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Remember when we examined how society tends to vilify the rich and how those beliefs can permeate into 
us? This week, we’re delving deeper into the psychology of wealth. 

WEALTH PSYCHOLOGY

Your beliefs about money may influence: 

 y Your pricing

 y How comfortable you are with growing your business to a certain size

 y The way you collect money from people

MONEY ALLOWS YOU TO BE MORE OF WHAT YOU ALREADY ARE.

1. Financial Comfort Zones

 y There are many people who tell you about financial thresholds (i.e., that business owners hit a limit and 
then get stuck). 

 y Is the limit real or is it psychological? 

 y Once you have the right psychology on board, you won’t be limited by those beliefs.

 y When you dream about your business, what stops you from dreaming bigger? 

 y This is an excellent opportunity to find a business mentor. (You can use the BF Mastermind.) 

Because wealth tends to be vilified in our society as bad or evil, we 
may have a subconscious desire to not be bad or evil 

and therefore hold ourselves back financially. 
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2. Pricing

 y If someone has low self-esteem, or low self-value, they may have a difficult time setting pricing. 

 y How did you set your pricing? Based on competitors? 

 y Instead, think about what your work is worth. 

 y There are elegant ways to increase your prices, but you may be afraid that you will lose business 
because of that. Realize: 

i. You will.

ii. There’s a good chance you will lose some business, 
but there is an interesting formula that you can 
do that says if you raise your pricing by 10% but 
you lose X% of your clientele you will do the same 
amount of revenue, but with less work. 

iii. Find that sweet spot so you know where to put 
your pricing in the marketplace.

iv. Be willing to raise your prices. If your clients 
leave, they’d have left you eventually anyway for 
someone cheaper.

v. Tell your clients in September that sometime in 
January your price is going up by X%, but tell them 
that they personally won’t see that price jump 
until next January.

vi. Another way that you can increase the price is by 
adding even more value.

3. Debt Collection

 y Get over it. It’s uncomfortable, but you need to get over 
it. If someone owes you money, then they owe you 
money, and you need to collect it. 

 y You don’t need to be nasty, but when people have self-
esteem blockage around collecting money, when they are 
afraid, they don’t do it. 

 y Everytime they don’t do it, they build resentment. By 
the time that they do call, they snap or are passive 
aggressive. 

 y It’s best to find a new way to collect money:

i. Back to processes and procedures. 

ii. Send people really nice reminders! Maybe do this a week before it’s due, and the worst-case 
scenario is that you learn their payment will be late. 

iii. If you are going to be late, make a list of people you know you’re going to be late paying and 
send them a nice letter explaining the situation and managing their expectations. 
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Psychologically prepare yourself for the wealth that you can generate as a business owner. Get 
comfortable with charging the right pricing, get comfortable with collecting your debts, get 

comfortable with the idea of significant wealth in your life.

Homework

PART 1

Make a list of the people in your life that you admire most financially.  

1. 

2. 

3. 

4. 

5. 

6. 

7. 

8. 

9. 

10. 

BONUS HOMEWORK

Reach out to them and spend more time with them. Your income as an entrepreneur will roughly be the 
average of the six people you spend the most time with. 



Notes:


