
 Visioning 1 

 0:15 
 Hi everybody good to see you give us just one more moment before we get started Hey Well, today we're 
 star�ng a new module it's our CO crea�ng magnificent visions that s�ck and flourish module. It's it's visioning 
 and then strategizing. So this today's call, we're going to be looking at visioning. On our next call, which is in two 
 weeks, I'm going to be out of town next week. I don't know if I told all of you, John, and I, for the first �me in 15 
 years since I was pregnant with my older daughter or going on a proper vaca�on, without our children. So it's a 
 big deal. So anyway, we'll have our visioning class today. When we meet in a couple of weeks, we're going to look 
 at what I call the energe�cs of new things, which is very important for us to understand as prac��oners, when 
 we work on visioning and strategizing with clients, and then the call a�er that, we're going to look at strategizing 
 skills, and you'll get different recorded demos and lots of goodies. With all of that. Before we jump in, to 
 visioning, I wanted to make sure that I men�oned two housekeeping pieces. So the first is we just I think the 
 team just sent out yesterday, a reminder, for those of you that are in the Mastery program, a reminder about 
 cer�fica�on, if you want to opt in to cer�fica�on, I just say a couple of things about it. It's not for everybody, like 
 it's not for everybody to get cer�fied. And what I mean by that is some people just you're not you don't need it, 
 you know, you either don't need the kind of like added rigor that it holds you accountable to, or you don't need it 
 on an inner level. And when I say on an inner level is that for some of us, and I don't think this is necessarily a 
 bad thing at all, for some of us knowing that we went through all of the hoops, and we did all of the things and 
 we passed and we got this kind of stamp of like, yes, you meet these standards. If for some people it can really 
 help on an inner level to then have that confidence to put ourselves out there to market to to charge rates that 
 feel really good for us, et cetera. I remember at the end of a women's program that I once a�ended, or once 
 par�cipated in it was this intensive women's program at the end of the year the very last suite was in person it 
 was the very last retreat the the leader one of my dear dear mentors, her name is Elisa Starkweather. She She 
 looked straight at me and she's like, Joanna, I know you want a diploma that's important for you. And I was like, 
 Yes, give me a diploma. So anyway, that's yes, for some people, a no for others, but if that is for you, or if you 
 want that kind of just added rigor, accountability of all of the requirements for cer�fica�on, I do want you to 
 strongly consider stepping in. It's not a ton. It's not gonna like take up all of your �me. The requirements 
 essen�ally are to complete 18 coaching part under hours, and then to complete an addi�onal 18 

 5:05 
 hour coaching hours on top of that, either with volunteer clients or with paying clients, to listen to all of the class 
 recordings, if you haven't been here live, and do all the homework, that's all of that is honor system, by the way, 
 check, check off that you've done those things. The other requirements are there is a test it's pass fail at the end. 
 It's an open book. And it's most of the quizzes that you're ge�ng at the end of each module 60% of the 
 ques�ons come straight out of those quizzes. What else is are part of the requirements to submi�ng to 
 recordings of your coaching, this is, I think, incredible added value. So midway through the program, you would 
 submit a sample of your coaching a 30 minute recording and involved or Kaitlyn on the team listens. And we'll 
 take make notes for you on each of the competencies that we're looking for, ul�mately, to pass the final 
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 recording. And you'll get very specifics on like the things that you're doing really, really well, you'll feel really 
 good a�er ge�ng the report because you're gonna see you've already learned so much and there's so many 
 things that you're doing so well. And then because I am Virgo, I make my team be a li�le bit Virgo. And we do get 
 nitpicky on some places to go deeper to tweak to level up, which I know you want. That's why you're here, you 
 want to get to those details of those details. So there's your use for cer�fica�on, you submit that recording, you 
 get all of that feedback. And then at the end of the program, you submit a recording again, you don't get as 
 much detailed feedback at the end of the program, it's will give you kind of scores on your competencies, and 
 then you'll know if you pass or not. Some�mes people don't pass on their first submission. And I just like want to 
 normalize that. Now it doesn't mean that you're not an amazing prac��oner, it just means that we have really 
 high standards. And we know that you want us to hold you to high standards. So should that happen, we will give 
 you very specific feedback on where to make some shi�s, and at no addi�onal cost, you can submit another 
 recording when you're ready. The other requirement, which I think is also just a goodie of the cer�fica�on is that 
 you get for coaching one on one coaching sessions with one of the coaches on my team so that they can model 
 this way of sacred depths coaching for you and so that you get to be coached, but also learn from the coaching. 
 So it does take a bit of �me and energy from me and my team between going through all of the materials that 
 you submit and grading the test and listening to the recordings and providing the one on one. So because of that 
 the cer�fica�on is an extra fee. But I've tried to keep it as low as possible. I don't make I lose money on it quite 
 honestly, it's $600 for all of that, and you can pay that in monthly payments of $100 as well. So you'll you'll have 
 that invita�on in your inbox if that's something that feels important to you. Does anybody have any ques�ons on 
 cer�fica�on? No. Okay, great. Oh, I should men�on one other thing. I think I men�oned this too before but just 
 as a reminder, it doesn't all have to be submi�ed by like the last day of the program or anything like that. But 
 you've you've got �me to submit it because I know life is very busy. Carmen. 

 9:25 
 Hi, good morning. So I think giving it like a lot of thought, especially without conflict where I don't iden�fy as a 
 coach and I don't present myself as a coach. If these could be if the cer�fica�on. It's something that could have 
 in my back pocket and have some value to it, but I s�ll feel like I don't know if it's for me. Yeah. So I wonder if 
 there is a way to Like, if I convinced myself that is the best for me that I can do it later? Or is this like, the one 
 �me? No, no. So because I'm in the program I can get involved. This is 

 10:13 
 the this is like one of those ques�ons that my team does not want me to answer. Answer, so I'll just get in 
 trouble. But the truth is that it's best to decide around now so that there's accountability. We're like, we're in the 
 container together, you can get it done, et cetera. But the truth is that I will accept your applica�on and your 
 submissions whenever you choose to. So we have people that are already a year out and they're like, you know, I 
 think I want to do it. Now. It is harder a lot of �mes to get it together. When you're not in the container, but 
 absolutely, like this isn't a pressure you must decide in this moment. Kind of thing. Okay. Ques�on. You're 
 welcome. Okay, great. The other Oh, Kelsey is asking that 18 personal coaching hours can be the same client? 
 Absolutely. You can, it can be the same client, it can be more more sessions with your coaching partner, however 
 you want to get those. Kim, 

 11:39 
 if we've never been a coach before, is there a �me when it would be best to start doing those coaching hours as 
 relates 

 11:47 
 to the curriculum? 

 11:48 
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 Now? So if you haven't, so I'm laughing, just like lightheartedly invita�on to you and everyone. If you're new to 
 coaching, we are at the point in the program, and especially I'll say like, let's get through the next module of 
 visioning and strategizing. And then for sure, you have so many skills like you are ready unless you really feel 
 otherwise you are ready at at the very least with volunteer clients to start. Okay. Yeah, good ques�on. Lisa is 
 asking, Can these be with our coaching buddies? Yes, absolutely. Julie. 

 12:38 
 Something I've been thinking about as I love when I see that somebody who has been cer�fied as a sacred 
 depths prac��oner, states that and calls themselves cer�fied sacred depths, yada, yada. And I find that similar to 
 what you're describing, that feels really compelling to me to feel creden�aled in that way. And I'm wondering, if 
 you have thoughts about if I were not to do this cer�fica�on, how I might also �e into my �tle. Excuse me. 

 13:14 
 Absolutely. And I would be honored for you to call yourself a graduate and alumni, you know, will and will give 
 cer�ficate of comple�on of the program. Somebody I think somebody in this cohort asked for it. And I love that 
 idea. So, so graduate alumni completed all of that, just not cer�fied sacred depths, coach. And it is an honor 
 whenever I see that out in the world. 

 13:48 
 Thank you. Thanks. 

 13:52 
 Okay. All right. If any other ques�ons come up, you can reach out to me or you can reach out to Kaitlyn on the 
 team. She's probably can answer even be�er. Any of the ques�ons that you have. The other quickie thing I 
 wanted to men�on, you'll get some emails about this, hopefully soon. I haven't wri�en them yet. But but you 
 will get them soon. Just looking at the calendar on November 9, from 12 to 130. Eastern. I'm going to host the 
 first ever I've never done this before. I'm going to host a sacred deaths open house and what the open houses is 
 for anyone that's currently in sacred deaths and for your friends. It'll be 90 minutes of I'm going to teach a li�le 
 bit I'll do some training on a technique or founda�onal or a skill and then We'll also have q&a �me, it'll be very 
 much along the lines of what we do on our calls, but new material that you wouldn't otherwise get. And I'm 
 doing it for a couple of reasons. Number one, just because I like to give gi�s and bonuses, you know, to the 
 people in my programs, because I appreciate all of you and want to give as much as I can. So that's there for you 
 just extra �me and space and training and q&a. And then the other reason is to just have an opportunity for you 
 to invite anyone you know, that you think might love sacred depths, just to give them a li�le taste of it. So you 
 know, I am not going to make any kind of pitch or sale or invita�on, or net, like nothing on that open house, it is 
 really just an opportunity to come together in a more in�mate community. I'm not invi�ng everyone just, you 
 know, current sacred doctors and their friends to like, have this opportunity to have this taste. And then any 
 friends that you know, loved it, they'll that now we're connected, and they can approach you know me if they 
 want, and I'm not even gonna ask them to it's just kind of there. So anyway, I would be so happy if you came out, 
 we'll send the emails on that. It's the ninth November 9 from 12 to 130. Eastern and I would be so so grateful 
 and honored if you invited anyone you know, that you think would love the experience for this one to keep it 
 small, because I really want to keep it in�mate. It's just current people in sacred depths. So your cohort and the 
 cohort right before you that's gradua�ng next. Okay, so let's dive in, get my notes. Cool, co crea�ng vision. And 
 not just any visions, but visions that s�ck and flourish. Because we all know about the crea�ng the visions that 
 just gathered to do anything with it. So I always like to start this topic with this quote, it's from a book called The 
 Magic Lamp by Keith Ellis. It's a it's an old book, I've probably had it for two decades now. And it's a it's a thin 
 book, but it's a it's a good read. And here's what Keith Ellis says, when people don't get what they want from life. 
 Usually, it's because they don't know what they want. When people don't get what they want from life, usually, 
 it's because they don't know what they want. And one of the many roles or responsibili�es that we have, as 
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 coaches and as transforma�onal prac��oners is to support our clients in the right �me when because it's not 
 always the right �me for clarity. But to support our clients in the right moment, to get clear on what they want. 

 18:43 
 And there's a lot to this that meets the eye if we're going to do this well. And I want us to kind of to get really 
 into the details of this today. The vision in many ways, we can really see the vision at the heart of any coaching, 
 or any healing or any transforma�onal work that we do. Whether it's a bigger vision, like one that's a few years 
 out, or a vision that's more immediate, like a conversa�on with a team or how to resolve an issue with a client or 
 how to you know, bring on the next client or whatever it is. So whether it's a long term like, this is what I want 
 my business to look like, or what I want my marriage to look like X years out or whatever it is, or just the next 
 thing you know, I want to go on a date. vision, the vision of it is really at the heart of the coaching. A vision is kind 
 of Like a profile, that becomes a guiding light, a place to aspire to. And a place to stay aligned with. Vision is a 
 profile that becomes a guiding light, a place to aspire to a place to stay aligned with. visioning also sets the stage 
 for personal, organiza�onal, or social change. Let's say that again, visioning also is what sets the stage for change, 
 whether it's personal change, organiza�onal change, or social change, it is hard to change anything, whether it's 
 a personal habit, or a cultural understanding or structure, if we don't have a vision for that change. 

 21:18 
 As a side note, well, I'll say this first, without the vision, you'll find in your coaching that a client can kind of like, 
 wander aimlessly, you don't you don't have a place that you're going right. Same with even individual sessions, as 
 we looked at like session by session, that beginning when we asked in the beginning, what is it that you'd like to 
 receive? That's kind of like a mini vision, right? This is what we're going, this is the vision, we're going for the 
 change we're going for, by the end of this session. So if we don't have some of those bigger visions, whether 
 they're the longer term or the shorter term, the, the coaching can just like meander, and it's, yeah, there's 
 insights that come through our ac�ons that come through, but it's not really ge�ng anywhere. And as a side 
 note to that, in our enrollment conversa�ons, we want to support our prospects. Not we don't go as deeply into 
 it as we would in the coaching necessarily, but in some ways we want to support our prospects to have a vision 
 when we have sales conversa�ons with them. Because without the vision, it's like what, what's the impetus to 
 move forward to invest in the support and go a�er what they really want? Okay, so before we get into kind of 
 �ps, tools, techniques, best prac�ces for for visioning. Let's talk a li�le bit about what can go wrong when you 
 are co crea�ng a vision with a client and what you want to be aware of. 

 23:11 
 If you are not visioning if you're not using like all of the visioning tools available to you, the vision can end up 
 being misaligned. Or not realis�c, or not believable, or not truly desired by your client. And probably a couple 
 �mes on this call, I'm gonna get on my li�le soapbox about this. And so this is �me number one, just to see like 
 all of those marke�ng promises that we see in the industry, like, create seven figures overnight, you know, lose 
 20 pounds in a day, you know, meet your soulmate, next week, whatever it is, those are o�en I want to say 
 always, but o�en not realis�c, not believable. And some�mes they're actually misaligned. And just almost like 
 telling the person this is what you should desire, when really that's not what's right for the person. And when 
 things when visions are misaligned, or not realis�c or not truly desired or not really believable. All of that leads 
 to not actually ge�ng it done, ge�ng stuck, not being mo�vated, feeling drained. Or if your client doesn't get it 
 done in person. They get it done, but then they don't feel happy or sa�sfied as they're doing it or once they get 
 there or they've done it too quickly. And it's it's a misalignment with their well being in their natural rhythm. That 
 makes sense. So far. It's so it's just so important guy is asking, in the chat, how soon within the coaching would 
 one co create division I'm gonna get there I promise guy, we're gonna take a look at that. Now, all of this to say 
 well, and this actually starts to answer guy's ques�on a li�le bit, we want to start from the get go with an aligned 
 vision that is part of a strong founda�on for the coaching, it is one of the first things that you want to take a look 
 at, unless, as we've looked at before your client is star�ng, and they're in their personal season of winter. 
 Meaning for they aren't star�ng in spring where it's �me to set founda�ons and look to the future. But they're 
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 first they're star�ng in a moment where maybe they first need to grieve, or maybe there's something that they 
 need to let go of first before they can fully vision what's next. Or maybe they need rest, or space for themselves. 
 First, you can create a mini vision on like what rest is going to look like, right, or I'm le�ng go have a certain 
 situa�on. So you'll s�ll always in the beginning, at least mini vision. But for some people, it might, you might 
 need to work together a li�le bit to move through the winter phase, or to get more towards the end of it in order 
 to create a bigger vision. Like I said earlier, not all moments are moments for clarity, for like full clarity forward. 
 That's as it should be. We are to light chi Surrey and clarity, chi Surrey in our culture, there's a �me for 
 everything. Now while it's important to co create to co create with your client a vision that's really aligned, what 
 I do want to point out is that of course some�mes a vision can change as an individual evolves. And that might 
 that's not because you haven't visioned Well, to begin with. Right? It's because the client has shi�ed or grown or 
 evolved in a certain way. So you want to be tracking also, some�mes what can happen in coaching is that you've 
 set out with a vision, you co create a vision and then somewhere along the line, the vision is no longer aligned 
 for the client. But the coach hasn't caught that, you know, the client certainly hasn't caught it. And then you're 
 together, you're s�ll going a�er this thing that actually needs to be tweaked a li�le bit 

 28:13 
 to the saying in the chat, I love that during one of our recent calls, you really highlighted that not promising quick 
 fixes is an important part of being in integrity. Yes, it's it's so true. And you know, just to add to that for a 
 moment, not only is it an integrity piece, but it's a success piece. Because the last thing that you want is either in 
 your marke�ng promises or in your visioning to like to tell someone that they can do this overnight or that or this 
 that or the other thing, how hard is it going to be to work with them? Like, that's a lot of pressure. So, anyway, 
 we'll get to the nuances of that in a li�le bit. One of the other places where things can kind of go off the rails 
 with visioning is if we're not checking our filters. So maybe you want to build an empire for your business, but 
 that's not what your client wants to build. Maybe your defini�on of the ul�mate roman�c rela�onship is a 
 marriage, but that's not the case for your client. Right. So always check your filters to make sure that you're 
 visioning in line with what is important for them. 

 29:51 
 So, the other piece before we get into the nuts and bolts of visioning that I want to make sure What we explore a 
 li�le bit is that o�en�mes, visioning doesn't end up aligned or what the client really deeply desires. Because the 
 prac��oner misses, that the client isn't giving themselves full permission to have a vision that they deeply desire 
 the coach misses that the client isn't giving themselves full permission to even have to vision into a vision that 
 they deeply desire. And one of the jobs of a sacred depth prac��oner is to hold the space for your client to give 
 themselves that permission and there's there's a lot of reasons why we might not be giving ourselves that 
 permission. So let's do a li�le bit of inner work on this to kind of get get to some of the deeper places around it 
 will ask you some ques�ons for journaling. First ques�on when you were a child, how were you given or not 
 given permission to vision for yourself when you were a child how were you given or not given permission to 
 vision for yourself 

 32:08 
 and before you go to answer this ques�on, I know you all know this but just to say we always look at these pieces 
 not just for our own self development but because this is the stuff is going on for our clients and they don't 
 some�mes even realize it so we want to be looking for it and tracking for it and asking about it 

 32:31 
 How are you given or not given permission as a child? Take one more moment with that. My next ques�on to 
 journal on what did you learn or not learn from your parents about having a vision? What did they model or not 
 model for you? And it can be parents or just anyone that had impact on you. As you were growing up and in your 
 early adult life, excuse me adult life years what did you learn or not learn from your parents or others about 
 having vision? What was modeled for you there 
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 35:26 
 take another moment really think about it. I'll give an example I grew up my parents were both immigrants. And 
 because of their immigrant experience, the vision, like what a successful life is, and what like what you should 
 want was very narrow. I think especially as Jewish immigrants, the �me that they came here, it was like Doctor 
 lawyer, you know, that's, that's the vision and not much allowed outside of that box, right? I don't know how, 
 with all of that, I got to first deciding to become a curator and ge�ng a PhD in art history and then becoming a 
 ritualist and a coach. But it was like the, you know, like the permission was very narrow there. 

 36:26 
 One more ques�on. And now read some of what's going on in the chat and also want to hear some voice to 
 voice chair shares. So this is this next ques�on is a really important one. For ourselves personally, but also in 
 terms of checking our privilege when we're working with clients? And want you to think about this, because this 
 ques�on is going to be answered very differently depending on the the type of privilege you've had in your life. 
 How has dominant culture allowed or not allowed you to have a vision for yourself? How has dominant culture 
 allowed or not allowed you to have a vision for yourself? 

 37:58 
 Another way to think about that ques�on is what messages have has dominant culture giving you about your 
 permission to have a vision for yourself and go a�er it really believe in it? 

 38:56 
 So, Sarah, to answer your ques�on about journaling within a session, every now and again, we'll do journaling in 
 a session, it's usually if I really will only pull it out, if I think a lot about balancing out the four levels of learning 
 and processing. So if if someone is has moved a li�le bit too much to the emo�onal, for example, and want to 
 bring them back to the cogni�ve and they're having trouble with that, then the wri�ng can really help with that. 
 But otherwise, I use journaling mostly as homework, as opposed to in session at the end towards the end of 
 sacred depths. In the full program, we'll do a full session on different ways to use journaling. But like these 
 journaling ques�ons that I'm asking us here, I'm asking it because we're like in the group and I want everybody 
 to have but otherwise I'll just ask ques�ons to the client in the session? I'd love to hear some of your voices 
 what's coming through so far? What's feeling important? What are you seeing either personally or from the 
 prac��oner perspec�ve? So far? Who'd like to share? Laurie 

 40:26 
 I interes�ng. The ques�on that really came through for me was, what did I learn or not learn about visioning? 
 What was modeled for me. And I've always known my dad was amazing, very poor. But yet no educa�on, but yet 
 was constantly learning and growing, star�ng new businesses. And I've always learned, Okay, where did where 
 did I go wrong? Because that was modeled for me. But then I think through this here, just recognizing I was very, 
 very sick as an infant. And so there was a lot of overprotec�on and, and their paren�ng style. And so it's like, 
 okay, no wonder I wait for other people to give me permission to do things. I don't feel safe to get out there and 
 vision for myself, un�l someone tells me it's safe. Like, okay, that makes sense. And I've not put that together yet. 
 So that was really interes�ng. 

 41:27 
 Really, really nice work. I'm so glad you're pu�ng that together. It's so powerful to see now you have choice to 
 do something differently with good thank you. Well, so what are you seeing either for yourself or what's feeling 
 important so far? prac��oner wise, what's resona�ng for you? Who wants to share? Lisa, 

 42:02 
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 the thing I'm no�cing is that it wasn't encouraged me when I was a child and what I'm just picking up in terms of 
 working with clients. Oh, we're all gonna have struggles with visioning. And being true to our hearts with the 
 visioning. Yeah, yeah. Go ahead. And, and how narrow when you said about dominant culture, I'm gonna say the 
 media that par�cularly how narrow the vision of successes for anybody, when we listen to the media, it's like, oh, 
 it's bro thing. It's financial. And it's doesn't come from the heart at all. It's just like, so sad. Really? Yeah. 

 42:46 
 Ya know, where this is why it's so wide. We're looking at all of this because or else we can just sleep walk through 
 it with our clients in a way. And it's just these box visions that aren't aligned that aren't tailored that aren't like 
 true to the real desire. Good. Thank you. Thank you, Heather. 

 43:12 
 And I know for myself, growing up, like, visioning wasn't really encouraged. And when I did, you know, share 
 some of my visioning as a child, you know, Oh, those are just pipe dreams, or, you know, whether you just want 
 to save the world. And I think with clients that I work with now, it's really ge�ng them to see beyond their 
 incarcera�on or ge�ng them to see beyond their record, so that they can see the possibili�es of what visioning 

 43:54 
 can do. Absolutely. It's so I mean, visioning always powerful, par�cularly with the incredible work you're doing 
 Heather. I mean, it's, it's what a sacred gi� to give any individual and then especially these people that you're 
 working with the gi� of, you get to have dreams and you get to have a vision, it's sacred is the word that comes it 
 is 

 44:21 
 really sacred and it can be so powerful, like I can remember working with this one client. And you know, she said 
 to me at the end of our session, she's like, I never would have thought that I had to come to jail to find my 
 freedom. 

 44:41 
 So powerful. Thank you. Nikki. 

 44:48 
 Wow, that's really hard to follow. Mine is nowhere near as amazing as as as what Heather just does. arrived. I 
 was very lucky. My parents always, like my brother. And I believe that whatever we set our minds to was there 
 for us. But they came from not very well to do background. So they had very simple dreams and built their life. 
 So they wanted to watch a lot more for us. So they ac�vely encouraged us. But equally, there was some�mes 
 that concept of you s�ll have to do the sensible things. But it's interes�ng because I am working with a health 
 coach for hormonal challenges. And the What does, you know, what does the dominant culture keep telling us? 
 Actually, in my morning pages this morning, I have a lot of anger at the moment that keeps coming out in 
 different ways, like the migraines, the, you know, the heat through the body in all those sort of things. But it 
 made me realize that the dominant culture has me visioning that I should be a size six. Yeah, I'm five foot 10. And 
 I have a very broad skeleton. I'm not going to be a size six, or I guess, what's that size? Zero in the US, right? 

 46:22 
 Yeah, absolutely. So first of all, very powerful share, I believe we each like we're each share, every one of our 
 shares is so important for the conversa�ons. I just wanted to say that. And yeah, this, I think these two pieces 
 that you're pulling on are so important, feel important for you. And then for us to recognize for clients. Number 
 one is there is the vision that they're crea�ng part of the dominant culture, like I should be the size or whatever 
 it is, and being willing to challenge that to really help clients see if that is actually their desire or not. We'll look 
 more at that today. And then I love this other piece that you're bringing up between the you can vision, 
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 everything that you want, but you must also be sensible. And how do you find balance even as we're working 
 with clients, right? Because we want it to be realis�c. If it's not realis�c, if it's not believable, it isn't going to 
 work. So how, where there's a spectrum of sensible to write so we're wan�ng to track all of those things when 
 we're when we're visioning with clients. 

 47:32 
 No, indeed. So I'm a recovering accountant to do marke�ng at university, but my dad was like, no, no. And you 
 know, 20 odd years later now, what is it 2526 years later now? Marke�ng is really where it's hot. I've obviously 
 change Korea substan�ally since then, but sensible at a point in �me. But as you say, what is sensible? Because it 
 could be very sensible for that person. 

 48:04 
 Right? Exactly. Exactly. Always coach though, up based on the hill. Good. I'm going to take windy and Giuliana 
 and then we're going to keep on going because we s�ll have a lot to look at today. Windy. 

 48:21 
 Joanna, I just wanted to say, what, what an incredible technique, because I was thinking of visioning as you know, 
 let's help the client figure out what it is that they're wan�ng right for the future, which obviously is a great tool. 
 What didn't occur to me, however, and what Laurie so beau�fully demonstrated for us is that visioning can also 
 especially with that first ques�on, really helped to shine light on our limi�ng beliefs that maybe we didn't even 
 know we're there. And I'm just Holy shit. Like, I'm high fiving you so hard right now. This is an awesome I mean, 
 like, that's amazing. That's that's really fantas�c. So 

 49:07 
 I'm so glad it's clicking. Yeah, it's Yeah, so much more, as with everything in this program, but like it's really so 
 much more than meets the eye there. There's so many important 

 49:17 
 pieces and thank you for wan�ng to be somebody that saves the world because I stand in solidarity with you on 
 that. Thank you, 

 49:29 
 Giuliana. 

 49:31 
 Um, I can be brief because I'm so resona�ng with what everyone else is saying. And just on a personal level, it 
 was striking to me to really feel how not having visioning modeled or not even like there was no word for 
 visioning, where I in my childhood. How that inability to vision holds me back right from being able to do it 
 because my visioning that I did as a child was like, in my imagina�on, right, I was alone in my bedroom, I would 
 play, you know, and so the visions didn't match my where I was, you know, a five year old can't be a teacher, you 
 know. So there's always like this disconnect. And then the other piece I, in the process of interviewing women, 
 and I asked them, what's working in their life, what's missing? What have they taught? You know, like, just some 
 ques�ons like that. And I'm no�cing the cultural piece that most women are defining things, either in terms of 
 family or not family. You know, and so, there are a couple of buckets, and then, you know, maybe some career 
 success a li�le bit, but there aren't a lot of cultural buckets, whether it's gender, not gender specific that we have 
 to kind of place these visions in. Absolutely. 

 51:12 
 And that plugs back into, you know, the things I was saying earlier is visioning is what can help healed social 
 change, like we need that permission to vision in order to break out of some of the dominant cultural messages, 
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 ins�tu�on systems, all of that organiza�ons need it as well. Oh, good. Vesica is asking a very good ques�on in the 
 chat. She's saying how do you help others who have a limited vision expand theirs? I'm such a visionary and find 
 others have so many limi�ng beliefs that keep them small? I love the ques�on. Vesica. And also, it's a big 
 ques�on that we're going to slowly answer. Soon, many months. So but I'll share a few things right now. Number 
 one, just like we're doing today, star�ng to create awareness and work with clients to co create awareness on the 
 unhelpful beliefs, just that awareness alone can start to like kick start things and, and new ideas and new 
 possibili�es. You as you've heard me say a number of �mes, you don't you it's harder to have a choice to do 
 something different if you're not aware of it. But once we support clients to become aware, then they can make 
 different choices. Now some�mes, it takes a li�le more work to make different choices a�er we create 
 awareness and that's why we're gonna look at befriending fear and rewiring nega�ve thought pa�erns and 
 resistance and all of those things to come. But hopefully that's enough to kind of get the cauldron s�rring for 
 you. That's okay. All right. So we speaking of cauldron s�rring, I feel like we we've been storing the culture we've 
 already looked at and learned a lot about visioning. Let's kind of get into some more nuts and bolts. Now. These 
 are kind of like tools, �ps, techniques, skills for effec�ve visioning with clients. So to answer guy's ques�on, 
 which we already kind of did, but but when do we vision so there are a couple of different �mes and places 
 where we're going to vision if it already starts if it's one on one that you're having an enrollment conversa�on 
 with? It already starts in the enrollment or the sales conversa�on when you're asking the client what is it that 
 you would like to achieve? You know, what is what is your vision for, you know, why are you here? Why would 
 you like to work together, etc. So, it's, it's already star�ng there. In the welcome packet, I always ask some 
 visioning ques�ons in the welcome packet. I'll ask and you know, not like too extensive because it's hard 
 some�mes for people to do on their own or though not although not for everyone. But you know, what is it that 
 you would like to achieve in the first three months of us working together? What is it if I'm working with them 
 for a year a lot of �mes I'll do privates for your what is it that you'd like to achieve in our that this over this next 
 year? I will bring it o�en�mes to a first call if we have �me. Today. I'll share a li�le bit more about how I bring it 
 into a first call. If not, we'll get to it next �me. This is something I'm going to toss this isn't a truth with a capital T. 
 So check it out for your cell phone. I personally, and maybe at some point, I will change on this this may be 
 speaks to maybe some of my limita�ons on visioning. But I think it speaks to bigger human behavior. Mostly. I 
 have never liked the What's your five year vision kind of ques�on. 

 55:34 
 Every now and again, like a vague way to do it not detailed, but like a li�le vague and general aspira�onally for 
 certain clients, and certain moments can be really helpful. But what I find with most human beings is that can 
 just get stressful and overwhelming to do a full vision of like, what do you want your business to look like in five 
 years, usually about a year, two years is the the max on how far people can really see ahead from where they are 
 right now. So further out in a general aspira�onal way, but it usually isn't. In almost all cases, not all cases, but in 
 almost all cases is actually not very helpful for the coaching to look that far out. Again, not a truth with a capital T 
 just something for you to think on for yourself. Okay, know the difference between a vision and a goal. Know the 
 difference between a vision and a goal. A vision is usually something that's a li�le farther out, like not gonna 
 happen next week, or probably even next month, it's probably something that's going to happen in a couple of 
 months. In a year. A goal is a marker on the journey to that vision. A goal is a marker on the journey to that 
 vision. So the reason why I'm making this dis�nc�on is because o�en�mes, where coaches can go wrong, is that 
 they jump to the goals before ar�culate vision is ar�culated. And then remember what I said the vision is the 
 guiding light. So then, so then you're just randomly picking goals that aren't leading to anywhere, it's kind of like, 
 if you're in New York, and you want to go on a road trip, but you haven't decided if you want to end up in LA or El 
 Paso. So then you just like go, you drive to random places because you don't know where goals, right, because 
 you don't know where you're gonna end up or where you want to end up. So as an example, some�mes I see in 
 business coaching, you know, people jumping to a goal, like, well, you should do an ad for this, or you should put 
 together a three day event or you should create a member center. I don't know whatever the thing is, but if it's 
 una�ached to what the business vision is, for the next year or two, it's just random busy work. Or some�mes 
 with health coaching, it's like, you know, go on this kind of diet, like do paleo or lose 10 pounds or like whatever 
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 the goal is, but if you haven't defined what the actual vision is, how can you actually choose the goals? Does that 
 make sense? What I'm saying. One more example. Choosing a goal of asking or re even asking for a raise, but 
 what's the vision? What's the ul�mate vision for the career for where this person wants their career to go or 
 their life to go? Not ul�mately, in five years? What do they want in the next year or two and then that will 
 determine is it asking for a raise? Is it actually looking for a different job? Is it a different posi�on? You know, 
 what, what is what are the goals in here? Okay. As an aside, it is helpful for sales to vision, a vision versus a goal. 

 1:00:17 
 A goal is, will not help, or o�en not always will not help a prospect, see that they need ongoing help. They might 
 think like, Oh, I'll do a session or two and reach that goal. Whereas a vision, it's like, oh, it makes sense. I'm 
 gonna step into a container with consistent support. And, you know, there's things to work through inner pieces 
 and outer pieces and accountability and steps and strategies. Natalie? 

 1:00:53 
 Yeah, this module you talking about? Joanna's is really good. And actually is a point of I always ques�on myself 
 with the sales and sales call. Like, if I don't have a sense of the vision, I actually don't even pitch the person. 
 Because I like it for me to everything you saying resonates and a strong level? Because if I don't know what 
 they're seeing for themselves, or if they don't have a vision that I can help them work towards, then what are we 
 doing? And so I literally struggled, because there are �mes when I'm like, Well, I don't know where to go with 
 this. And if I don't know where to go with it, I kind of don't really pitch. So is that even a smart strategy? Because 
 I'm I just, 

 1:01:31 
 I think it's, I think it's a wise philosophy. And then the strategy would be to support the prospect on the call, to 
 start to get a li�le bit into their vision a bit more. I have a five hour I've said this before, it's five hours, but it's a 
 really good training on enrollment conversa�ons. And we do a whole sec�on on how to ac�vate vision for 
 prospects. So go to that, and I'll I share ques�ons and things to ask specifically for enrollment conversa�ons that 
 can help 

 1:02:08 
 with my list. It's actually open on my browser. On the five hours, yeah, 

 1:02:13 
 I know. So do it in chunks, don't don't think about it's five hours. Five hours is the vision set a goal? Okay, um, 
 next piece to consider this is not going to come as a surprise to anyone but s�ll important to say, know, the 
 difference between a desire and a should know the difference between a desire and I should, as we already have 
 looked at, in today's call, it's already come up already. A lot of �mes, we're mo�vated by shoulds by what culture 
 thinks is the right vision or by what our parents think, or the right vision or by what our teachers thought was the 
 right or, you know, however, success has been defined, or however health has been defined, or however beauty 
 has been defined, or however a great rela�onship has been defined. But that's not necessarily the desire, right? 
 So just examples. I mean, for some people, a coaching Empire might be the desire. But for some people, that's a 
 should and the desire is just to have a full coat. Not I shouldn't say just the desires to have a full coaching 
 prac�ce. For some people ge�ng married is the deep desire. But that's again, like a cultural narra�ve. For some 
 people, they may not even realize it at first, and that's part of our job to support them to see that might be a 
 should. And maybe the desire is a loving long term partnership. 

 1:04:00 
 For some people losing X amount, like Nicky shared, right, like losing X amount of weight, or fi�ng into this size, 
 that's actually just a shirt that they've never even ques�oned for themselves. And maybe the deeper desire is to 
 feel sexy inside of themselves or to feel good in their bodies. So how can we support our clients to know the 
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 differences between a desire and a should? Well, there are a number of different things we can do or ask. One 
 ques�on is, why do you want this? You want a coaching empire? Awesome. Why? Or on a scale of one to 10? 
 How much do you really want this or we can think about ques�ons like, how exci�ng is this for you? Or why is 
 this exci�ng for you? Some�mes, if we're listening closely, and we can already see where the should comes from, 
 we can ask a ques�on like, who has vision? Is that? Is that your vision or somebody else's? 

 1:05:34 
 Visions, our products of the heart, not the mind, the mind is sensible. The same visions are products of the 
 heart. And so o�en�mes this ge�ng to the desire versus the should, to ask ques�ons that ac�vate the heart 
 level of learning and processing, how does it feel in your heart? When you think about it, crea�ng an empire, 
 right? Whatever it is, where in your body? Do you feel the joy around, blah, blah, blah, whatever the vision is, for 
 clients that are able to visualize, that is a great way to connect into the heart and then visualize from there, and 
 one of the demos I'll be sharing with you is I did with a client on doing a vision as a visualiza�on, where we really 
 connect into the heart space for the visualiza�on. So you should be ge�ng that in the next couple of weeks. The 
 other thing that helps tap in to the desire versus the should and the heart, is that visions use the word should I 
 say this without using the word shi�? Since we're talking about op�ons, it is helpful for visions to include the 
 client's future self, who are you becoming? Who are you stepping into? Who will you be when you achieve that? 
 And you'll be able to tell from the answer, like if it's a should, there's not juice in that future self. It's it's like flat, 
 and robo�c, or over inflated in a way that doesn't feel grounded. 

 1:08:05 
 Having a sense of our client's core values, and priori�es is also a really great way of staying on track with a desire 
 versus a should. If we don't define our values, our needs, our priori�es for ourselves, then it's easy for things to 
 become misaligned from our hearts and what's true for us, and then instead, base things on other people's 
 needs or society's needs or values. So for example, if we know that one of our clients top of values is integrity, 
 when we create that vision, we can we can compare it like to that value. Is there integrity, in that if we know that 
 one of our clients, top values is freedom. We can take a look at the vision is freedom, a value in there? 

 1:09:18 
 Does that make sense? Okay 

 1:09:31 
 there's some inner ques�ons that we're not going to get to right now. But definitely go through the resource 
 sheets to go deeper on the desire versus should peace. Let me pause here for a moment. Because I just shared a 
 lot in a short period of �me, anything that anybody wants to share on what's coming together, around knowing 
 the day difference between a vision and a goal knowing the difference between a desire and a should that Sucka 

 1:10:09 
 I know I raise my hand before you completely finish that. I love I love and I will be using it to see, you know, 
 vision, a vision comes from your heart. And I so so truly believe and know that to be true. And the difference 
 between a desire and a ship, it's it's I love the way that you were. Actually I see the process myself and helping 
 people to really fill in to where the vision lives inside of their body, what ac�vates when they're thinking of the 
 vision, what is it, what energy so if they they feel joyful is you know, whatever their values are, I love that, of 
 course, like you need, you will, you won't actually do it unless it aligns to your values. So So I love all that. And I, I 
 find that I'm different than most people. And so in your future, communica�on or training, I'm just curious if 
 you'll cover this. I'm the opposite. I'm a visionary. And I really have struggled with bringing the vision into I love 
 that dis�nc�on of like, my vision, and then the goals, right? So how I get to the vision. And I can keep coming 
 down in like a meta way. But I realized that I've always I have a hard �me. Well, let's just say this. Most people 
 who have tried to work with aren't visionaries like me. So they're not capable of seeing my vision or believing 
 that it can happen. And I love this because I'm realizing I have a whole niche of people that I get to work I can 
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 work with just from this. I'm realizing oh my gosh, I want to help the women who have visions to have them 
 become real, because I can hold the visions for them. However, how do I break that down? Because I have tried 
 to work with people who weren't able to help me break it down, because they're not visionary. So how would I 
 do that for a client? I feel like I know, but I'm wondering from you, you know, any insight and wisdom? I 
 appreciate? 

 1:12:05 
 Yeah. So first of all, I just want to acknowledge you are a visionary Vesica. Like that is so clear about you. And so I 
 just want to like acknowledge and celebrate that about you. And all that comes with it. The answer is wait �ll our 
 strategizing session, like first week, like that's, that is exactly like you're going exactly where we're going. But we 
 need a whole session to look at it. Because it's like, then once we have this vision, what do we do with it? So we 
 will get to all of the strategizing pieces, I promise. Well, I'll say for now is some�mes when folks are visionary, like 
 you are, you're actually really good. Like you are the one that's like, I have the five year vision and the 20 year 
 vision and all of that like that is for you, which is amazing. And but then the work is like okay, I see that. And you 
 actually already said it. So then what are the intermediary goals or even like, what's the halfway vision to there? 
 So we'll we'll look at that more in strategizing. But, but that's like, that's what, hopefully that will be helpful for 
 now. It's like, okay, I see this out there. Now, what's something a li�le closer to that? 

 1:13:30 
 Yeah, I totally appreciate that. And I realized, as you're saying it what happens for me and my body is some�mes 
 I think, because it's like, I'm, I can like, like, say in the past, I remember a �me where Spirit just came into 
 marriage material easily, like there was no, there's no �me and space, it's just is. And so I find that some�mes I 
 feel like I should be able to really realize that vision, like tomorrow. And so it's it's I appreciate if that's a part of 
 this is like how I actually work through bringing my own vision into reality and be comfortable with the �me be 
 comfortable with feeling, not the pressure like I go�a get this done. I'm so far behind. So it's it's been a visionary 
 is very, is very interes�ng. 

 1:14:18 
 Yeah, absolutely. And, you know, I'll toss this for now, and we can talk about this more a�er the session if you 
 want, just as you're speaking. What I think we, I sense could be valuable for you, is like Holding, holding the both 
 and without self judgment. Like, because you're so visionary, you can see how these things can be created and 
 manifested. It does put a lot of pressure on and then self judgment when it doesn't like happen overnight. So 
 how can you hold both at the same �me? If that's helpful 

 1:14:59 
 to you Yes, thank you for that. Thank you. 

 1:15:01 
 I'm gonna do that. Thank you. 

 1:15:06 
 Julie, it looks like you answered your own ques�on in the chat. How are you ge�ng that right? Or do you s�ll 
 have a ques�on? No, 

 1:15:18 
 I think I'm good. 

 1:15:19 
 Yes. I think you answered it. Okay, good. All right, let's keep on going. We already spoke about this. But give 
 another important piece is give permission or not even give. That's that's even that because it's not our 
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 permission as prac��oners to give our clients but hold space for them to give themselves permission to vision 
 and hold space for them to give themselves permission to break rules and expecta�ons. 

 1:16:10 
 Here are some other ques�ons from the magic lamp that I really like for this one. What would I really want to 
 accomplish in life? If I were absolutely posi�vely certain I would do it. And you can adapt that for your, for 
 whatever it is you're working on clients with? What would I like to accomplish? In my business? What would I like 
 to accomplish around my book? What would I like to accomplish in my rela�onship? If I were absolutely 
 posi�vely certain I would do it. Here's another ques�on. What would I really want from life? If I were absolutely, 
 posi�vely certain I would get it. See how that allows for like more of a bigger vision to come through more 
 permission of like, if I really could? What is it that I would really want? What would you do? That's totally 
 different than what you're doing right? Now? If you were absolutely posi�vely certain it was okay. What would 
 you do differently? Right? And that can be about a big thing or like, what would your different? What would you 
 do differently about that team situa�on? If you were absolutely posi�vely certain it was okay. 

 1:17:45 
 Alright, here's another piece that you want to think about when you're visioning with clients. Make it a stretch, 
 make it a stretch. So your clients aren't hiring you to do anything that they could easily do themselves. It's kind of 
 not fun to as the prac��oner to help clients do something that they can easily do themselves. I mean, every now 
 and again, right? Not everything has to be a stretch. But but they're, they're hiring you because it's a stretch for 
 them. Right. So when you vision, allow it to be a stretch. And my my philosophy on this is doable, with a stretch, 
 doable with a stretch back to like all of those inflated marke�ng promises and inflated visions. Those are not 
 always doable. So doable with a stretch. And I always think about for this one, a book that I read many years ago 
 by Cheryl Richardson called I don't know what but I'll find it for all of you. Anyway, she has an exercise in there 
 called stretch risk or die, stretch, risk or die. And I think I love this exercise. So a stretch is okay, this is out of my 
 comfort zone and it feels a li�le stretchy, but just like a li�le stretch, like I'm doing a morning stretch, right? We 
 want our visions to be that's one of the zones we want visions to be in. The next zone is risk. I feel like I might risk 
 something. If I do this, like this, this is feeling really stretchy. It's good some�mes for visions to be in that zone as 
 well. Die is I would rather die than do that. Like I would rather die than put my profile up on a da�ng app. Right? 
 So like maybe, maybe so the exercises as you're looking let's You're looking at da�ng with a client, right? And you 
 have a sense that they're taking the easy route, like, oh, wait to be set up on a blind date, or I don't know, 
 whatever it is. You can do stretch, risk or die. So you can ask that explain what it stretches and say, What would a 
 stretch in this situa�on being? And maybe they'd say, I will go to, you know, singles evening, I don't know, I'm 
 making this up. Right? That's and then what would a rat a risk be? Well, a risk would actually, you know, what I 
 wouldn't rather die than do that, like a risk might be pu�ng my profile up on an app, you know, what would the 
 I'd rather die? Talking to that really cute person in the office? Right? So and then you can so it's one of those, it's 
 almost like a number ques�on like on a scale of one to 10. But it's pu�ng into categories so that you can kind of 
 help them see the truth from the story like, Okay, this is in the zone that I just really don't want to do. But these 
 are in the zones that I'm willing to consider. Makes sense, okay, on an energe�c level are from an energe�c 
 perspec�ve, the more that we're really we are willing to stretch as prac��oners energy follows energy, the more 
 we're able to support our clients to stretch if we have fear around stretching, or going to be less likely to invite 
 our clients to do some stretching. So with that, I will ask you, where is one place right now, any part of your life 
 or work where you could stretch or risk just a li�le bit more than you are right now, there's one place where you 
 could use a good stretch there. For every now and again, some people like live in the die zone, like they're 
 constantly doing, or trying to do things that I'd rather die than do this. Like, those are people that really live on 
 the edge. So when we do this work with clients with those clients, some�mes it's it's actually moving them 
 where it's helpful into the stretcher risk with just being in the I'd rather die than do that zone when it's like really 
 appropriate for them. How they're saying at your organiza�on, we call it challenge by choice. I love that. Ah, 
 Sarah could do some more networking with therapists. Good, good to iden�fy that, yes. 
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 1:22:47 
 Okay, so we want it to be a stretch. And some�mes I will reflect a truth to a client when they think that they're 
 not being stretchy enough, and they're just not ge�ng it on their own. I'll like straight up, say, now I could be 
 ge�ng this wrong, so let me know. But my sense is that you're actually ready to think bigger on this or bold or 
 whatever it is that we're looking at, you know, and if they kind of they receive it and they have that recogni�on, I 
 might say like, what would that look like if you were 10 �mes bolder than what you're looking at right now or 
 bigger or whatever it is for them 

 1:23:40 
 all right, here's another element that's so important to the process. It's vital that both you and your client believe 
 in the vision and that it can be achieved it's important that both you as the prac��oner and your client believe in 
 the vision and that it can be achieved. I don't know if you've ever this you may have had this experience yourself 
 or with a client or seen it in a friend where they come up with something and they just like they're like on the 
 one hand like pumped and excited about it but on the other hand don't fully believe that they can achieve it. If 
 it's not believable, it's really hard to move towards it and to move towards it consistently especially because 
 growth doesn't happen in in like it's just always moving forward right we get stuck some�mes we get a li�le step 
 back to move a separate so if we don't believe not just believing it like the why like the reason underneath it 
 desire but if we don't also believe that we can achieve it It's really hard to keep the consistency of growth, the 
 hard work of growth to get there. So So what some�mes when a client visions, something and par�cularly if it's 
 pre�y stretchy or in the risk zone, I might ask ques�ons like, so what are some of the inner and outer outer 
 resources that you have that are going to help you achieve that? or what have you already created that lets you 
 know that you're able to do that, this. 

 1:25:49 
 As a side note, this is really important for sales as well. So we don't want to have fake belief in prospects to get 
 them to buy or, or generate, like fake belief in themselves, that has to always be aligned and an integrity. But 
 o�en�mes, like as I'm asking a client about what they really want to create for themselves on a sales call, I will 
 reflect back to them some of the things I've already heard from them that lets me know they are 110% capable 
 and ready to make that happen. Them having that, like, Oh, I could achieve the sub belief in it. If it's right for 
 them to work with me, they'll be more likely to because they, they are believing that they can make it happen. If 
 someone doesn't believe that they can achieve something, they're not going to invest �me and money and 
 energy into trying to achieve that. 

 1:27:01 
 Alright, we have three minutes le�, share one more thing. For now, visions don't always come all at once all in 
 one session. Some�mes they need space, they need to kind of come in installments. Give it give it space, 
 some�mes it'll all like it'll come together in a session. And other �mes it's homework in between sessions. 
 Some�mes there can be a block like the client needs to move into a different space like literal like room than 
 they're in. In order to vision. Some�mes the visioning can get too heavy, and it's important to bring some playful 
 energy in. So don't get a�ached to outcome on how it's going to happen. Use all of your wisdom and tools to 
 support a client to like be in that right outer and inner energe�c space. Okay, for homework, you have all of your 
 resource sheets, and there's some homework sheets, if you're working with a coaching partner in this program, 
 instead of spli�ng the sessions this week, like half coaching session for one person and have coaching session for 
 the other. Take one full session this week and one full session next week for visioning. So because it needs more 
 than, you know, 2025 minutes of coaching, at least, if you're working with clients go through your client roster. 
 And for each client, I want you to kind of do a li�le bit of an assessment. Are you clear on this client's vision? Are 
 they clear on their vision? Do you sense that their vision has maybe shi�ed since you've looked or they 
 connected to their vision? And then think about how you might want to bring it for people that aren't your 
 answering no�ce some of those ques�ons? How do you want to bring it into the work? Alright, well open up for I 
 know we're just at �me, if you have ques�ons, we'll hang on. And Natalie, I know we said that we would talk 
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 about something separate and we've got �me and space for that but but at the very least before you hop off, just 
 jot down for yourself, what are you taking away from our call today and I'd love for you to share it in the chat. 
 And Natalie, before I get to your ques�on, which is on a separate topic, does anybody have any last thoughts or 
 ques�ons on visioning for now? Sarah likes the homework good. All right, if nobody has any thoughts or 
 ques�ons further on visioning. Natalie had a ques�on that I'm going to support her on and if anyone wants to 
 hang for that, please do. You there Natalie. Let me turn the recording off. 
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