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Module 1: Who is Your Dream Client? 
 
The first step in finding your Dream Client is to really know them, to really know who 
they are.  
 
I’d suggest both focusing on your Dream Client as a group and then also narrow it 
down to an individual or several individuals.  
 
Why do I use the word Dream Client instead of just saying Ideal Client?  It has a very 
different and elevated vibration, which is something I LOVE to bring into my 
business.  When I say Ideal Client, I just don’t feel it in my body in the same way.  
 
Some people will say that your Dream Client is you.  That can be true in some ways, 
and then there are also some differences.  For instance, there are many things I have 
in common with all of you, and there are also some important differences.  Both of 
these are reasons that you are attracted to my teachings and me.   
 
You know that I understand you and your desires to deeply serve the world through 
your business.  And, I also have legal and business skills which you would like to 
learn more about.  You know I can speak your language and help you to translate 
those legal and business terms into words you can understand.   
Or, you could truly have more in common with your Dream Client than I do.   
 
For instance, you could be someone who is a health coach who used be heavy and 
you are now healthy, fit and lean.  Your Dream Client’s may be people who are 
currently heavy and need help learning what you have learned.  In addition, you 
might also end up helping people who are thin, but who aren’t eating well and have 
eating disorders or digestive issues.  These two groups have different needs and 
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different experiences, and it is important to know which group you are speaking to in 
your marketing.   
 
I’ve heard it said that when you try to speak to everybody, you speak to nobody!  This 
is one of the most common mistakes heart-based entrepreneurs make … you want to 
help everyone, so your language ends up being very general, and it ends up not 
deeply speaking to anyone.   
 
For instance, the work I do could help most entrepreneurs because they all need 
basic business and legal skills.  However, if I tried to speak to all entrepreneurs, then 
you probably wouldn’t have heard my message because it wouldn’t have resonated 
with you at a deep level.  It is because I created my message from my heart and soul 
that you resonated with it.  You had a yearning to learn about business, but in a way 
that you could feel deep in your body, in a way that you could relate to it.   
 
Start to think about and feel into your Dream Client’s.  They all have some things in 
common.  What are they?  List every common trait, demographic - age, income, 
gender, marital status, industry, etc. and psychographic - values, beliefs, lifestyle, 
hobbies, interests, spiritual beliefs etc. 
 
From here, answer some questions about one specific Dream Client, the Dream 
Client you want to draw into your business.  Be as specific as you can be as you feel 
into her experiences.  Use your intuition to really tap into what she is feeling and 
needing, so you can think like her, talk like her, deeply knowing the feelings and 
sensations in her body, the thoughts running through her mind.  Become her as 
much as you can for purposes of this exercise.  Connect from spirit to spirit.   
We are going to get really specific here, so give her a name, an age, a gender etc. 
and really connect with her.  It may help to imagine an actual client you have worked 
with.   
 
If you have trouble honing in on one person because your mind is objecting in 
different ways, then answer these questions for your Dream Client’s as a group.  We 
want to overcome any resistance you have to doing this exercise because this 
exercise is the key to you helping the people you are here to help and also making 
the money you deserve to make when you give your gifts to the world.   
 
Homeplay – Get to know your Dream Client!1 
 
Essentials: Answer as many questions as you feel are important to get a feel for 
your Dream Client.   
 
Next Level:  Answer all the questions.   
 
If you were to give your dream client a name, what would it be? 
 
What is the Age of your dream client? 
																																																								
1 I first encountered the idea of the client avator in my work with Marie Forleo, and many of these questions are an adaptation of her work 
to fit within my work.  And, some of the questions are my own creation.   
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What is the Gender of your dream client? 
 
What is the Hair Color and Eye Color of your dream client? 
 
Married, Single or Dating: 
 
Children? How many? Their age and gender?  
 
How important is family?  Give examples. 
 
Does your dream client rent a place or own a place? 
 
Where in the world does s/he live? 
 
What is her/his everyday environment like? Be specific! 
 
What does s/he do for a living?  (occupation?) 
 
Is s/he doing what s/he wants to do for a living?  (occupation?) 
 
How much money does s/he make? 
 
Does s/he feel happy and on purpose? 
 
What distinguishes her/him from others? 
 
What experience(s) or areas(s) of her/him life are you focused on? 
 
What are her/his deeply held life beliefs and values?   
 
What are her/his spiritual beliefs? 
 
What books, magazines, and blogs does s/he love to read? 
 
What are her/his favorite movies? 
   
What music does s/he love to listen to? 
 
What does s/he Google (list everything related to your business especially, and her 
other interests too)? 
 
What sites does s/he visit online? 
 
Who does s/he hang out with? 
 
What are her/his fave places to hang out? 
 
What events does s/he like to attend?  Small ones, big ones?  Social? Professional? 
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What does s/he most like to do in her free time?  What does s/he do on weekends? 
 
What are her/his guilty pleasures, and does s/he make time for them?  Or, does she 
keep putting them off?   
 
Who does s/he admire and want to be like?  Famous people? People in her/his daily 
life?  Does she idolize anyone, or does s/he tend not to put people on a pedestal that 
way?   
 
Does s/he follow or admire thought leaders, experts, gurus or teachers? If so, who?   
 
Does s/he travel a lot? If so, how often and to where? Or, for what reasons? 
 
What does s/he like to eat?  What is her/his favorite comfort food?  Does s/he eat a 
healthy diet, or is this something she wants to improve?  Does s/he like to cook, or is 
she a take out kind of girl? 
 
Does s/he drive a car?  If so, what kind of car?   
 
What place in the world does s/he most want to visit? 
 
Now BE your Dream Client and really get into the feeling space we talked about 
above.  Get deeply connected to her/him and really look at life from her perspective. 
What are the main emotions that s/he is feeling at the exact moment s/he is about to 
buy your product or service?  What is her/his inner dialogue?  What is s/he saying to 
herself in her head?  Be specific with words and phrases.  What story is she telling 
herself?  Let your writing and your imagination flow free form, and express all the 
things that s/he might think and feel but wouldn’t usually say out loud.  The more you 
are able to connect with her/him and her/him experience, the better you will be able 
to connect with her/him in your marketing materials.   
 
Benefit/Outcome/Transformation 
 
What does s/he think about? 
 
What does s/he dream about? 
 
What do s/he most want? 
 
What excites her/him the most? 
 
What’s most important to her/him? 
 
What are her/his secret thoughts?  What does s/he fantasize about? 
 
What are her/his top 5 desires? 
 
What are her/his top 5 fears? 
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What is her/his greatest vision for ____(fill in the blank with the area you help with)? 
 
If s/he could wave a magic wand and have whatever she wants in __________(fill in 
the blank with the area you help with), what would you create?  
 
If things went ideally for her/him, what would __________(fill in the blank with the 
area you help with) look like in 6 months? 
 
What does s/he desire her/his life to look like in the next 6 months? 
In the next year? 
In the next 3 years? 
 
Her/his Challenges Pain/Wounding/Struggle (Reason she needs what you offer) 
 
What does s/he want to change? In her/him life? In the world? 
 
What irritates her/him about her/himself, others and the world?  What makes her/him 
angry about herself, others and the world?  What does s/he wish was different in 
herself, others and the world? 
 
What keeps her/him stuck? What are her/him biggest blocks? What does s/he 
struggle with?  Where does s/he keep hitting a wall?   
 
What is s/he most frustrated about? 
 
What is her/him biggest problem both in the area that you help with, and in general? 
 
What does s/he secretly fear may be true about her situation? 
 
What keeps s/he stay up worrying about at night?   
 
What does s/he avoid looking at because it is too scary? 
 
What’s the worst-case scenario if this fear were to come true?    
 
What’s a worst-case scenario that’s MUCH worse than her/him current worst-case 
scenario? 
 
Is s/he afraid about how others (close friends, family, spouse, clients) would react if 
they found out about her situation?  
 
Benefit/Outcome/Transformation 
 
What does s/he secretly wish was true about her situation? 
 
What does s/he hope is actually true about her situation? 
 
What is s/he betting on being true about her situation? 
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What’s the “dream solution” to her/his challenge that s/he’d pay almost anything for? 
(This doesn't mean that you can offer this solution, nor does it mean that you would 
charge a huge amount for it if you can offer it!) 
 
If it could happen perfectly, how would that story go? 
 
How will others respond to her/him if this situation is fixed in an ideal way? 
 
What will s/he be able to do, get or achieve if your fantasy situation comes true? 
 
Where will s/he be more powerful and influential in your life if your fantasy situation 
comes true? 
 
How will her/him life be better, easier, or more fun with my product or service? 
 
Without my product or service, what will s/he be missing? What is the before & after? 
 
If you followed her/him around for a day, what specific behaviors would be different 
after working with you? 
 
What is a specific life-transforming outcome? 
 
Your Dream Client Non-negotiables 
 
What 2-5 qualities do you desire in your ideal clients? 
 
What are qualities of problem clients who you don’t want to allow into your business? 
 
Congratulations on finishing! You have channeled some amazing information about 
the thoughts, feelings, experiences, desires, hopes, and dreams of your Dream 
Clients.  You can use this delicious, juicy information in creating your web copy and 
any other sales and promotional materials. Revisit this exercise and perhaps 
complete it again every time you create a new product, service, or offering.  
 
Now, summarize in bullet point form: 

• Your Dream Client’s challenges, wounding, pain, current situation 
• Your outcomes, benefits, transformation that you offer 
• How you get to that transformation 

 
Homeplay: Communicate What You do in a Clear and Relatable Way 
 
Essentials: Do the shorter version only, #3 
 
Next Level: Do both #2 and #3 
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1. Take all that beautiful reflection you did and answer these questions. You will 
use this information when you enter the next phase of market research with 
your Dream Client.  

a. Who? Niche 
b. What? Problem/Pain 
c. How? Plan & Action 
d. Where? Pleasure 
e. Why? Mission (optional) 

 
2. I work with/help/support __________(Who? Niche)________________     who 

struggle with ____(What? Problem/Pain)_____________ .  Together we 
______(How? Plan & Action)____________________________________ so 
that you can _____(Where? Pleasure)_______ 
 
 

3. I work with/help/support __________(Who? 
Niche)___________________     who struggle with ______(What? 
Problem/Pain)________________________ and help them to instead 
_____________(Where? Pleasure)_______________  

 
Homeplay – Other Juicy Information about your Dream Client’s that 
will help you figure out what to offer them 
 
Essentials: Do this within the next few months.   
 
Next Level:  Do this activity this month.   
 
1. Make a list of who else knows your Dream Client’s and may already have a tribe of 
them gathered?  Check out your list of potential collaborators and competitors?  Idea:  
Do they have a blog – could you guest blog?  Do they do interviews with people in 
your industry?  
 
2. Make a list of places your Dream Client’s like to go online and offline - places, 
groups, associations, events, centers, and forums?  Start visiting those places if you 
aren’t already doing so as part of your research. 
 
3. Feel into when your Dream Client’s are most ready for you? Life transitions, 
breakdowns, tipping points, major life events, …the times when your Dream Client is 
most frustrated and seeking your help. 
 
4. Why do your Dream Client’s need you and your services?  What is special about 
what you do and the way you can help them?  Is it your life experiences?  Are you an 
expert?  Both credibility and vulnerability are important here.  Define what is unique 
about you, your special sauce?  What is different about you as compared to others 
who do what you do?  Are there ways that you can help your Dream Client’s that 
others are unable to access because only you can do your work in your unique and 
divine way? 
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5. Why you have a passion to work with your Dream Client’s and the specific 
problem(s) they have?  What do you love about solving this problem? 
 
6. Is the problem you solve something that is urgent to your Dream Client and a 
priority to invest in? (Key to making money doing what you love!)  What makes this 
problem urgent and a priority right now?   
 
7. When you help your Dream Client to solve this problem, does it help your Dream 
Client to make money?  Does it help them to be productive at work?  Does it impact 
them financially in some other way?   Stretch here and see if you can find a money-
related impact.  When a person is healthy or in a happy relationship, they are more 
focused and productive which means they can generate more money.  
 
8.  Go through your detailed Dream Client work and list out in bulleted form all the 
pain points of your Dream Client and also all the benefits/outcomes/transformation 
you identified that you can offer her.   
 
Homeplay - Interviews with Dream Client’s and Centers of Influence 
(“COI’s)  
 
Essentials: Do this within the next few months.   
 
Next Level:  Do this activity this month.   
 
A fabulous way to get to know your Dream Clients is to interview them!  
 
Here are some great interview questions.  You can also feel free to draw upon the 
additional questions below to add to your interview questions.  Or, you can make up 
your own. I’m just giving you a place to get started.  
 
Before using the following questions, customize them to your Dream Client and your 
area of focus. 
 

1. What is your greatest vision for ____(fill in the blank with the area you help 
with)? 

 
2. If you could wave a magic wand and have whatever you want in 

__________(fill in the blank with the area you help with), what would you 
create? Another version of this question - If things went ideally for you, what 
would __________(fill in the blank with the area you help with) look like in 6 
months? 

 
3. In __________(fill in the blank with the area you help with), what are your top 

priorities to work on/improve in the next 3 months? 6 months? (Again, mention 
the area that you focus on)  

 
4. What are your most pressing problems or concerns right now with _____ (fill in 

the blank with the area you help with)?  
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• There may be a difference between the problems they really have and the 
problems you think they have from your perspective as an expert/someone 
who has already dealt with these issues. 

• You may also want to ask what problems they’re most interested in getting 
support to solve  

 
5. What do you worry about? What keeps you up at night? 

 
6. If you could wave a magic wand, what would you make  disappear from your 

life?  
 

7. How are these problem(s) affecting your life? Give specific examples:  a. how 
do they make you feel?  B. How are they impacting your relationships? c. How 
are they impacting your financial success? d. How are they impacting your 
health?  

 
8. Is there anything in your life you wish you could make time for, but you really 

have trouble fitting it in?  
 

9. What would your life be like if you did NOT have the problems/fears you just 
mentioned? … if you could wave a magic wand and make them go away? 
Please give specific examples of how things would improve and how it would 
feel if things improved? 

 
10. If you could have [THE MAJOR RESULTS THEY WANT], what would that be 

worth to you? 
 

11. Can you think of a dollar range that you would be willing to pay to have those 
results? 

 
12. What are you looking for next in _____ (fill in the blank with the area you help 

with)? 
 
Additional Brand Heroine questions: Pick and choose from here if you want 
different/additional questions options for your interviews.  
 
1. How old are you?   

2. What is your marital/relationship status?   

3. Write down gender, not that you will have to ask this question.   

4. What is your educational background?   

5. What is your current job or business title?   

6. How satisfied are you with that? 

7. What are your self-care habits? 
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8. What are you passionate about?   

9. What are your highest priorities and core values? 

10. Describe your [FILL IN YOUR AREA OF FOCUS] in two sentences. 

11. What is going on in your life right now with  [FILL IN YOUR AREA OF FOCUS]?  

12. What are your current goals  in [FILL IN YOUR AREA OF FOCUS]?   

13. What’s your vision for  in [FILL IN YOUR AREA OF FOCUS]?  Now, go bigger - what’s 

your greatest vision, if nothing were stopping you, if you knew you couldn’t fail, if you 

knew you had unlimited power to create it? 

14. What does it mean to you? 

15. Why is that important to you? 

16. What’s the opportunity that you can sense here? 

17. What do you most yearn to create in this area of your life? 

18. What would life be like for you, if you created it? What would it mean for your larger 

vision? 

19. What would become possible for you if you were able to have that result?   

20. What do you most need in terms of support in this area? 

21. What would be most valuable to you in this area? 

22. What’s your #1 burning question that you want answered right now to take your next step 

in this area?  

23. What would you most be looking for in a coach or a workshop to support you with this?  

24. What’s stopping you from creating what you just described? What are your biggest 

obstacles and challenges with creating it? 

25. What are the most pressing challenges, frustrations, problems, concerns and fears in 

your life right now related to your [FILL IN YOUR AREA OF FOCUS]? 

26. What makes this a challenge/issue/problem for you? What causes the problem? 

27. What would be the benefit of having a solution to address this challenge? 

28. What have you tried so far that hasn’t yielded significant benefit? 
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29. What have you tried that resulted in some success? What contributed to that success? 

30. What breakthrough would you like to have in [FILL IN YOUR AREA OF FOCUS]?? 

31. What motivates and inspires you in [FILL IN YOUR AREA OF FOCUS]? (or whatever 

keywords relate to your specific product/service/brand hero) 

32. Why would you work with me or not work with me? Please be specific. 

33.  What are your thoughts on the investment to work with me? 

34.  What objections do you have to investing in services that will help you live your biggest 

vision? 

35.  What attracts you to my work? 

36.  Do you have any current coaches?   

37.  What blogs do you follow?   

38.  How do you do research or get information?   

39.  What media do you consume? (magazines, TV shows, radio programs, podcasts, etc.)   

40. What courses have you taken in the past having to do with [FILL IN YOUR TOPIC}? 

41. How did you find out about me? 

42.  What value have you received from working with me or do you hope to receive from 

working with me? 

Specific questions about a group program or 1:1 coaching 

50. How long would you like the program to go? 

51. How important is the community aspect? 

52. What would be cool as a bonus that would hook you for sure? 

53. How much would you pay 

54. What’s the #1 thing you want support with in your business? 

55. Top 3 passionate desires in your business? 

56. What do you want so badly for your business that you’d pay almost anything for it? 

57. What would have you say yes to a group program? 

58. What’s a deal breaker in a group program? 



Copyright © 2019 Epic Dream Academy & Kavita Rani Arora. All Rights Reserved. 12 

59. What’s a deal maker in a group program? 

60. What title turns you on the most? 

61. Rate these things from 1-10 categories/modules (List your module titles) 

Homeplay: Detailed Steps on how to do Market Research on your 
Brand Heroine  
 
Essentials: Do this within the next few months.   
 
Next Level:  Do this activity this month.   
 

1. What I do statement. If you haven’t finished your What I do Statement, finish 
it now. 
 

2. Use that statement and post online or message 5 people who perfectly fit 
your dream client profile. If you have amazing current clients, or past clients, 
you can also interview them. That’s called a Client Replication interview.   

 
3. When you request the interview, be concise. Here’s an example: “Hey, I’m 

making creating some (FILL IN THE BLANK) coaching packages and would 
love your help. If you are.... (insert your statement here) then I’d love to spend 
a little time with you to do some dream client research! Follow the link to book 
a time. Thank you!”  

 
4. If you’re having a hard time getting people to agree to do this with you, 

you can say “no pitch”, but that’s up to you. Every time I do these, some 
people end up wanting to work with me. 

  
5. Only ask dream clients. If you have friends who could be dream clients, you 

could potentially try out some market research. Some of my friends have 
sometimes become clients through this method.  

 
6. I strongly suggest recording the conversations because you can go back 

and gather more gems. If you do record, then you have to let the other person 
know that you are recording.  

 
7. Choose approximately 10-15 Questions. Follow your intuition on what the 

most powerful question are. Make sure to ask questions that address the 
pleasure and the pain. If you find that certain questions aren’t all that helpful, 
you can go back to your list and try out some others.  

 
8. Enjoy the conversations. I very much enjoy the majority of these that I’ve 

done and I still do them. I will be doing them with some of you.  
 

9. Do at least 5 of these, and if you’re feeling ambitious, it can’t hurt.  
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Homeplay: Quick Tips on Honing in on Niche 
 
Essentials: Do this within the next few months.   
 
Next Level:  Do this activity this month.   
 

1. What do you love doing? 

2. Most painful part of your life - Becoming more awake and aware so you can 
impact other people so they can navigate that set of issues  

3. Specialize yourself   

a. Clear, easily connectable and relatable 

b. Most people sell on features – your people want to know how are you 
benefitting me? 

4. Who do you really enjoy hanging with? Is it teenagers, doctors, women, a 
certain kind of woman, men, people struggling with a certain issue – who is 
that for you? The more specific you can be, the better.   

5. Help these people with a specific problem – who are the people and what is 
that problem or set of problems? 

6. 4 Main doorways to consider as you niche 

a. Money/Wealth/Business Building 

b. Relationships – Finding the One, Divorce, Having a Healthy Marriage 

c. Health and Wellness 

d. Finding Spiritual and God – possibly linking it to the other doorways 
listed above 

What does your Epic Wealth Dream have to do with this? 
 
How to release your past, stop worrying about the future and step squarely into the 
delicious present. 
 
When you step into the energy of your dream vision, when you bring the energy of 
the future self into the now, it heals your past and brings the vibration of the future 
you long for into now, into the delicious present.   
 
In that exercise, you outed the voice of your Inner Critic, the voices of your ego mind 
that try and keep you safe and sometimes do it through saying things to you that are 
so mean that you’d never say them to anyone else.   
 
It’s VERY important to empty yourself of all these negative thoughts that come from 
the Inner Critic.  These thoughts are in your subconscious mind and hold you back.  
They lower your vibration.  They keep you small.   
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When you heal and release these thoughts by working through them through your 
Inner Wise Woman, you are clearing space for the Divine You, your Divine Purpose, 
your Divine Mission, your juicy essence to emerge.   
 
Let your Inner Wise Woman argue with, soothe and tame your Inner Critic.   
 
To finish off the process write a compassionate letter to yourself, forgiving yourself for 
the ways in which you have “failed” in your work/career/business.   
 
As you engage this healing process, you should begin to feel lighter and more able to 
draw the energy of your dream vision into the present, to draw that future self into 
now, to bring the Divine You into the delicious present, letting go of the small, fear-
driven ego self.   
 
I also strongly suggest that you do at least one other Area of Life as part of this 
exercise – some other area you really want to work on, like your Health, your 
Relationships or something else important to you.  You will find that the same 
patterns that stop you in your Business are the same patterns that show up in this 
other area.  By deeply committing to work on both of those areas this year, and to 
break this pattern or patterns, you will make exponential progress in your business 
and in your life.   
 
Homeplay: Complete Your Epic Wealth Dream + one other area 
 
Essentials:  Complete the Epic Dream Homeplay for Wealth, if you haven’t done it 
already. 
 
Next Level: Choose and complete the other area you are working on this year.   
 
Post in the FB group about any critical voices that you need help getting past!   
 
Identify the top personality trait that gets in your way and get it handled in an easy, 
fun way. 
 
I spoke about this topic previously and it bears addressing again … we all have 
patterns that can get in the way of the shifts and evolution that we most desire.   
 
As I mentioned before, my pattern is inconsistency and the associated trait is 
indulgence.   
 
What’s yours?  What’s that thing you do over and over again that gets in your way?  
Do you create drama?  Do you go into victim mode?  Do you blame circumstances 
and others for what has happened to you?  Do you procrastinate from doing the 
things that will bring you results by keeping yourself busy with random things here 
and there?   
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Homeplay: Identify Your Pattern 
 
Essentials:  In the Sphere of Life of your Wealth & Work, what is that pattern for 
you?  And, what is the associated personality trait?  ` 
 
Next Level: Identify how the pattern you identified for your Business/Work/Career 
also shows up in the other Sphere you are working on this year.   
 
Post in the FB group and out yourself so we can help you evolve!   
 
Homeplay: Finalize Your What I do and Who I Work with Statement 
 
Essentials: Do this within the next few months.   
 
Next Level:  Do this activity this month.   
 
Now that you’ve completed your interviews, done deeper reflection on your niche and 
reconnected with your Epic Wealth Dream, now go ahead and finalize your What I Do 
& Who I Work With statement. See if there’s anything that you can clean up. 
 

1. Have any of these items changed? 
a. Who? Niche 
b. What? Problem/Pain 
c. How? Plan & Action 
d. Where? Pleasure 
e. Why? Mission (optional) 

 
2. I work with/help/support __________(Who? Niche)________________     who 

struggle with ____(What? Problem/Pain)_____________ .  Together we 
______(How? Plan & Action)____________________________________ so 
that you can _____(Where? Pleasure)_______ 
 
 

3. I work with/help/support __________(Who? 
Niche)___________________     who struggle with ______(What?) 
 

See my completed versions below: 
 
I work with conscious women entrepreneurs who struggle with making money in a 
soul-driven way.  Together we develop a  custom-designed step-by-step plan to 
support you in creating prosperity through your gifts and talents in a way that feels 
pleasurable, fun and in flow! 
 
I work with conscious women entrepreneurs who struggle with attracting your dream 
clients.  And, even if you did attract them, the idea of selling to them makes you 
(very) uncomfortable. Together we develop a step-by-step plan to go from vision to 
lucrative business, so that you can magnetize a community of dream clients, learn to 
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sell to that community in an authentic way and make consistent income doing the 
transformative work you were born to do. 
 
I work with conscious women entrepreneurs – like you. The problem is you have this 
big vision but you don’t know “how” to attract your divine right clients.  And, even if 
you did attract them, the idea of selling to them makes you (very) uncomfortable. 
Together you and I develop a step-by-step plan to go from vision to lucrative 
business, so that you can magnetize a list of dream clients, learn to sell to that list in 
an authentic way and make consistent income doing the transformative work you 
were born to do. 
 
I work with amazing business owners -- like you. The only problem is that clients 
aren't coming in as easily as you hoped. You think you might need to learn a bit 
about sales, but that feels ‘icky’ to you. Together you and I can develop an authentic 
selling strategy that removes the sleaze from selling so that you can close more 
clients, make more money and make a difference in the lives of others. 
 
 


