
MODULE SIX:

MARKETING, SALES, + 
BECOMING THE TEACHER 

+ Abundance Mentality 
+ Pricing + Packaging 
+ Promoting + Selling 
+ Social Media Marketing 
+ Hosting Events 
+ You are the Teacher!
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“Courage doesn’t mean being 
fearless or knowing exactly what 
you’re doing. It means recognizing 
you aren’t where you want to be 
and willing to show up.” 
-Danielle Mercurio



Abundance Mentality
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“Being abundant is trusting even when you can't see the outcome.” 

Abundance is an energetic match for how you show up in the world. The more 
you trust the feelings of who you are, the roles you’ve taken on, and the kind of 
life you want to live, it becomes a formula as to how you can create your path. It’s 
also the balance of giving yourself permission to be supported doing 
something you believe in. 

It’s all about your perspective. 

Abundant thinkers make decisions and take risks, they are pro-active and look at 
the responsible measures to move forward.  They focus on how it will work out 
and come together. And by crazy chance it doesn’t, they are resourceful enough 
to explore another way. 

Worst case scenario dwellers stall out or remain status quo. They obsess over 
their decisions and weigh out the cons more than the pros of a situation. There is 
a belief that it's okay for others to be successful however not themselves.  

There is often an attachment to thinking having a sole business and making 
money have to be hard, instead of letting money just being a transaction that 
occurs by default from having a well thought out and passionate model. 

It’s time to let go of the belief that in order to help people, you have to struggle. 
Even when you are giving your all to your practice and the people you want to 
serve, you still have to be a priority. If you aren’t taking care of yourself or creating 
boundaries, you fall into misalignment.  And it’s that dynamic that keeps your 
business from thriving and staying in the prosperous container it deserves.
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GO WITHIN:
 At this current time in your life, how would you 
describe the abundance you are attracting? Does it feel 
more positive or negative?

 What does it feel like to have all of your needs met?

 What story do you want to entertain that expands your 
standards and abundance?

 What does fear of failure really mean for you? How can 
you release that notion?
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Watch Your Language!
You may believe you’re an abundant thinker however your language may tell you 
otherwise. Words are energy. In order to live to your highest potential, you have to 
speak it into existence. The Universe and even your body, take your statements 
literally, so it helps to notice how you phrase things. Communicate with the intent of 
open possibilities and from the perspective that you are not stuck or behind.

In the exercise below, list out things you catch yourself saying. In the second 
column, provide a more positive reframe. Notice when you say “I am going to” or 
“I need to” and replace it with “I am” or “It’s going to” 

Use the examples as a reference.

Abundance Limitation High Vibe Answer or Response

“I can’t afford it.” “That’s not where I’d like to invest my money 
currently.”

“No one ever gets back to me.” “I know the right person is on the way!”
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Pricing + Packages

The amount you charge is a direct correlation of your time, experience, 
commitment, and energy.


Money is an exchange that represents a service or task that you are 
capable of providing. The more you opportunities you show up for, the 
more you can charge as you grow in experience.


Exercise:  

On a blank sheet of paper, write down every service you could offering under 
the umbrella of meditation. Don't hold back! Pull from all the tools & 
concepts you've called in thus far. 

Pick 3 offerings from the list: 


What additional costs do you need to factor in?


What is your baseline price for this offer? What is the most ideal?


1

2

3

Baseline Price Most Ideal Happy Medium
1

2

3
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Payment Portals
Now a super exciting component… how are you going to get PAID??? 

Here are the top 3 platforms to consider:

PayPal 
Stripe 
Square 

Across the board, all 3 services charge a 2.9% transaction fee + .30¢ for every sale you make.


Stripe is easy to use, especially if you have multiple steams of income coming in (which of 
course you will!). It also has less hidden fees for services like refunds and fraud protection. Plus 
there is an option to pay via a bank account for a lower transaction fee. The drawback is that you 
need to use a 3rd party site to create invoices, payment or reoccurring forms to funnel through. 


Square’s perk is that it comes equip with a reader for mobile sales and in-person transactions. 
Great for meditation classes or workshops. You can also easily create a service invoice on the 
go. Re-occurring payment options are available for an additional 3.5% + 15¢ per transaction.


PayPal is a popular option because most people have an account. You can easily request 
money via the app or create standard invoices for each of your services. The site charges $10/
month for re-occurring plans or subscriptions.


It’s important to pick one of the 3 services as your primary source of receiving income. It’s a 
good rule of thumb to have an additional account set up as backup.


Others to consider: 
Moon Clerk - works through Stripe & Shopify, create re-occurring and one time payments 
online.


Venmo - Used for “social spending” This is a less professional option for payment, however can 
be used if agreed by both parties.



Scheduling Systems

One of the last things you want to be doing when converting a potential meditation 
client is going back and forth via email or messenger to set up a time together! Having 
a calendar system is an easy, professional way to not only legitimize your business 
but solidify appointments  and classes without having to be the one to do all the leg 
work. 

Acuity Scheduling 
- Allows your clients to view your real-time availability, select the date and time 

that works best for them, pay in advance via Stripe, Square and/or Paypal and 
even cancel or reschedule all on their own. You can also set up re-occurring 
payments for an extra fee and create more than one calendar depending on the 
services you provide. You can also schedule classes, create gift certificates, 
customize email reminders. 

- Video walk-through of program here. 

Calendy
- Great free option if you are only providing one or two services. Simple to use and 

easy for clients to book and reschedule as needed. 

MINDBODY
- Popular software for yoga + fitness studios, manage clients, classes and more! 

Setting your Availability
- It’s easy to get excited about your schedule and being super available for 

potential/current clients. Air on the side of caution! In order to have some flow as 
well as structure in your week, pick 2 to 3 days with availability in practical time 
windows. Make sure to have at least a 5-10 minute buffer before and after calls. 
Start to observe days/times when more people seem to book and continue to 
highlight those windows. It will take a little bit of trial and error, however 
eventually you will have a schedule that works for you and your customers!  

- Follow the same format for classes. While it takes time to grow a steady class 
base, some time frames just aren’t as popular. Be open to finding the best fit for 
you AND your students. 

https://acuityscheduling.com/?kw=YToxMTQyNjIzOA==
https://zoom.us/recording/share/Xg9fN0qnwioRBU5O4rJzS6e1que_J33G2FHdn_Fbo_WwIumekTziMw
https://acuityscheduling.com/?kw=YToxMTQyNjIzOA==
https://zoom.us/recording/share/Xg9fN0qnwioRBU5O4rJzS6e1que_J33G2FHdn_Fbo_WwIumekTziMw
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1

2

 What are 2 payment portals I am utilizing for my services?

  What are you utilizing to schedule meditation sessions 
and classes?

1

2

3

  What days and time frames are you available to teach?

Affirm: 
Once my payment portals and scheduling systems are in 
place, my work takes a new level of professionalism and 

makes it easy for clients to book me and pay me!
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Promoting Your Services

Promotion + Marketing is a muscle and a skill set that coincides with your efforts to 
show up, be of service, and share what you’re here to do. At times, it may feel 
vulnerable, scary, or annoying to have to be in a space of “ask” constantly, however if 
you position yourself in the right way, build connection, and create an audience that 
trusts you, the process becomes a lot easier and lighter.


Before you start sharing, it’s important to get clear on 3 things:


 WHAT - the intention, based on your offerings + services what is the focus 
path you’re going? 

 WHO - the one you are reaching plus the one you aren’t… understand the 
type of individual you want to make a connection with, not the ones that aren’t 
ideal or you’re trying to prove to 

 WHY - not only the reason behind the offering but the personal meaning it 
offers. What are the benefits of what you are doing and further what’s the 
reason that brought you to do this? 
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Building the Connection

Once you’ve established your WHAT // WHO // WHY it’s easier to curate 
engagement, trust, and means to communicate your services and offerings. 

What’s your story? 

- Story telling through the work that you do is so valuable! Through our stories, we can 
share why we are an expert in our field, why our services offer shifts, and increase our 
ability to relate.


- The key is to find authentic moments from your own life, community and personal growth 
as an opportunity to share what you’re going through and also what you’ve learned to 
encourage others to do the same.


- It is through our lessons that we are presented a place to heal and from that space can 
showcase our discovery out to the world.


- Remember it can be small moments like something that happened at the check-out aisle 
or bigger milestones that you feel called to share.


Break it down! 

- Inside of trying to give people your entire life journey, write it all out and start to pull 
nuggets of wisdom and insight.


- Share in bite size amounts to retain attention, give yourself a range of topics, and to utilize 
in your classes, with potential clients, social media posts and more.


- In addition to making your stories all about you, you can turn a story about to make it a 
collective experience or simply targeted to your ideal client. You can talk about an incident 
that happened to you however turn it into a broader scenario. This is how people will think 
you’re in their head!


Step by Step: 

- Set up the scene.  Where were you? What were you doing?
- What happened? What changed course or altered the moment? 
- How did you feel about it? What emotions were streaming through? Be specific.
- Provide your unique perspective. How does it feel looking back? What did you learn? Why 

do you think it happen the way it did?
- Offer insight. Where did you go from here? And how could you encourage someone else 

do the same?

- Call to action (optional). Based on all of the above, is there a take away or lead into an 

opportunity you offer? 
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Creating a Call to Action

Besides offering insight and personal shares, you eventually want to get people to 
opt in and invest with you via their own resources (time, money, energy). 

Get Clear: 

- Once again, hold yourself to what it is your looking to sell/offer. Be firm on the price, 
exchange, and terms of what you’re providing.


- Set a date in which this needs to be completed by.  Be reasonable and manageable with 
your promotion time frame. You don’t want to be too brief nor do you want to over extend 
yourself.


- Commit to being ultra consistent. By sharing often, it goes from just being a passing 
thought for someone to being on their radar to definitely curious and feeling like they 
should consider it.


From a place of inspiration: 

- Share when you’re feeling confident and trusting in what you are providing and offering

- Times to share: after teaching, post working with a client, after a session with a coach or 

mentor, post meditation session, etc

- Focus on the feelings and the results of the experience. People aren’t looking for the 

logistics as much as they are wanting to know why it’s going to work and how they are 
going to feel. If you build their trust, it’s just a matter of identifying if it’s doable and a good 
fit.


- Schedule posts and emails when you are inspired! Write down a couple days worth of 
promos when you’re feeling great and then schedule them out on the days you’ll be busy 
or may be feeling less enthused.


- Be gentle with yourself! Putting yourself out in this way is vulnerable and definitely 
stretches you. Make sure to buffer in self care and talk about it with people that 
understand your mission and intentions.


Indicate why NOW: 

- It’s easy for someone to dismiss your class or offering and get to it “later”, besides 
showing the takeaways + results of your service, it’s important to share what would 
happen if they wait


- What are the feelings and actions you know they would benefit from today?

- And how would they feel if they were to miss out? Be sure to highlight those moments as 

well to build a sense of committing now.



Examples of where call to actions go wrong: 

“The time is now.”


“Set up a call today.”


“Sign up for a free ____ to learn more.”


“You’re ready.”


“Don’t let this pass you by.”


“Offer goes away on Friday and may not be back again.”


Notice how limiting those statements are? 

It’s a start yet not the finish. 

When creating a CTA, start with a simple statement and then 
expand.  Stretch it out. 

Why is the time now?  

What will happen if they wait?  

Make it very clear that you understand their objections and you 
can relate to the reasons they may hesitate. It’s likely you’ve been 
in their shoes and sharing from your the heart the difference 
these services made for you is everything.



Paint the Picture

1

2

 What are 2 problems you are solving with this service?

Select one of your services you are ready to offer now.

 List out the benefits and results possible:

1

2

 What are 2 objections people would have for not opting in?

1

2

 What are 2 reasons why it would be a disservice to wait?



Craft Your Copy!

Based on the exercise so far, how you put together a message about what 
you’re offering and why the time is now?



Take note:

“As I continue to crack open my bravery and 
share what I love to do helping others, the 
softer I become and the more I receive the 

universal flow and support of letting it happen. 
I trust in what I’m here to do.”



SPACE FOR NOTES




