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Dedication
To all the Funnel Hackers at FHL 2021

I am an Entrepreneur. I’m part of the 1% Crazy. 

I wish I could say I’ve accomplished all my business dreams… 

But really I’ve been too afraid .

Afraid for so long, I’ve wondered if I missed my chance.

Fear has intimidated me for years. 

I have tried to act upon different dreams, but Fear always came, and I retreated. 

It’s as if she stole through the back door, slyly looked over her shoulder, and said:

You don’t have what it takes

And then took out my dreams one by one…with a silencer.

Fear has robbed me of courage. Stolen profound joy. 

Thwarted relationships. Hijacked sacred promptings.

Let me suffer the indignity of insecurity again and again.

Fear has left me by the roadside, Bruised, Wanting, and Throbbing with the worst of all pangs—

Regret.

Fear is �erce .

So I’ve decided to become �erce with Fear.

I’ve been too nice. And nice entrepreneurs never changed history.

So I’m falling in love with being the 1% Crazy again. 

For the greatest violence I can muster against Fear… 

is to imagine a life without her.

That’s why I’m going to start before I’m ready.

And I’ve heard I’m not alone.
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B����� �� ����� F����� H������ L���  (FHL) in 2018, I was 

a normal person. I remember spending a lot of time at Target, 

watching Net�ix, and working at a job. You know, normal.

My husband and I had been Associate Pastors for 18 years at a 

church in Washington, DC, ministering to others day in and day 

out. We didn’t make a lot of money after being pastors, so to 

support our family, my husband was Uber driving.

So I didn’t have money to go to FHL, but a friend was going, 

and she offered to buy me a ticket. She even let me share her 

room with her.

I walked into FHL not knowing anything about it. Within the 

�rst few minutes of hearing Russell Brunson speak, I felt like I 

could hear epic music happening in my head! It was like time 

started slowing down—as if I was in a dream.

I saw people walking across the stage, being awarded these 

shiny records that represented making $1 million.

I felt as if I was in an alternate universe like in The Chronicles 

of Narnia, where they step through the wardrobe and �nd 

themselves in this sparkling winter wonderland.

I thought, These are like mythical creatures walking across the stage, 

getting these awards. A million dollars. Is that even real?!

MythicalMeets

Normal
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told us to do, and within three months, I made 

$23K. To me, that $23K might as well have been 

$23 million. To put it in perspective, that was more 

than we were making that whole year.

In the process, I fell in love with high-ticket. I loved 

it so much, I started helping my friends for free! 

And they started having “cash-infusion days” too! 

I still remember talking with my friend Carla (I 

love her so much) who said, “Eileen I just closed 

$200,000 using your Sales Script.” I was like, Come 

again?

So I decided to dedicate my consulting to helping 

businesses with installing the one thing that 

changes everything:

High-Ticket Sales.

I have the privilege of sharing this message all 

over the internet, and I have even spoken on stage 

with some of my mentors, such as Russell Brunson 

and Myron Golden, who have revolutionized and 

catapulted our business into the millions.

And now I have the privilege of teaching it to you!

It’s called the ONE DAY CASH MACHINE.

These mythical creatures even had their own 

language! They would say things like “my offer” 

and “funnel” and “value ladder.” They even had 

acronyms like OTO, LTV, and CPL. I had no idea 

what was going on, but I was 100% in. I wanted 

one of those shiny records!

And it captured me. It raptured me. I couldn’t 

shake it. What would $1 million do for our lives? 

I pictured my husband quitting his Uber driving, 

buying my kids actual nice presents for their 

birthdays, and maybe even moving into a house 

one day.

I was ClickFunnels-crazypants excited. I drank the 

Kool-Aid. When Russell Brunson made the offer, I 

was ready to buy. I only had $400 in my checking 

account, but I had a credit card.

I didn’t have a ClickFunnels account, I had no 

idea what kind of offer I could sell, but I called 

my husband, told him I was signing up, and then 

before he could ask any questions I said, “It’s 

totally going to be ok. Talk soon, bye!”

That gave me a very �nite time to �gure this out 

before those payments on the card were due. I 

followed exactly what Russell and all the coaches 
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– Kaci Brown, CEO of Amplify My Impact
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workshop attendees in the eyes and knew the 

impact it would have on their own vision for the 

future. It hit me like a bolt of lightning, I was in 

complete shock. Our offer was powerful, unique, 

and absolutely valuable.

So many people said, “I’m in! Let’s go!” I was 

feeling all the emotions…nervous, excited, but 

above all bold clarity of mission and committed to 

serve.

Right out of the gate, �ve students signed up for 

my $10K program. Everyone who came through 

the program has said, “Thank you for treating us like 

a human. Thank you for being there.This has completely 

changed my life and business.” It has been complete 

and utter joy.

That’s the beautiful thing about premium offers—

you have the time and the space to really serve. 

You get to go deep with people.

If you are on the fence about high-ticket, I would 

love to say that I wish I would have �gured this 

out sooner. I spent years resisting it because of 

the label I had given it—what I didn’t want it to 

be instead of realizing how powerful it was going 

to be. If you choose it, it contains the power of 

rede�ning an industry.

I just want to say thank you to Joe & Eileen. Thank 

you for being that voice in the wilderness. It was 

refreshing for me to �nd somebody who stood in 

integrity.

I 
�� ���������� ���������  to the traditional 

form of high-ticket. I struggled with the stigma 

of it for years! I associated it with “It’s just about 

money. It’s not about actually helping people with 

the tools they need to succeed.”

But in my own business, I was burning 

out, drowning, and in a constant state 

of stress, trying to �gure things out! I 

started seeing how much I needed to 

be wildly cash �ow positive to make the 

impact I wanted to make.

The minute I realized I could do a 

high-ticket offer my way—and serve 

people with incredible care—I held 

the vision that my company could be 

a refreshing option in the industry. 

I saw it wasn’t about me anymore. 

I needed to stand in the gap for 

others and help prevent them from 

investing in the wrong programs!

I was so nervous making my offer 

to my �rst live event attendees. I 

was Voxing back and forth with 

Eileen about my offer and upcoming 

workshop and she said, “You know 

what you have here? You have a one-

hour cash machine! Mine is one day, 

but yours is one hour!”

I still didn’t fully realize I had a $10,000 

offer until I was literally looking my 
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It was janky. Super janky. When I played it back, my 

audio was all weird, my lighting was terrible, and 

I had an eyelash situation that was like code-red, 

911, level 10 in need of help.

I put the button below it, sent it out online with 

lots of prayer, and to my amazement … people 

started booking calls. Then I was like, Oh dear Lord, 

what do I say to them?

On the phone, the client didn’t blink an eye. She 

said, “I’m in.”

Inside I was shouting: You are?!!

But I was like, Be cool, Eileen. BE COOL.

And you know what?

She wasn’t the only one…

One by one, call after call, people were actually 

buying my thing!

I ���������� �
�  One Day Cash Machine by 

complete accident.

I was practicing what Russell was teaching, and he 

described selling a course for $997 off of a webinar. 

The only problem was—

I was totally scared out of my mind, and I didn’t 

believe anyone would pay me $997 for the 

knowledge in my brain.

So I asked a mentor, and she said, “Oh! If you’re 

just getting started, put a button at the bottom of 

a video and invite people to book a call. Talk to 

them, ask them what they want, take lots of notes, 

and give them a cool discount on your course!”

Nervous and super-scaredy-pants, I put together an 

offer that was $297.

I went to my window, took out my phone, and 

�lmed a super short video (two minutes and 38 

seconds). There was only one problem.

Machine

One Day

Cash
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I started showing my clients how to make THEIR 

janky video, set it up, and close calls, all in the 

same day. Isn’t that crazypants?

It’s funny, but janky videos crush the game!

My partner Joe and I now have the privilege of 

helping our premium clients setup their ‘One 

Day Cash Machine’. Our $55K VIP Day offer has 

produced an average increase of $291,383 in top-

line revenue per client within the �rst six months.

Here’s the bottom line:

A high-ticket offer is the fastest way to income and 

impact.

There isn’t a more elegant method to change 

people’s lives and the lives of your family than 

high-ticket sales.

In the next section, you’ll discover why.

Not only that, but they started getting results and 

testimonials kept pouring in, so I decided to be 

wild and crazy and lift the price to $997.

We were having such a good time, and the clients 

were getting more results, so I kept raising the 

price …

$1997 …

$2997 …

$4997 …

$6997 …

for my faith-based, Christian life-coaching 

program!

I was astounded.

When I made $18,000 in one week, I knew I was 

onto something.

—Dan Kennedy

“Fears about money inhibit your 
wealth attraction powers.   Absence 
of fears about money releases your 
full wealth attraction power.”
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which is actually the fun part for me. I realized my 

expertise and level of success in my �eld gave me a 

huge advantage and I love blowing people’s minds 

with what I can offer them.

With a stack and a PowerPoint, I did my �rst live 

webinar: “How You Can Become a New York Times 

Bestselling Author—Without Chasing Agents, 

Taking Forever, or Getting Lost in the Publishing 

Process.” It was a complete nightmare for me. I 

had 100 registrants, and I hadn’t built my course 

yet! I have a background in commercial acting 

and I was a SiriusXM Radio co-host, so this should 

have been easy, but I was so nervous! I fumbled 

through it and got three calls booked and closed 

my �rst sale at $3,495 the next day. That client was 

so grateful she literally cried on the phone! (Just 

as Eileen told me would happen.) She was a �rst-

time author and took my course, �nishing her �rst 

draft in just nine weeks. Her book became a #1 

bestseller in her category of pain management!

Since then, I’ve been hooked on making people’s 

publishing dreams come true! For me, writing is 

easy and fun, so I teach my clients my methods so 

it is easy and fun for them, too! I’ve also expanded 

services and roped my husband into the business. 

He’s a creative director, so we built a 

full-service publishing company 

with global distribution. We now 

offer end-to-end writing, pub-

lishing, and marketing services. 

We are so glad we went high-tick-

et! It has literally transformed our 

lives as we transform others.

W
�� I ����� �������  about going “high-ticket,” 

I was just learning about becoming a coach. I spent 

the previous 20 years as a ghostwriter for New York 

Times bestselling authors, so coaching was quite 

a pivot. I knew I could charge top dollar to write 

a book FOR my clients, but I had no idea what to 

charge for telling people HOW to write a book 

themselves.

As my amazing coach, Eileen Wilder explained, 

“People who pay, pay attention.” I knew she was 

exactly right. I considered my own course-buying 

habits and what I had purchased and never 

completed. Still, it was clear to me that there is 

a huge difference between offering information 

and offering transformation. I wanted to offer 

transformation and give my clients results! In 

order to do that, and serve my clients at the 

highest level, I had to be live and available to them. 

With a high-ticket offer, I could take fewer clients 

and offer a more personalized experience to help 

my clients get the result they were after.

Eileen also brought up the point that people trade 

money for time. If I could save my clients time, 

they would see more value and be willing to pay 

more money. That made sense to me since I was 

already doing that as a ghostwriter. My ghostwriting 

clients were very busy, very in�uential people and 

they paid a premium for my high-touch services. 

They paid for exclusive access to me and valued my 

services because it saved them time and got them 

results at the highest level.

Finally, Eileen taught me how to build my stack 

and bring TONS of value to my coaching clients, 

“Eileen taught me how to build my stack and bring 
TONS of value to my coaching clients”



�

Joanna Hunt-Boyer, 
Founder & CEO of 

Publish & GO



�� � � �  � ��  � � � �  � �� � � � �

10“Grace 
will 
take you 
places 
hustling 
can’t.”

—Liz 
Gilbert
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Sales
High-Ticketof

Commandments10
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I ���� � �����  in a crazy-good book called You2 

about a �y that was stuck behind a window.

It was a �urry of frantic, frenetic energy, 

desperately �ghting against the windowpane, 

struggling to get outside. It wanted to be free, and 

it was trying everything…

While ten feet away, with just a few seconds of 

�ight—an open door was awaiting the �y, leading 

to unrivaled freedom.

I wonder, how many times do you �nd yourself 

thinking that working harder equals wealth? Or 

thinking, If I just do all the right things, earning it 

through years of effort…

Harder
Trying

Stop1
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actually in both spots at once. In one mind-

boggling action, suddenly out of nowhere, the 

particle skipped “taking a straight line over time” 

and “following all the steps…”

And appeared to explosively leap to a different level.

Without explanation. Or apparent effort.

Isn’t that exciting?! This scienti�c principle applies 

to you as an entrepreneur.

What if you could just skip levels? What if your 

business could suddenly take a quantum leap?

To others, it will feel as if you were always at that 

level. But they don’t realize you had faith…that 

unforeseen promotions were possible, and that 

new levels didn’t require more effort.

But…

More relaxation.

More awareness.

More awakening to the fact that:

 If I just stop �apping my wings so much,

 I’ll see the open door of in�nite possibilities.

The only prerequisite?

Quit trying harder.

I’ll �nally hit $1M? or $20M? or $1B?

But what if wealth didn’t come from more effort, 

more energy, more long hours…but wealth came 

from a few short moves?

Moves of sudden grace.

Too often, we think in terms of incremental 

growth. Slow addition. Putting in the hard yards to 

get the ball down the �eld.

Experts like to say, “You gotta hustle!” They preach 

you need a hit podcast, a YouTube channel that 

has 9 million subscribers, an Instagram account 

with a blue check…

But what if you didn’t?

And what if all that stuff was silly to do without a 

high-ticket offer?

What if all that was just a lot of work?

And what if, instead of making sales…

all you’re doing is just adding to the noise.

I read about a term in science called a quantum 

leap. Physicists have found that the particles that 

were in one spot could suddenly jump to a totally 

different physical spot—instantaneously.

Sometimes, it can appear as if the particle is 

The original Hebrew root of “Be Still” doesn’t mean “Be Quiet.”
It means, “Let Go.” Psalm 46:10 means “Let go and know 

that I am God.”
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– Alice Crider, Author Coach 
of Write Concepts, LLC
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If people said no, I would simply move on and do something 

else. After coaching from Eileen, I decided to go for it. Within 

two weeks, I �lled up my mastermind and made $85,000!

 I �gured I had 
   nothing to lose by 
making my offer.

B����� ��������  my high-ticket offer, I thought nobody 

would EVER pay that much for my program. I had doubts that I 

could provide enough value for people to pay what I was asking. 

To overcome that hurdle,
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Often, in sales, we spend more time focusing on 

the price, prejudging IF someone’s going to pay it 

or not. What we don’t realize is that people want a 

solution, and they will pay more if you can get them 

the result. 

The more I’m around great coaches and the right 

language—the more I have the mindset to charge 

more. I have the certainty to charge, the certainty 

I’ll get my clients results. Thanks to Eileen & Joe, 

they helped me make $150,000 in one day with a 

4-hour masterclass!

– Marvin Mitchell, President of 
Compass Retirement Solutions

on the outcome
they buy based
based on price,

people don’t buy

T
� 	������ �
��� ��� ��  in going high-ticket was 

realizing that



��� � � � � �  � � � � � �



�� � � �  � ��  � � � �  � �� � � � �

S������ ��� �
� �������  about what you believe 

is possible. Not forever, just for a few moments. 

Simply pause the narrative in your mind about 

what is typical.

Typical in your niche. Typical in your audience. 

Typical in your bank account.

While you’re at it, throw away everything that 

you have believed and what you think you’ve 

“researched” inside of your market. 

Ignore the clamor of commodity markets. We are 

going into uncharted territory. It’s a land �owing 

Borrow My Belief

”

Your internal 
insecurity is not 
market reality.

– Brendan Burchard

“

2
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S���� S����� N���� T��:  If people buy 

because they feel like buying, then making 

your high-ticket offer sound super irresistible 

is extremely important. Your offer may be 

the most amazing thing in the world for your 

client, but if you don’t use your copy and 

presentation to awaken their desire to buy, 

they’ll never know…and they’ll never buy!

What I’ve learned is that my old thinking—

Christians can’t afford my thing—was just a story I was 

telling myself. 

The story I replaced it with?

People need what I have to offer. They can’t wait to buy 

from me.

As soon as they hear this offer, they’re going to run to buy 

it!

And if you aren’t quite there, yet?

No need to believe anything. Borrow my belief! 

There are billions of buyers in the world.

Millions who need your thing.

Hundreds of thousands who are willing and able to 

pay a premium to get your expertise.

There is no lack of premium buyers.

But if you don’t have a premium offer, you’ll never 

reach them!

with premium buyers and in�nite possibilities.

When I jumped into entrepreneurship, I was a 

pastor. So I �gured I could start with a Christian 

life-coaching offer. Only one problem: I believed 

Christians were broke!

My mentality was that people who are Christians 

will not pay thousands of dollars for anything. 

They barely pay for books! And they think that’s a 

huge investment. They’re not going to pay $1K. 

One day, when talking with my mentor, Myron 

Golden, he said, “Oh, that’s easy. Can I coach you 

for a moment?”

Um, absolutely, I thought. 

He said, “People don’t buy what they can afford. 

They buy what they want! People buy for one 

reason and one reason only, they buy because they 

feel like buying.” 

This is true, and this is true even if it’s expensive.

Cars, luxury purchases, computers, gear, you name 

it! If they want it, they will �gure out how to pay 

for it. Even if people have to go borrow the money, 

understand this:

Internal buying pressure causes external purchases.

If you reveal the value inside your offer, people 

can’t help but buy!

Like call-their-grandma, visit-nine-banks, forgo-

home-renovations, make-it-happen kind of buying 

… 

It doesn’t matter what your niche is. Why? Because 

there are people in your niche. And people buy for 

one reason and one reason only:

Because they feel like buying.
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Better customers, fewer refunds, and better testimonials. Going 

high-ticket just makes you a happier business owner.

– Allen Sama, 
Head Trader OptionGenius

the more I charge, 
the more “serious” 

the clients are

W
�� I ����� 
����  about high-ticket I thought, I don’t want to 

charge high-ticket, I want to HELP people, I don’t want to rip them off!

We had a $997 webinar, but with rising ads costs, we were having a 

hard time making our numbers work with cold traf�c.  An expert 

explained to me that if I didn’t raise my prices, I  might go out of 

business.

We took the same $997 webinar material, added more support, 

and started charging $5,000. With the higher pro�t margin, our 

ads started performing, and we started selling more.

When I jumped into Eileen’s training, she said, “You’ve got to 

charge at least $10,000.”

I said, “Oh no, they’re not going to pay that much!  Okay, �ne. I’ll 

raise my price to $6,000.”

At my �rst live event (and �rst time talking live i n front of people 

ever) we brought in $180,000! The funny thing is, I left over 

$40,000 on the table. If I had just raised my price to $10K, like 

Eileen said, I more than likely would have hit my � rst $200K day.

The coolest thing I keep �nding is,



�� � � �  � ��  � � � �  � �� � � � �

and it wouldn’t have happened without Eileen’s 

program.

– Rachel Pops, 
Founder & CEO of Rachel Pops Coaching 

Certi�ed Success & Relationship Coach with 
Covenant Academy & Destiny Global

It was such 
a mind 
shift for us,

B����� 
������ 
��
 E�����  I was making about 

$250/month. After hearing about high-ticket, it 

blew my mind that I could just literally decide to be 

“one of those people” and be one of those people!

So I went for it and made an offer online before 

everything was done, I didn’t have a website or a 

funnel—and I made a $4,000 sale and then a $5,600 

sale! It was so amazing!

Business blew up, and my husband got to quit his 

job of 20 years. Now we get to be home with our six 

kids—while only working one day a week.
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O��������� ������������� ���  this question: 

How much is my offer worth?

This is the wrong question. Instead ask: How much is 

this result worth to my client?

For instance, if you are in the health market think: 

If I could lower a person’s blood pressure and get them off 

medication in 60 days or less, how much is that result 

worth to my clients?

People’s health is everything! That’s worth far more 

than a $47 e-book.

Charge the 
  Worth of 
   the Result3
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How much is this result worth to my clients?

Or, perhaps you’re in the wealth space, you have a 

program that can help somebody become an author 

and use that book to grow their business.

How much is that worth to the person who’s been 

sitting on top of their book idea for nineteen-and-

a-half years…beating themselves up every year that 

they haven’t gotten it done? That is worth a lot.

Don’t look at what the market says that it is worth. 

You want to ask:

That client may live 10 more years because of your 

work. Can you even put a price on that?

Or, let’s say you’re in the relationship market and 

are helping single people �nd the love of their lif e, 

how much is that actually worth to your client?

You are offering someone a life change that could 

affect the rest of their life, their children’s liv es, and 

all their future legacies.

That’s not a $997 offer. That’s invaluable.

”

There is no strategic bene�t to 
being the second cheapest in the 

marketplace, but there is for 
being the most expensive.

– Dan Kennedy

“
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The shift came in believing that someone would pay that 

amount and that it was worth it. 

Within just a few short months I made $45,000 selling to a 

small number of people! Currently, I’m working on going for 

$1,000,000, and I know that’s totally possible with high-ticket.

– Khalea Cooper, 
Khalea Cooper LLC, Christian Dating Coach

 I was charging 
$500 for my 
program, and 
now I have a 
$10,000 program.

M� 	������ ����  going high-ticket was that people were 

not going to pay a high price—and that they might even be 

offended. I was struggling mentally to sell my program for 

$500! 

What shifted for me was really understanding that the value I’m 

providing is SO much greater than someone’s money. If I’m 

able to change someone’s LIFE—then that is worth being paid 

a high amount. 

In the beginning
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– Hannah Marsh, Founder & CEO 
of  Piccadilly Creative

and made $11K in sales. I’m blown away! I’m so excited!

In six weeks, 
I doubled my 

monthly income 

I ����� ����� �����������  my own value and what I had to 

offer. I can’t tell you how long I spent adding the word “JUST” 

in front of everything: I “just” make things pretty…I “just” like 

working with creatives and telling stories…It took sitting down 

with Eileen and seeing I had to go PRO in my own head.
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4Price Your

Like a
Offer

Pro
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Y�� 
��� ������ ���	�  in your ideal client if your 

offer is priced low.

High-paying clients do not trust low-ticket offers.

Conversely, they are reassured when they see an 

expensive service or program price.

Let me give you an example:

Let’s say I need laser eye surgery. If you tell me 

you’re going to do laser surgery for $497, I would 

think you are not legit and don’t know what you’re 

doing. You are about to beam lasers into my eyes! I 

want you to charge me thousands of dollars!

In fact, if you show me a big price tag, it will bring 

me great comfort because then I will instantly 

perceive that you know what you are doing.

Your price speaks. It speaks to how good you are. 

Your price is what people use to assign value to what 

you do. They don’t have another way! Their brain 

sees your price and puts you in a category.

There are two categories: Amateur and Professional.

Do you want your clients to feel calm and reassured 

that you know what you’re doing?

Charge them a high price.
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I �
��� ��� �� �
��� 
���  two signi�cant factors 

in why I decided to go high-ticket. The �rst was 

to be of greater service to my clients…to radically 

TRANSFORM their lives as opposed to putting a 

Band-Aid on their situation. To do this required 

more of both me and them, in terms of time and 

investment.

The second reason is that when people make a 

signi�cant investment of money they go “all in” 

on getting the result! Therefore, I knew my high-

ticket clients would be successful before we even 

began working together. I knew this because I have 

been that high-ticket client and it changed how I 

approached the work as a client.

The 
commitment 

is 100%!

– Kelly Hopkins, Founder & CEO of 
Soul Exploration �rough Art
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A ��
 ����� ��� , the thought of high-ticket sent 

me straight into a mindset tailspin … I struggled 

with all the familiar “Who do you think you are?!” 

and “You don’t have enough value!” thoughts, 

money mindset issues, feeling unworthy … It even 

felt greedy to ask for that much money. Logically, 

I knew I had a TON of value that would be worth 

thousands to the right person, but I struggled to 

get past those thoughts.

When I �nally took the leap, I started at the low 

end, selling a 6-week 1:1 program for $297. With 

each YES to my program, I continued to raise the 

price up to $1997. The best part was that

the more I charged, 
the better 
the results my 
clients achieved.

That month I had my �rst $10K month, which was 

life-changing for us!

– Emily Long, 
Founder of Wake Up Wonder Woman
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Stop

Wasting
Your Client’s

Time5



��� � � � � �  � � � � � �

M��� �����, 
� �
���  we are helping people by 

creating lots of offers with low-ticket options. A $7 

e-book, a $97 membership, a $997 do-it-yourself 

course.

What we don’t realize is that in many ways, we are 

delaying the client’s breakthrough.

Why?

They won’t be committed. They may not do the 

homework. In fact, they may never open up your 

resource!

If we’re being super honest, you’re just wasting 

their time. Where you are really going to change 

their life is in a high-touch, transformative 

program, where a real person is walking them 

through the steps. 

What you do speaks so 
loudly that I cannot 
hear what you say.

– Anonymous

“

”
When you and I are delaying that experience for 

our clients, in many ways, we are doing a disservice 

to them and not valuing their time. 

Premium buyers love it when you cut to the chase.

For instance, say you are a high-ticket buyer and 

you walked into a Louis Vuitton store to buy 

luggage. If the representative on the �oor started 

wasting your time by showing you keychains, 

small handbags, and perfume…wouldn’t you be 

annoyed?

This is how our fancy funnels feel to high-ticket 

buyers.

Stop delaying their breakthrough.

Stop wasting their time.
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– Danielle Goeppart, Founder & 
CEO of  �e Risen Entrepreneur

I am now 
a more 
courageous 
woman after 
knowing her!

B����� 
��
-������ , I was selling my most 

expensive item: a $97 course. I felt like I was a 

fraud for charging so much. 

I felt like I was a fraud because I thought I was 

“taking” something away from my customer. I 

had a hard time believing what I had to offer was 

valuable. 

Eileen helped me to start seeing my offer as an act 

of service and an answer to a real problem that my 

customer had. As I did that, my “fraud” feelings 

started melting away. 

I started relaxing, knowing I wasn’t doing 

something “to them” (manipulating them to buy), 

but rather walking together with them, offering 

them the wisdom, knowledge, and experience I 

have—fast-tracking them to what it is they want. 

I began feeling con�dent about selling at $3,000. 

When I made my �rst sale, I almost couldn’t 

believe it! My client didn’t even bat an eye. 

I’m incredibly thankful for Eileen and what she 

has helped me accomplish.
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M��� ����� 
� �
���  the lower the price, the 

more people we can impact. But have you ever 

noticed that the less you pay for something, the 

less attention it gets?

You think, I’ll get to it later. When I have free time, I’ll 

dive into that product.

Too often, the “Self-Help” products we buy become 

“Shelf-Help.”

We don’t mean to! It’s just human nature.

However, when clients are investing at a premium 

price…

6It’s 
Not About

You
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They show up committed.

They show up to your class.

They are going to do what you’re asking them to 

do.

They do the homework!

I love how Russell Brunson says it: “People who pay, 

pay attention.”

And how the Scripture puts it: “For where your 

treasure is, there your heart will be also.”

You want crazypants client commitment? Ask for a 

lot of money.

Consider this:

You are enabling dysfunction when you charge a 

low price. It’s a deadly cycle perpetuated by:

• low-consumption of the training…

• believing that if they can’t afford it, no one else 

can either…

• not getting results because they didn’t take 

enough action…

• thinking something is wrong with them–and that’s 

why it’s not working.

Nothing is wrong with them! They just didn’t pay 

enough! Charging more isn’t about you—it’s about 

them.

If you only have low-priced products, you might as 

well hang a sign out of your virtual door that says: 

Stay stuck. I don’t care if you get results.

Why? Because your clients aren’t investing enough 

to even bother to put the coaching call on their 

calendar!

It goes back to this: “What is actually in the best 

interest of my client?”

Allow your clients to show up crazypants 

committed by charging high-ticket.

It’s not about you.
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B����� I ������� 
������ 
��
 E����� , I used to HATE 

SELLING. I actually cried with Eileen on the phone, “I don’t 

want to sell. I just don’t want to do it!”

One thing that really inspired me to actually want to charge 

more, was that when you charge more you actually get to 

SERVE people at a really high level. And it is a lot more fun, 

a lot more impactful. I 100% love hanging out with my high-

ticket clients, it is one of the greatest pleasures in my life!

I went from hating selling to hosting three virtual events this 

year, selling my incredible high-ticket offer. I made $640,000 

just at those events serving the people I love!”

selling is serving,
selling is good

and selling is love!

– Kiana Danial, 
CEO of Invest Diva
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M��� �� ��� �������’  favorite aspect of High-

Ticket is being able to serve their clients at the 

highest level.

You are supporting them on all different levels. 

You can take them out to dinner, go to fancy places, 

and provide support so they get results faster. It 

feels so good seeing their success!

With high-ticket, you get fewer people in and you 

can really, really care for them. 

And now that somebody is paying you what you’re 

actually worth, you are really showing up for them! 

7  Serve Them 
 at the Highest 
Level
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You are excited. You are pumped. Energized 

to curate powerful experiences that will deliver 

maximized results.

If you sell low-ticket, you’re going to get a lot of 

sales. Sales are awesome, but guess what? It means 

a lot more people to take care of. You may have to 

hire customer service representatives to take care 

of people having issues with logging in, getting 

their orders, or getting refunds. 

Do you know how much work it is to manage a 

staff? If you don’t, ask somebody who’s managing a 

large staff.

With high-ticket, you can run your business with a 

small, lean team. And a small team plus luxurious 

client experiences means you get to have more 

fun!

I am so grateful for my life. I wake up each day 

with so much to look forward to. Since I started 

launching high-ticket, I regularly walk around and 

think, I can’t believe that this is my life. 

I get to be with my kids. I have a small client list of 

people and I get to spend a lot of time with them. 

I make huge income goals. It is less work and less 

stress.

I just love everything a little bit more.

And now that I live in this Narnia-like funnel-

hacking world, I almost forget what it’s like to live 

an ordinary life and be a normal person. 

You live as if you were destined to live forever, 
no thought of your frailty ever enters your head, 
of how much time has already gone by you take 
no heed. You squander time as if you drew from 
a full and abundant supply, though all the while 
that day which you bestow on some person or 
thing is perhaps your last.

—Lucius Anneaus Seneca
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W
�� I ����� ����������  plugging into high-ticket, 

a lightbulb went off about raising my prices. I thought,

I can’t truly deliver the value. I’m not invested and 

they’re not invested. 

Once I understood the integrity of sales and how to 

really stand behind what I was doing, I presented my 

very �rst high-ticket offer from stage with 200 people 

and did $200,000 in sales! Unbelievable. 

with low-ticket, 
I can’t help the
people at the

level I want to 
help them

– Hannah Keeley, 
CEO Team Keeley, LLC
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– Eric �ayne , 
Founder & CEO of Cinema Mastery

I set up my �rst high-ticket program and started 

getting calls booked with my audience. On one 

of my very �rst calls, I landed my �rst high-ticket 

client! Not only did I get paid, but in just a few 

months my client made back more than 10X the 

cost of the program. 

That was when I knew that mastering high-ticket 

selling was crucial. I’ve sold a LOT of low-ticket 

products, but my high-ticket programs are still the 

major pro�t center of my business.

So I decided 
to go all in

F�� � ���� ����  I avoided high-ticket because 

I thought my market didn’t have the money. I’m 

in a market where people are known for being 

“cheap” or trying to get the most bang for their 

buck. I was worried that people would be mad at 

me for charging so much. 

And then one of my mentors explained to me 

that the best thing I could do for my clients was 

to charge them more because that �nancial 

commitment would actually cause them to get 

better results. And he reassured me that people 

do in fact have the money, and it was wrong of me 

to assume they didn’t.
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R��
� 	����� I ��������  in my �rst 

premium program, I came across a story about 

philanthropist W. Clement Stone. Now, if you 

haven’t heard of him, he was an American 

businessman with an iconic rags-to-riches story. 

He founded Success Unlimited magazine, and 

he mentored Og Mandino, the author of the 

bestselling novel The Greatest Salesman in the World.

Stone fascinated me because he gave over $275 

million to charity and was once quoted as saying, 

“All I want to do is change the world.” In the story 

that I read, Stone had come upon a self-starter 

8Do It Now

As we are liberated 
from our own fear, our 
presence automatically 

liberates others.
– Nelson Mandela

“

”
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phrase that he believed was responsible for his 

wealth, and the phrase was this:

“Do it now.”

He made himself say it 100 times a day.

Do it now. Do it now. Do it now. Do it now. Do it now. 

In fact, if you worked for W. Clement Stone, you 

also had to say this phrase 100 times a day! He 

made you. 

He had it on posters and notes all over his of�ces, 

and his employees went around the of�ce, saying: 

“Do it now! Do it now. Do it now. Do it now.”

I read that he had an apartment on a super high 

�oor, and he would force himself to say it 100 

times before the elevator hit �oor number one. 

Every day.

W. Clement Stone understood that the number 

one enemy you and I have to overcome as 

entrepreneurs is this: 

Procrastination.

He understood that the greatest enemy of wealth 

isn’t a mindset issue. It isn’t wealth or resources. It 

isn’t upbringing or circumstances.

It’s delay.

I love this quote by Napoleon Hill: “Successful 

people make decisions quickly and change them 

very slowly. Unsuccessful people make decisions 

very slowly and change them often and quickly.”

 

And in the words of Michael Hyatt, “Excessive 

planning is just a fancy way to procrastinate.” 

I like to say it like this: 

Procrastination is the assassination of your 

destination.

Procrastination is the number one thing that you 

and I will be tempted by when launching high-

ticket offers, and that delay will withhold our 

wealth from coming to us.

You must take fast, imperfect action because delay 

is a characteristic of poor people.

Do it now.
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– Kinsey Machos, 
Marketing Strategist, Captivate & Close
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T
� 	������ 	�����
����
   I had when shifting to high-

ticket offers was that I could accelerate my income and impact 

by simply raising my prices and speaking to an elevated version 

of my ideal client. 

Because I learned that the dreamiest of my dream clients were 

looking for premium, high-touch services—not the passive, do-

it-yourself type of support that low-ticket offers are known for. 

Once I implemented what Eileen taught me, I was able to shift

I’ll never forget when I told my husband I made $21K in 24 

hours. What?!

Premium buyers are literally everywhere! It’s just a matter of 

stepping into your niche more powerfully and claiming the 

value of the transformation you have to offer them.

from 5-�gure 
months to 

5-�gure DAYS!
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9 Stop

Playing

Game
the “Make Money Slow”
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H�
 ���� 
���� �� 	�  if instead of the “make 

money slow” game, you got a cash infusion into 

your business? 

Wouldn’t that be fun? You could hire a rockstar 

team member, scale your ads more quickly, or 

maybe enable your husband to stop Uber-driving. 

The sky’s the limit.

Here’s how it works:

#1. The prospect clicks on an ad. 

#2. They watch your video presentation. 

#3. They book a call with you. 

#4. They sign up for your program. 

#5. They pay you to become your client.

We spend about $100 on Facebook ads to get 

somebody on the phone to watch a presentation.

So let’s just say you took �ve calls and only 1 in 5 

joined your program. (That’s a 20% close rate. So 

we are assuming you’re really doing a horrible job 

on the phone.)

So if you’re really bad at this, that means you 

spend $500 to make $5,000.

What if you gave me $500, and I could give you 

back $5,000? Would you take that deal? 

Recap: You speak to �ve people and you make 

$5,000.

Here’s the super cool part:

You would need 20 sales to make $100,000.

200 sales to make $1,000,000.

Would you be willing to talk to 200 people to make a 

million dollars?

I believe you would! Could you imagine closing 

your 200th sale, and telling your signi�cant other, 

“Babe, I just hit $1M!”?? I mean that’s a good day, 

right?

Can you do this?

You totally can do this! 

You will hit your income goals faster with a high-

ticket, high-velocity cash infusion.
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O��� I ����������  that it was about the SAME 

amount of work selling a $2,500 product as it would 

be to sell a $25K one…I got it!

With a lower ticket product, some people might say 

“Oh, maybe it’s a good program or maybe it’s not… ”

But when you have the con�dence to charge 

$25,000 for a program, the clients are so much 

more committed to their own success, and

It’s actually much easier to sell and deliver high-

ticket. I made almost $200,000 in one day earlier 

this year selling my ticket offer!

– Blair �ielemier , 
Founder & CEO of  Pharmapreneur Academy

that level of 
investment 

inherently gets
better results.



�� � � �  � ��  � � � �  � �� � � � �

– Ralph Cochran, 
President of Turley Talks

 It was a big “Aha!” moment. We put an incredible offer before 

them, and 35 applications rolled in for our $30K program.

we weren’t just 
leading a YouTube 

channel or a 
podcast—we were 

leading a movement

W
�� I ����� E�����  what kind of high-ticket offer our 

audience would love, she inquired about our incredible show 

host Dr. Steve Turley. I told her they loved Dr. Steve. She said, 

“Oh! People love paying for proximity to power!” 

When she said that, a light bulb immediately went off. People 

would pay for an offer with greater access to Dr. Steve! When 

we did our virtual event, our audience became almost fanatical, 

passionately asking, “What can we do to �ght back?” 

Right then, I saw
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10
Divorce

Yourself
from the Outcome
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W
�� ������ ��� ��������  in high-ticket sales, 

I’ll get a call and it will sound like this:

“I’m freaking out. I’m on the �oor. I’m sweating. 

I’m kind of hyperventilating. I’m having trouble 

functioning. I am terri�ed about making the offer.”

And what I say to them is this: “Divorce yourself 

from the outcome.”

What do I mean by that?

I’m not saying don’t expect great things.

I’m not saying don’t imagine great results.

What I’m saying is detach from your need for 

literally anything to happen.

Nothing needs to happen.

Nobody needs to buy anything.

Nobody needs to tell you their life was changed on 

the call.

There is no need for anything to happen. When 

you divorce yourself from the outcome, it enables 

you to come from a posture of service.

Think to yourself:

I want to do nothing but love these people.

I want to do nothing but pour out information that 

will help them in their life.

Whether they take action or don’t take action, I’m 

�ne.

Because all I want to do is serve.

Whether they buy or they don’t buy, you don’t 

need anything to happen. You’re good.

Yes, you may need to make a sale to make money, 

but you don’t need that sale.

You don’t need anything that bad.

Divorce yourself from the outcome.
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B����� I ��� E����� , I didn’t think that I had 

what it took to build a wildly successful business. But 

she made it so easy and helped me tap into a level of 

con�dence that I didn’t know I had. 

After working with her for one month, I 4X’d my 

sales and changed the trajectory of my business. I 

am making more money and impacting more lives 

than ever before!

– Angela Lynne, 
Founder of Angela Aja Coaching, 

Transformational Life Coach, 
Best Selling Author, Pastor

I simply 
followed her 
high-ticket 

model and my 
life changed 

forever…
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Permission
You have
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This is your permission slip.

Create what you alone can create.

Infuse it with your voice.

Your essence.

Your truth weaved through every

word,

module,

detail.

There isn’t anything out there like it.

For no one has your voice, no one has your style. 

You say it like none other.

You do it like no one can.

You make us feel it like no. one. else.

We are truly waiting.

Get �erce with fear. Become the real you.

Because nice entrepreneurs never changed the 

world.

But you—most certainly will. 

Start before
 you’re ready.

– Stephen Press�eld

“

”
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B����� ������� 
��
 E�����  about high-ticket, I had a 

dollar-for-hour mindset.

Now—my career had me negotiating $1M+ purchases for 

the Pentagon, running six-�gure projects for Microsoft, and 

running a half-million-dollar budget for a NASA project. 

So big numbers didn’t scare me.

But, every project in my app agency was based on hours, so 

when I thought about coaching, I calculated the number of 

hours invested with the client.

Then, Eileen shared how she was getting clients to hire her for 

$15,000. She shared her formula. And the penny dropped.

I was focusing on the wrong thing.

It’s not about the number of HOURS I invested with my client, 

but the return on their investment. And how quickly I could get 

them their return… with as little effort as possible.

That month,

I signed on �ve new coaching clients at $18,000 each and 

doubled my prices on my app projects.

Now, everything I create is based on speed and ease. Because 

FAST beats FREE any day of the week.

my business went 
from “baby-stepping” 
its way to wealth—to 

its biggest month ever.

– Carla White, 
Founder & CEO of Hiro.fm
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People don’t buy what they can afford. 

They buy what they want! 

People buy for one reason and 

one reason only, they buy because 

they feel like buying. 

The biggest mistake people make 

when selling is this, 

they try to get people to buy. 

What they should be 

doing is creating an environment 

that makes them feel like buying.

Remember, people will buy what you effectively sell them 

and they will pay what you effectively charge them.

“

”
– Myron Golden
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Selling High-Ticket is the fast path. 

Selling High-Ticket with 

virtual events is like Multiplying Multiplication… 

 It’s Exponential.

“

”
– Joseph Aaron
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– Beau Hollis, 
Founder & CEO of 

�e House Buying Guys

The more I thought about it, I realized the clients at the $500 

level were more dif�cult to help. 

I thought, maybe I do have something to give. The lightbulbs 

started going off, and I thought, Wow! I’m high-ticket! 

I’m so happy to report after our �rst virtual event with Joe & 

Eileen, I just made $130,000 in one day. Amazing.

 I started to realize 
what we were doing 
WAS super valuable.

O�� ��� I 
�� ������� 
��
 J�� , and I said to him: “Help me 

get 1,000 people paying $500/month.” 

Joe said, “That’s stupid.” 

I was like, “Why?

“Because,” said Joe, “you could do the same thing, but high-

ticket, and have a lot less headache.”

Up until then, I didn’t think our service was valuable enough to 

charge more!
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B O N U S :

Excerpt from Virtual Event Secrets

by Eileen Wilder and Joseph Aaron

A Warning for World-Changers 
from Joseph Aaron

I ��
��� ���
  I wanted to change the world. I 

just didn’t know how I was going to do it.

Growing up, I spent a lot of time volunteering and 

serving. My dad was a preacher—the only white 

preacher in a large organization of black pastors, 

so I guess I didn’t actually grow up in “church,” I 

grew up in “CH-ECH.”

The not-for-pro�t world was familiar. It’s what I 

knew. So naturally, I decided to start a nonpro�t to 

help kids.

Our little student movement grew so fast that we 

were blown away. It grew bigger in 90 days than all 

of the other youth groups in our city combined. 

People would say, “We’ve never even heard of you. 

How is it exploding?”

We set out to impact hundreds of thousands of 

kids, but here’s the problem: The more kids we 

reached, the more problems we had.

We kept growing and serving and helping more 

and more kids, and the more impact we made, 

the bigger we grew. The bigger we grew, the more 

money we needed.

I was thinking, God, look at what we’re doing! 

Look at what these kids are doing! We need money. 

We need another building…

We had kids who were going down the wrong road. 

Kids who were experimenting with drugs. Kids who 

were going to commit suicide.

And we were making an impact on their lives.

There were a couple of times that God really 

showed up and miracles happened, but there were 

also times when we gave everything we had and it 

wasn’t enough.

We eventually ran out of money. We cashed in the 

life insurance policies. We couldn’t pay the rent.

And my family and I became homeless.

So, there I am with a wife and three little kids 

(ages one, three, and six), and we’re broke. We’re 

homeless. We’re literally on the streets. And now I 

have to �gure out how to make $55 for a hotel that 

night.

I didn’t have a job because I didn’t believe in 

getting a job. I was an entrepreneur. In my mind, I 

couldn’t make the impact I wanted and be working 

a job.
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Jobless and homeless. That happened to me three 

times.

Why am I telling you this?

Because what I learned along the path is that if I 

want to change the world, it’s not my plan. It’s just 

the way the world is and the way God created it. 

It’s part of God’s plan.

You’ve got to have money.

Be fruitful. Multiply.

Create something of value that the world is willing 

to exchange money for. Money is nothing more 

than a medium of exchange. When people want 

to trade something they have for something they 

want, they use money. It’s that simple.

God wants you to make money to ful�ll your 

purpose. It’s part of His process, but it took me a 

while to get that.

When I realized I needed to make money, I got 

mad at God. I blamed God. I got very upset at God. 

But after years of wanting to ful�ll my purpose 

in life and having a mission that I wanted to 

accomplish, I �nally found the missing piece.

The missing piece is money.

I said to myself, I’m going to �gure out how to 

make money.

As soon as I started going after it, trying to �gure it 

out, and giving it my focus, I found out the Bible is 

full of stuff about money.

Now, if you’re not a Christian or whatever, that’s 

totally cool. This is just where I get my inspiration 

from, so roll with me, okay?

So here’s what happened. I started trying to make 

money. I made it my focus. I listened to all the 

webinars. I learned marketing. I ended up going 

in 20 different directions trying to learn all the 

stuff. I still wasn’t making any money because I was 

learning but I wasn’t doing.

Once I started doing the things I was learning, I 

had my �rst $20,000 month.

I told my daughter and my two sons that anyone 

could go from the bottom all the way up. I started 

believing I could go from being homeless to 

owning a big mansion if I wanted to.

We would drive around the fancy areas of Florida 

where all the mansions are, and I would say, “We’re 

going to live in a house like that. That’s going to 

be us one day. We’re going to do this. And here’s 

how we’re going to impact the world…

We started dreaming together.

Now, $20,000 may have seemed like a lot of money 

at the time, but I quickly discovered that it’s 

actually not that much—especially once you factor 

in having to pay a team. I was running a digital 

agency, and with all of the expenses, I was clearing 

less than six �gures.

So I would �nd all sorts of other ways to make 

money. I’d tell my wife, “Hey! I found this thing!” 

and I’d go try it for a while. I did that over and 

over again, but I stayed stuck at $20,000 a month,

With virtual events, that number QUICKLY 

jumped over 10X!!

But here’s what you need to understand �rst: What 

you need is not information, it’s transformation.

Let me say that again. You might want to write this 

down.

You don’t need information.

You need transformation.

The information is all around you, but you’re not 

taking hold of it yet. Otherwise, you’d already be 

experiencing the level of income you desire, right? 
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Why aren’t you where you want to be? 

Here’s a hint: The right tool in the wrong hands 

won’t work. 

The person controlling the tool is the in�uencer 

of the tool. I’m going to teach you about a 

tool, which is virtual events, and you’ll have the 

opportunity to take that tool and absolutely crush 

it. But if you’re not the right person, if you’re not 

who you need to be, it won’t work.

At this point, you might be wondering, Is this a 

get-rich-quick scheme? Would you rather read a 

book about the “stay-broke-for-the-rest-of-your-life” 

scheme? 

You’d better hope it’s a quick way to build wealth. 

Do you have time to waste? 

Most of us were taught to go to school, make good 

grades, go to college, get a good job, and save for 

retirement. 

That model has put us on a slow path to massive 

debt, dissatisfaction, and depression. 

Here’s a better mantra: Money loves speed. 

When you align with your purpose, and you know 

you can help other people get results, you don’t 

need to get another degree or certi�cation. 

You don’t need to wait for someone else to give 

you permission to move.

The New World of Virtual Events
by Joseph Aaron

B��� �� ����,  my business partner and I were 

absolutely crushing it with live events. We would 

get a few dozen people in a room, spend several 

hours with them, giving them the overview of our 

process, and then we would close 30 to 40 percent 

of that room.

In one year, we were able to generate over $1 

million with live events alone.

Enter March 2020 and COVID-19.

Our live event business came to a screeching halt, 

threatening to dry up our income altogether.

Anyone interacting face to face with their clients or 

customers had to switch gears. 

Businesses that weren’t deemed “essential” began 

closing their doors—some of them permanently.

People all over the world began to reinvent 

themselves and �nd creative ways to stay in 

business—or shut down.

We were no different.

It was scary. 

Our families, our employees, and our independent 

contractors were all counting on us.

We had to cancel our live events—with no end in 

sight for reopening.

And we had to show up in new ways. 



��� � � � � �  � � � � � �

That’s when I asked my partner, “What if we could 

take our events online and do them virtually?”

He thought I was nuts. He said, “Who is going to 

sit in front of their computer for two days and pay 

attention?”

I said, “I don’t know, but let’s �gure it out.”

Before March 2020, most people didn’t know what 

Zoom was.

Now, all of a sudden, thanks to an imposed 

quarantine, people all over the world are forced to 

work from home.

Meetings happen over Zoom calls.

Interviews on television happen via Zoom.

Kids all over the world start using it and other 

online meeting platforms to interact virtually with 

their teachers and classmates.

Had we tried to do virtual events before 2020, we 

may not have seen any real success. We might have 

had to do a lot of pretraining through emails and 

videos about how virtual events work.

Instead, a global pandemic paved the way for a 

new business model that makes it possible for 

coaches, consultants, and course creators to grow 

beyond their wildest dreams in record time.

Dan Henry, founder of GetClients.com and author 

of the WSJ, USA Today, and Amazon bestseller, 

Digital Millionaire Secrets, partnered with me to do 

his live-turned-virtual-event and ended up breaking 

records.

He celebrated his �rst $1 million day—in 2020.

Yes, you read that right. One million dollars 

generated in one day.

Now, once you make $1 million in a day, you may 

begin to question things. You may wonder if you 

are making things too complicated.

Remember the adage, “Don’t throw rocks in your 

own path.”

Take everything we’re about to share with you 

in this book and do what almost no one else is 

doing—what wasn’t even possible before March 

2020—and give your business a massive cash 

injection.

Once you do it a few times, you’ll never go back to 

business as usual again.
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W
�� J�� & E����� ����  me to raise my price 

to $30,000, I had a lot of resistance. “I said, can’t 

we just do $10,000?” But I just kept watching the 

recording of our call over and over to bridge my 

mind into it. I thought. “If I had to deliver 10X the 

value of a $30,000 program, then what should be 

included?” I thought how insane can I make it? I got 

the idea to have a mastermind meeting in a castle! 

When you feel like you are practically giving 

your program away, you don’t have to be a great 

salesman.

They can see it in your body language and every 

ounce of your body radiates: This is a great offer. At 

my very �rst virtual event with Joe and Eileen we had 

more than 30% of the audience apply to work with 

us and brought in over $500K+ revenue—just from 

that one event!

They can hear it in 
your voice.

– Rasmus Lindgren, 
CEO of Infospray Media
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Known to her community as “The Con�dent 

Closer®,” Eileen Wilder is a bestselling author 

and speaker who is helping entrepreneurs 

have 6- and 7-�gure days with high-ticket sales 

and virtual events. She lives in Houston, Texas 

with her husband, Harrison and their three 

kids. 

She is the founder of the Wild & Free™ 

movement and the host of the popular 

Con�dent Closer ® podcast. Eileen is a master 

at bringing cash infusions to her listeners and 

clients.  

Her mantra?

About the Author

Do it now.
“

”
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Your FREE Ticket

If you liked this book, then you’ll love the Accelerate Your 

Revenue™ 5-Day Challenge. 

The virtual challenge will take you through �ve days of immersive 

training, one hour a day, catered speci�cally to your business and 

your offer.

Visit AccelerateMyRevenue.com to apply for the next challenge.

Please Note: We will not be running these challenges forever, so 

I want to encourage you to follow Commandment #8 and DO IT 

NOW. 

To apply for the next challenge, (if it’s still running), visit:

AccelerateMyRevenue.com
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AccelerateMyRevenue.com


