




About me:

I am Jessa Grace – Business Consultant to the collective innovators of our

time.

I am here to serve you as a spiritually wealthy person to be a wealthy,

spiritual person.

My path to enlightenment has been an origami experience… as if folding

the time and space paradigm between prolifically spiritual and spiritually

prolific – to be one in the same.

As a life-long entrepreneur, mother of 2, former international model, prolific

world traveler, and successful large scale media/marketing/strategy

innovator for more than a decade –  I have learned a lot about myself, the

way the world turns, and how we ‘work’. There is one central piece that

rings true for me, and for my clients – GROWTH is paramount. Without

personal, financial, and spiritual growth – we are simply surviving.

As I grow spiritually my intuition and my innovation mold into ONE super

power.

Conventionally, I am a ‘business coach’… but my approach…



Is it conventional? No… but what is? Is what you do conventional now? If it

is, consider if it was even 20 years ago… what paths are you blazing? How

and why?

Your spiritual practice and your worldly purpose are meant to work together.

I am here to help. My purpose is to bring us all to a place where our

spiritual and material worlds come together in a way that serves the

collective so the collective can serve future generations and heal past

collective traumas by nurturing both our spirits and our bank accounts.

In this way we are helping each other to experience true freedom,

sustainability, connection, and growth… Unconventional much?

HOW do I do this… I’m so glad you asked. My highest ‘paid’ superpower is

my ability to assimilate for people. To truly see their truth, their light, and

their purpose even more clearly than they see it themselves. With you

TRUTH we co-create your business based on your own ‘divine design’.

I and my business thrive on my ability to harness my own intuitive genius. I

am able to harness my client’s emerging truths, ideas, purposes and

opportunities that seem to be just out of their vision.

If you don’t truly feel ‘at home’ with your vision or mission – I am here to

help you build that home.



If you feel detached from the ‘how’ yet overly attached to the ‘why’ – I am

here to help.

If you have a transcendent mission yet struggle to create the transformation

for your business the way you do for your people’s lives, I am here to help.

If you feel so strongly about your work that it sometimes isolates you from

your own fulfillment and the people you should be engaging with, I am here

to help.

If you feel overly sensitive and stressed to the point that you simply ‘can’t

DO’ right now, I’m here to help.

Let’s connect you to your spiritual AND professional self – yes they can and

should co-exist.

Your spiritual practice and your worldly purpose are meant to work

together. I am here to help.

Get up. Get on your feet. Shake it off. Let’s GO!

Use your innovative, intuitive, creative, and connective powers to move

yourself AND your people forward at light speed.

I am here to help.

Does this all give you the urge to ‘move forward’? This book is the perfect

first step. Nothing in this book is difficult. I invite you to dig deep within

yourself and innovate for your business every step of the way!







How to approach this process so it works for you, not against you.

The ‘One Note Ahead’ perspective.

I feel it is vital that I state early and often that this is not a guide showing
you how to ‘manipulate’ people into giving you what you want or becoming
your client. That is NOT the energy you need to be giving to this process.

If you do, you will fail - miserably. I have seen it.

I have had people take this concept and use it to coerce people. They then
come back to me stating that I am a fraud, that I am selling snake oil, that
their business did not grow, or that their business got worse.

Now, of course, I didn’t retaliate or get defensive. I simply and kindly asked
them exactly what went wrong. I asked them to take me through each step
and tell me just what happened.

Each step of the way I could see what went wrong.

From the very first step, their message was confrontational, they created an
‘otherness’, they were combative with their message, they were constantly
comparing themselves to their competition, or worse, putting their
competition down.

I could sense that this is exactly how they lived their life. It was their
‘normal’ to begin with - and they wondered why things just never seemed to
work out for them. See why alignment is so important to me? These people
were not aligned with the process.

That. Won’t. Work.



Each of these steps are designed to help you to help your ideal client, just
a bit more than they expected you to, and a bit sooner than they need you
to. Just a bit, not too much! It isn’t difficult, it is just different.

Let’s mull over an analogy...

If you are a spiritual, musical, scientific, or mathematical person, you most
likely understand that higher vibrations raise the vibrations of the things
around them - and that everything, even thoughts vibrate..

By maintaining higher vibrations for our life and business, and intentions
therein, we attract the things we want and raise the vibrations of our ideal
clients to more closely match ours.

When we attract people who are looking to level up their own experiences
to our level of vibration, they have something to latch onto - something to
anchor with. They now have something with which to manifest the solutions
they desire - using your help.

Setting up your client for success before they even begin working with you
is exactly how they will come to you saying ‘I manifested you and I am so
glad I did!’

Try it for yourself. If you have a tuning fork around, you will see that if you
strike the tuning fork and touch it to water, the water immediately vibrates
higher (hence the ripples) rather than the tuning fork immediately stopping
or vibrating lower at the rate of water.



Now, we know that this raised vibration of the water doesn’t last forever. It
will eventually go back to its original state after the tuning fork stops
vibrating - hold on to this thought. I will be coming back around to it often.

How does this apply?

People who need your services need to be able to find you, and resonate
with you - consistently. Literally, they need to manifest you. If you are a
service provider, your clients know that they need to raise their level of
awareness and knowledge in whatever it is that you help them with.

We know that high vibrations attract high vibrations and low vibrations. Low
vibrations, however, only attract low (and lower) vibrations.

The steps in this book will help you to resonate or vibrate (whichever term
suits you best) just high enough and clear enough for your ideal clients to
be attracted to you and stick with you.



Now, if you vibrate too high, they won’t be able to visualize themselves
working with you. You are ‘out of reach’ or ‘unattainable’. So the idea here
is to stay just a note or two ahead of them and help them to rise to the
occasion in a comfortable, nurturing, and believable way.

In other words, don’t go too far, don’t try too hard, and don’t overthink any
of the steps in this book. I will show you exactly what it looks like if you are
doing each step correctly.

To keep it simple and help you to avoid overthinking throughout this book, I
am going to be breaking these 10 elements down for you so they are easily
digestible and do-able.

For each of the steps/triggers coming up, ask yourself, “How can I
implement this with Love, Honor, and Joy?” rather than “How can I
implement this to make money fast?”

If you ask the first question, you will make money faster than if you ask
yourself the second question.

One last thought before we dive in. As an author, I do things a bit
differently.

Yes, I want everyone in the world to read my works, but I also want
everyone in the world to succeed with my inspirations.

If you are stuck at any point in this book, find me. Reach out to me. Ask me
for even more guidance! The list of places you can find me are all at the
end of this book.

Those who reach out are the ones who get caught before they fall and rise
faster if they do.





Trigger #1.
They Are In The Right Place

Now, to start the vibration. As we discussed earlier, the higher you and your
business resonate, the more you will stand out among the crowd. Let’s
strike that tuning fork just right, from the beginning.

This is where we prove worthiness through alignment while we also begin
the actual manifestation process.

As important as worthiness, alignment, and manifestation are, the one
inspired action on your part is also going to save you a lot of time, money,
and effort. On a practical level, this is a game changer.

What it is:

This first step is absolutely the most important. Any client who works with
me must do this step before we do anything - ANYTHING - else for their
business.

I don’t care if you picked up this book for free or if you just paid me $4,500
to help you set up your business. Nobody gets to go any further with my
system until they do this step.

This is where we employ the most important elements of a successful
business right off the bat.

● Clarity,
● Empathy,
● Caring,
● Connection,
● Uniqueness,
● Self Empowerment that empowers others…



This is the trigger that turns people’s heads, perks them up, makes them
say either:

● ‘Yes! That’s it!”
● “What? That’s a thing? Really, it’s a thing I can have?”

How does that sound to you? Wouldn’t it be epic if every time your
business was presented or mentioned heads turned and action was taken?

Oh, trust me, it’s nice. It’s very, very, VERY nice.

Warm and fuzzy nice.

Cold side of the pillow nice.

Smooth, untouched, brand new jar of peanut butter nice.
(Yes, I am super A type like that. If someone has this embroidered on a
pillow, please send it to me.)

How it works:

Now, as powerful as this sounds, it isn’t terribly complicated. There are not
10 steps to success with this element.

There is 1.

One step.

You need to create a killer Unique Selling Proposition (we will call it the
USP from here on out).
What is a good USP? You already know some great ones. These are
phrases or ideas that give a strong sense of what the business or product
is all about.



For example:

M&Ms: "Melts in your mouth, not in your hand.”
FedEx Corporation: "When it absolutely, positively has to be there
overnight."
Jessa Hargrove: “Heartfelt Marketing”

It’s important to note that your USP is not a slogan. Hold onto that thought
as you create your own. Your USP is the actual essence or DNA of your
business.

What it looks like when it works:

The day I changed my USP to ‘the one’ my world changed. My world
changed faster than overnight! The moment I updated my platforms with
‘Heartfelt Marketing’ the messages started rolling in, people perked up, my
community exploded with aligned members, and I made more money in
those first 24 hours than I had in the last 3 months.

I have also had clients with the same and better results! And, this is just the
first step.

So what are the symptoms of a powerful USP?

Do people hear or read your USP and stop in their tracks? Do they have a
virtual version of whiplash?

Do people comment on your USP? Do they say things like
- “Wow, that just resonates with me”
- “When I read that I got goosebumps”
- “Where have you been all of this time?”
- “I really need to talk to you!”
- “What a gift!”



If these things happen, and right away, you have the perfect USP. On to the
next steps for you!

How I did it:

My own USP took some doing. It took months, with some big misses. This
was my process:

- “Marketing for Wellness and Service Based Entrepreneurs” (blah blah
blah - white noise)

- “Wellness Marketing that doesn’t hurt” (Getting there, it could work,
but… meh.)

- “Well Marketing” (Eh… I’m onto something here, but still… ugh)
- A few more I am too embarrassed to share in a published book
- And finally - “Heartfelt Marketing” (BOOM! Yes! USP Dance!)

I tried a few things before it dawned on me.

- I thought about my ideal client and what they needed.
- I thought about my ideal client and what they need, but don’t like

about the obvious solution.
- I thought about my ideal client and dialed in on the specific niche.
- Finally, I stopped thinking about it and waited for inspiration. I think I

just got frustrated. Finally a client was gushing in a session about
how she loved my heartfelt marketing. Fireworks went off! Doves flew
up into the sky! Butterflies landed on my head! That session ended at
4pm, by 6pm I had more discovery calls than I could do in a day! My
VA and I were doing a happy dance!



How you can do it:

Now, I want to break down for you exactly how you can come up with your
own USP faster and easier than I did. This is exactly how I coach my high
ticket clients to come up with a USP that does most of the work for their
business.

First, get some clarity - now.

Clarity is important in so many different elements of our lives and
businesses, whether it is for manifestation, business plans, loan
applications, deciding what to eat for dinner… the list goes on.

If you run a business and you can’t articulate what you do, or if you can’t
talk about your offering confidently enough, you have a much more serious
problem than just feeling awkward at social events.

In truth (I’m going to be blunt with you here.) you show the world that:

- Your business doesn’t have a solid foundation.
- Your brand is hazy or non-existent.
- You aren’t trustworthy.
- You don’t actually have a plan.
- You don’t trust yourself enough to do what you say you want to

charge for.
- You are either a hobbyist or dabbler in the industry.
- And you aren’t that sure about this whole online business thing.

If you are honest with yourself, this is probably the way you see yourself,
too – you don’t feel like your business is a real thing.

So, let’s get right down to fixing this.

The truth is, clarity is HARD.



It takes work, and it can be so confusing because we have ideas, and
thoughts, and NEEDS coming to us from so many different directions, from
within our business and from our lives in general.

Your business doesn’t become a real thing the day you launch your
website, get a logo designed, or get a certain number of paying clients.

It becomes a real thing the day you:

a) make it crystal clear what you do, how you do it, who you do it for, and
why,

b) start talking about it with clarity and confidence (A strong USP is the key
here) , and

c) start actually doing it with that clarity you created.

Especially as service providers, our calling is to serve and help and guide...
but there has to be a foundation from which to do just that.

So, for the sake of your business and your sanity I want you to take a deep
breath, plant your feet on the ground, center your body, and OWN YOUR
BUSINESS - right now - and hold on to that as you make decisions for your
business that are best for everyone around you instead of catered to
everyone around you.

Think about your decision making process when it comes to clarity.

We let so many decisions be made for us in life. Red or white wine? What
movie should we watch? What's for dinner? Which outfit should I wear?
These little things are fine - you aren't necessarily giving any power away
when you ask for decisive directions with these things.



But asking someone else "What should my niche be?" or "What direction
should I go?" DOES give up that power. And, letting someone else make
those decisions for you does NOT lead to clarity.

Now, we must stop asking questions that are going to lead to a decision
made FOR or ABOUT us, but rather ask questions that give you the
TOOLS and RESOURCES you need to make your OWN decisions.

It is simple. Become clear on your What and How.

If you are reading this with the intention of starting your own business, this
next step is for you.

If you are reading this with an already established business you are looking
to grow or fix, you can move ahead to the next section.

If you are looking for inspiration:
Make a list of the things you want to do, the maybies, the kinda sortas, and
the YESSes. Now get rid of the maybes and kinda sortas... and OWN the
yesses!!

Pardon my language here, but in business, especially in the online world,
it's all about getting to ‘Hell Yes!’ and ‘Hell No!”. Anything in between is not
something you can work with. It just takes up space.

Next, answer these questions:

1. What makes you happy? What do you love doing?

2. What have been your most enjoyable achievements in life so far?



3. If you could do, be or have anything you wanted, what would you
choose?

4. What would you do if you knew you could not fail?

5. You are given a billion dollars. What do you do?

6. Who inspires you? What qualities do they have that you most
admire?

When you've got this clarity, you have the tools to build on and create even
more clarity for yourself.

For those of you who DO have at least that bit of clarity (you know you are
a coach, VA, lightworker, nutritionist, wellness practitioner...) start by asking
yourself how do you do that? and for WHO?

Now, if you have taken the time to figure out the answers to the above
questions, you have what you need for the real exercise here.

Let’s Get Actionable!

WHAT IS A USP?
Simply put, your USP is what makes your business different from everyone
else in your market. A strong unique selling proposition can help you attract
and retain customers and reduce client churn.

Think of it as a Mantra of sorts.

WHY A USP?

A strong, instantly recognizable USP can be the difference between
something you tried to do, and something that you are hugely successful at



in the competitive online business world. It is essential that you leverage
your USP and make it the cornerstone of your marketing strategy.

Until you know what your USP is your business will be just another voice
clamoring to be heard among the hundreds of others begging, crying, lying,
and conniving to get clients from the same pool you are.

WHAT MAKES A GOOD USP?

The best USPs directly address a specific need experienced by your
customer. A great unique selling proposition, should also emphasize what
individual quality separates you from your competition.

Keep in mind that this is a UNIQUE Selling Proposition - Not a Competitive
Advantage Analysis. We will get to that!

We are only thinking about what sets you apart.

-What do you do differently from others in your field?
-Who do you help or fix that others might not, why?
-Is there something specifically difficult, uncomfortable, or arduous about
working with others in your field that you have a work around for?

Here are 10 ideas for finding your USP.

These are not ten steps. They are 10 different things you can try to different
levels of success to find your USP.

1. Make a list of things you know about your target audience and their
struggles and what they are looking for.
These things just might spark a theme or idea for you.



2. Ask your friends and family what it is they tell other people you do.
If you ask at least 6 or 7 people you may see a theme that you can work
with.

3. Next, ask past clients (even if they were free) what you DID for them (not
what they signed up for, but the actual end result).
My supercharged USP came from a client! It was like lightning struck!

4. Do a features, benefits and transformation chart.

Let me break this one down for you a bit.

Basic Marketing 101 will teach you to think about the feature of what you
offer and speak about the benefits of that feature.

Heartfelt Marketing is about taking it a step further. It is thinking about those
features, and those benefits, and speaking clearly and heartfeltly about the
transformation that those things will offer your ideal client.

Here is an example to get you started. :

Features Benefits Transformations

Virtual Weight Loss
Coaching

They can get the
support that they need
when they have time,
or when they need it
most in an emergency.

They lose the weight
and get off the
medications in a way
that empowers them
instead of stresses
them out.

Now, they know how
to empower
themselves at the



drop of a hat instead
of waiting until next's
week's session.

Their life will see
changes and growth
on their terms,
instead of by a
calendar or scale.

5. Write down all of the words and phrases that you can think of around
what you do in one column, who you help in the next column, and how it
happens in the third column.
Sit with these lists and do a word play game. Which words go together the
best? Which combination rolls off the tongue or is unexpectedly awesome?

6: Think about the problem you solve
Try to clearly identify your ideal client's problem and explain how you solve
that problem in your own unique way.

7: Identify the Differentiators
Focus on identifying what it is about your solution or service that is
different, or better than, the solution or service your competition offers.

The value you identify here will be one of the primary reasons why your
clients will be drawn to you and will choose you instead of a competitor.
Your USP helps them to immediately feel alignment and synchronicity with
you.



8: Make a Promise
Keep in mind that your USP essentially implies a promise, or a pledge, you
are making to your customers. Is there something that you can guarantee?
"Life Changing Guidance..." "Get back your time..." "Support that will
change your business..."

9. Make a list of all of the things that you do for other people.
Again, look for themes. You have something epic to share with people.
What keeps coming up?

10. Look at your competition.
First, see if they even have a USP, and if they do - scratch that and
anything like it off of your list.

Hopefully this list of ideas has gotten you your USP. Once you have a USP,
it's always a good idea to sleep on it, run it by others, and take time to own
it.

How do you know you can own it?

☐Does it convey one strong benefit?
☐Is it memorable?
☐Is it clear who it is for?
☐Can you deliver what it promises?
☐Is it unique - or could a competitor claim the same thing?

If all of these boxes are ticked - DANCE!



How to implement it:

Finally, you can use your USP. Put it everywhere. Optimize your Facebook,
Instagram, LinkedIn, Youtube, website, business cards, logo, and whatever
else you have that refers to your business.

I suggest starting with the simple things first. Don’t print new cards right
away. You want to make sure it really, truly, works first.

Like I said before, if it is a good USP, you will see almost immediate results.
If you don’t see results, keep trying.

Do not move on if you aren’t seeing results from your USP. The rest of the
steps’ success will all hinge on this particular component.

What it looks like when it doesn’t work.

The one is pretty easy. You know you need to go back to the drawing board
when you have more crickets than you do fans.

You know your USP isn’t working for you if you find yourself having to
spend more than 15 seconds explaining exactly what you do.

You know your USP isn’t cutting it if you can’t remember it. I’ve seen this
happen!

You know your USP could use some tweaking if people confuse you with a
competitor.

You know your USP isn’t doing it’s job when absolutely no movement
happens.

This first step is powerfully empowering. I have seen clients change before
my eyes. Everything from their posture to their tone of voice changes when



they have the clarity it takes to absolutely own what they are doing with
their business and their life. Their sense of purpose and calm is palpable!

It’s like taking a long sip of super cold water after brushing your teeth….
aaaahhhhhh…..

But what then? Great! You know what you do and what makes you
important and valuable. How do you actually turn that into something other
than a nice feeling?

People are now going to notice you and want - no, need to know more.
What do they need to know next in order to become your client or
customer?

Remember, the idea here is to give them what they need next just a step
before they need it. Just a few moments before they think to ask for it.

What is most likely going to be their next need?

They need to trust you.

They are at this point intrigued, next they need to trust you enough to go
further and deeper with you.

The next chapter is all about that trust factor, how to build it, what exactly
trust does for you, and how you can help them to feel comfortable with you



and your business.





Trigger #2
Like and Trust

Now that the tuning fork has been struck, we need to maintain that
vibration. The resonance is palpable. You are being noticed for all of the
right reasons. Now, we need to prove that it is worth it for people to stick
around, ask some questions, and really dig it.

It takes a lot of perceived value or worthiness for someone to be open
enough to give you their time. They really need to feel that going down a
rabbit hole with you will be worth their time. So, let’s make sure that we get
this right, from the beginning.

This step sets the tone of your intentions for your business, and for your
standard of existence. Who do you want to be? How do you want that to
look and feel? This is where we bring even more clarity into your intention
and manifestations.

What it is:
This one isn’t a new concept, however this is a bit of a different take on it.

Again, in Marketing 101 it’s a basic element to any branding or marketing
strategy. I’ve seen marketing coaches build their entire coaching strategy
on this one element alone.

Now, as you have probably noticed, I take things a bit further and try to
create a transformation. It’s kind of a habit. This one supports all of the
others, and all of the others support this one. Without this one, the whole
Jenga game isn’t even worth setting up.

In my travels, trials, and errors I’ve found some particularly interesting and
usable elements to the simple ‘like and trust’ factor. We all want to be liked
and trusted (well, hopefully anyway). But what does that actually do for you,
or the person whom you would want to like and trust you?



Ultimately, we want people to want to spend more time with us.

When you are first dating someone, you want them to like and trust you so
they will hang out with you. When you are new to a job, you want your
employer to like and trust you so they will keep you on staff.
When you meet a potential new client you want them to like and trust you
so they will work with you.

How it works
When I figured out exactly what this does for us as business owners and
thought leaders I didn’t sleep. It was so exciting and the applications were
so intensely aligned that I couldn’t put the idea down.

This wasn’t just some basic ‘rule of thumb’ anymore, it was a secret
ingredient that people were using as if it were ketchup. People were just
using it as a condiment when they actually should be using it as their base
ingredient!

Brace yourself here.

When you employ the ‘Like and Trust’ trigger effectively, you actually are
becoming ‘the voice in their head’ for your specific topic!

Think about that for a second.

Think about the different ‘voices’ in your head you have for any given topic.
How did they get there?

Most of the voices we have in our heads are the voices of our parents,
loved ones, significant others… people who, whether we like what the
voices say or not, have a significant place in our lives.



Some of our ‘voices’ are good for us and some are bad. Our self image and
our decision making processes are often based on those ‘voices in our
head’.

You can help your ideal client to make the decision to get your help by
becoming that go to trusted voice when it comes to your specific service.

What it looks like when it works
This is a big responsibility if we stop and think about it.

To become the voice in your ideal clients head about your topic is a big
thing. Whatever brand of help you are offering is obviously something they
need. The trouble with the online business environment is that there are so
many voices in any given niche that a person looking for help can end up
feeling like they are slowly drowning in a sea of advice with no actual help.

If you can become the voice in their head they suddenly won’t hear all of
the other ‘noise’ and look to you and for you. And, there you will be, with
exactly what they need.

How I do it
I love this part of my job. I truly do. It is always fun.

It is also not a complicated part of my job.

I simply go out, and be nice to people.

When I say ‘out’ I mean sit in my P.J.s with a glass of wine on the couch
and look for people to help online or chat away in my own Facebook group
with people who are reaching out for help.



It all started out with a challenge I gave myself. My goal was to find 100
people in a week to help. No pitches, not hoping they become a client,
nothing of the sort.

I hunted the web for people with websites that obviously weren’t converting.
I would reach out to them and offer some free help. Of course, they said
yes. I always made sure to promise NO PITCHING when I offered my help.
I sent them all simple videos of me browsing their websites, checking their
Facebook strategy etc. and left it there.

The responses I got from this one challenge I gave myself were so kind
and appreciative! The gushing gratitude got me hooked.

It is now a central part of how I run my business!

How you can do it
Try it yourself. Pretend you are one of my clients and you just got off of a
call with me. We just celebrated your epic USP and now, the next step…

Here is how that conversation would most likely go.

Jessa: Ok, we can continue to celebrate, but we gotta keep pushing here!
You: (still jumping up and down in your seat) Ok, Jessa, hit me! Whatcha
got?
Jessa: I want you to find 20 people a day for the next week to help - for
free - and NO PITCHING.
You: *Blink*
Jessa: *Blink/Smirk*
You: *Blink* What? How? That many? What? How? That many?...
Jessa: Yes, and you will LOVE it.
You: What? How? That Many?
Jessa: Deep breaths, I got you. Here is how you will do it and not lose your
mind or be so busy you forget to eat.



First, you are going to make a Facebook group if you don’t already have
one. Make sure it is all set up, looking legit, and optimized.

Next, you are going to do a search, let’s start easy, start on Facebook. Type
in the search menu any search terms you can think of that pertains to your
specific niche. The results will show all of the people in your realm who
need your help and are specifically reaching out for help - your kind of help!

Go ahead and help all of the people you can find that need it. Help them all
of the way. When I say all of the way I mean give them 100% of what they
are asking for. No lead ins, no ‘tastes’, no holding back whatsoever.

A few rules for you here.
1. NO PITCHING! If they ask what you have to offer, cool. But other

than that. NO PITCHING! I even go so far as to tell them straight out -
I will not pitch to you, that’s not my style.

2. Leave an opening. Let them know that if they have more questions, to
just ask. You are happy to help.

3. And, here is the real kicker - follow up with them the next day. Wait 24
hours and follow up!

Do this for 30 people a day. And yes, there are at least that many people
every day. There are over 2.20 BILLION people on Facebook each month.
(as of June 2018). There are at least 30 who need your help.

You: Ok, Jessa, how does this build like and trust?
Jessa: It shows that you are kind enough to just give. You answer their
questions 100% without worrying about loss, and you are trustworthy
enough to share your knowledge without a sense of scarcity or privilege.

That, my friend, is how you become the voice in their head. Remove the
sense that you have something to lose, and that you don’t operate from a
place of privilege - but rather generosity.

https://zephoria.com/top-15-valuable-facebook-statistics/


You honestly want what is best for them, and that is proven by following up.
You didn’t just ‘pitch and dash’ like so many others do.

Like we talked about earlier. People allow other people to become the voice
in their head because, whether what that voice is saying is good or not, that
voice is from a person who cares (for better or worse).

You: Please tell me that is my only homework this week.
Me: Ok, I’ll take it easy on you.

What it looks like when it doesn’t work
Honestly, you’d have to be giving some pretty bad advice for this to not
work. But let’s use this as an opportunity to look at what should be
happening when you go out and help people so as to build that ‘trust and
like’ factor.

If when you answer someone’s question in one of their posts on Facebook
and they simply don’t acknowledge you, it didn’t work.

If when you do this other people watching that post don’t acknowledge you,
it didn’t work.

If when you follow up with them the next day they don’t want to join your
Facebook group for more help and information, it didn’t work.

If nobody ever says anything in the way of thank you, where can I find out
more, or anything whatsoever… ya… I don’t think it worked.

Honestly though, that won’t happen. Not every single person you help will
be receptive, but more often than not, you are going to have some raving
fans and have more people than just the one you specifically helped
climbing on your bandwagon.
There is one catch that I am pretty sure is making you want to scream at
me through the page here.



“How the #&!! Am I supposed to keep track of this!”

Don’t worry. I once again have you covered. At the end of this book I have
a useful tool that will help you to keep track of everyone so you don’t get
dizzy and frustrated with the follow-ups. It’s The Tracker - sorry, I couldn’t
come up with a cooler name than that. I’m open to suggestions.

And, that brings us to a big question I always get.

“Jessa, great, they like me. I like a lot of online businesses, I join a lot of
groups, I eat up all of the free advice, and I am good with that. How do I
actually get business from this instead of just giving everything away to the
online world for free as a living?”

I’m glad you asked! Giving collectively is a great way to grow exposure.
Personalizing the experience is how you get business. Let’s chat about that
next.







Trigger #3
You have what they need.

What it is

Once again, this is a generally basic trigger that I’m going to go ahead and
complicate for you. But, with good reason, so stick with me here.

So far you have done quite a bit for your ideal client. They are already
interested in your message, know they are in the right place with you, and
like and trust you.

Now let’s get personal.

We of course want people to know that we have what they are looking for.
Anyone can do this on the most basic level.

When someone needs a pair of shoes, they can pretty safely assume that a
shoe store is going to have just that for them.

But, what a powerful business will do is personalize it. Make it unique to the
individual. Make them feel heard, understood, and empathized with.

How it works

People become connected to you. They feel that you truly care for them,
that they are actually present with you when you show up, and that they are
special and their issues and the solution are important to you.

Depending on your niche, this step alone can bring you more clients in a
matter of hours.

What this does is make people feel appreciated for their uniqueness,
bravery and individuality.



What more powerful alignment would you need to decide to embark on a
growing, healing, or improving journey with someone?

What it looks like when it works

You know this trigger is working for you if when you ‘touch’ someone
personally, they glow and become even more connected with you.

If the people you personally nurture are recommending you to other people
on a consistent basis, you are doing this right.

If you can reliably predict who is going to come to you next for your
services, you are absolutely doing this right!

If you are doing this step to the fullest extent possible people will appreciate
that you are stepping in their shoes, empathising with them, considering
them and their unique circumstances, and ultimately not trying to fit them
into a box, but rather building a solution based around their unique needs,
wants, challenges, and pain points.

How I do it

There are two different ways I approach this trigger. I do it individually and
collectively.

Of course I do my one on one ‘touches’. I reach out to the members of my
community and ‘check-in’ with them. I like to make references to what I
know is going on with them and offer my help in any way I can.



Can I personally help them? Can I refer them to someone I know? Do I
have a resource for them perhaps?

Every single one on one interaction is treated as a gift. As a special
occasion that I am so honored to be a part of.

For example, I have 5 or 6 people a week come to me with help on their
USP. I hear the same thing just about every time.

I don’t rush through the process saying “I’ve heard it all, here is what you
need”. I listen, I empathize, and I help in a way that is unique to them
because they are unique to me.

I also do this sort of thing collectively in my group to save myself time and
also reach as many people as this one human possibly can.

How you can do it

First, I want you to think about something for a bit. Even put this book down
for a bit and mull this over while you go for a walk and purposefully notice
the people around you.

Everyone needs something different, even if they all need the same
thing.

How can you use this new viewpoint to help your ideal clients on a
collective level?

Always keep in mind that every person is unique unto themselves. They all
have their own unique perspectives, stories, realities swirling around in
their heads, and they need to know that you appreciate that.



When it comes to doing this collectively for your audience, consider the fact
that people perk up at different times for different reasons. I can’t tell you
how many times I have heard the same advice and finally, one time, it is
said a different way and it just clicks.

It clicks for me because it was said just the way I needed to be said. My
unique perspective, approach, and circumstances just needed to be
acknowledged and spoken to.

How do you make sure you are reaching everyone in just the way they
need to be reached?

Show up often, show up well, and show up creatively. This also solves a
few other things for your marketing and business strategy as well. Let me
break it down for you.

Figure out your ‘baseline’ content. What are things you share openly, freely,
and excitedly that educate your audience, get them excited, and actually
gets a reaction?

Make a list of at least 5 things.

Now, take those 5 things and re-work them. Repurpose them. Consider all
of the different perspectives, approaches, circumstances, and pain points
that your ideal clients may be approaching your value from.

Then, simply apply those changes to your baseline content and - voila - you
have unlimited content ideas and you are sure to be personalizing your
message for as many people from as many different perspectives as you
possibly can.

Don’t forget though, this is no replacement for personal one on one
touches. Message your people, comment on their posts, show genuine and
authentic caring for them.



What it looks like when it doesn’t work

If I think about it, the biggest way that people can get this one wrong is by
simply not doing it.

If you don’t try, it won’t work.

So much of everything in this book is all about being mindful on a basic
level of each of these elements.

If you see an opportunity to make someone feel personally unique, take it,
and be sure to re-work, rephrase, and realign your message so that
everyone has an opportunity to resonate with it.

Now that you have an even resonation for your audience and yourself, it is
important to consider what else there is coming down the line for you and
your people. Again, we want to stay just about a step ahead of the
questions and concerns of your people so you can guide them with love
and clarity. What’s the next most logical question for them?

“How do I know you can help me? What proof is there?” Let’s talk about
that next!







Trigger #4
You are qualified to be giving your solution

Now that the vibration has been set, we need to keep it alive and healthy.
This next step will help you to avoid an abrupt stop in your resonance with
your people. They are intrigued by you, trust you, and now, you need to
continue building the layers of comfort and trust by owning your strength
and your power.

At this point, it has already been made clear by your people that you are
worth it. They find it worth the time to spend time with you and worth it to let
you be the voice in their head.

You are worth it, your business is worth it, and now you will everyone -
including yourself - that you are more than capable of living up to it.

Manifestation is as much about being what you want to be, here and now,
as it about working towards being it. But, let’s not get it twisted. You have to
do the work.

What it is
Like the other triggers, this one's a bit obvious at first glance. By now, you
know, I’m going to go ahead and complicate things, in order to clarify and
simplify this logical trigger. This is all about credibility.

How it works
This is another trigger that if employed strong enough, will help with the
logical and emotional balance necessary to make any decisions in life.

You will give your audience what they need in order to have confidence in
you, your talents, and your ability to deliver on the promises that those
talents lend themselves to. And, in turn, confidence in themselves and their
decision to choose you! This is one of the most powerful ways to create
conversion that doesn’t stop there.



This trigger, when employed properly, will create ambassadors around your
and your personal brand. I will go deeper into ambassadorship and how
that alone can grow your business and save you so much time and energy
in the last trigger of this book. (Don’t skip ahead! I’m warning you and
shaking my finger at you just for lifting the back cover to peak)

What it looks like when it works

When this trigger is set to its highest and best use, your community looks to
you when things change, they follow you in any new direction, they ask for
your guidance on even the smallest things, and other people in your
industry enlist you to lend them credibility.

Once you start receiving interview requests and speaking engagement
invitations (either in person or virtually). you know you’ve really nailed this
one!

How I do it

I’m about to blow your mind.

I don’t have a PHD in marketing.

To be honest, I was in love with school in high school, but college really
wasn’t my thing. I loved philosophy, public relations, and the infamous
basket weaving. I only passed my finance class because all I had to do was
show up.

So, how do I have my credibility? How on earth can I stand on a stage and
speak at length about all things business growth and marketing? Who am I
to even be sitting here on this tropical island writing this book for you in
between clients and speaking engagements?



Ingenuity and proof.

Be able to take things from different perspectives and angles

Don’t just regurgitate things - even someone with a PHD has no credibility if
they are just spitting out what they learned

“There is no such thing as a new idea. It is impossible. We simply take a lot

of old ideas and put them into a sort of mental kaleidoscope. We give them

a turn and they make new and curious combinations. We keep on turning

and making new combinations indefinitely; but they are the same old

pieces of colored glass that have been in use through all the ages.”

― Mark Twain,

“That’s lovely for you Jessa.” I don’t have the following and experience you
do though.”
Did I just feel your eyes roll? A tiny bit?

I assure you, I did not start out with the credibility I have now. I had to
create it, and create it fast.

In the beginning, I showed up twice as much as I do now - and I show up a
lot now!

In the beginning, I removed any scent of a paid offering from my website.

In the beginning, I helped for free every single person who leaned in and
listened.

In the beginning, I did exactly what I cannot do now.



In the beginning, don’t run your business as if you already have everything
you need. Run your business so that you can get what you need.

Don’t tell yourself that you’ll have more ‘headspace’ to get creative once
you’ve made that $5,000. Listen to me - you need to GET creative in order
to make that $5,000.

When you are struggling, don’t for a second believe that you need to
emulate someone who is successful. Don’t even try to pull off something
you see them doing and working for them. There is so much history and
behind the scenes - a backstory that a successful person has already been
through to set them up for success in the way that they did.

If you see me sharing an offering of mine with a simple two sentence
question and 30 people jump on it like it is going out of style, you can go
ahead and try to do just that.

It most likely won’t work that way for you - yet.

My credibility had to be built up so that I could make it ‘just that easy’.

How you can do it

Yet again, I’m going to say something that other coaches will grow fangs
over.

Do not, ever, fake it till you make it.

Sure, it might work for a bit, but it won’t last.

Consider what will happen to you when you do actually ‘make it’ doing it
this way. Your alignment will derail, and your authenticity will be forever
questioned.

I’ll break it down for you.



Imagine, you just pull yourself up, put on a brave smile, and just do it. You
are getting the work done, you are putting yourself out there, sharing what
you have learned, and finally you start getting some business.

Celebrate! Yes, finally, some clients!

Now, you don’t feel like you need to fake it till you make it - you made it!
You feel secure in your abilities and yourself. All is right with your world,
finally.

Then everyone drops off. No more growth, no more interest, and no more
business. So, you fake it till you make it - again. I mean, it worked before -
right?

Around and around you will go until you have no more energy, passion, or
care to fake it.

How did this happen? What the h***?

You faked it, then stopped being the fake person everyone trusted. You
switched up the vibe. You may as well have been two different people.

You spent so much time faking it, and in so doing creating a healthy
following, that when you stopped faking it, you were completely different.
Probably better, but still different.

This back and forth, up and down only leads your brand to the dark abyss
of inauthenticity and instability. People won’t hang on to that. Even if you
have a PHD, your credibility won’t survive this cycle for long.

“You just scared the crap out of me Jessa, fix this!”

Fortunately it is possible to start or pivot your business without all of the
credibility, you can create it.



First, show up. Show up hard and with absolute authenticity. If you are
nervous, say so! If you are excited, say so! Be yourself.

Perfection is overrated.
Perfection is not authentic.
Without authenticity, there is no alignment.
Without alignment, you have no business.

For example, the first ever Facebook Live that I did is still up in my group. I
still use it in my trainings.

It was a hot mess.

The camera fell, the dog was barking in the background, my toddler was
screaming, and I fumbled over quite a few words.

But, I did it.

And the response was epic. The first ever Live I did is part of the
overarching machine that I have built for my business.

I was honest. I laughed it off, said - “well, that’s embarrassing” and kept
going.

I didn’t wait until ideal circumstances, I didn’t delete it and start over, I just
kept going.

To this day, the topic of that Live (the USP) is the number one topic in my
Facebook group. It is the baseline for my business. I will give you the
details behind the power of your baseline in the next trigger. Without that
one particular Live, I would not have what I have today.

My authenticity and unapologetic belief in my system is what people
appreciate. No matter what may come up, I am able to come right back to



my point - because it is MY POINT, and not something that has been
regurgitated from a blog I read.

Everyone who watches any of my Lives knows to expect ‘Jessa’s Life’ in
‘Jessa’s Lives’. Anything could happen.

“Good for you Jessa, you are just super cool like that - this helps me none.”

Please stop squeezing my book… I’ve got more help!

How on earth does one ‘just do it’ without ‘faking it till they make it’?

When teaching my children about everything from doubt to jealousy, I like
to refer to one of my favorite parables:

An old Cherokee chief was teaching his grandson about life...

"A fight is going on inside me," he said to the boy.
"It is a terrible fight and it is between two wolves one wolf believes I can’t,
and one believes I can.

"One is evil - he is anger, envy, sorrow, regret, greed, arrogance, self-pity,
guilt, resentment, inferiority, lies, false pride, superiority, self-doubt, and
ego.

"The other is good - he is joy, peace, love, hope, serenity, humility,
kindness, benevolence, empathy, generosity, truth, compassion, and faith.

"This same fight is going on inside you - and inside every other person,
too."

The grandson thought about it for a minute and then asked his grandfather,
"Which wolf will win?"



The old chief simply replied,
"The one you feed."

So, now that we have the introspection and what not to do down, let’s get
actionable here. This is how you can create credibility for yourself and your
business quickly and with truth and authenticity.

1. Show up - show up often, and show up for real. If it isn’t perfect, all
the better!

2. Borrow some credibility! - Interview other people in complementary
niches. Bringing these people into your sphere shows your people
that you are not just a business, you are a hub of genius. Soon, you
will be getting your own invitations, so you want to be a part of the
cycle before it is even time to pay it forward.

3. Have, create, or buy branding, and use it at all times. How many
entrepreneurs have you seen out there that have an amazing
message, offer something you have never heard of, or you are hyper
aligned with, but have never considered hiring? It wasn’t because of
their message, it wasn’t because you didn’t like them, it was most
certainly because they didn’t have the presence of a legitimate
business. Branding isn’t a fix all though. Someone could have
branding so perfect it almost hurts to look at, but no message, no
authenticity or credibility and suffer greatly in their business.

What it looks like when it doesn’t work
This one is pretty easy to spot. You know you are not employing this trigger
well enough if people don’t seem to trust you and your expertise.

If nobody shows up when you show up, we need to look into this.

However, in the beginning, as you are building, you will need to employ
patience when it comes to your numbers.



If you have been working on building your business for a few months, have
a good few hundred followers or group members, and still, nobody is
showing up - then we have a problem. Let’s fix this ASAP!

Now that you have people seeing you for who you are, in all of your glory,
what do we actually do with it? Well, this next trigger feeds off of the last
one so well, it won’t feel like work at all.







Trigger #5.
You are willing to take the time to educate them.

Now, in order to maintain this lovely alignment and resonance, we need to
take the vibration and make it personal.

Now is your time to shine - bright!

This is where we take inspired action and manifest reality, in real time. No,
I’m not being cute here.

You want people to continue to know you are worth it? Prove it. Prove it
well and often.

Again, yes, this is powerful for alignment and setting the vibrational tone for
your business, but I am also going to show you exactly how, yet again, this
trigger can save you time, money, and your sanity. This is a big one. Take
your time with it, if employed correctly, it will change the game instantly.

What it is
This is my absolute favorite part of my system. I light up every time I
employ this trigger. It fills my cup, it fills other people’s cups, and it saves
me so much time, I actually had to bring on a coach to help me fill my extra
time with something other than margaritas and naps!

If you know me outside of this book, you probably found me because of this
trigger and how I use it. I probably helped you out of a bind, a block, or a
huge struggle of just about any sort with your business.

How it works
Like the title of this chapter says, you are willing to take the time to educate
your people - but, without sending an invoice.



Again, this is another element that will make other coaches heads’ spin and
mouths foam.

So many times I see entrepreneurs charging for discovery calls,
complaining about people, friends in particular, asking for advice, and
revolving their entire marketing plan around building themselves up and
putting the people who need their help down. They do this all in an effort to
make someone feel bad enough about their circumstances to make them
break down and hire them.

Everytime I see someone saying “My friends get invoices, don’t ask for free
help!” I get a little sad. Is this where we are now? Is this the state of the
world, where the people who have pegged themselves as the ‘helpers of
the world’ refuse to simply help?

Ok, getting off of my soapbox now. Let's talk about how this trigger will help
you other than helping you to sleep at night knowing you are not a selfish
bully.

To best iterate how this trigger works for your business, I want you to put
yourself in your potential client’s shoes.

You are searching for help. You are Googling until your fingertips are numb.
You read dozens of blogs that all say pretty much the same thing - and still
leave you hanging.

Everywhere you look, you get pseudo answers that don’t actually answer
anything, but rather frustrate the crap out of you.

You opt in for and download so many freebies that your inbox is a pit of
quicksand with all of the newsletters and ‘buy this and change your life’
emails.



All this is doing for you is giving you a deeper sense of inability. ‘If all of
these people get it with the same information, and seem to be doing alright,
why can’t I?”

You lay your head softly on your keyboard, pick your head up heavily, take
a deep breath, and try one more time. This time, with vulnerability. You ASK
for help. ‘Yikes, here we go. This better work.”

You post in a Facebook or LinkedIn group about your struggle. You hit post
expecting to wait a bit for some responses.

WHAT!?! 46 comments in 15 minutes! ‘Well that was easy’.

You click and start scrolling through what looks to be a plethora of
generosity and help.

‘Nope’.

36 other entrepreneurs who are obviously struggling as much as you are, if
not more, are all pitching their services to you… just like all of the blog
posts, freebies, and webinars you just put yourself through.

Just as you feel that all hope is lost, someone sneaks in a suprise.
Someone comments on your post with a lengthy reply, actually helping you.
It is full of gold! It is powerful stuff! As you are reading it you know what’s
coming… you feel it coming… that other shoe is dropping, you just know.
This person is going to leave you one nugget of gold short and pitch to you.

You get all of the way through what they gave you and simply leave it there,
and offer you even more FREE help if you need it.

‘What just happened?’ ‘What dimension am I in?’ ‘Is this real?’

You lean back, rub your hands on your thighs, smile and bite your lip.



Before you can get your hands up to the keyboard to reply you see more
comments from other people say “Yep - THAT person’s advice. I did, and it
totally works. THAT is your person.”

Now, how do you feel? Do you feel hope? Do you feel excitement? Do you
feel like you can’t jump down that rabbit hole with that person fast enough?
Are you breathing even heavy breaths of excitement to find all of that extra
free help you just found out about - and that other people raved about as
well?

It’s a pretty nice feeling, especially considering the feelings you started out
with.

So, which entrepreneur do you want to be? The ones grasping into the air
for a client, or the one reaching down to help someone out of that hole
those other entrepreneurs sucked them into?

If you picked up this book in hopes that it would help you help more people
and grow your business, this chapter right here is what you came for.

What it looks like when it works
Aside from the obvious fact that it just makes you feel better about your
business, there are some functional uses for this trigger. I am going to
outline for you some exact steps to using this element to not only create
alignment with love, trust with a sense of home, and ambassadors with
gratitude. I am going to show you how to use it to boost your marketing
efforts, save you unimaginable amounts of time, and have the algorithm fall
in love with you. Yes, we are going to work with the algorithm, not against
it!.

You know it is working when people come to you saying ‘my friend told me
you were the one to come to!’, or ‘I saw you help someone else, and I could
really use your help too!’.



You know it is working when your community is growing and hyper
engaged.

You know it is working when people find you because Facebook
themselves put you in front of them via a group suggestion.

You know it is working when you get 50+ new friend requests per day that
are 90% your ideal client.

You know it is working when your people do your marketing for you.

You know it is working when people take your help, spread the word, and
come back for more.

How I do it
The first thing I did when I started to work in the online space was create a
community around my message. I found a few dozen (not hundred) people
who were aligned with my brand of marketing and business. I found
powerful friends in the process too!

These people loved the idea. They had no idea how to do it, or if it could
even be done.

For these people, I gave my all and then some. I treated them like family!

First, I educated them. For absolutely free. I held a very intense bootcamp
for them Live on Facebook. I walked them through each element of the
foundation of the system. (The first part of this bootcamp was these 10
psychological triggers). The rest of the 5 days was all about using them for
conversion, figuring out what to post and not, and how to actually bring it all
together and close the deal. (Don’t worry, these books are on their way for
you!)



I held onto these people as tightly as they held onto me. I gave them my all.
Any questions they had, I answered. Any fears or doubts that they had I
helped them through. All for free.

And they all knew that I never would pitch to them.

That one bootcamp is still the foundation of my growth. After that very first
free educational opportunity, my group grew faster than I could keep up
with!

How? I enlisted the algorithm and my ambassadors that had nothing but
love and appreciation for me and my system.

Every time another person would take that bootcamp, they would
undoubtedly engage. Having that much engagement in such a small group
got the attention of the algorithm like the first lightning bolt of a storm.

I went from hand selecting members to my Facebook group to waking up to
a few dozen join requests saying ‘I found you in the suggested groups’
within a week.

Oh, and all of the people I never pitched to in the bootcamp that people are
still watching the replay of, most of them have hired me at least once. All of
them are still members of my community paying it forward by helping the
new members.

How you can do it

Now for the secrets to making this work!

We have all seen people offering freebies. That’s not new at all. Millions of
PDFs, infographics, ebooks, webinars, bootcamps, and ‘discovery calls’ are
out there. I even found one on making cheese! You better believe I jumped
on that.



But, after I jumped all over the idea of actually making my own cheese, I
quickly realized, this was all a rouse.
I had to buy the whole kit and caboodle in order to implement anything I
learned. I ended up making yogurt - not good yogurt.

What is the difference between the Heartfelt Free offering and the average
free offering?

This is going to require a list:
● You don’t need their email address (I like to say “I don’t need or want

your email address, just get the help!”)
● No pitching. (But you saw that coming.)
● No cliffhangers. Give them absolutely everything they need to know

in order to do it. This sounds insane I know. Once you have a
reputation for doing it all of the way for them, you have a reputation
for being genuine and authentic. The people who can’t afford to pay
for your services will appreciate you so much. The people who can
afford to pay you for your services will come to you, asking you “How
can I get your help? That was great, but how do I do it specifically for
me.”

You see, what is happening here is you are giving absolutely
everything you can for your collective. Soup to nuts. No holding back.
But being a service based business, there is no way that what you
would give to someone 1:1 would be just that and nothing more.
People will fall in love with your approach and personality, and want
your personalized help!

This also helps to prevent the ‘I’d love to hire you, if I could afford to’
conversations. The people who can afford you, hire you. The ones who
can’t ,will save up for it!



Now that we know the differences, and why, this is how you set it up, so
that going forward you have a machine running 24 hours a day to grow
your business.

First, build a group if you haven’t yet. Build that community for your niche
around your message and USP.

Next, create a powerful free offering. Some catches here though.
1. This needs to be bootcamp style. Three to five days, for about 30

minutes each day
2. Do it Live in your group. This is non-negotiable in my opinion. The

engagement on those Lives is social proof, the algorithm eats it up,
and it gives a more authentic sense of who you are - even if it doesn’t
go perfectly.

3. Have at least one powerful ‘engagement cue’. This cue is what is
going to keep your group active, engaged, helping one another, and
with a solid baseline.

Let's talk about the baseline. This is so important for your sanity and for the
culture of your group.
I’ll explain it by spelling out what my engagement cue is and what it does
for me. You can go into my group and see this happening for yourself.

My engagement cue is ‘Create your USP here in this group so we can
all help you out.’

Easy enough. People are in their daily using #USPhelp.

What does this do for me?

First, it let's the algorithm know that I am still a juicy piece of content and
engagement heaven. Think bacon wrapped mozzarella sticks. (If you are
vegan, fill in the blank I suppose.)



Second, it is social proof to any brand new members to my group that this
is the place to be. It isn’t a group lead by one person who only wants to
pitch to people.

Third, it sets a tone and expectation. The tone is ‘this is seriously helping
people and full of love from all angles’. The expectation is ‘we are all
expected to do the work, and it will be noticed if I don’t’. Do you see what I
did there with the Love and Trust factors for my community?

Fourth, and most importantly for my sanity, all of the aforementioned points
creates a baseline for my group. If ever I see my group straying closer to
the ‘bulletin board’ version of groups, I can bring everyone right back to my
baseline. This means that the culture of my group will not change. The
message will never be dictated by the newest ‘click’ that came in. My
authenticity will shine at all times. This is the point of it all anyway!

So, have a powerful engagement cue that lights people up, creates a
culture of support and integrity, and that you can always come back to if
you feel a shift in alignment happening.

To close out the actionable part of this chapter, I’d like to tell you what these
Lives should look like for you.

I use a skeleton outline for all of my Lives - I hate scripts or even notes. My
authenticity is just not on level 11 when I do that. So I use this structure.

1. Open with what today’s topic is (no brainer, but some people like to
just start chatting)

2. Next, explain why this is relevant or important. I do this next because
people’s attention spans are very short. Giving them a compelling
reason why they should hang out with you and ask questions right off
the bat helps keep people with you.

3. Then, get into the meat of it. Educate them to the absolute fullest.
4. Next, show or explain to them exactly what it looks like when it works.

Positive examples get people excited and hopeful.



5. And also show or explain to them what it looks like when it doesn’t
work. This will help them to know that you understand their struggles
while also enticing them to actually do their homework.

Step 4 and 5 are what will help them to actually engage, grow, and
help you get the attention of the algorithm.

6. Close with a recap and give them their homework (the engagement
cue).

7. I generally like to close with the opposite of a pitch. Let them know
that you are there for them, you are there to help, if they are stuck -
they should post in the group or message you for help.

What it looks like when it doesn’t work

Oh boy, this one hurts to even visualize. I’ve seen it quite a bit. Someone
does this step with so much hope and excitement for the results just
described and - nothing.

We know we need to revisit this step if:

1. Nobody actually takes your bootcamp
2. Nobody does their homework (the engagement cue)
3. People aren’t engaging and asking questions on the replay
4. Your group isn’t growing
5. Nobody is asking for more
6. Nobody is accepting your offer for more help if they are stuck

If you have these symptoms, it is time to go back to the drawing board,
quickly. Was the topic compelling? Are you solving a real need or a surface
level need? The more real the need for your help is with your topic, the
more successful this will be for you.

Find me, ask me for help. Again, all of the ways to find me will be at the
end of this book.



This is a selfless act in which the more you help others, the more you will
see yourself being helped. Give in order to receive. Yet again, another thing
we have heard so many times, and taken for granted.

Give a man a fish and he will eat for a day, teach a man to fish, he will eat
for life and tell everyone else how you helped him!

Giving something is great, you’ll certainly receive in kind. That is how
manifestation works.

Teach someone something, and they have that for life - and what you
receive will be in kind as well!

So, now that we have figured out how to help our people, we need to get
them to actually accept the help! Right? In the next chapter we will discuss
the best way to make that happen - again, without being pushy or salsey.









Trigger #6.
You clearly show that you understand and care about the transformation
your service offers.

So far, if you have been following along, you have created alignment,
resonance, trust, and are a caring, kind, and giving entrepreneur - if you
have done all of the steps.

Wow, wouldn’t your mom be proud! I hope so anyway.

But, it seems like a lot of work to maintain this all of the time, right? Just
getting the vibration up to this level was a lot of work. How do we keep the
alignment and continue to manifest without running out of steam or burning
out entirely?

We maintain this with a healthy dose of ‘I give a sh*t’’ washed down with a
glass of ‘I understand’.

You see, when someone feels that you not only care about their issues, but
also understand their struggles AND goals, they will stick with you. They
will also start to vibrate at your level intentionally, and that will bring other
people right along with them. The right vibrations are like magnets, and this
trigger magnetizes your people to you, and their people to them, and then
to you.

What it is
Here we go again, we are just past halfway through this and by now, you
know. I take no-brainers and make them something you absolutely must
intentionally think about, pick apart, and rebuild for yourself.

Yes, everyone wants to know the benefits of your services. That is
absolutely basic.



Now, let’s complicate it a bit. Being a service based business, you have SO
MUCH more to offer than a simple benefit. A drill has a benefit - it makes
holes. But you… oh, what you do is so much more powerful than that!

Ok, it’s been a minute. I think I can safely pull out another analogy. Imagine
with me if you will:

You are outside, it’s sunny and not too hot. You have a project! You are
building a table! Quite a big table at that.

It’s all good though, you have the pieces and, heck, it’s a table - rectangle,
4 legs, no moving parts.

You get to work. It’s going smoothly, you are feeling pretty darn good about
yourself. ‘I got this!’ maybe I could get a side job making funky tables’.

Then, you get to the final step. Just one more leg to screw in and ‘Voila!’.

Nope.

Hard stop, right there.

There is a hole missing!

You check your watch - yep the hardware store is open.

You go into the house, grab your keys and wallet.

You put the keys in the ignition, pull out, and drive to the hardware store.

You go into the store, check out all of the options… cordless, battery life,
number of bits… ‘wait, this done doesn’t go in reverse?’.

You pick one, take it to the register, pay, grab the back, get back in the car,
check the mirrors, and go home - with your drill.



Ok, that was a lot to walk you through. But this is a powerful exercise for
you to contemplate when you are presenting your business. The whole
time you are going to get a drill to finish your table, you are not thinking
about the drill. You may not even remember the drive too and from the
hardware store.

Right about here is where basic marketing stops. You buy a drill for a hole. I
remember learning that in marketing 101 and being a little blown away
actually.

How it works

Now, right about here is where Heartfelt Marketing begins! The fun and
beauty is in this part of the process!

Back to the drive to the hardware store. You aren’t thinking about the hole
that drill will make. You are thinking about what that hole will do for you.
You are envisioning the transformation and emotions that will come with
that.

You are daydreaming about that table being complete, your family and
friends coming for holiday dinner, eating amazing food and having fun.
Then, one particularly astute uncle runs his hand over the corner of the
table while arguing politics with a young whippersnapper. He stops, bends
sideways in his chair and asks you. ‘Did you get a new table?’.

“I made it actually!” You say finally, after waiting what seems like the entire
day for someone to notice.

Everyone takes notice, applauds you, and says ‘You should get a side gig
making funky tables!’



The daydream fades away into reality as you park your car, grab your drill,
mess with the inappropriately annoying packaging. “Why didn’t I get one of
those annoying package openers while I was there!’.....

That, my friend is what we are working with here. We want to work with the
fantasy that just played out in your head in between going to the hardware
store, and getting home with a drill.

This is our sweet spot.

As a service based business, you have all of that to work and play with.

We want to think about the features of your service, the benefits of those
services, and the transformation that those benefits will create.

For example, If you are a weight loss coach, you offer weight loss programs
(feature), so that your clients can lose weight (benefit), so that your clients
can have more energy for their children, feel better about themselves, fit
into their wedding dress, or any number of other ‘big whys’ they might
have. These big reasons WHY are the transformation.

Be sure to speak more to the transformations than the benefits, and you
once again prove alignment, empowerment, and caring.

What it looks like when it works
When this trigger is employed beautifully, you feel your entire business rise
in vibration. You attract exactly the people who need you. You effortlessly
educate your people on how to achieve those heartfelt transformations, and
your community stands at attention when you arrive.

I know I have this one down pat when people come to me in tears of
appreciation. When people tell me that they never thought it could be done
this way, but always new it should

How I do it



I’ll be honest, at this point, this element is ingrained into my DNA. I worked
hard to make it that way though.

It all started to happen when I started using the previous trigger - take the
time to educate them.

The more time I spent helping people, the more I got to know about exactly
why they needed my brand of help more than anything else in the world.

I took mental notes, and found themes and overlapping desires among my
people.

I make sure to use one or many of the desired transformations my people
are looking for every time I educate them now. I know what their pain is, but
I understand what their goal is.
Knowing something is one thing, understanding is something else entirely.
On some level, caring is involved in understanding.

I know that E=Mc2, but I do not in the least understand it. Why? I have yet
to care.

Well, now I’m going to have to go Google it. By the time you read this, I will
probably understand.

How you can do it

Ok, yes, that table analogy was fun, but its nuts and bolts time in this
chapter.

First:
If you are just starting out, use everything you find in this book about
ambassadors and get to nurturing people - almost to the point where it is
awkward. Just starting out, and don’t have ambassadors? Get some!



My ambassadors are not just my near and dear friends and clients, they
are the Heartfelt Proof. That is a huge thing for them, and for me! I
appreciate their love and support and showing up so much.

My ambassadors are the first to step up and say “Jessa helped me, and
she can help you too”, whenever there is someone looking for the same
transformation they were looking for when they started working with me.

How do you get ambassadors? Well, we discussed it a bit in the previous
chapter, but just to reiterate, help people - all of the way - for free. This
means a lot of Lives, a lot of private messaging people who attend your
Lives to thank them and see if they need any - I mean ANY- extra help.

To this day, all of my Ambassadors have a secret code to get into my
calendar if they really need me. All 200+ of them.

Second:
Show up, show up often. I will have to check my system to figure out how

many times I say that in this book.

You, your true self, authentically expressing to everyone that you
understand their goals are and want to help them so much that you can’t
help but hop on and help out as often as you can is the best way to create
alignment, empowerment, ambassadors, and to convey the power of the
transformation you are offering.

The more you help publicly, the more engagement you will have around
your name and the more clearly they will see you. You will no longer be in
their periphery, but right in their line of vision.

If they see you, they hear you. If they resonate with you, you will become
the voice in their head whenever they think about solving this particular
problem you help them with.



What it looks like when it doesn’t work

Again, this one is pretty easy to spot when it stops working, but harder to
pinpoint if it never has been employed before.

You know that this trigger could use some love and attention when people
ask you what you do after having been with you for more than 10 minutes.
Everything from your USP and message to your free educational
opportunities should speak to the transformations you offer.

If there is confusion, or if people don’t quite get the ‘what’ let alone the
‘how’, we need to take a look at your entire system and see where we can
implement this trigger more effectively.

A good litmus test is to ask your closest friends or family members what it
is that they think you are doing. If they are spot on, ask a few of your
newest community members. Perhaps rephrase it though to something
more like “I’m honored to have you in my group! What brings you here and
how can I help you?” If they answer with exactly what you thought they
would, perfect. If they are vague or come back with ‘I don’t know, how can
you help me?’ We’ve got some work to do.

This next trigger may help with some inspiration in this department!







Trigger #7.
There is proof from other people that there is value in what you are offering.

In the previous chapter we magnetized you and everyone around you. But,
as we all know if we don’t maintain that current, they will fall off quickly.

We’ve all heard the phrase ‘don’t drink the Kool-Aid’. This stems from the
idea that people can get sucked in pretty easily, and then very quickly feel
duped. They got all excited, and then suddenly they realize that they
moved too fast, trusted too needily, and now feel absolutely ridiculous.

We don’t want anyone to feel this way about you. We want to magnetize
and nurture!

This is where we take the vibrations and alignment we have created so far
and show and prove that it is worth it to the people who have taken the
journey with you. Now that you have manifested it, it is time to let others do
the work. We want to hear from the mouths of the people you have served,
just how eipic you truly are.

Congratulations. You deserve this one!

What it is
Again, yes, a no-brainer. And yes, again, I’m going to shake things up
again. Testimonials, right? No big deal. But, what those testimonials do,
psychologically, is so important!

How it works
Having testimonials helps to show proof of value. It removes senses of
doubt or risk. It also gives a sense of ‘I want that too!’.

What it looks like when it works
When done right, testimonials help people visualize working with you. And,
we all know, that the more we visualize something, more likely we are to
manifest it.



When you employ a strategic approach to your testimonials, they will
actually guide people comfortably along a path that you have lovingly
mapped out for them.

How I do it
First, I don’t house all of my testimonials in one place on my website. Think
of testimonials as the nomads of your marketing strategy. They should float
and wander about all of your marketing efforts. I sprinkle them appropriately
throughout my website, use them in my posts, and of course engage my
ambassadors (they they are again!) to come with organic and inspired spur
of the moment testimonials as well.

Most importantly, I am strategic with my testimonials. Specifically, I have a
4 phase system that helps me know what testimonials to use where and
when.

How you can do it
So, let's talk about those four phases.

In my next book in this series I will be going very deeply into these phases,
but for the sake of a chapter that doesn’t make you overthink something as
obvious as testimonials, I will keep it brief here for you.

In short, there are 4 important psychological phases in the decision making
process. Whether it is what to wear, where to eat, who to marry, or who to
hire - these stand true.

The first phase is Discovery.
The second phase is Research.
The third phase is Decision making
The fourth (and I believe the most important one for your business, is
Ambassadorship.



I will go very deep into what these phases are, how they can help you to
empower not just yourself, but your business and the relationship you have
with it, and so much more in the next book.

For now, though, let’s get down to how you want to use these with your
testimonials. For the sake of this chapter, we are going to file our
testimonials under the first three phases. If they are giving you a
testimonial, they are already squarely in the Ambassadorship phase (which
is a HUGE win for you - I promise, I am getting to the importance of this in
the final Trigger for you.)

In short, you want to have testimonials that cover each of these phases.

In long - oh boy. Let’s talk about how you want to get them, how, and where
you want to use them, and why this is so important.

To start, when someone gives you a testimonial out of sheer glee and
appreciation I want you to do two things. First, do a little jig - you are
crushing it. Then, I want you to file it under its appropriate phases. Some
will fit nicely into one specific phase while others will fit under multiple
(another win!).

Outside of this obvious win, I want to first go over how you want to go about
getting these four specific brands of testimonials.

To keep it simple, and not make this the longest chapter of the book, let's
start with the first one and keep moving.

To collect testimonials about the Discover phase, I make sure that I
wholeheartedly meet and serve every person who discovers me as best I
can. If they join my group, I reach out and let them know I am not just a
talking head, but truly here to help them. This more often than not creates a
loving response of gratitude and genuine surprise - which I appreciate!
When someone goes out of their way to express what a game changing
experience simply discovering me is, I ask if I can use it as a testimonial.



Nobody has ever said no - most of the time, with this phase’s testimonials,
people will want to be kept anonymous - which is absolutely fine.

What can you do with these ‘discover phase’ testimonials? Get more
people who are curious about you to take the leap to truly discover your
power and potential to help them. If you are marketing your Facebook
group, a free offering, or are simply introducing yourself digitally to a new
crowd online, use these testimonials to elicit excitement and curiosity rather
than the ubiquitous “here’s another ‘entrepreneur’ trying to get something
from me “eye roll.

Now, for the second phase of testimonials. This is one of the most
important phases of the decision making process, and the one I spend the
most on in my system - look for book 3 to learn all about this and how it can
make business fun, save you time, and also grow your business faster than
you can handle if you aren’t prepared.

Research is a human need. When we are making decisions, we want
nothing more than to allow ourselves to go down a rabbit hole. And when
that rabbit hole is full of inspiration, we feel empowered. The more
empowered we feel, the more likely we are to -make a decision. Again,
more about how you can do this for your people in the next book.

In the meantime, when people are researching you - ie: watching Lives,
reading your blog, seeing how others respond to you, or seeing how others
benefit from your help, we want to be a part of it.

If someone who is researching you, comments or messages you
applauding what you have given for free (see trigger 5), use it. Ask if you
can use it as a testimonial!

Alternatively, if you find anyone wholeheartedly gobbling up what you have
to offer in the way of research - ie: your Lives, blog posts, free help of any
sort, reach out to them and ask for their feelings. Not their input, but their



feelings. Let them know how much you appreciate their interest and, of
course, offer your help if they are in need.

If you get anything in the way of “I love what you have given me, I have
learned so much and feel so empowered” - use it!

Finally, we have the ‘Decision’ phase testimonials. Of course, this one is
obvious, and, I’m actually not going to complicate it for you - just this once.
When a person has decided to work with you or use your services, be sure
to get a testimonial that encompasses why they ultimately decided to work
with you as well as how amazing working with you was.

Be sure to use these testimonials on your conversion pages and in any
marketing of your services that needs a bit of a ‘trust’ factor added to it.
These testimonials in particular are good for speeding up the conversion
process for you and your clients.

What it looks like when it doesn’t work
To be clear, this works with authentic testimonials. Do not fake a
testimonial. If your website is littered with testimonials that read just like the
rest of your content (in tone, pace, and verbiage) it will be obvious that
those testimonials are either fake or were required, rather than offered.

Getting testimonials in exchange for free work is a good way to get started,
but there is absolutely a wrong way to go about it.

A ‘required testimonial’ is very obvious. There is no excitement or passion
behind it. A natural testimonial is full of hope and help. It reads like a
friend's Facebook post rather than a brief description of what happened.

If you are doing work in exchange for testimonials, do not make them
mandatory. If you do good work, you will get a great testimonial. That is the
exchange. Testimonials are deserved, not a foregone conclusion for work,
paid or not.



Now that we have all of our ducks nicely aligned and vibrating just right for
you, it is time to hit a trigger that will put everything over the top for you. In
the next chapter, we involve your ideal client a bit more in their own
decision making process.





Trigger #8.
Your product or service is a logically sound investment and there is no risk
involved.

You’ve spent quite a bit of time working on your own vibration and
resonance, now, in order to maintain it all, we need to check in on the
vibration and expectation of your people, as a collective and individually.

In life there are two ways to think about security.

1. How can someone give it to me?
2. How can I guarantee it for myself?

We only want to work with and associate ourselves with people who think
one of these ways. And no, it isn’t #1.

Why? Because we want self empowered clients who will appreciate our
guidance, not codependent clients who will never be satisfied because they
aren’t even sure what they want or can do.

People who ask question #1 will suck the life out of everything you have
created. I know this from experience. It is a very difficult setback to come
back from. I have had two such experiences and trust me, no amount of
money is worth the headache, heartache, and esteem attack.

With this step, we are looking to ‘check up’ on everyone’s resonance and
ensure that we aren’t in fact manifesting the opposite of what we need and
want.

What it is
This is the toughest trigger of them all. I have many clients and Academy
members try to skip this one all together. It simply is too much to think
about sometimes.Then, inevitably, they come to me asking what went
wrong! “It’s working for those people, but not for me! Why!?!”



I almost always know exactly where they went astray, but of course, do a
diagnostic anyway. Yep, just as I thought, there is no security. There is no
sense of responsibility either.

Imagine registering for college, or even a yoga class and not having a
sense of ‘whew, ok, I’m gonna do this! And yes, it is going to be so good for
me.’ to it. How far would you go with it?

How it works
Big decisions in life need two things to be made. I know that sounds like an
oversimplification. I have made some huge decisions. What country to
move to, who to marry, whether to have kids or not… and when I look back
there was a lot going on in my head and heart for all of these decisions.
But that was just it. My head and heart. Emotion and logic.

So far, we have covered emotion pretty thoroughly, and will continue to.
However, the logic part is a bit tricky for service based businesses.

A product based business can have a money back guarantee. Easy
peasy… infuriatingly easy.

A service however - just the mention of that instills the idea that it actually
has required that in the past. We don’t want to even go there - not for one
second.

Imagine a restaurant having a guarantee in their window “We guarantee
you won’t get food poisoning here”. Would you eat there?
Much like a restaurang - which is also service based, you cannot afford to
guarantee anything in the way that a product based business can.

What it looks like when it works



When this trigger is working well for you, you have people full of excitement
and trust jumping to work with you. They know - without doubt that you can
and will help them. All they have to do is jump in with both feet.

You don’t have people asking a million questions and suddenly dropping
off.
You don’t have people waiting months on end to finally decide to work with
you.

How I do it
In the beginning I had to get very creative and non-confrontational with this
one. Especially when I was new, I didn’t even know if I could ‘guarantee’
them anything, let alone a successful business. I hadn’t had enough
practice.

At that point, I offered something creative when this topic would come up in
the process. I still do sometimes for just the right people.

I would put in our contract that if they get half way through the program and
are not seeing any changes, I would happily give them a 50% refund. This
of course was contingent on them doing the steps. If there were any steps
they felt they didn’t want to do, or couldn’t do due to an emotional block, I
made sure I brought in additional help from my other coaches to help them
out.

If you want to implement this sort of a ‘guarantee’ I highly recommend that
your contracts get super detailed. Seriously, every step needs to be
mapped out.

For example, Lives are a big part of my system. If a potential client says
“Oh, stop right there. I can’t do that!” we both know we have a mismatch
and should go our separate ways, or work on why they don’t feel they can
do Lives. Sometimes we find a work around, other times, we realize that
my system, as lovely as it is, won’t work for them. And guess what! That’s



ok! I consistently get referrals from people I have turned down because of
my integrity.

Currently, I use an honest approach to ‘reverse psychology’ to make sure
this trigger is employed in my business.

How you can do it
Let's talk about this reverse psychology for a moment. It will be a dear
friend to you and your bank account.

Instead of saying “I promise you will love it!” Put it on them to actually Love
it. When I say this I mean more than a ‘warm fuzzy feeling’ kind of love. I
mean they need to do the work, be patient and kind, and really put forth the
tenacity and hard working love the journey with you will require. It’s not like
loving a kitten, it’s like loving a puppy you are housetraining.

In my language in my offerings and in my conversations with any potential
client I express very clearly that my program isn’t for everyone. It is
paradigm shifting, fast paced, and well, intense. I outline very clearly the
people that will and the people that will certainly not be successful with my
business model.

In short - be picky. Be very selective with the people you choose to accept
money from in exchange for your services. Doing this will allow your rates
to go as high as you imagined they would be when you decided to start
your business.

A quick word on rates: Don’t undersell yourself. Being picky and broke isn’t
a good place to be. Set them at a rate that serves you. If you are already
using this system, you are already giving what feels to them like 100%
away. The people who pay you are asking you for that additional 100%, so
there is already so much security for them in that thought process.

What it looks like when it doesn’t work



You will know this trigger needs some help when everyone likes the idea,
but never takes that next step.

If you are allowing people who ask question #1. How can you guarantee
me security with this? We have some work to do. The good news is that
this doesn’t take too much work to implement.

Now that you have literally everything resonating at its fullest potential, it is
time to bring it all home and close the deal. You got them this far, now let’s
get this done! The next chapter is going to help you get from ‘Yes, they
want to work with me’ to ‘Yes, I officially have the client!’.







Trigger #9.
They understand very clearly how to follow through with the purchasing
process and what will happen next.

Ok, here we are! The home stretch!

You did it! You manifested this client! Now, of course we want to allow that
vibration to rise yet still, but with ease, comfort, and an almost accidental
feeling straight through to the finish line.

As obvious as this one feels, I did not hesitate to put it in this book.

As we know, it is almost always that last step, that last mile, or that last
minute where everything seems to fall apart.

We all know Napoleon Hill’s 3 feet from gold analogy. He more specifically
uses it in reference to quitting, but I also use it as a reminder that it isn’t
always about quitting, it is often about simply not going all of the way, or
taking all of the steps - maybe because you simply didn’t realize or
understand that there was more.

Why even bother striking that tuning fork if you aren’t going to make music?
This is where that one tone becomes two - yours and your clients.

What it is
This is a trigger that is so obvious that unless it smacks you in the face, you
won’t even see it.

It is such a simple thing that the importance of it is missed. It is so easy to
implement, and yet even easier to miss.

How it works
What we want to do with this trigger is make it almost painfully easy for
them to convert. When the time comes, it almost feels accidental.



In this chapter I am going to guide you through the closing process.
Everything from the ‘discovery call’ through to how to create a conversion
system for everything from a free offering to an elite program. It is all very
important and individualized.

With this chapter, keep in mind that unlike the other chapters, we are
looking to simplify this concept, not complicate it.

What it looks like when it works
More often than not, a $4,000 client will convert, shake their head, and say
“How did you do that?” I’m just all of a sudden your client! Please tell me
you are going to teach me to convert others like you just did with me.

How I do it
It might be a bit obvious by now, but I start setting up this trigger way back
in chapter one. As soon as someone discovers me I, I like to make sure
that they know where to find me, any time. It is very clear in the way that I
show up, that they can reach out to me any time, about just about anything.

All of the previous triggers lead up to this very important one.

Once we are in the ‘home stretch’ and chatting about how I can help them
even more than I already have, it is time to turn on this trigger in a very
unconventional way.

I have one big secret when it comes to these conversations. Many in the
industry call these ‘discovery calls’. Whatever term you use, the point here
is to see if you and that potential client want to start a journey together that
is committed, fruitful, and powerful.

What is my big secret?

Shut up.



That’s it.

I tell all of my clients that up until now your job is to give, and nurture and
teach your potential clients. Now, is the time for you to shut up, listen, and
hold space for them while they work through this last phase of the process.

I start by asking them what else I can do for them. What would that look
like? What would they like to get out of it? I have them openly visualize the
experience with me.

After I ask these questions I stop talking. No matter what. Stop talking.

If they want to go on and on visualizing for half an hour, so be it.

Do not interrupt them! Again, this is a no-brainer. We know better than to
interrupt - but there is another layer to this. Do not interrupt them under any
circumstance. ESPECIALLY if you agree with them.

I will repeat this again.

If you agree with something a potential client is saying during a discovery
call, do not interrupt them to agree.

How you can do it
This is so important that I’m going to break it down into a hypothetical
scenario for you. First, let’s see how to do it wrong:

You: Ok Potential Client, tell me how you visualize me helping you even
more. How would it look, what do you see us doing? What do you see
happening for you and your life?

Potential Client: Well, I would really like to have more XYZ in my life so
that...



You: Of course! Yes, I can absolutely do that for you! Let me explain how…

Now, let's see how to do it right.

You: Ok Potential Client, tell me how you visualize me helping you even
more. How would it look, what do you see us doing? What do you see
happening for you and your life?

Potential Client: Well, I would really like to have more XYZ in my life so
that 123 is easier, so that I can have more ABC, and I would really like it to
happen in this way instead of that way… (imagine this going on for at least
7 or 8 minutes.

You: Nodding and smiling, maybe taking some notes because it is all so
important.

Potential Client: Finally takes a deep breath and hands the conversation
over to you either by asking a question or simply pausing for a few
seconds.
You: Wow, thank you so much for putting so much thought into this. I can
say that all of this is very doable. Many of my clients come to me feeling a
bit overwhelmed about everything you are feeling, rightfully so, and it is my
job to make this process easier. I am honored to be chosen as your guide
on this journey. When you ideally like to start?

Wooooah! Right? Wooooah!

Interrupting someone to tell them that you agree with them shows them that
you aren’t really ready to listen. You are assuming that you know what they
are saying, and why they want what they are asking for. You aren’t truly
hearing them, but are in fact more concerned with what you want them to
hear - not the other way around.

Give them all of the time and space that they need to fully talk it out in a
way that makes them know in their heart that they are being heard.



What it looks like when it doesn’t work
This trigger isn’t working for you if nobody actually converts. If you are
having chat after chat but nothing actually goes further.

Also, aside from the discovery call, there are a few smaller, but not less
important, things you need to keep in mind. Things like what button do they
actually push to finish the conversion. How do they pay? Is there an
onboarding process? Is everything extraordinarily clear and obvious for
them? How many steps are there to go from, ‘Ok, I’m gonna do this!’ to ‘Ok,
I’m actually doing this now!”? The shorter the distance between these two
phases the better.

Too many clicks, forms, or exchanges will severely dampen your
conversion rate. Have a friend, coach, or mentor take a look at the nuts and
bolts of your conversion process to give you some feedback.

Now, let’s wrap all of this up with something that is by far, hands down, the
most important element of my business and life. Gratitude







Trigger #10.
They feel appreciated.

And here we are. The one trigger that will keep your vibration high, and
allow you to manifest further, faster, and bigger than you ever imagined.

My Spiritual Guide, Elaine Prestigiacomo actually educated me as to how I
use this in my life - I didn’t even realize I was doing it until she pointed it out
to me. But when she explained it to me recently, it made absolute sense.
Now, I know why I love this trigger so much!

It has to do with what she calls Birth Manifesting aka Piggy Back
Manifesting. First, she explained to me that it starts with letting to -
surrendering. But with a sense of freedom rather than weakness.

This trigger does just that. We let go of their vibrations that we helped raise
and send them out into the world feeling loved, appreciated, and well… just
plain better.

You have successfully manifested a ‘bigger picture’ goal, and now it is time
for that picture to keep growing. We do that with the powerful manifestation
tool of appreciation.

What it is
Finally, we made it! I have alluded to this chapter at least 15 times in this
book so far. I am so passionate about this trigger for so many reasons. I am
going to do my best to break down all of the ways this trigger will serve you,
your people, your business, and your relationship with your business in this
last chapter.

As I sit here in the windowsill of my Caribbean villa, I feel a tad bit sad while
I round all of this out for you. It has been a journey, and I hope you enjoyed
it as much as my intention was set forth to do for you.



That’s just the thing. Saying goodbye is a tough one. That’s what makes
this trigger so powerful. You never have to say goodbye!

How it works

When a potential client becomes your client, the fun really begins. Of
course you are going to do beautiful work together, come to appreciate
each other, and grow together. But, what then?

You want to make sure that every single person, not just the paying clients,
feels appreciated by you. Afterall, if it weren’t for them being vulnerable
enough to reach out for your help, you wouldn’t have any proof of value,
your business would not exist, and neither would the proof that you
personally need to keep going, growing, and helping in the unique way that
you do.

What it looks like when it works
Making them feel appreciated is what will put them, their friends, and the
people around them right back at Trigger #1, over and over.

There is one very clear sign that this Trigger is working for you.

Ambassadors. Powerfully happy and loving ambassadors.

These are the people who recommend you to strangers and friends in
equal form. These are the people who band together to share their
appreciation of you. These are the people who go out of their way, with no
obligation or expectation of reciprocation, tout you, your services, and your
business.

How I do it
I make sure that the people who come to me, whether it is a quick question
in Facebook Messenger or my group, or an Elite client, feels appreciated.



After all, them coming to me for help is the exact sign that I need in order to
know that my business has value - that I should keep going and growing!
Following up is by far the most genuine thing you can do to make a person
feel like a person, rather than a dollar sign. Never leave a person hanging.

How you can do it
Of course, a genuine “Thanks so much! I’m here to help!” works great, but
something extra like following up to see if your help served them well,
shouting out about how they are awesome publicly, or any other number of
ways you can think of to simply acknowledge their continued existence in
your world works well.

These things don’t have to be grand gestures, but rather human gestures
that you don’t see much of in the online world (and in lesser and lesser
frequency offline as well.)

What it looks like when it doesn’t work
This trigger is easier to spot when it is working, especially if you have never
employed it before.

If you haven’t intentionally employed this trigger you probably don’t have
much in the way of a reliable referral circulation.

You also most likely have to spend quite a bit of time hunting for people to
help, rather than simply helping those who find you.

Odds are pretty good that your Facebook Group’s growth rate is pretty
much a trickle most of the time.

I am willing to bet that the engagement level in your group is feeling pretty
one-sided as well.Who invited the crickets?

Above all, I am willing to bet that you spend more time spinning your
wheels, trying new things hoping they work, Googling ‘how to grow my



business’, reading blogs, taking course after course, and generally just
running in place.

This one Trigger alone is what keeps my business charged and ready to
go. At no point am I scrambling to find someone - just one person - who
wants my help.

Never will I wake up praying that today is the day that I get a client so I can
pay the rent just in the nick of time.

I will never find myself constantly wracking my brain and working late hours
simply to figure out how to get my name out there.
Most importantly, because of my ambassadors, I will never look at the
people who are more successful than me and think “That’ll never be me,
but damn I wish I could be them”.

I know in my bones, everything is just a matter of time. It has been just
under 1 year at the time of this writing that I have been a business coach in
the online world. In that time, using all of these triggers and especially this
one, I have created a Movement, gotten hundreds of people the help they
need, and given hundreds more people my own help. I have two radio
shows, an Academy, a waitlist for my Elite coaching program, and most
importantly, the time and energy to be with my family and write this and at
least two other books.

Cheers to that! I want this for you.

Epilogue:

I owe you my appreciation for sticking with this with me, supporting me, and
being a member of my journey’s brigade.



To show you my appreciation, I want to give you the tools, insights, and
support you need to actually implement this foundation for yourself.

Everything you could possibly need to make this happen for you is ready
and waiting along with the support, comradery, and giggles you will
undoubtedly adore is waiting for you in the Heartfelt Business Village. If you
are already a member, come let me know what you thought of the book!

Also, this being the foundation of my business, there is obviously more
(quite a bit more). So, ask for more help and keep an eye out for the next
book in this series. “Worthwhile Decisions” - a guide to creating a journey
for your people that actually gets them somewhere.

Cheers darling, you got this, and I am here to help.

Your success is my success, and we can both count on that!

-Jessa Grace
Creator of the Heartfelt Business Model

www.jessagrace.com
https://www.facebook.com/groups/heartfeltmarketing/
Additional Resources:

As promised earlier, I have the Trigger Tracker for everyone. Not only do I
have the tracker for the triggers for you, but included in this bundle is a set
of other trackers for your personal growth, accountability, and marketing
needs as well! There is SO much in this bundle that I also have a training
video for you so you can feel into the full experience of living each day in
full alignment, integrity, and growth! Welcome to my world! Click here to get
yourself organized!

I never take full credit for the manifestation of something that took a team
of believers, mentors, and friends to build.

http://greatergoodinnovations.com/integrity-bundle/
http://greatergoodinnovations.com/integrity-bundle/


I couldn’t and didn’t get where I am today on my own. There are a few key
players that I want to introduce you to - who had (and continue to be) a big
hand in the being and becoming of Jessa Grace as you see her today.

These two coaches, guides, and trailblazing women are my rocks to this
day and I want you to get a taste of their specific brand of magic. They are
offering you these amazing free gifts so that you too may have all of the
tools, wisdom, and vibration necessary to fulfill your dreams in much the
way I did mine. With ease and grace.

1. Dr. Tianna Conte of the Awakening Awareness Academy is gifting
you her Jump Start video. I and my children go through this exercise
often to frame, resolve, and transmute any difficulties we may have
each day so that we know we are honestly stepping into our days
with intention and integrity. Of all of her work, I suggest starting here
and enjoying the rest of your journey with her wisdom, guidance, and
power behind the GPS Code ™.

2. Michele Julian, creator of the Julian Method and her amazing Being
and Becoming Oracle card deck is a dear friend and guide to me. Her
love, support, wisdom, and sanity inducing truths have kept me going
during some of the darkest times in my adult life. Without her
constant energy and love I’m not sure where I’d be right now. She is
an amazing success and energy coach - Being under her tutelage is
an absolutely an elite level experience.

She is gifting you the experience of her Oracle deck for free! Simply click
here to go straight to it!

Finally, if you are looking for deeper dives into not just these triggers, but
other elements of a Heartfelt business here to serve the Greater Good I
urge you to subscribe to the YouTube Channel. There are hours and hours
of additional trainings and resources for you there.

https://yourgpscode.com/spirituality-made-practical/
https://juliangoddesscoaching.com/cards/
https://juliangoddesscoaching.com/cards/
https://www.youtube.com/channel/UCVSBf0mTXRN8h2bw_kF-nfw


Your Success is my Success, so what are we waiting for?

-Jessa Grace
Creator of the Heartfelt Business Model


