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UNCOVER YOUR VALUE
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The more you relate the results your clients get to EVERY aspect of their lives, the more
you'll be able to charge.
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Here's an exercise to help you discover ALL of the ways your clients’ lives
are impacted by your work together.

1. Begin by listing a few of the primary RESULTS your clients get from
working with you. List these in the inner most circle.

2. Next, answer the question: In what way do these results impact my
clients’ finances or money? Write your answers in the next circle.

3. Next, answer this question: In what way do these financial or monetary
results impact my clients’ health and well-being? Write your answers in
the next circle.

4. Now, answer this question: In what way does their health and well-being
impact their family or relationships? Write the answers in the next circle.

5. Finally, answer this question: In what way do my clients’ relationships
impact their future or potential? Write your answers in the outer most
circle.

It's pretty amazing to see just how deeply your clients’ lives are impacted by
your work, isn't it?!
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Uncover Your Cost Circle

Now that you've discovered all of the positive ways your clients benefit from your
programs, products, or services it's time to uncover what the COST is to them in NOT
hiring you.
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In this exercise, start with the inner most circle. Only this time, you're brainstorming
the negative impact — or cost — to your client of not getting the help they need.

1.

Begin by brainstorming several of the most obvious results they stand to lose by
not solving their problem. List these in the inner most circle. Be specific.

Next, brainstorm what, by not achieving those results, the cost is for your clients in
terms of their finances or money.

Next, brainstorm what, by not achieving those financial or monetary results, the
cost is to your clients regarding their health and well-being.

Now, brainstorm what, by experiencing that cost to their health and well-being, the
cost is regarding their family and relationships.

Finally, brainstorm what, by experiencing that cost to their family and relationships,

the cost is regarding their future and their potential.

Is this helping you see how VALUABLE and IMPACTFUL
what you do is for your clients?!
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Create five to ten versions of this sentence using the information you brainstormed in the
previous exercise. Each time, list different features and benefits, and a different set of
answers from the Impact Circle and the Cost Circle.

To powerfully complete this exercise, read each of your five or ten statements out loud.
You're going to feel confident, proud and unstoppable!

The sentence is:

“The (feature) | offer results in (benefits or results), which impacts my clients by (list 1 or 2
of the finances/money, or health/well-being results, etc.) and without this help, what's at
stake for my client is (list one or two costs to your clients).”
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KRISSY LEONARD

eat well. make money. change the world.
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