, so I had to figure out that I had to price 
things considering the cut that a store or gallery is going to get, and I had to learn 
how to price for wholesale.  So, once I started understanding that, then everything 
gets easy because then, you need to cover your expenses, whether they’re labor, 
whether they’re materials, whether they’re insurance, whether they’re your studio 
and you have to get paid for your time, and then you need to make a little bit of profit, 
too, so that keeps funding your fund. 
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That’s one thing that artists and people in general seem to have a difficult time with 
is, deciding on an hourly rate for their own time, how did you decide that? 
 
It sounded good, so I picked $50.00 an hour. Then as I went along, I realized that I 
might not be getting $50.00 an hour for every part of the process that I do.  I’m sure I 
don’t pay myself $50.00 an hour to answer the telephone and when I’m talking to 
stores.   
 
I started looking at the market, and that helped a lot. By the first time I went to a 
national wholesale show, it opened my eyes up to a whole different world of making 
art and selling art, because I was in a huge room with all these people that I’d looked 
up to for many years, and I saw the way they approached their business, and I started 
to be able to compare my prices and see that maybe I was too low priced in some 
areas, maybe some pieces are too expensive.  Friends came up to me and told me 
my prices were too low on some things, and then I looked at it and thought, well, 
does that matter to me?  Am I happy with the way things are going?  And even now, I 
have people telling me my prices are too low.  These are competitors or other people 
in the jewelry field. They tell me my prices are too low, but my philosophy now, is I 
look at the bottom line. What is my income at the end of the year, and if I’m happy 
with that, do I want to make too big a change that might affect that because you can 
price yourself out of a market, or price yourself so high that you’re not selling as 
many pieces, and then there might not be as much work for employees to do, and so 
it’s finding a balance between.  It’s deciding what you want in your life, and what 
you’re going to do to make that work because there aren’t rules and there’s not a 
right thing. 
 
It’s always a work in process, because of the way your life changes. You might need 
more money, you might not care about money as much, you might be wanting to 
learn something different, learn a new skill or learn to work with a new material, so 
your goals change as you go, as you grow, and then so your pricing might change, 
too, or your business plan can be set up to support what you want and then you just 
want to be flexible with it all. 
 
What I’m really hearing you say is you have to create it to be what you want it to be, 
and what’s important is asking yourself how you want it to be. 
 
Right, not what someone else tells you it should be.  
 
How much money do you want to make?  How many hours do you want to be 
working on it?  Do you want to have employees?  All those kinds of things come into 
play. 
 
Yeah, do you want to work alone?  Do you want to have other people to work with 
you?  Are there benefits to working alone?  Are there benefits to having employees?  I 
have a studio where employees work, and I have a studio in my home where I can 
work, so I can have both, so you figure out what’s important. 
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I’ve heard you mention shows, and I’ve heard you mention stores, how did you get 
into stores? 
 
I think the first time I got into a store was by going to a store and seeing other’s work, 
and “Oh, I should have my work there.”  And, I mean, it was way before I even should 
have and Mann actually gave me some tips on how to improve my work. The first year 
when I was just beginning, I just took my work to stores or called up and asked if I 
could come talk to them. In the beginning it was on consignment where they would 
take the work and if it sold, I’d get paid a certain percentage. And then the first store 
that approached me was at a retail craft show, and they came by and saw my work 
and asked me could they carry my work. 
 
The reason I got into really selling a lot in stores was due to a lot of rejection and 
failure. The way the retail craft show business works is that most shows are juried 
and you send in slides of your work, and there’s a panel of judges that look at your 
work for five, ten seconds, give you a score.  If you’re in the top group, then you’ll get 
into the show, so it doesn’t matter who you are or whether people know you from 
most shows, it’s based on that little bit of judging. For several years, I had been 
making most of my income from doing retail craft shows, and selling consignment at 
a few stores, and then one year, I had seven rejections from shows in a row, and I 
thought this is stupid, why am I’m handing over my power to a couple people looking 
at slides on a screen, that may or may not know anything about what they’re looking 
at?  I thought I couldn’t base my living on that crapshoot, so I decided to start selling 
in stores.  I applied to a major wholesale show so that I could start developing 
accounts where I’d know what I was going to make. They were going to be buying 
them from me directly. It wasn’t going to be on consignment, and that would give me 
a safety net. 
 
It sounds like that was another defining moment for you.  
 
Yeah, counting my pennies and getting rejected. It was basically moments where I 
decided I’m not going to do that anymore, I’m better than that, and I’m going to have 
to do something different. 
 
I think what’s key is, you could have quit again, and you didn’t. When someone faces 
a lot of rejection and a lot of failure, you can either decide to quit, or you can get 
tougher and say, “OK, how can I do this better? What can I do different?”  And, that’s 
the path you took. 
 
I think that the first time when I quit, I wasn’t thinking that I could do it different 
because I hadn’t realized, I hadn’t looked at my self-image before that. So the first 
time, it was just several years of not selling my work and being stuck in my thinking 
and having my list of rules I had to go by -- Ricky’s rules. 
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And then, the second time, I’d already realized I have a list of rules which can be 
broken, so instead of just getting rejected and feeling like a victim and then the next 
year getting rejected again, I was smart enough, or knew myself better and said okay, 
what do I need to do different because this is not working? 
 
How many retail stores are you in right now? 
 
Probably about thirty right now and they are all over the country. 
 
So you’ve really developed a national reputation. 
 
Yes, I get magazines now that call me and want to do interviews with me or use my 
work or I will open a magazine, see an advertisement from a store that’s used my 
work in their ad, so yeah, I would say I have a pretty good national reputation now. 
 
You mentioned before about creating a safety net by having stores sell your work. 
How else have you creating a safety net? 
 
When I made the change over to galleries, we kept doing retail shows, too, and I think 
I started developing philosophy of how I want my business to be, how I want my 
business to integrate with my life, and what my values are, and I realized that it was a 
very risky business, selling artwork; I didn’t get a salary.  I mean, any small business 
is risky and you don’t have anyone just giving you a salary or paying for retirement for 
you.   
 
I decided that my risk tolerance was not so high that I could just do what I wanted all 
the time, and so I started to develop a philosophy of having a safety net, or covering 
my butt, so no matter what happened, I was going to be covered. It added more work 
and that put pressure on me, but it took pressure off because I was fairly certain that 
I was going to have money be coming in from somewhere.   
 
We could go to a retail craft show, and if there were big spenders there, we’d have 
the work available for the big spenders.  If there were a lot of people that weren’t 
going to spend as much money, I would have the work available for them, and the 
best of both worlds, if I had both of those customers, I’d have a great show. And then 
to cover my butt there, we also had the store selling work so that if I didn’t get 
accepted into shows or if the weather was bad or something happened during a retail 
show, I knew that as soon as I got back to my studio, I could be shipping work out to 
the stores, so there was always a balance there. It was sort of like having several 
businesses all under the same hat, which can be a juggling act when they start to 
diversify and get too different, but I thought that really helped me.  It took pressure 
off me because I wasn’t always wondering where money was going to come from. I 
knew it was going to come from somewhere. 
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You developed multiple streams of income, all under the enamel art hat. 
Very smart, really, if one show didn’t go well, you didn’t have to freak out because 
you had other options, you had it coming in from other places.  
 
So where are you now? 
 
I think I’m in different places.  Recently, two years ago, my wife and I went to China 
and adopted a little girl who’s almost three now, and that’s made me look at 
changing my goals. My goals now are to be the best husband and the best daddy in 
the world.  Oh, I still have the goal to be the best enamel artist in the world, but that’s 
not on the top shelf right now. It’s in the back of my mind and I’m always feeling a 
gnawing inside, but I have one or two people in my face everyday reminding me what 
my goals need to be, and what my priorities need to be, which is my wife and my 
baby. So that has become my focus and I’ve been trying to learn how to integrate my 
business into my life more whereas before, I probably spent a lot more time thinking 
about my business.  Now, what I think about is time with my daughter, and whether 
we’re being effective as parents. I spend much more time thinking about what our 
goals need to be with developing a healthy child with a positive self-image and 
enthusiasm and not squelching her freedom than I spend about thinking about my 
business.  
 
So I’m trying to learn how to have more balance and also how to change my business 
since my priority’s become my family. I don’t have as much time to put into my 
business, so “how can I let my business continue to work and grow without me 
putting as much time into it?” And it’s both thinking time, as a manager, as a 
creative, as a leader in my business, and as a technician because I also am hands-on 
and make things.  I haven’t had time enough to do both because of my family 
responsibilities. So I’ve had to learn how to shift the business so it might not make as 
much money but it’s still supporting everybody, plus I’ve got employees that I have to 
support. And I have stores that carry my work, and I just can’t stop doing that. So it’s 
a real good challenge to try to figure this out and at the same time, the economy’s 
changing and it’s very, very difficult to read because on one day, I’ll find that people 
don’t have any money and they only want really inexpensive things, and then the next 
day, I can find that the people that want inexpensive things don’t even have any 
money, so they can’t buy my work, and the only people buying my work are the ones 
that have so much money that the price doesn’t matter. There’s no way to predict 
from day to day or from store to store, what’s going to happen, who that customer’s 
going to be that day.  
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So my plan is several-fold, one is to try to delegate more responsibility to other 
people so that it’s not so dependent on me because I do want to be with my family 
more, and I want to delegate things more whether it be dealing with galleries, getting 
shipping done, making work, or managing the studio. At the same time, I will start 
looking at research and design and think about how I can use new technology to help 
make work in different ways, what other products can I make?  What other streams 
of income, as you mentioned, can I develop that might not even be a part of my 
business now? But I might want to develop other streams of income to prop us all up 
when other streams might be trickling out, for reasons I either have control of or I 
don’t. 
 
What you’re talking about is really important because what I’m hearing is, you’ve 
come a long on this journey, you’ve become very successful and prosperous at what 
you do, and things have changed. You now have a young child and your priorities are 
different; technology changes, the economy changes, things change, so it’s never 
static. And, as you evolve and the world evolves, it’s time to look at different ways of 
doing things. 
 
Right, I can look at different ways of selling my work. I can look at different ways of 
making my work, I can look at new work to make, I can look at what inspires me in 
my work, and right now, I feel much more creative sitting at my computer and making 
a movie on my Mac about my daughter’s life for the past year, and putting the music 
and photos and video together, and I feel like what’s important to me now is her joy, 
and so my whole creative outlook is different now. I don’t know how many people 
want to buy my jewelry with pictures of my daughter involved, but how can I bring the 
same feelings into my artwork? What I want my work to be about is about discovering 
the joy within, because that’s what I’m seeing daily in my home, so my family has 
given me more of a focus in my expression and what’s important to me.  How I want 
my family to be is forcing me to look at how my business can run differently. 
 
We’re trying not to travel as much because travel with the baby is not that easy, but 
at the same time, we really want, because she’s from China, we want her to be a 
citizen of the world, we want her to learn to travel, we want her to see the country, to 
see the world, and so, it’s really great when we can take her around the country at a 
young age so she can learn how to travel, learn to see new things, meet new people, 
and feel comfortable. So there’s a balance, it’s all a balancing act. 
 
You recently developed a new Website? 
 
Yeah, and again, for several years, I had my rules. I guess the rules never end, they 
keep changing, and my rules several years ago were I don’t have time to create a 
Website, I don’t think anyone’s going to buy my work if they don’t see it in front of 
them because it’s such an impulsive purchase because people fall in love with the 
material and the imagery, and I didn’t think that seeing it on a computer screen 
would have the same feeling.  I felt like everyone that was asking me if I had a 
Website was just their way to back out of a sale, that they could just ask if I had a 
Website, and I could say yes or no, and they’d say, “OK, goodbye,” and they could use 
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that as their way out of a sales opportunity. And so for several years, I had my rule 
that I didn’t need a Website, or I couldn’t do a Website, or it wouldn’t benefit me.   
 
I started changing when I started seeing that I was losing possible sales by not having 
a Website. Either I didn’t have time in my studio to interact with customers over the 
phone, I couldn’t properly show them pieces over the phone that they could buy, or I 
didn’t have time to take photos and print them and mail them to them, or even to 
email the photos, each time someone called me. I started realizing, well, these are 
some pretty dumb rules and I might just have to wipe them out and see what I can 
do.  So, I think also that people make changes when they need to. 
 
And, I didn’t make changes regarding my Website until I saw the need. So when I 
realized there are much more positives in having the Website than negatives, then I 
went ahead and did it. 
 
What’s the address for your Website? 
 
It’s www.RickyFrankEnamels.com. 
 
How is that going? 
 
It’s been great.  We just set it up a month and a half ago. I got it up on the Web and 
immediately used it to expand my home half-price sale at the end of the year to my 
community of customers across the country. I had a one-time half-price sale and I 
think the first fifteen minutes that we opened the sale up, we made almost $20,000 
in sales, so it was very exciting and I totally changed my whole view of how the 
Internet can help me. 
 
Says something for those rules, right? 
 
Yeah, so much for rules, and let’s see how else we can make this work because it 
just totally blew me away. 
 
I love it.  What I keep hearing is, and this is what we all, as humans, do, we place 
limitations on these things that we think we can’t do or there’s reasons why we can’t, 
and when we remove those cant’s or shouldn’ts or won’ts, whole new opportunities 
and possibilities show up. 
 
And along with that is when we start to dream that there’s something we really, really 
want, then that starts to force us to let go of those rules and limitations because 
we’ve already realized those rules aren’t helping us get that. 
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So, I think that for me, I pretty much have an attitude that I can have whatever I want, 
and it’s not a feeling of an entitlement, it’s a feeling like well, if I just work hard 
enough or I work the right way, I should be able to get it. I mean, there are dumber 
people than me having what they want, and there are less talented people than me 
having what they want, and I’m not the most talented or smartest person in the 
world, but you don’t have to be brilliant to have things and being dumb doesn’t stop 
you. So it’s just a question of wanting it bad enough to force yourself to start taking 
the steps to do it. 
 
Yeah, what you’re saying is really great, too, because I hear so many people 
complaining about if I was only talented enough, this person’s more talented than 
me, and all these things. How much of it is in the talent and how much of it is in the 
persistence and the confidence? 
 
You know, I’ve never seen myself as a talented artist at all, and my biggest fear ever 
since I started enameling was that I couldn’t draw. And I still think I can’t draw, and I 
have so many hang-ups about it, so I’ve tried to figure out ways to help me draw 
using a computer, using photography, playing with collage.  I’ve tried to come up with 
tools which help me get over my hang-ups about drawing. But other people look at 
my work, even look at my drawings, and they think, “You’re nuts,” so I think my ideal 
drawing ability is like a master renaissance artist; I’m not a Michelangelo so I can’t 
draw. But in terms of talent of what I’ve learned is that there are certain things that I 
have that I can do well, and I’ve seen a lot of artist friends that can do so many things 
well that they aren’t able to focus on one or two things, so they’re never successful 
business-wise because they’re too distracted with all of the things they can do.  
 
I’m lucky enough not to be so talented as an artist that it’s not distracting, and I’ve 
learned that I’m able to work with small tools really well. I’ve got really good finger 
dexterity. I’m able to focus really, really well on small things, and sort of have a tunnel 
vision in working and in developing a business, and I have a really good, innate color 
sense that I never knew as a child because I never did anything very artistic. I have 
ability for color design.  I can feel the color and what works and what doesn’t and I’m 
not afraid to play, and this leads me to something else.  Again, it comes back to 
sports.   
 
I was just reading in Sports Psychology about a basketball coach, that was telling his 
college players what his blueprint was for succeeding in the NBA, and he told his 
players, “You have to be good at everything and really, really great at one thing,” and 
I think it’s a really good thing for me because that’s what I have done.  I’ve been good 
enough in a lot of areas and really great at one aspect of enameling and able to take 
that into a successful business. And now as I’m changing how my business works 
and what I want to be making, it’s given me a really good direction because I realize I 
need to find, if I want to make a new type of work, either new imagery or new 
material, a new process, I’ve got to find one thing that I want to be great at and take 
the time to develop that greatness, because that’s going to separate my work from 
other peoples’ work. 
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And, that’s really what I hear you’ve done, you started out with your enamels and you 
kept improving on them and making them better and better and learning all the way. 
So, talent helps but it’s not everything, is it? 
 
Yeah, I don’t really think it’s much, I don’t see myself as that talented. We live in a 
society where talent is not what’s important, it’s appearances, and how other people 
want to market you so the best singers aren’t necessarily our pop stars, they’re the 
ones that look good or look like they have a certain look or a certain feel and 
someone that can sell their music. 
 
If there were one piece of advice that you would give to aspiring artists or 
entrepreneurs, what would you say? 
 
Remember the passion part and stay focused on the passion and let that passion 
come out to other people.  Don’t be afraid of showing that passion to other people, 
whether it’s a love of color, whether it’s a love of materials, whether it’s a love of 
form, put it out in the world and don’t hide it. 
 
Let your passion out. 
 
Yeah, let it come out. 
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Summary of Key Points with Coaching Questions 
Ricky Frank 

 
 

1. Ricky had several defining moments in his career where he made major 
changes. They came from a realization that he didn’t want the result he was 
getting anymore. He then chose to commit to something else.  

 
 Six years into his career, he decided he didn’t want to count pennies 

anymore. In that moment, he chose to change his self image from that of 
a starving artist to an affluent artist. 

 
 After receiving seven rejections from juried art shows, he decided he 

didn’t want to turn over his power to others in determining how much 
money he could make.  He applied to a major wholesalers’ show and 
started bringing in regular income from retailers who paid him at time of 
purchase. His product line is now available in over 50 retail stores. 

 
 

Coaching questions: 
 

What are you putting up with that isn’t working for you anymore? 
 
What do you want to be different? 
 
Are you willing to commit to that? 
 
If so, what is one step you can take in that direction? 
 
Write it down now. 
 
 
 

2. Ricky noticed what his risk tolerance level was. He realized he didn’t want to 
be dependent on one market niche or the economy. So he built multiple 
streams of income within his own specialty geared to different price 
points/market segments. 

 
Coaching questions: 

 
What is your risk tolerance level? 

 
Based on that, how can you develop a safety net so over time, you won’t have 
to worry about paying the bills; i.e. won’t be dependent on any one client, 
market niche, job, etc. 
 
What are different possible streams of income within your field of interest(s)? 
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3. Ricky realized that he is not good at multi-tasking. He, like most people,  

does better when he focuses on one thing at a time. He knows what he is 
good at and what he is not. He built his business on his strengths and shored 
up his weaknesses with tools and people that could help. 

 
Coaching questions: 

 
Do you know where your strengths and natural abilities lie? (If not, it may be 
time to do an assessment. The Rockport Career Assessment is the one I use 
and recommend.) 
 
If so, how can you capitalize on your strengths and focus on the thing you do 
best at AND love to do the most? 
 
How many things are you trying to do at one time?  How many are you doing 
really well? 
 
 

4. Ricky’s career took a detour into sports psychology for a while. He ended up 
using what he learned in sports psychology to change his own self-image into 
an affluent artist. 

 
Coaching questions: 

 
What detours have you/are you taking in your career?  What can you learn 
from that that might help you in living out your dreams? 
 
 

 
5. Ricky decided to set sales goals for himself. The goals were arbitrary but then 

he created a practical plan to make them happen. 
 

 
Coaching questions: 

 
What financial goals will you set for yourself in your “right career”? Set a 
number that feels good, is a stretch for you, but still seems doable. Write it 
down now. 
 

 
 What steps do you need to take to make that happen? 
 
 
 
 What do you need to learn along the way? 
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6. Ricky was detached from his first monetary goals. He said, when I set goals I 
shoot for the moon and then if I fall below, I’m still hanging out with the stars.” 
 
Coaching questions: 
 
What can you tell yourself that will help you aim for your goal but detach from 
it at the same time? It is important to remember that your goals are not you 
and to not allow any missed goals to affect your self-image. Remember you 
are great, whether or not you reach your goal. You are a magnificent human 
being just because you are you. 
 

7. Ricky had a lot of rules about the way things work and why people would and 
wouldn’t do things. He was smart enough to identify these rules he made up 
in his mind and realize they were only self-limiting thoughts.  He realized that 
you have to want something bad enough and realize that you aren’t getting 
there your way, before being willing to make a change. 

 
Coaching questions: 

 
What are the rules you have made up about why you cannot live out your 
dreams or do a particular thing?   
 
Is it serving you to follow these rules? 

 
What do you really, really want that is not happening right now? 

 
What might be possible if you let go of one or more of your rules? 
 
What rule or belief are you willing to let go of, just for today? 
 
 

8. Ricky is having some anxiety over the down economy at the time of this 
interview. That has caused him to question how much to invest in his 
business right now because who knows if people will be buying jewelry.  What 
he realized is the jewelry in the safe is like money in the bank. And 
considering current interest rates, he is better off investing in his jewelry, 
knowing it will pay off in the long run and that people will eventually have the 
money to buy it. 

 
Coaching questions: 

 
Where would it make sense to invest in yourself or your dream now – knowing 
that over the long run, that investment will pay off? 
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To read more inspiring stories like this, order “I Can’t Believe I Get Paid To Do This!”at 
www.IGetPaidToDoThis.com 
 
To learn more about our Living Your Dream coaching groups and how they can help 
you attain your dreams visit www.IGetPaidToDoThis.com 
 
Still not sure what your purpose in life is, check out Is Your Ladder Leaning Against 
the Wrong Wall? at www.balancedliving.com/lifepurpose.html 
 
See Ricky Frank’s jewelry at www.rickyfrankenamels.com 
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