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Rebecca de Azevedo (00:00:00):

I loved seeing your insights and your takeaways in the mapping out your six figure, practice, Facebook 
group. I just really love that feedback and seeing what's happening for you guys. Okay. So if you haven't 
joined that group, that's where some of the real time communication is happening during this event. 
Make sure you go join it now. Okay. I just posted the link there for you. It's the group for this event 
called mapping out your six figure practice. Okay. And then as always, if you actually haven't, if you've 
somehow ended up in this workshop without registering for it, make sure you register so that you're 
getting the email. So I just posted that link too. Okay. So everybody you're in the mapping at your six 
figure practice Facebook group first, and then also make sure that you are guys, please keep yourselves 
muted. Thank you.

Rebecca de Azevedo (00:00:51):

And make sure that you have actually registered for the event so that you're getting the replays. You're 
getting, we're sending out the replays and transcripts of each event that are available to you for 24 
hours. Those of you that purchased the recordings you'll get those all at the end. You can still obviously 
have the replay, but we're gonna compile all of the recordings and transcripts for you. And this is your 
last opportunity. If you wanna purchase the recordings of the event at the early bird price, and you can 
do that entirely optional. Okay. Some of you just know you like to go over things again and again, and 
you just wanna have access to that forever. You can still do that. Okay? Okay. Cool. Emma and James are 
new here. Awesome. Great to have you Piper. Great to have you.

Rebecca de Azevedo (00:01:38):

Awesome. Yeah, you guys, it's all good. That's what we like to be flexible so that you can jump in here 
whenever you are able to. We totally get it. Jason, can you manage the waiting room for me? I just 
wanna go ahead and get over the rules and just, yeah. Just to make people that are in the waiting room. 
Sure. No problem. Once again. Thank you. Thank you. Once again, you guys, I just briefly wanna tell you 
because I know we're gonna have people joining us newly each time that we're gonna have everybody 
just stay muted until I actually call on you. Okay. Use the chat only for real time communication. Like if 
you want me to repeat something, but please don't have side conversations in the chat. If you have any 
questions, write 'em down, cuz we'll have plenty of time for Q and a at the end of the session.

Rebecca de Azevedo (00:02:25):

And then also we are recording these. So you're consenting to be recorded. If you want anonymity 
change your name. I don't care what your name is on screen. I'll call you whatever it is. Okay. So that's 
the deal. And then if at all possible, please, please, please keep your videos on. Okay. I really it's. It's so 
important for us to see your faces, to connect with you that way. So please keep your videos on if at all 
possible it's fine. If you're eating or drinking or petting the cat or something like that, just bring it, bring 
it all totally fine. And this is this is day or this is session two day one of mapping out your six figure 
practice. Okay. So great to have you guys all back and just to recap what we're doing here, there's four 
things I've promised that we're gonna cover.

Rebecca de Azevedo (00:03:13):

Number one is determining exactly what you need to charge and how to get it. Okay. It's really about set 
your rates correctly because that's how you get to your financial goals and your practice, what you're 
selling our body work and massage services. So you have to make sure they're priced properly. How 
many of you guys have just willynilly set your rates? Come on, be honest. You just kind of set your rates 
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because it felt right. Or because it was like what other people were charging. That's not the way to do it. 
Okay. So we're gonna get to really clear on that. The next thing is eradicating your fears and identifying 
and eliminating the barriers to your success. How many of you guys know you have some kind of fear, 
some kind of hesitation. It's maybe not for lack of knowledge, but it's like fear that something bad will 
happen.

Rebecca de Azevedo (00:03:55):

If you, you know, make a move. If you have boundaries, if you raise your rates, it, if you, you know, if 
you go all in on your niche, something like that. Okay. So confidence, belief and success blockers, we're 
gonna teach you how to really be confident in those things that you're currently not confident in. And 
then also owning your value, which is all about your niche. So we had a great conversation this morning 
about is your business set up properly as well as we dove into the niche, why you need that and how to 
find your niche. And then the last thing we've promised to cover is knowing how to sell your services 
with heart and really developing great business practices with the selling mindset. Okay. So that's what 
we're on too. That's what we're up to. And once again, six figures, there's nothing really sacred about 
that.

Rebecca de Azevedo (00:04:40):

I just think today in, in most parts of the world, in most parts of the developed world, you will be 
struggling if you're not making more than six, you know, at least six figures. Okay. Especially how many 
of you guys have families, you have peop other people you're supporting, you know, whether that's 
supporting your parents or whether that's supporting children or you maybe have a spouse or partner, 
something like that. Yeah, very, very important that you are actually building a business that will give 
you the life that you want. Okay. And that's what we're all about. So let's just dive right in you guys. 
Okay. So just any real quick, any questions from any remaining questions from this morning about the, is 
your business, a business conversation where we had about the, the, the, the homework I tasked you 
with it is if your business is not set up to operate legally, it's your job to find that out.

Rebecca de Azevedo (00:05:31):

Okay. Make sure that it is set up legally. And then we also talked about your niche and why you need 
one. So I wanna just given just a couple of minutes if anybody has any remaining questions about why 
you need to have a niche what's what is your niche and all of that good stuff. Okay. So if anybody has a 
question, just go ahead and put a number one in the chat and I will call on you and just be prepared for 
me to call on you. Okay. Be ready for that. If you're gonna put a one in the chat. Okay. Okay. Charity to 
go for it. Why don't you go ahead and unmute yourself.

Speaker 2 (00:06:08):

Okay. Can you hear me?

Rebecca de Azevedo (00:06:10):

I can

Speaker 2 (00:06:11):

I'm. I'm
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Rebecca de Azevedo (00:06:13):

No worries.

Speaker 2 (00:06:17):

Before we, I'm not sure if you have time or can't get into this, but if you're still trying to figure out your 
niche, but you do need to raise your rates, what would be the best way to do that?

Rebecca de Azevedo (00:06:32):

You can just raise your rates.

Speaker 2 (00:06:35):

Okay.

Rebecca de Azevedo (00:06:36):

Yeah. If you don't know what your niche is and you haven't done that part, then just, but you know, you 
need to raise your rates because you're basically shooting yourself in the foot with every session, then 
just raise your rates.

Speaker 2 (00:06:47):

Okay.

Rebecca de Azevedo (00:06:47):

Cool. Okay. I'm gonna tell you though, it's a lot easier to do when you have a niche.

Speaker 2 (00:06:52):

Yeah. I I'm trying to find, I mean, I have one, but I'm not sure. So I do need, I do to raise yeah. I'm just 
trying to get away from the relaxation thing and do more of the pain management thing. But yeah, this 
morning we talked about how you kinda need to be more specific about what pain you're managing, like 
what area and all that stuff. And somebody had mentioned that they that's kinda I'm.

Rebecca de Azevedo (00:07:22):

Yeah. Very good. Yeah. That's fine. You can just start with pain management and you can get more 
specific. You don't have to, but you could.

Speaker 2 (00:07:31):

Okay. Cool. Then. Thank you so much.

Rebecca de Azevedo (00:07:33):

Yeah, you're welcome. Okay. Also, I forgot to ask this morning, how many of you guys have taken or are 
currently in my jumpstart, your massage practice program? We talked about it this morning. I know 
there are a bunch of you this morning. They're in that program, in that program. It's again, it's a DIY. 
There's absolutely no coaching. There's no support, but there's four modules and I walk you through 
there, they're basically revised excerpts from my full eight week coaching program. There's four lessons 
in there. Well, four modules in there and I give you my niche flow chart. There's literally a, there's a 
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finite number of niches. You guys, you literally have to just look at the chart and pick one. Like, you 
know, like we've articulated it. There's some, you know, of course the more people I work with, more 
people I coach and sometimes things shift and change slightly, but we walk you through how to name 
your business. We walk you through how, what your niche is. We walk you through pricing and all of 
that stuff. It's a little, much deeper dive than what we're doing here. But if you're like wanting more 
information on that before we move on, that's a program that's available to you. It's just a go register 
for it. You don't have to apply for it, like for my account and stuff. Okay. And that's at jumpstart, your 
massage practice.com. Okay. Okay, cool. Let's see. Who else? Charity.

Rebecca de Azevedo (00:08:54):

Sorry. Piper, what did you wanna a recap or a link about honey? What were you interested in?

Speaker 3 (00:09:03):

Sorry. I was just asking if you could recap the, or just say what it was, you said it's jumpstart, your 
massage,

Rebecca de Azevedo (00:09:10):

Jumpstart, your massage practice.com. I'll put it in the top for

Speaker 3 (00:09:13):

You. Thank you.

Rebecca de Azevedo (00:09:15):

Okay. And just, you know, that's for people that aren't necessarily in a place where they're willing or 
able to go all in on their massage practices, but you still wanna kind of move things forward. Do you 
remember this morning when I said on a scale of one to 10, how committed are you to making your 
dream a reality? Like what it takes to make your practice go? If it's less than a 10 stop fooling yourself, 
you have an expensive hobby. Okay. And just let it be a, you know, like you can't build a successful 
business without a few drops of blood, just so you know. Okay. All right. So that's the, like, that's a that's 
step if you're in that place of like, no, I don't wanna build my business right now, or I don't have the 
bandwidth for that emotionally or financially or energetically or whatever, then that's why we created 
job start, cuz it'll get you moving along and thinking about some core principles.

Rebecca de Azevedo (00:10:13):

And yeah, that's, it's a really great program. We've not got nothing but awesome feedback on. Okay. 
Okay. So that's that. Okay. Awesome. So let's move on to the knowing your numbers. So how many of 
you guys got the I, I dropped that link this morning for you guys that those of you that wanted to 
actually jump ahead and do that assignment and watch those videos with that handout. So let me know 
on the chat. Just say I did, if you did the early bird assignment for that I'm also gonna drop that in the 
chat again, for those of you that either missed it or wanna grab it. Now you can grab it, stay with me, 
like, don't go do that training. Stay, stay with me and I'll walk you through. Okay. Good. Emma and 
James. You did. Chrisy good, Liz.

Rebecca de Azevedo (00:10:57):
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Okay. Erin. I love it. You guys. Okay, good. So why do we have to talk about setting your rates correctly 
and determining exactly what you need to charge and learning how to get it? Well, this is the brick and 
mortar of building a successful practice. I can't tell you how many times I've worked with people that are 
telling me, well, I'm totally full booked, six weeks out with a waiting list and I'm exhausted and I'm not 
making enough money. Remember fully booked is not what you need to be. You need to be fully 
funded. Your business needs to fully fund your life. So there's no glory in seeing 40 appointments a week 
at $40 an hour. You're losing money with every appointment all while having the illusion of being 
successful because you're busy, right? Being busy doesn't mean you're profitable. And boy, I learned 
that the hard way I did a group on one year and we had the most successful Groupon campaign in the 
history of Groupon is what they told us. I don't know if it was just in Utah or salt lake city, but they're 
like you have had the most success. I mean, we made a lot of money with Groupon. We sold a lot of 
Groupons. So I had this idea of, oh, such a great way to bring in clients and all of that stuff, which I'm not 
saying that it's not, but I'll just tell you what the problem is. You're cannibalizing your revenue.

Rebecca de Azevedo (00:12:26):

So let's say you charge $80 an hour, but your group on is 40 and you get paid 20 of that. You with me so 
far. Okay. So your real rate is $80, but you're also doing these $20 sessions. So do you know what that 
actually does? It pulls down your total, it pulls down that top number. You're actually not making $80 on 
any massage anymore. You're basically making about 50 because it dilutes, I dilutes your pool. It, it 
dilutes the gross revenue potential. So unless you're really good at upselling and really, really good at 
rebooking, which are skills that a lot of massage therapists lack, honestly. Okay. Then you're just, it, 
you're pouring a bunch of water into a bucket with holes in the bottom. And I learned that the hard way. 
And I was like, why are we losing money? We're so busy.

Rebecca de Azevedo (00:13:25):

We're so in demand. And at the end of the day, when I looked at my profit and loss statements, we were 
actually losing money. And I was pulling in well over six figures. So it's not so much right. Being busy and 
having a full book of business. It's are you selling your services at the right price increments so that you 
have the, the, the right size bricks for the building that you're trying to build so to speak. Okay. Because 
remember your practice needs to work for one person and that's you, your practice shouldn't it should 
be making you money. It shouldn't be taking money away from you. Okay. This is you guys with me all so 
far. Okay. All right. So I asked this before, but I'll ask it again. Cause I know new people have joined. All 
right. So how many of you set your rates based on what other people are charging? It's no shame. Just I 
know you're doing it. Okay. Yeah. You looked around. Okay, good. How many of you based your rates on 
what you thought people could afford? Okay, good. How many of you based your rates on what you felt 
comfortable charging? Like what, you know, you could sell your service. Yeah, exactly. Thank you. Okay. 
Really, really good. So so that is what will keep you struggling, because remember we talked about this 
morning, most massage therapists are struggling.

Rebecca de Azevedo (00:14:56):

I know that we've literally talked to, I have 14,000 people in our Facebook group now, and I've talked to 
a lot of 'em and we've personally probably done discovery calls with like 4,000 people, literally spoken 
directly for an hour to time with, of massage therapists. And almost none of them have savings. Almost 
none of them have a credit card. Almost none of them have consistent income, a huge percentage. 
Right? Kate, hi, Kate. I just saw you pop in and major co-host there's Kate and there's Jason they're on 
team rub, but isn't that true? Most massage therapists don't have enough money to stay in business and 
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they don't have enough money to fix their business and they're under capitalized and they can't even 
borrow a lot of 'em are in bankruptcy now. Please know, I'm not judging that we people, we all fall on 
hard times and I know it's not personal, but I'm just saying as an industry, we notoriously struggle with 
money because a, we don't know about money and B we are over givers. Okay. We are over givers. All 
right. I'm gonna ask another question that I think is so interesting. And I want you guys again, cameras 
on. If you can, please, I really would rather speak to FA than black screens. Okay. I'm just curious if 
you're willing to put your hand up. How many of you are a child of an addict?

Rebecca de Azevedo (00:16:28):

Okay. Keep your hand up. And how many of you are a child of a narcissist? You have a parent that could 
be diagnosed with narcissistic personality disorder. Okay. Good. All right. And how many of you also, or, 
or in addition to that, or, you know, if you didn't return have been in abusive relationships in the past, 
like personal intimate relationships, you know, a partner that was emotionally, physically, verbally 
abusive. Okay. Keep your hands up. You guys, and look around the room. That's almost everyone that I 
can see personally. Okay. This industry, you can put your hands down and thank you. This industry has a 
high rate of people who are codependent and codependency comes from those scenarios. It's a child 
that basically your only existence is to let make me look good as the parent. Okay. That's that's 
narcissistic personality disorder, right? Your voice doesn't matter.

Rebecca de Azevedo (00:17:27):

You just need to make me look good. It's all about dad or it's all about mom. And you learned to just be 
good. You learned to just be compliant and take care of other people. And especially if you had an addict 
for a parent, you definitely were a caregiver. You know, know I've heard all the stories. You guys have 
cried with a lot of people. I get it. I totally get it. And I've been there too. Okay. I am a recovering 
codependent and I only figured this out about five years ago, it was life altering. So what happens is 
what I've seen this pattern is that we give to others in order to validate our own worth.

Rebecca de Azevedo (00:18:06):

Codependency really masks a deep feeling of worthlessness as a human being. In other words, the only 
worth I have is in my in, in other people's ability to use me. I'm just gonna say it. I know it's brutal and it 
might be upsetting and triggering for people. Okay. But just think about that. So we just go and make a 
living out of it because were so good at putting other people's needs first and so good at bending over 
backwards and not even having needs. That's the thing, when you're a child of a narcissist, you don't 
even have needs. You are what they want. You just become what dad wanted you to be or what mom 
wanted you to be, or you rebelled against that. But either way, those patterns are in place. Isn't this 
interesting you guys. Yeah. It really hits home. I, I know it's kind of this, this project I have inside of the 
massage therapy community that I, I really wanna, I wanna speak openly about this, you know?

Rebecca de Azevedo (00:19:08):

So what, what happens is how this shows up as a, as a detriment to your business rather is you're not 
charging enough for your services. You don't think you can charge more. You don't think anyone will pay 
your rates. What that is saying is I'm not worth it. I'm not worth it. I'm not worth it. Why would you 
invest in me? Why would anybody pay attention to me? I'm really not that good. I'm an imposter. I'm 
really not doing anything. Do you know, like all that negative self-talk that people have, but it's also the 
behaviors that I see in massage practices of people discounting their rates, you know, like a, you and 
you. How many of you have clients that push you around? Be honest. Like you have got that one client 
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or those, that three clients that you're just like, oh my gosh, that they're just always moving their 
appointments at the last minute are like, oh my gosh.

Rebecca de Azevedo (00:19:58):

Well, you know, I get a massage for $50 down the street. Could you give me a deal this time? You know, 
like those clients that are literally pushing your boundaries all the time. Okay. And you accommodate 
them. Right. I'm okay if you fire those people, but I'm talking about the ones that you actually let hang 
around. Okay. So what we need to fit is the view that you have of yourself. Otherwise you'll never raise 
your rates. Otherwise you'll never have boundaries that you need to have with your clients. You won't 
have this self respect in order to get your practice where you need it to be. Okay. So, so, so your rates 
must serve you. And a lot of you are gonna like, your head's gonna explode when you even try to think 
about that. Cause you're like, no, no, no, no. I have to take care of everybody.

Rebecca de Azevedo (00:20:58):

I have to be affordable to everybody. Oh, everybody needs massage, massage, just isn't for the wealthy. 
And I have to take care of everybody. And, and I don't know. What are the other things that we hear 
Kate? And just, what are the other excuses that we hear all the time? Or, sorry, Jason, I'm always gonna 
call you and Justin the wrong names. Oh my goodness. Okay. What, what do you guys say to yourself? 
Oh, people around here, they can't afford that. You know, what are your justifications and their 
excuses? You could just put them in the chat as to why you think you can't charge or charge what you 
need to charge. Okay.

Speaker 4 (00:21:30):

Rural market, right. You're in a rural market. You can't charge that. I hear

Rebecca de Azevedo (00:21:34):

That. Yeah. I'm in a rural market. Yeah. I'm in a very blue collar area. I'm in a very economically 
depressed area. Yeah. Good.

Speaker 4 (00:21:40):

I live in a town without a mall, so I win

Rebecca de Azevedo (00:21:43):

Right. Hell a Montana, right? Yeah, exactly. Okay. So just think about that, but really what that, all of 
those reasons are and excuses. Okay. You know, if that's where you wanna set up camp and live, I'm just 
telling you, you won't get where you wanna go. Because if your business is engineered by, I have to take 
care of every one or I can't upset other people. A lot of you won't raise your rates, cuz you're afraid 
you're gonna upset clients. Okay? You gotta stop treating your practice. Like it's the old abuser in your 
life. You do get to ask for what you want. You do get to have boundaries. You do get to value yourself. 
You have to, you guys hearing me, you have to, otherwise you're just throwing your gifts to the wind. 
Hoping somebody values you. And the only person, the first person that needs to value you is you. And 
then you train the rest of the people around you. How you will be treated, make sense. You you're 
training your clients. How to do business with you this morning member we talked about, you're the 
leader in your business. You're leading your clients. You're training people, how to treat you.
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Rebecca de Azevedo (00:23:08):

Okay. All right. So any, just any questions about that just so far or comments about that you guys can 
put in the chat. Yeah. Basically you're afraid of disappointing people, but isn't that out? What you did 
with your mom or your dad or your, your abusive relationship. Didn't you give away what was important 
to you to make them not be mad at you and to take emotionally care of them. Now you're just making 
your business, your abuser. You guys. Yeah. I know. Can you see why a massage therapist out they're 
going? I just need marketing tips. I just need to know how to market my business. And I'm like the hell, 
that's what you need. That is not what you need. You do not need information. You guys it's out there 
and I'm giving it free all the time. And you can get, there's like a hundred books on Amazon about how 
to build a massage practice and tips and wowing your client and rebooking mastery. Listen to me, you've 
been collecting free information for a long time. How much of that information has ever given you? The 
kind of insight that I just gave you?

Rebecca de Azevedo (00:24:20):

None of it. None of it, because I know what you need is not information. You need transformation and 
only a coach can give you that cuz you can't see your own blind spots. You literally can't see your own 
blind spots. So everybody runs around going, I just need marketing tips. I just need more clients. I just 
need to make more money. Just tell me how to market. And my answer is much deeper than that. It's 
why are you giving your services away? Why, why are you not implementing? How many of you guys 
have done discovery calls with my team? Okay. And I just know, be honest with yourself. Did you 
implement what they told you to do? They're experts? Did you actually implement it? Did you take 
action on it? Some of you did. And a lot of people actually, cuz we follow up you and you're worse off, 
right?

Rebecca de Azevedo (00:25:19):

So it's not this information. It's transformation. Now the information is important, especially with the 
knowing your number stuff. But can you see how we have to have this conversation about, you know, 
like the deeper stuff in order for you to even be able to sit raising your rates without like vomiting, it's 
terrifying to stand up for yourself when you're used to being the doormat. Okay. And this industry is full 
of people who are used to being door mats, and I'm out to change that cuz you matter and you're worth 
it. Your voice matters. Okay. And, and I'll even say too, Nikki's not tonight, but Nikki has talked a lot in 
my Facebook group also that this industry is full of marginalized, human beings, marginalized 
populations, women, okay. At various ethnic backgrounds and, and gender people and stuff like that. 
Okay. We just know Nick, he's done a Facebook live on this in my big group.

Rebecca de Azevedo (00:26:23):

And I think it's really, really great. She said, you know, we just know that there is a gender pay gap. 
Women make less money than men. And there's nothing against men. It's nothing about that. It's not 
like we wanna take money away from men. We just want more of it for ourselves. Because the fact of 
the matter is human beings are equal. And just because you're black or you're Asian or you're female or 
you're gender or something like that doesn't mean you should be making less money. That doesn't make 
any sense. But I'm telling you, the pay gap is not gonna close itself. You have to do it. You have to take 
more money for yourself. You have to say I'm worth it. You have to be worth it. You have to up level 
your mindset, your confidence, your sales skills, your marketing ability.

Rebecca de Azevedo (00:27:08):
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You have to value you and stop tolerating, working for pennies and stop tolerating, living in poverty and 
saying it's okay. I remember talking to a woman that has six children. She's like, I'm doing good. I said, 
how much did you make last year? She's a 24,000. I said, you are below the poverty level and you think 
you're doing okay? I, what the hell? Sometimes I get mad at you guys. And I'm sorry. It's just cuz I'm so 
passionate. I'm like th this is not okay. And so many people are so used to it being okay. So my request is 
that you rise up, okay. It, you pick yourself up and you decide today with me, I'm, I'm going to close that 
gap. I'm gonna do that for me. I'm gonna do that for my children. I'm gonna do that for my posterity. I'm 
gonna do that for my, for my tribe.

Rebecca de Azevedo (00:28:00):

You know, I'm gonna do that for my people. And I'm gonna be the chain that I wish to see in the world. 
I'm gonna, I'm gonna step up and I'm gonna show up bigger and brighter. And as we all lift each other up 
that way, that's also what is going to unleash an army of healers on this planet. Cuz I truly believe that's 
what the planet needs and that's you, you're not a back rubber. You're not a massager. You're not an cut 
sex worker. You're not a cabana boy. You're not a cabana girl. And I, I don't ever wanna see massage 
therapists, giving massages to people, sitting around poker tables that is degrading. It's degrading, right? 
Like just we're we're not here. Hoing out our services. We are skilled healers. Are we not? We need to 
start acting like it. And we need to run businesses that reflect that. And we need to charge like 
professionals and we need to charge like specialists. Okay. So you got your niche, which will make you a 
specialist. Now let's talk about what you actually need to charge. So how many of you guys did your 
numbers and you figured out what you need to be charging. I'd love to see it. Just put it in the chat.

Rebecca de Azevedo (00:29:11):

Okay. And Patricia, I can't tell you. So Patricia said do you have a recommended percentage of what we 
currently charge to raise by, for example, raising 20%? No, that would be totally arbitrary. Your practice 
has to fit, like fill your needs. Your practice has to, you're the only person that can decide how much 
money you need to make. Believe it or not. I've had people in rock, your massage practice academy that 
have raised their rates a hu by a hundred dollars. Like literally they go from $65 to $165 or they go from 
$60 to 120. They've literally raised their rates. 100%. They've doubled their rates. So I can't just tell you 
raise 'em 20%. Cuz if you're charging way too little in the first place, 20% may be too little and please 
don't be like, oh, I'm gonna raise my rates five bucks a year or 10 bucks a year or something like that's 
utterly arbitrary and it needs to be really, really dialed in with your business metrics. Okay. I know I'm so 
intense. You guys. I just know I really, and I've been doing this for such a long time that I'm just like, 
come on, people jump in. All right. Okay. So these are the rates you calculated.

Rebecca de Azevedo (00:30:38):

Let me just see here. Okay. 1 35 for Samantha. 1 0 3 Amanda, one 30 in Elda for 90 minutes. Good. A 
hundred for 75. A hundred per session. Okay, good. Yeah. And this was well again, Piper, it wasn't 
necessarily homework. It was just kind of prework for people who wanna do. I'm gonna walk you guys 
through it right now. A hundred and ten ninety five. I'm charging 80 now. Okay, perfect. Okay. So here 
how you do it, here's how you do it. Those of you that haven't done it. Make sure you have something 
to write with, cuz we're gonna walk you through the calculation right now I can find.

Rebecca de Azevedo (00:31:25):

Okay. So the first thing that you need to do is you need to decide how many sessions a week is good for 
you. Now I say sessions, not hours and not clients. You could have five clients that you see every day. So 

https://www.rev.com/transcript-editor/Edit?token=YT1YVO-Nr_Z7eYIwmwgdHOJKTQ7rCqn_Eqiu9LuByEh8DZ56PXWSRy4AtdPV-ga0va-KIwOlVYtjmTbv1PeWG7UM0EU&loadFrom=DocumentHeaderDeepLink
https://www.rev.com/
https://www.rev.com/transcript-editor/Edit?token=7rSAlcpV9Oy9NlZVZxdiISfXJeC1vvQ7gNhA0f0wTom94HXWZZEjDLl08k4eSxnoj9KsijYcYoEilTUvxtlm4RFmGdY&loadFrom=DocumentDeeplink&ts=1680.1
https://www.rev.com/transcript-editor/Edit?token=XT9SeyYWs8UtZHd_4NNDXfkf5RBULmkJC_NpvuQp4_4ebPIiMr1MyyrPJGpBZzqFUdx3mV6QJbOCfGbx4o3KBslQcx0&loadFrom=DocumentDeeplink&ts=1751.48
https://www.rev.com/transcript-editor/Edit?token=WSO6rWG-gnQ5OIUdpScXMDuc1Nf4L2XTxIR1Ds7ICUMpgt_QWuOJ9DF6USuh6051byM7KcALiMdFEEt9N3g-veYuQzk&loadFrom=DocumentDeeplink&ts=1838.22
https://www.rev.com/transcript-editor/Edit?token=tdzVsjS0ZLK6faBKmGI_nvx-5Hvqa-YUTE2pkxmcjqpsSHTTByD0tZHCdkt2uJiSvVgc5U4_OxQTJfVi8wmOUgaxNYg&loadFrom=DocumentDeeplink&ts=1885.09


This transcript was exported on Feb 19, 2022 - view latest version here.

Mapping YOUR 6 Figure Practice - 21822 Session 2 (Completed  
02/19/22)
Transcript by Rev.com

Page 10 of 48

it's not about clients. It's the number of sessions that you can do. Now. Some of you do 60 minute 
sessions. That's like a good complete session for you. Some do 75, some do 90. Okay. But whatever your 
lowest one is like that you do the most of. So let's say you do 60 and 90, but most of your sessions are 
60 minutes. Then use 60 as your unit here. Okay. It could. So, and some of you are just like, no forget 60 
minute sessions. I wanna do nine. I only wanna do 90 minute clients. That's what it's best for me. You 
can do that. Okay. So just write down 90. Okay. So everybody first just decide and assess. What's kind of 
my most common base unit of time that I'm selling 60 minutes, 75, 90 minutes. Maybe it's two hours, 
whatever that is for you. Okay. Write that down. Then the next thing to write down is how many of 
those sessions can you happily do every week?

Rebecca de Azevedo (00:32:40):

Happily? Not like I have to do 40 sessions a week or otherwise I can't pay my bills. Okay. That's a pricing 
issue we're gonna fix. Okay. So what I want you to do is just really think about where am I at my best. 
Nobody here needs to do eight hours a day. Nobody here needs to see. We're probably even six clients a 
day. Most massage therapists are really happy seeing 15 to 20, any appointments a week. That's full 
time. Okay. So how many of you, so if your unit is 60 minutes, I want you to think it's actually taking you 
an hour and a half to do a 60 minute session. Because unless you have somebody to clean your table or 
you have a front desk or something, you, you are the person that's waiting for your client to get dressed, 
going to your front desk or pulling up your laptop or whatever, rebooking them, all of that, taking their 
payment and then they leave and then you run and you go scrub down hose, down your table and then 
you reset everything. And, and you really, since COVID, it's like most people are, are putting 30 minutes 
between clients, not like 15 and certainly not five. Okay. So that's why I say 15 to 20 sessions a week. So 
how many of you guys so put in the chat? How many of you put put, put in the chat? How many sessions 
per week? You're comfort. Comfortable doing.

Rebecca de Azevedo (00:34:07):

Okay. And listen. So Jessica, if you you're doing 25, are Jessica are those 60 minutes, 75 minutes or 90 
minute sessions. I'm specifically calling on you, Jessica. If you can just tell me, unmute yourself and just 
tell me if you can, if you put 25 and that's, I think 60,

Speaker 5 (00:34:30):

There's mostly 60, but mostly 60.

Rebecca de Azevedo (00:34:33):

Okay, good. So here's the thing. This is what I want. This 25 is high and here's why 25 times 1.5 hours, 
cuz remember it's taking you an hour and a half to see each hour client. So if you have 25 appointments 
at an hour and a half, that's 37.5 hours, hands on work. You have zero time to build your business. You 
guys need at least 10 hours a week to be working on your business. So you're working in your business, 
37 and a half hours. Ideally if you're fully booked. So add to that 10 that's a 50 hour work week. Do you 
have kids? Do you have pets? Do you have a life? Do you have hobby? Okay. Then then 25 is too much. 
And I'm telling you this because you guys have to get this right. You probably Jessica, you probably need 
to see that many appointments cuz you're not charging too much. You're not charging enough. How 
much are you charging before you did the calculation? You can just tell me 80,

Speaker 5 (00:35:34):

80 an hour.
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Rebecca de Azevedo (00:35:35):

Yeah. So let's say your ideal scenario. So 25 times, 4.3 weeks in a year, I'm just doing this fast. You at 
maximum capacity, if you were booked a hundred percent of the time, which you're not, but if you were 
okay, you could be. But if you were you'd see a hunt, you'd be, you'd be you'd be seeing. So let's say 25 
times 4.3 is 107 and a half appointments. Every month. Times 80, your max is $8,600 a month. That's 
your max gross working 50 hours a week. So let me do it this way. 8,600, hold on 50 hours, times 4.3 
weeks, 215, hold on. 8,600 divided by what did I just say? 215. You're basically making 40 bucks an hour 
gross for every hour. You work. It's 40 bucks an hour is what your business is bringing in and you're 
making a, you will be paying yourself $20 an hour ish, go work a massage envy.

Rebecca de Azevedo (00:36:36):

They pay better than you do. Okay. Do you guys see why? If you're charging 80 an hour, 75, you're not 
just go work at a spa. You'll make more money. Cause you you're running around doing all that work 50 
hours a week for basically 20 bucks an hour. When all of a said and done, can you guys see how that's, 
why you're tired and why you're pro this isn't working. Okay. So this is the calculation. So your sessions 
per week, shouldn't really be more than 20. Okay. Let me ask you this. If you're out call it's two hours 
per one hour session.

Rebecca de Azevedo (00:37:21):

And if you live in LA it's like three hours because traffic. Okay. No, but really think about that. Think 
about the time it takes you to perform the massage. You can't do more than 15 alcohols a week. If you 
have an alcohol practice and you wanna work a 40 hour work week. Okay. So if anybody has any 
questions. Yeah. Butts, anything about that? Let me know. Okay. So now here's the calculate. You got 
your weekly sessions, right? Everybody have that. You wrote down whatever that was. Let's just say 20 
sessions a week, for example, multiply that by 4.3. So I'll just tell you all right. If it's 15 times 4.3 that's 
64.5. So just write down 64.5 if you're 15 a week. Okay. If you're 20 a week. It's I think yeah. It's 86.

Rebecca de Azevedo (00:38:15):

Okay. So what that's giving you is the max number of sessions you can book in a month, 4.3, just there's 
on average 4.3 weeks in every month. That's why I did that. We went from weeks to month. Okay. So 
whatever that number is, that's the max available sessions you have to fill every month. Are you guys 
with me so far? If anyone's lost or confused, get your, get your hand up or put help in the chat. Okay. 
okay. So that, that means you can sell 86 sessions a month if you're 20 a week. Okay. That's that. And 
where do you make money? As a massage therapist? My friends. How does your business make money?

Rebecca de Azevedo (00:38:59):

Doing sessions. Okay. That's where you're generating revenue. You're selling units of time. Okay. Now 
the next thing is, decide how many how many weeks of vacation downtime, sick time, emergency time 
do you think would be good for you to build into your year? You have to consider slow times. You have 
to consider maybe you have a child with special needs. Maybe you have, you know, like really think 
about that. Really, really think about that. I'm not thinking six weeks of vacation guys. Like everybody, it 
hopes that they can get. I I'm think I want you to really think about that. You can't work 365 days a year, 
nor should you have to. Okay. So with vacations downtime, Christmas, new years, you know, whatever 
you got a, a week in the Poconos or something like that every summer with your family. Okay. 
Whatever. But I also want you to, to think about down times and slow times.
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Rebecca de Azevedo (00:40:05):

So I'm gonna recommend you work at least 10 and a half months out of every year. If not like 10, how 
many of you would love to have eight weeks of basically paid time off in your own massage practice? 
Yeah. This is how you do it. You have to engineer it into your price. Okay. Nikki's not, not here tonight, 
but this is exactly what Nikki has done. She's one of my, one of my coaching clients, one of my graduates 
of my academy and she's really, really nailed this. Okay. She takes 200 days off a year and makes six 
figures. She had 53 cancellations in em, December and still made $13,000. If you guys aren't doing that, 
you're doing it wrong. Okay. All right. So just, no, this is how we do this. This is how we engineer this. So, 
so just decide either 10 months a year or maybe 10 and a half or 11, whatever.

Rebecca de Azevedo (00:41:01):

Everybody have that number written down. How many months? A year you want to work? Okay. Very 
good. Now, now how much do you want to pay yourself every year? How much do you wanna make? 
And again, what your business makes is not what you make. Did you hear me? What your business sells 
and massage services does not go into your personal bank account anymore than a car salesman, sells a 
car for 10 grand and makes 10 grand. He makes like $400 because the 10 grand has to pay for what? 
Everything, the car, the whole, the wholesale purchase of the car, the everything. Okay. He's making a 
very, very small percentage of the actual sale. Okay. Most good sale. I positions you make about 10% of 
whatever you're selling. So think about that. You guys, how many of you would be stoked to make $15 
for every $150 massage you sold? I wouldn't work for that. Okay. So luckily we can pay ourselves a lot 
more than that. Okay. All right. So, so what do you, if you are an employee doing all of the things that 
you do to run your business, how much do you wanna pay yourself annually?

Rebecca de Azevedo (00:42:26):

Okay. So write that number down and it should be enough for you to not only cover your own. Think this 
is your paycheck. You guys, it's not what your business makes. It's your paycheck from your business. 
Okay? What it should cover your livelihood. So it should definitely cover your basic needs, your 
groceries, your mortgage, your rent, your car, your all your, all of those things. Okay. But it should also 
be funding your emergency fund, your retirement, your children's college fund, your, your healthcare, 
all of that stuff. So please do not lob all this. Please don't think, oh, I'm good with like $2,000 a month. I 
don't know anyone. That's good with $2,000 a month. Okay. That's that? You know, my 18 year old 
niece makes $2,000 a month working at Starbucks or something. You know what I mean? Like you guys 
can do better than that.

Rebecca de Azevedo (00:43:17):

Okay. So, all right, annually. Okay. How much you want to make annually? Like if you could just pay 
yourself $60,000 a year, you'd be like, that would be amazing or $80,000 a year or something like that. 
That would be amazing. Keep in mind. Most the last industry statistics I read most massage therapists 
make about 30 to $40,000 a year. That's not very, my, you can't support a family of four on that, just so 
you know, at least not, you know, I mean, in some places you can, I know we've got people from all over 
the world here, but, but you know, and so consider the exchange rates and economics and stuff like 
that. But at least in north America, I, I really don't know anyone that can support a family comfortably 
on $40,000 a year. Okay. So I hope it's the than that number for most of you. Okay. All right. So you got 
what you wanna pay yourself. Okay. Okay. Now what I want you to do just for fun is double that 
number.
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Rebecca de Azevedo (00:44:17):

Okay. Just double that number. So if you said, I wanna pay myself $60,000 a year, 120 if double that. 
Okay. So what I'm gonna say is if you wanna pay yourself $60,000 a year, your business should bring in 
120,000. Okay. Now I know some of you said, I wanna pay myself $120,000 a year. Okay. Here's the 
thing you probably aren't gonna pull in two 40 Chrissy. It just, we don't, it, it won't, you'll at some point 
you're gonna be needing to charge like $500 an hour and guys that's possible. You can do that, but it 
takes like, it's like a caterpillar emerging as a butterfly, as a whole new creature. It's like whole new 
creature to charge 500 an hours, a massage therapist. Okay. It can be done. But the good news is, but 
this is why I want you guys to do this. This is why I want you to double it, because I want you to think 
differently about how you're charging and what you're charging for your business is your sugar mama. 
Okay? Your, this needs to take care of you and give you a consistent paycheck. How many of you guys 
want a consistent paycheck? Right? So if you wanna take home 5k a month, your business can't be 
earning 5k a month, cuz who's paying the rent.

Rebecca de Azevedo (00:45:57):

Your business has to be healthy and have a good profit margin in and it needs to pay all of its expenses. 
Well guess what's the number one expense in your business, your salary. Cause you're the one doing 
everything, but it also has to pay what rent utilities, you know, cell phone, your coaching, your 
marketing, your CEOs, your furnishings, all of that stuff. Okay. It had the business has to pay for its own 
expenses and you are the biggest expense of the business. So that's why I want you to pat it. Okay. And 
if you are wanting to pay yourself, say $120,000 a year, well then you just need to figure out how much 
does your business cost you to run every year? If your business costs you $30,000 to run every year, cuz 
your rent is a thousand dollars a month. Plus you know, you have to kind of get a ballpark of like how 
much does my business cost me to run every year.

Rebecca de Azevedo (00:47:02):

Then add that amount to the, let's say it's $30,000. Okay. And you need to get your business to be 
making $150,000. And you could probably pay yourself 120, but you're gonna be showing that your 
business basically makes no money. If that makes sense. Okay. You're gonna be. And after a while the 
IRS isn't gonna like that, they're gonna be like, this is not, this business is not making any money. Right. 
Okay. So don't freak out if it's like, I wanna pay myself one 20, but I have to make two 40. Okay. It's not, 
it's not necessarily gonna cost you $120,000 a year to run your practice. You guys following me so far. 
Okay. Okay, good. So now you've got that number. That's the double number. So what I want you to do 
is take the double number and divide that by the months that you said you wanted to work and what 
that number will give you is your goal revenue for each month that you're working. And if you want to 
have a six figure, practice, that number should be over $9,000 a month. Okay. If it's less than that, you 
did something wrong.

Speaker 6 (00:48:22):

Can you repeat that really quick?

Rebecca de Azevedo (00:48:23):

Yeah. So the number that's double what you, you want your paycheck to be. Okay. So that's what your 
business is. Gross revenue should be take that and divide it by the number of months that you said you 
wanted work every year. And that will tell you what you must sell every month in massage services in 
order to reach that goal.
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Rebecca de Azevedo (00:48:58):

Yeah. And again, rose, it doesn't necessarily cost double. Okay. But I want your business to be healthy 
and I want you to have a consistent paycheck. So we'll start there. We can back it down. Like I said, it 
may not cost you $80,000 a year to run your practice, but are you gonna be mad at me if we get you 
there? No one ever just for the record, no one has ever made less money around me. I have never had 
one of my clients come back and say, you've ruined my practice. No one has ever said that. They've all 
just been like hand over fist. I'm making way more money than I ever thought possible. I'm having more 
fun. I just bought a house. I just bought a car like, okay. Does that make sense? Like, it'd be really cool if 
you could actually bring in $160,000 a year.

Rebecca de Azevedo (00:49:51):

Yeah. With your own two hands. Okay. All right. So this is where we're gonna now the rubber hits the 
road. Everybody has that number, put the number in the chat. So Marcus is like, oh, mg, 18,000. Okay. 
It's okay. Stay with me. Stay with me. Okay. 18,000, 11,000, 15,000, 20,000 9,600, 10,000. Okay, good. 
Very good. Okay. So now remember the number of sessions that you could sell every month? The 
number of available sessions, it was like 67 or 86 or somewhere along those lines. Okay. Bring that 
number back. And I want you to take that monthly revenue goal and divide it by the number of sessions 
that you can do in a month.

Rebecca de Azevedo (00:50:42):

And what that will tell you is what you need to charge in order to reach that number. Okay. So put that 
in the chat. I would like to see. Yeah, exactly. Stephanie, thank you Stephanie. In 1 39, 86 sessions, you'll 
make 13 grand a month. That's not unreasonable. Yeah. Sorry. Can you say that one more time? Sorry. 
Yeah, the calculation. Yes. So you're now taking the monthly gross revenue goal for your most people. It 
was like 9,000, 10,013, 16, something like that thousand dollars. And you're gonna divide that by the 
number of maximum monthly sessions you can do. We did that in like step two. It was somewhere up 
there, like 86 or 67 or 75. It was that maximum sellable units. You have to offer people assuming you're 
a hundred percent booked, which again, no one ever is, but that's the number we're gonna divide into 
that big gross monthly number to tell you what you need to charge per hour in order to reach that 
number.

Rebecca de Azevedo (00:51:52):

Okay, good. One 16. Okay. Sarah, 348. Okay. Hang tight. If you guys are like up above, above two high 
hundred dollars and hang, stay with me. Okay. So 177, you currently charge one 40. Okay. 180 for each 
60 minute session. A hundred and sixty, a hundred and ninety three. Okay. A hundred and forty seven 
hundred and eighty six hundred and seventy two, two hundred and thirty two, a hundred and fifty six. 
Yeah. So guys, here's what I wanna tell you. You 150 an hour is not unreasonable for expert skilled niche 
massage therapy services. That is not unreasonable at all. I have graduates doing that all over the 
country and they get clients at that rate. It's a major mindset shift and we'll get to that. So if you're 
above, let's say 1 75 and it's an hour long session, then you're probably one of those people that really 
wants to pay yourself a lot of money. Right? Like you wanna take home a hundred K. And so you built 
your business at a 200 K goal. That's why you're running into really high, I numbers like 200, $400 an 
hour and stuff like that. Does that make sense? Okay. So how many of you, what if your number came 
up? Yeah, four, $426 Robbie? Exactly. Okay. So let me just talk to you real quick. Robbie, can you 
unmute yourself?
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Rebecca de Azevedo (00:53:20):

Robbie, Avery Hamilton? Yeah. Okay. Hi. So tell me, what was your what's the, what's the salary you 
wanna pay yourself?

Speaker 7 (00:53:29):

I guess I chose 55,000 a year.

Rebecca de Azevedo (00:53:33):

Okay. And then how many sessions a week can you do?

Speaker 7 (00:53:37):

Well, see, this is probably where I messed up because currently I put the amount of sessions that I can 
do comfortably right now as a I'm working, part-time at a place and going to school, but ultimately if I 
were making 55,000 a year, I wouldn't have to work at this other place.

Rebecca de Azevedo (00:53:55):

Exactly. Right. Yeah. Well, one thing I, and I'm glad you brought that up, cuz one thing that's also could 
happen if your rates are super, super sky high. I mean like over 200 and hour. Okay. And you're not an 
alcohol,

Speaker 7 (00:54:09):

I am alcohol.

Rebecca de Azevedo (00:54:10):

You are alcohol. Okay. So that's different. Okay. That's so that's different, but 426 for like an hour 
session. Okay.

Speaker 7 (00:54:16):

And I'm also looking into renting a space for ASU is my specialty.

Rebecca de Azevedo (00:54:22):

Okay. Okay, good. So here's the thing about that? Some of you are working way too little and expecting 
too much money. Do you know what I mean? Some people are like, well I only wanna see five clients a 
week, but I wanna make $80,000 a year and I'm like, try prostitution. I'm just kidding. I'm totally kidding. 
Right. This is a terrible joke. Gosh, Rebecca, do you know your room and the people you're speaking to? 
All right. No, but serious. What I'm saying is like, you know, it's just not, you, there's no market for that. 
There's not a market for $426 an hour massages, you know, unless you're on staff with a billionaire or 
something like that. Okay. Which is like winning the massage therapist, LA lottery. Okay. So does that 
make sense? Like if you, if you, if you're only willing or able to see 10 clients a week, you just have to 
lower your expectations for what you're gonna earn.

Rebecca de Azevedo (00:55:12):

Sure. Does that make sense? Okay. Yeah. All right. And then that will help to kind of recalibrate 
recalibrate financially. Now also just remember this, you guys, this is for everybody. Remember that 
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your business, all the money, your business earns from massages goes into your operating account, your 
bank accounts. So let's just call it this big bucket right here. Okay. That's like, that's like $126 for that 
session. Ching, $126 for that session. Ching, $126. Bing like see it all goes into your bank account. Right. 
It fills filling up that bank account. Okay. And then let's say you're paying yourself $65 an hour. So that's 
coming out and you're paying self a nice, good base salary. Okay. At the end of the year. And this is for 
most business owners, again, I can't give you tax advice, but this is how like an LLC is a pass through 
entity and different tax strategies can work for you basically.

Rebecca de Azevedo (00:56:03):

Let's say your business sells $140,000 worth of services and you've paid yourself 70. Okay. So you've got 
70,000 left at the end of the year in your business bank account. Well, I guess you wouldn't cuz you 
would've paid rent and stuff like that. So let's take like $35,000 to run your business. Okay. So how much 
do you have left now? About $35,000 is left at the end of the year. Guess whose money that is that's 
yours. And you can take all of that money. Now you do have to pay taxes on it. We haven't even talked 
about taxes. You do need to be setting aside about 25% of all of the money that you keep for taxes so 
that you can, you know, unless you, wherever you live. Okay. But you should know out of all of those 
calculations, you're also setting aside money every single month for taxes.

Rebecca de Azevedo (00:56:58):

Okay. But that's, what's really cool is that you can still pay yourself a consistent salary. Let's say it's four 
or $5,000 a month, but your business is really healthy if you needed extra money and there was extra 
net profit in there, you can take that, you know, it's like, oh, you know, your child needs some, you 
know, medical treatment or something like that. And you have to pay something out of pocket. You can 
just take an extra $2,000 or something. If it's a, in your business bank account, that's your money cuz 
you are the owner of the business and it's called an owner's draw. So you can, does that make sense? 
That's why you don't have to do $260,000 a a year in gross revenue to pay yourself 130, maybe your 
business makes 160 and you could probably still pay yourself 130, but I at least want to get you thinking 
bigger because most massage therapist actually thinking way too small and they're not charging enough.

Rebecca de Azevedo (00:57:53):

And here's why you need to. So how many of you, the calculation you're like, wow, that was way higher 
than I thought I, I was gonna come up with. Yeah, exactly. Okay. But it's still doable. It's totally doable. 
And here's why you should charge more because this is what insulates you the unexpected time off. 
How many you guys got screwed over during COVID. Yeah. Cuz you were charging too little for years 
prior to that, you didn't have reserves. You didn't have savings. You couldn't afford to take time off. 
Does that make sense? So when you're building this in, you're charging way more than you think you 
should or may way more than you think you need, but you're not considering all your needs. You're not 
considering retirement. How many of you guys honestly don't have a retirement account or you don't 
even have like an emergency fund it's okay.

Rebecca de Azevedo (00:58:40):

Yeah. That's because you think $75 an hour is a good price for massage. It's the only person winning is 
your client. And you're losing cuz you're not funding anything that's that you need to be funding and 
you're not thinking big picture. Does that help? Okay. So I wanna pause there and I wanna take 
questions and sharing and all of that stuff. Make sure that you guys are on board with this. Okay. So yes, 
Piper to do the sessions. It's 20 sessions per week, times 4.3 for monthly. That'll give you 86. Okay. Liz 

https://www.rev.com/transcript-editor/Edit?token=YT1YVO-Nr_Z7eYIwmwgdHOJKTQ7rCqn_Eqiu9LuByEh8DZ56PXWSRy4AtdPV-ga0va-KIwOlVYtjmTbv1PeWG7UM0EU&loadFrom=DocumentHeaderDeepLink
https://www.rev.com/
https://www.rev.com/transcript-editor/Edit?token=nqFagqXLbzmqa5WjQdIOU1q5Ce4KMGosnWrcm19RaT1s7ahJgHotO0urfF1alXsJl3wl_THI5_xF-9tzc6tODDJ61tE&loadFrom=DocumentDeeplink&ts=3363.9
https://www.rev.com/transcript-editor/Edit?token=LXdrnpaoZU5AiPKAhnOolXcMIJ3NIwWzM898H9I2BQLRYjuUoV-ju64NT1w5dchhWK3xnk60rE8Md7u_728264yDIUU&loadFrom=DocumentDeeplink&ts=3418.57
https://www.rev.com/transcript-editor/Edit?token=G87RAqLphY0ABXpXng4JV6zWIUVdwoqYpl-1snhfD_syoRGgvo4zcUD1SpDBbuomUW77FfaAn3KUp44Y0BC09Eya2Ww&loadFrom=DocumentDeeplink&ts=3473.47
https://www.rev.com/transcript-editor/Edit?token=30ABaREGfrEU3Zk_V48-rwEw-WSqXeJfyi2CKN-RGkaQy_EVh-veSI8pGmslRYfvNgPiLEqAsOdUchhw_JNzYEjcAVA&loadFrom=DocumentDeeplink&ts=3520.95


This transcript was exported on Feb 19, 2022 - view latest version here.

Mapping YOUR 6 Figure Practice - 21822 Session 2 (Completed  
02/19/22)
Transcript by Rev.com

Page 17 of 48

says, holy smokes. I'm lowball in my annual income. I can definitely make more. Yeah, exactly. I had a gal 
in my program. She a graduate and she's like, I just can't imagine paying myself more than $24,000 a 
year. I was like, then pay yourself $24,000 a year, but build your business to make a hundred, pay 
yourself 24 OU that's fine.

Rebecca de Azevedo (00:59:32):

Pay yourself your paycheck of $2,000 a month. But I want you to know at the end of the year, if there's 
60 grand left in your bank account, that's your money, honey. Fund your retirement fund, your 
emergency fund. Does that make sense? You guys like, so you can kind of give yourself a, a lean 
paycheck that's consistent. I'd rather know I'm making consistently $4,000 a month than go no money 
this month, $4,000 this month thousand, the next month. Like we wanna build in some consistency and 
that's how you do it. Okay. Okay. So let see here. What questions do you have? Put a one in the chat. If 
you have a question just cause I'm not having a hard time or maybe Justin and Jason and Kate, you can 
help me track questions in the chat. We can just call on people. Okay. So James, go ahead and unmute 
yourself. Let's just do it that way rather than me trying to read.

Speaker 8 (01:00:21):

All right. Just took a bite.

Rebecca de Azevedo (01:00:23):

Yeah. What's up James?

Speaker 8 (01:00:25):

Hi from Minnesota. So I've been practicing for 25 years. I just raised my prices. Of course, like you're 
saying, you know, feel guilty and everything. I just raised my prices about at least 20%. So I'm like 85 for 
an hour, one 20 for 90 minute. Of course you get to flag from clients. Right. But what you're saying is 
really hitting home. How soon would you want to raise? I love what you're saying. I mean, I should have 
done this years ago. Yeah. But how soon would you, should I even raise my prices then? Cause I, I 
already did a 20 20% increase from 65 to 85.

Rebecca de Azevedo (01:01:02):

Okay. And when did you do that?

Speaker 8 (01:01:04):

Beginning of the year.

Rebecca de Azevedo (01:01:05):

Okay. So you guys are not gonna like this. Some of you are gonna think that, you know, this is the wrong 
way to do things, but really the question I wanna ask James is how much longer do you wanna be? Not 
making enough money with every service?

Speaker 8 (01:01:21):

Yeah, that's true.

Rebecca de Azevedo (01:01:23):
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Because again, if, if your calculation like minimum, like the minimum amount, so what did, what was 
your hourly rate when you did the calculation with me? What did you come up with?

Speaker 8 (01:01:36):

The hourly rates around 20 is it 20 per week and everything came to 174.

Rebecca de Azevedo (01:01:44):

174? Yeah. Okay. So

Speaker 8 (01:01:48):

Which my partners know because I, you know, I have like 30 diplomas on my wall and they know.

Rebecca de Azevedo (01:01:54):

And you've been a body armor for how long

Speaker 8 (01:01:55):

Did you say that? 25 years.

Rebecca de Azevedo (01:01:57):

Okay. Okay. So I'm gonna slap you if you're not charging 174.

Speaker 8 (01:02:02):

Okay. I deserve it. I'm a firefighter too. So just go ahead, listen.

Rebecca de Azevedo (01:02:05):

Here's why, and let me say this. I it's gonna, I know I'm sounds sound like I'm talking outta two sides of 
my mouth, but here's something I want you guys to understand. Okay. So first and foremost, we don't 
necessarily get paid for our experience and our, how good we are. Does that, like, let me say it this way. 
How long we've been in the industry doesn't mean we're good. Yep. I've hired people that are 20 year 
veterans and they suck. I've hired people right outta school and they're amazing. But here's the trick 
about what we do. It's subjective. James. I might go to you and think you walk on water and charity 
might get a massage from you and be like, that was terrible. I don't like James' work at all, but D so how 
does James know if he's good? So we're not charging based on how good we are, because you could be 
awesome for one client and terrible for another client. Okay. So that being said, I would certainly expect 
that a veteran, which you are in your career would be charging commensurate with your decades of 
experience. I had a friend message me today, a dear friend, I haven't seen in a couple years, he's been 
around the world. Dear. My homie love this guy. He says, please, can I get some body work from you?

Rebecca de Azevedo (01:03:27):

I said, Trevor, I'm not doing body work anymore. He's like, please come out of retirement. I need body 
work so bad. And you're the only person I can think of. I said, Trevor, I love you. And I don't do body 
work anymore. Now I've been in this field for 27 years. There is a price point at which I would have said, 
okay, Trevor, I'll work on you. It's seven 50 an hour. And that's $750. Cause that's my value. I change 
lives as a coach. I change lives. I know what I'm doing. It's freaky. Okay. It's freaky for people. They're 
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just like, whoa, like, boom, boom. Like not even the same person. I know the impact I can have on 
people. So if I'm gonna come out of retirement to work on Trevor sure. $750, happy to work with you 
for an hour. And you know what? I should just actually text him right now. I should text him. You know 
what, Trevor, I've been thinking, you really want me to work on you at 7, 750 bucks. Happy to work on 
you. Because, because I know my value. I know what my time is worth to me.

Speaker 8 (01:04:39):

I like how you said that, that, that, that hits home.

Rebecca de Azevedo (01:04:42):

Yeah. My time is worth that to me. And here's what I want you guys to think about. This is my little 
soapbox for a minute here. Okay. So maybe you may have heard this before and why I charge what I 
charge for what I do, because it has come at a great price to acquire those skills and knowledge. And I 
don't just mean my college degree or my massage degree. I've literally invested over $200,000 in 
coaching, mentoring, training, Facebook at ads, digital marketing, everything that I do. I also hired and 
fired over 80 employees. One of which was my best friend. Who's no longer my best friend because of 
our work relationship. It cost me my marriage cuz I was at workaholic. It cost me seeing Ryan. Winford 
my second child, his first steps. I've been up for 52 hours at a time with laboring women. I have missed 
birthdays. I have missed anniversaries. I have suffered injuries. I have gone to the ends of the earth to be 
who I am and do what I do. And no one will ever talk my price down. So I want you guys to really look at 
what makes you awesome is so much more than the 30 diplomas on your wall. James it's the lives 
you've saved as a firefighter. You said your firefighter EMT, something like that. Yeah.

Speaker 8 (01:06:20):

Yeah. A firefighter EMT

Rebecca de Azevedo (01:06:22):

Too. Yeah. I want you to think about all of those things. I aren't aren't those with you? Don't you bring 
hasn't that woven the fabric of your being. When you put your hands on a person, I am bringing 54 labor 
and deliveries as a doula, I am bringing thousands of massage clients. I am bringing decades of 
experience to what I do that allows people to have massive shifts, not only in their business, but their 
marriages and their relationships and their satisfaction and their income. You better believe I'm the 
highest priced at what I do in my industry. And you should B two. So it's not just about setting that rate, 
but I want you to be totally clear that you are absolutely worth what you charge because when you're 
convinced of that, there's nothing to sell people go, oh wow, that's expensive. And you go expensive 
compared to what piano lessons.

Rebecca de Azevedo (01:07:33):

Yeah, but they say piano lessons. They go, oh, it's expensive, expensive compared to what didn't you just 
tell me that you've been on your back flat for the last 14 days. Not able to move. How much has that 
cost you in lost work wages? What's the impact on your spouse? What's the impact on your it's? You 
know, how much money have you lost this year because of your chronic pain, how much money have 
you spent trying to solve your whatever issue you serve, serve people with and you really have, 'em 
added up and they go, well, gosh, I guess I've spent $60,000 over the last 20 years and you go, well, the 
good news is I'm super good at what I do. And I'm really confident I can help you and only charge $174 
an hour.
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Rebecca de Azevedo (01:08:19):

You see that? That is good salesmanship. That is you conveying the value of what you offer. Not 
dickering down your price, but you changing the way people think about you. Does that make sense? 
Okay. Are you guys getting what I'm saying? Be worth what you charge and if you need to, you make a 
list of 50 reasons why that's a fricking bargain to work with you. James, 20 years, experience 30 different 
certifications. I've had my hands on 4,000 bodies, 10,000 bodies, at least by the year, a master you're 
you're firefighter education, all the lives you save. The buildings you have run into that were burning. 
Count those you're a badass and it's not about, well, I don't know. She only charges 65 an hour, right? 
It's not about that. It's not about okay. So you absolutely can charge that. Now. Here's what's gonna 
happen. Here's what's gonna happen. If you go from 85 to 1 75, that's a really big jump. That's more 
than double your rates. Okay? Here's what's gonna happen. You're probably gonna lose a lot of clients, 
but you won't lose all of 'em and here's what I wanna point. So James, I'm gonna run this with James' 
calculation and the rest of you can follow along on this. Okay? If you want to current price, James is 
what? 85. And how many clients a month are you seeing?

Speaker 8 (01:10:05):

Oh, geez. I mean, what I did with calculation saying, you know, I maybe do 90 minutes to set, but I just 
said 60. So I said 20, so averaging comfortably 86.

Rebecca de Azevedo (01:10:20):

Okay. I guess. So at 86 sessions a month, times $85 an hour. He Maxs out at 73, 10 a month. Okay. So 
I'm gonna multiply that by 10 months. That's $73,000 a year. Okay. Write that down. That is your max 
potential. And again, guys, that means you are getting paid for every single hour and I'll teach you how 
to do that too. That's how, that's how Nikki still made $13,000 despite 53 cancellations in December. 
Okay. So write that down, James, you got that set. It's actually 73,100. Okay. So that's 73, 10 a month. 
Gross revenue maximum. Okay. Now your new calculation was 1 74. So 86 sessions at 1 74 is $14,964 a 
month. Did you write that down, James?

Speaker 8 (01:11:19):

Yeah.

Rebecca de Azevedo (01:11:21):

14, 9 64. Okay. Now I'm gonna multiply that out by 10. That's $149,640 a year. Okay. So what was the 
first number? I said for year per year?

Speaker 8 (01:11:38):

Yeah. Yeah. We're on 73 ish.

Rebecca de Azevedo (01:11:39):

The watch I'm gonna take 149,000 and I'm gonna subtract 73,000. Think it was 73,100. Yep. Yep. You can 
afford to lose $76,000 worth of clients and you'll still make the same amount of money. So in other 
words, in other words, the se what was the monthly number again? 73. 10 or something like that?

Speaker 8 (01:12:03):

Yeah. 73. 10? Yep.

https://www.rev.com/transcript-editor/Edit?token=YT1YVO-Nr_Z7eYIwmwgdHOJKTQ7rCqn_Eqiu9LuByEh8DZ56PXWSRy4AtdPV-ga0va-KIwOlVYtjmTbv1PeWG7UM0EU&loadFrom=DocumentHeaderDeepLink
https://www.rev.com/
https://www.rev.com/transcript-editor/Edit?token=WiwkfOMGBNeW4sAvjbg9ZJl6ETfUwJ7kLT_nIuMEmbwxtw7H8EZ2BP9inOcBpv6dtfkDcfc3wZTgR4QC5OMtVJvXBT4&loadFrom=DocumentDeeplink&ts=4099.95
https://www.rev.com/transcript-editor/Edit?token=R5IGdUnHySl6EglPvCMv9o6Qa5qZ7py_Zt3HJAfSij6lPuKkL49Juz-fCln6bqjpbB4im2GAj4nCrZ7uQvW2I0kyejI&loadFrom=DocumentDeeplink&ts=4205.5
https://www.rev.com/transcript-editor/Edit?token=mEPlnmr8CpMBBZYxQdmuvur_bxpuGXUIn-tQElYlQ1Fg3UaGsFD7Vb1SlRpUcoV-DC4UYoVvhqXq4L_aCtJuDhNImhc&loadFrom=DocumentDeeplink&ts=4220.11
https://www.rev.com/transcript-editor/Edit?token=fDIqcb87u9vW4qsp-ZAPEJ6zkWt49I9tYXmnDfWl_usJAKTjgIu1C2CXI4Wr5hbT4cdzQ-O4WnGymUKNhvFLFAMmk0Y&loadFrom=DocumentDeeplink&ts=4279.17
https://www.rev.com/transcript-editor/Edit?token=vhGkN5ZxIh9MjoLhUsqiuIgaLYH0T2tucQYA8HEinuulP6ooj-AqqirXM4p0Pv3swrsgY8TcPl-bWEu_pHvwCaWLEzc&loadFrom=DocumentDeeplink&ts=4281.42
https://www.rev.com/transcript-editor/Edit?token=bv4SbgcY2LLbCYA2xsoty93_8-r5qM3ZBXyXrFBrHhF_VY09CvzJXYPp2tL3uu9qlX6Mmy2Y8U6RxiIKjWdNdB8CmLA&loadFrom=DocumentDeeplink&ts=4298.07
https://www.rev.com/transcript-editor/Edit?token=0aut9Veq1mckY9NFQN9Emt87oQyT9wT-9dU4rqUU_1NoVGxmqrwesVgdpAap9hOM3KhpAxgE2LFDuwg-KF9vtV53LOw&loadFrom=DocumentDeeplink&ts=4299.63
https://www.rev.com/transcript-editor/Edit?token=r5apGFwGhtDs7EQgUiz0xsaig-xEppMgfgjc-ngaEs2pZ6J8ahHJtIu-qjPg63NyWrvdODDF-Z_k-_Swoxal5eafyuE&loadFrom=DocumentDeeplink&ts=4323.81


This transcript was exported on Feb 19, 2022 - view latest version here.

Mapping YOUR 6 Figure Practice - 21822 Session 2 (Completed  
02/19/22)
Transcript by Rev.com

Page 21 of 48

Rebecca de Azevedo (01:12:06):

73, 3 10. If we divide that by 1 74, you only need 42 clients a month. That's 10 a week.

Speaker 8 (01:12:18):

Hmm.

Rebecca de Azevedo (01:12:19):

Hmm. So when you're like, my clients are dropping like flies. Okay, fine. I guarantee not all of 'em will, 
you can at least keep 10 a week and maybe you get down to five a week, but you know what? I can 
teach you how to fill that pack up. Okay. Because remember I said, Y or yesterday, I feel like we've been 
together for a week already. You guys it's only been since this morning. Okay. so, so you, you, you are in 
the business of sales and marketing. So if you can have five clients a week at 1 74, you can get five more. 
That means you can do that. There's a market for it. Now there's a science and kind of, that's kind of my 
secret sauce, you know? Like how do you get clients? How do you get 'em consistently? That's what I 
teach my clients to do. We had a person in our academy that got 74 new clients in eight weeks.

Rebecca de Azevedo (01:13:21):

Okay. So just think about, so that once you, once you realize what's the secret to getting clients, all that 
fear goes away, you can lose clients. You'll find new ones. Let me tell you another quick story too. One 
of my graduates, she was just so, oh, she's she's I'm still working with her cuz I have I have a extension 
option for my program and she's in that she's gone from literally nothing, probably charging 50 bucks an 
hour to, she literally has clients flying in. She lives in Baltimore and just this last week had a client fly in 
from New York to work with her in a three hour session that I kind of helped her put together. And now 
this weekend she's flying to New York for a day full of $300 clients, $400 clients she's freaking out. She's 
literally freaking out. She's a mom, she's in a, she's in a very Orthodox religion.

Rebecca de Azevedo (01:14:28):

And she has three children under five. And this is blowing her mind that people are flying in to work with 
her for several hundred dollars in these kind of long healing sessions that she's doing. So I don't care 
where you live. I want you to be open to the fact that people will fly from all over to see you. One of my 
other graduates she's in Florida say same thing. She's like, you know what? I only wanna do two and a 
half hour sessions. She does this really cool, like walking on, it's a, it's an Indian style. It's not a, it's not 
ASU, but it's like this like really on a mat standing on you, you know, kind of thing. And she just got a five 
star review from a client that said I would have flown like the cost of my vacation. It was if she was 
vacationing in Florida and got a massage from Rachel. And she said on the review, the cost of my 
vacation was absolutely worth the body work I got from Rachel. That's a person basically saying they 
would've spent 1200 bucks to see you.

Rebecca de Azevedo (01:15:33):

And if you only need 10 of those people a week, it's a pretty big world. And if you're really good at what 
you do, and you're really good at conveying the value of what you do, that's what you guys all need to 
learn. What you're not good at what most therapists are not good at is conveying and communicating 
the value of what they do. They go blah, blah modalities, which means nothing. Right? Okay. So can you 
see that if you were to up level that James, like your ability to convey and own your value first yourself 
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and convey that value in a heart centered sales conversation with people, heck I'd fly in to see you. I can 
tell you're awesome.

Rebecca de Azevedo (01:16:17):

Every single one of you. You're awesome. And my work honestly is about identifying and awakening. The 
greatness in you until you claim it for yourself. And then you go out there and you rock and you're like 
changing lives and changing the world and changing what's possible for our industry because you're a 
man and the man, the man here have the odds stacked against them in our industry, unfortunately 
right. In a female dominated profession. Right? But you're among the top earning highest paid massage 
therapist with a stellar reputation, doing amazing work, getting 50, you know, five star reviews a year. 
That's what it's about you guys. That's how elevate our industry. Okay. And that's what I'm, I'm coming 
for. You. I'm coming for your greatness. And by the way, I will say, I've mentioned this at the end of the 
other call. I know working with me when people pay me, it's not cheap, but you not working with me is 
costing you your life.

Rebecca de Azevedo (01:17:29):

It's costing you every hour that you aren't thinking, the way that I'm gonna train you to think and 
running your business the way that I'm gonna train you to run your business. That's way more 
expensive. You are leaving $76,000 a year on your table for the last 10 years. James. That's a lot of 
money. That's a lot of money. Yeah. Before we had this conversation, I bet you weren't thinking about it 
from that perspective, right? That's guys. That's why I say you don't need information. Information's 
good. But it's the transformation that I'm interested in. That you are a caterpillar, a caterpillar doesn't 
just slap on wings and call it good. Right? A caterpillar goes through a crazy process that I don't even 
understand. Right? They follow their instincts. They hang upside down. They start shooting out silk from 
an orifice and they spin a cocoon and then they turn into DNA go. And then something happens. And 
they literally turn into a winged flying creature, this little dude that used to crawl around on the ground 
and eat grass and sticks and on trees. And all of that stuff is all of a sudden flying.

Rebecca de Azevedo (01:18:49):

It takes something. It takes something to go through that process, right. That's transf. It's not like you're 
a better caterpillar. You are completely who would you be? James making $150,000 a year where you 
live doing what you do with 11 clients a week. How would that totally alter your life and everybody that 
you love?

Speaker 8 (01:19:18):

Yeah. There's no, I even a word.

Rebecca de Azevedo (01:19:21):

And that's a transformation. Just like a, try to take the little caterpillar. That's still crawling on the ground 
and have a butterfly say, this is your future. He'd be like, but I'm here to tell you y'all are butterflies and 
you need to start dealing with what is in the way of you expressing that in the world. That's my job. 
Okay. And it's my joy, cuz it works. I got a lot of butterflies that we release every week and it's 
incredible. I hear from them on a very regular basis about how their lives are absolutely changed and it's 
remarkable. So I'm really grateful that you, you know, put your hand up and said, Hey, let's talk, you 
know, let's talk about this because that's, what's in store for you and you absolutely can do it. Can you 
see that? You can do it. Yeah. Okay. Very good. Okay. Rose you're up next? Okay. You guys put a one in 
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the chat. If you have a question, right? Go ahead. Rose. I promise I won't be that longwinded with 
everybody.

Speaker 9 (01:20:30):

Sorry you got us all. I I'm all emotional. I totally forgot what I was gonna say. I think we're talking about 
numbers. Oh yeah. Back to the practical stuff. The numbers. When we were talking about, I'm still stuck 
on that. Like how much more we need to crunch the numbers to make, like when you were saying 
double it to pay ourselves half, does that include like taxes you were talking about like setting aside for 
retirement, all that stuff, or is that just the cost of running your practice? I mean wouldn't, we have to 
kind of calculate what our estimated monthly annual costs of running our particular practice would be 
to get a better idea of how much more we need to charge to pay ourselves what our goal salary is or is 
that kind of a, I understand that's, PAing it a little extra just because, Hey, why not? And then, you know, 
you're giving yourself some wiggle room, but we're like, don't wanna do shock from the number. We'd 
have to charge to hit that like goal salary of paying ourselves out of what we're pulling in for a business. 
Is that include, what is that? Is that just the practice cost or like what you were talking about, like setting 
aside for retirement, setting aside 25% for taxes or is that out of our, our personal salary?

Rebecca de Azevedo (01:21:46):

Yeah. So you

Speaker 9 (01:21:47):

Draw from that,

Rebecca de Azevedo (01:21:47):

We get paid out of your personal salary and your retirement gets paid out of your personal salary as 
well.

Speaker 9 (01:21:52):

So that's all after that. Yeah. So, so that's, so why do you pad so high to, to like double it? What we 
wanna pay? What pay ourselves?

Rebecca de Azevedo (01:22:00):

Because I want you to make a lot of money and I want you to have a solve because I

Speaker 9 (01:22:05):

Love that you want us to make a lot of money. Just if you I'm just like very practical, like the numbers, 
like how does that quite make sense? Like, it doesn't cost that much for a small private, like, unless 
we're running a, a clinic and hiring other people and so many extra expenses, like just, you know yes. 
Yeah,

Rebecca de Azevedo (01:22:21):

Yes. Correct. We are very, very, very patting it. And like I said, you may not have to pat it that much. 
Okay. You can back it down. Okay. You know, I mean, James could go or you could anybody go, oh, 186 
an hour that I just can't do that. I'm charging one 12. I just can't. Okay, great. Then just raise it to like 1 
54 or something like that, you know? Like that'd be way better. Right? So it gives you a lot of wiggle 
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room, but here's what I don't want you guys to do is the opposite. You what's the opposite of patting 
your numbers, right? What's the impact of literally not planning for unexpected things like, you know, 
like you don't know what's coming, we live month to month, week to week, whatever, because we think 
that things are gonna keep going the way they're going.

Rebecca de Azevedo (01:23:13):

And they don't. My, my financial planner trained me to have a curve ball account, which is literally a 
savings account to pay for the curve balls that life throws you. How many of you guys are, are saving for 
unexpected things? Most people don't okay. Some of you do. That's great. You know, but when you just 
know, and this is why people struggle is cuz they're living month to month and then happens, your car 
breaks down your roof, collapses, your basement floods, and you don't have insurance and then you're 
totally upside down. Right. So it's better for you to way over pat it and still make that work because it's 
gonna give you a lot more stability and comfort when you have down times. Okay. Now, like I said, there 
is a sweet spot. Like I don't know anyone that charges for or hundred and $36 an hour. You know, like 
you have to, the numbers will give you a starting off point and you can dial it back and you can say, well, 
I guess I need to do 12 sessions a week instead of eight. You know, you can kind of play with those 
variables to get, to get it where it like really makes sense for your, for the, for your market. And for your 
confidence in selling your services at that price. Cuz the number one thing about what you charge is you 
have to be confident.

Rebecca de Azevedo (01:24:32):

You have to be confident in it, cuz people will challenge you and you have to win in that conversation. 
Your bigger belief about why you're worth, that will swallow up the weaker belief about no one pays 
that much for massage. Oh my friends, they do

Speaker 9 (01:24:50):

Have to go back and work on that, that that, that worth and talk.

Rebecca de Azevedo (01:24:55):

That's the transformation piece. You guys, there's nothing to work on about that rose you get that 
directly from coaching that comes out of a conversation about that.

Speaker 9 (01:25:03):

What's in the work. We can hear it and then learn to like believe it and rocket and implement it. Right. 
So just real quick to wrap that up. So that, that number again, just airing on the side of like padding a lot, 
doubling what we wanna make to pay ourselves that doesn't include like you're saying taxes or 
retirement, but it does include sort of like an emergency fund for life and business of like, tell me

Rebecca de Azevedo (01:25:27):

What your what's your business, gross revenue goal based on that calculation annual

Speaker 9 (01:25:32):

Well I'm, I'm still kind of playing around with it, tweaking it. Cuz I was a little shocked by what to make 
well just tell me what it's yeah. Just kinda getting an idea of. And cuz that answer will affect how I plug 

https://www.rev.com/transcript-editor/Edit?token=YT1YVO-Nr_Z7eYIwmwgdHOJKTQ7rCqn_Eqiu9LuByEh8DZ56PXWSRy4AtdPV-ga0va-KIwOlVYtjmTbv1PeWG7UM0EU&loadFrom=DocumentHeaderDeepLink
https://www.rev.com/
https://www.rev.com/transcript-editor/Edit?token=8gutbERdN4yVY50GxwIXXnbdwBfTCgFWBmq9R7Cmqz0RuscUi0LsKCXXGrYy60dFWgJCqTRfs7BdIhY5n8vltKygaEE&loadFrom=DocumentDeeplink&ts=4993.27
https://www.rev.com/transcript-editor/Edit?token=Te1SNaWO7sBbg5U4rfC1Pj5u983Uh3ypxP4HQ-FwnnkCkirQ9LEuaAEVQU6-EyxakoRDUGkiUB4sySjpeIj210eyEVQ&loadFrom=DocumentDeeplink&ts=5072.99
https://www.rev.com/transcript-editor/Edit?token=VAGjYrWgFVNF97UqU768YD82f_YWg7JJ2HMGH4Iq9hqx2m6RiAKi_nuFh2T4FmYtyynwudJxnstraRiULhgvpluLFkU&loadFrom=DocumentDeeplink&ts=5090.14
https://www.rev.com/transcript-editor/Edit?token=DOLOZK_c5kYjZVyK_pIjo3J7C_di49j2fDLxXyiNy0N0uJihZiRjR4BzrA4lxheB0o5O2PhxNbJCbQgOiKtFw__9cug&loadFrom=DocumentDeeplink&ts=5095.15
https://www.rev.com/transcript-editor/Edit?token=ZlLxFXC6um8um3iAeyUmhtOTE1oh20SXO35wMkuIdGiNF7HS3E_XzWhweHM1OGmY0nrruVnmqiNPOpiCRm0W8R796N4&loadFrom=DocumentDeeplink&ts=5103.12
https://www.rev.com/transcript-editor/Edit?token=YReTxgwOPZuX-o33Dxef9ILJxZf4wv-z67slvC8I_ZJHicgnEDz4wEaH6bIHJX_sQiRZBH57AhJ86F5L8j2hzz2SrXw&loadFrom=DocumentDeeplink&ts=5127.46
https://www.rev.com/transcript-editor/Edit?token=M7qinqeaPO2UmmznLeJxbLsXp9jT49bE7yzLByNfQAHcE0Wg9P3icmgiY_hphs6_4TaDNhngKGxFoqwG6gr2P2v_Zcg&loadFrom=DocumentDeeplink&ts=5132.92


This transcript was exported on Feb 19, 2022 - view latest version here.

Mapping YOUR 6 Figure Practice - 21822 Session 2 (Completed  
02/19/22)
Transcript by Rev.com

Page 25 of 48

the numbers in a little bit. Like how much extra you have to really realistically pat it to pay yourself what 
your goal, what are you gonna

Rebecca de Azevedo (01:25:50):

Yourself?

Speaker 9 (01:25:56):

Well, yeah it depends. I originally put in I don't

Rebecca de Azevedo (01:26:00):

Wanna answer that question. I'm just curious. Why is it like,

Speaker 9 (01:26:04):

Like no, I was originally, I originally put in like 80,000 annual revenue and then paying myself 60 thinking 
that was padding enough. But then when we said to double, that would be making one 20 a year to pay 
myself 60

Rebecca de Azevedo (01:26:18):

Easily, make one 20 in private practice. How many sessions a week do you plan to do? 1520.

Speaker 9 (01:26:24):

So that's a little mixed cuz I'm doing both massage and private Pilates training. And the Pilates, I charge 
a little less. So I have to kind of take an average of the two but massage. I put in a 16 a week like four a 
day working four days a week with Michael do so. Yeah. So crunching those numbers. It was, it was 
more like 1 56 an hour for massage. I would have to charge which over 20 years experience is not that 
unrealistic, but it would be a big jump for me to go that. So I have to go back to that mindset part.

Rebecca de Azevedo (01:26:57):

Yeah, yeah. That's exactly. But you can absolutely do that. You can totally do that. And then the P plots 
is on top of it, Right.

Speaker 9 (01:27:04):

The money. Cause that's not as hard in my body and that's why I got into that to help people in that 
way. Without as much physicality. So I have to factor how many in with that. But anyway, yeah. Just 
wanted to get a better idea of that.

Rebecca de Azevedo (01:27:18):

80, 80 to one 20. You've got a lot of wiggle room there. If you wanna pay yourself 60 K a year. Yeah. You 
could probably pull an and 80 again, the data will tell you, you guys, the longer you run your business 
and you keep really solid books, you should have a P and L profit and loss statement. That'll tell you 
exactly how much it costs you to run your business. I know every day to the penny, what it costs me to 
run my business. Okay. Any good business owner, that's a skill you wanna, you wanna develop. Okay. So 
that's very, very important. And that that'll tell you exactly what it costs you and that, that way then you 
got it all burned in the hand, you just go cool. Cost me 20 grand a year to run my practice. I pay myself 
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60. I need to make 80. Okay. 90 shoot for 90, you know, and just rerun the calculation with 90 K a year 
as your gross revenue goal. That's nine grand a month, 10 months a year, you know, 16 session a week 
times, 4.3 weeks is what? 68 appointments a month. And then you go nine grand divided by 69 
appointments a month. It's 130 an hour. But guys, here's the funny thing, a client that's paying 154 an 
hour and a client that's paying hundred and 30 hour. It's the same client.

Speaker 9 (01:28:33):

Yeah. They could pay if they could. I have to always remember that. Once you get to a certain point,

Rebecca de Azevedo (01:28:38):

It's the moot point. Yeah. It's it's like you go to Wendy's and you get a value meal or you get a junior 
bacon whatever meal. So lemme gimme a Wendy's meal. I don't know. Baconator Baconator. Okay. The 
sandwich is how much it's like seven and they're like, do you wanna add fries with that? It's $2 more. 
You're like fricking gimme the fries $2 more. Right. And they make billions of dollars off of those upsell. 
It literally makes such a huge difference in the revenue. Because if somebody's gonna pay seven bucks 
for a burger, they're gonna pay nine bucks for a burger and fries a drink. Okay. So just remember that if 
you can charge one 30, you can charge 1 54 people that are gonna pay those rates. Aren't gonna be like, 
oh, you know, I was really hoping we could keep it under one 30. Like it's, it's just not gonna happen. 
Okay. Okay. Awesome. Does that help rose? You got some wiggle room there somewhere between 90 
and 120, but you get to decide. Okay. Yep. Thank you. Cool. Okay. Marcus Hodges and then Jessica Z 
OnDeck. What's up Marcus?

Speaker 10 (01:29:42):

This is Marcus's wife. We have the business together's

Rebecca de Azevedo (01:29:45):

Wife. That's right. Hi, they're texting.

Speaker 10 (01:29:48):

Yes, the baby. He's sleeping in my leg.

Rebecca de Azevedo (01:29:51):

Hi baby.

Speaker 10 (01:29:53):

So we were in the business together. I kinda tell him where to go and what to do. And he's, and I are 
texting right now. So our problem is, and don't scold us too hard. We're charging 65, 75 for an hour right 
now.

Rebecca de Azevedo (01:30:11):

Okay.

Speaker 10 (01:30:12):
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Yeah. And he's amazing. He's like one of the best in town and we are in Waco, which is kind of booming 
right now. Okay. And so he's where working for Baylor athletics and they're not paying him very much. 
He's working with a third party and they're paying 45 an hour for their massage therapist. And it is 
insane. And we don't know kind of how to go about raising our prices because to hit our numbers, we're 
needing to get 1 65 an hour and

Rebecca de Azevedo (01:30:46):

He's in private practice.

Speaker 10 (01:30:48):

We, yes, we own, we own our own studio. And then we also work as contract workers through a third 
party who does Baylor athletics, which is all of the, all of the sports teams for Baylor.

Rebecca de Azevedo (01:31:01):

But he's probably contracting cuz he's not making enough money in his practice.

Speaker 10 (01:31:06):

Right. Well, we also like to prestige because Baylor is a like big deal here in town. So we like to say, Hey, 
we're working with Baylor athletics.

Rebecca de Azevedo (01:31:13):

Totally. I think that's great. Yeah. So you just have to raise your rates.

Speaker 10 (01:31:18):

Is that like something we just do instantly? Or do we just start $10? No higher. I,

Rebecca de Azevedo (01:31:23):

I wouldn't and guys, you gotta rip the bandaid off and here's the thing. Okay. Some people will get mad 
at you and you'll lose some client when you do that much of a price increase. Okay. There's gonna be a 
little shock effect going through your practice. Okay. But it's okay because you can't afford to do 
massage for less than 160. What I, your rate was

Speaker 10 (01:31:48):

No. Right. Because at this, at this point we've got four kids and he's gone all the time.

Rebecca de Azevedo (01:31:55):

Yeah.

Speaker 10 (01:31:56):

And I'm spending my wheels here, the house, getting things lined up and getting classes, set up for him 
and all of this stuff. And it's honestly, it's insanity. 

Rebecca de Azevedo (01:32:07):
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You basically, when you do that, I here's what I want you to think about. You're basically burning your 
business down to the ground. Yeah. And rebuilding it. That feels, yeah. It's how it feels. And sometimes 
it can be the way. And guys, sometimes it's not, I had one of my graduates, Melissa. She was charging 40 
an hour when we met 40 an hour. This was like two years ago. This wasn't like 30 years ago. Okay. Two 
years ago, charging $40 an hour in Iowa. We did this calculation a hundred an hour immediately. Okay. 
Immediately. And she was fully booked. Like anyone would be if you were charging $40 an hour and 
you're good. Okay. She went a big jump like that and she didn't lose a single client. Wow. And then she 
was mad. Do you know? Why? Why, why would you yeah, exactly. I can see like Piper, like, because she 
are leaving 60 bucks an hour on the table with every single massage because you are scared.

Rebecca de Azevedo (01:33:06):

Right. That's how much your fear is costing you, you're making 40 bucks an hour. Your fear is making 60, 
you know? Okay. So, so that's why I say you just rip the bandaid off and you might have to have a really 
solid candid conversation with some of your clients and you go, listen, here's the thing, you know, and 
this is what, again, when I, my it's different when I'm coaching you as a coaching client. Okay. Cuz I have 
the right to get into your dirty laundry and we, I support you a hundred percent. We duke all this out 
together. Okay. But usually this is what I have my clients say is they blame it on me. They say, I'm 
working with like V and industry expert and we realize we're running a failing business. It's really 
embarrassing to say that, you know, I know I'm really good at what I do, but I realize my pricing was just 
like totally not even making it.

Rebecca de Azevedo (01:33:53):

And my wife's home breastfeeding and has four kids. Like we, we, we have to make a massive change or 
we are, I'm gonna be working as a shift manager at taco bell. I don't wanna do that. So I know this might 
be the end of the road for us, but we are changing our rates dramatically. It's 1 65 a session. So I just 
need to know, are we losing you as a client? Or can we move forward? And you just have a straight, 
vulnerable conversation with those people that you love and you will be shocked how many people will 
stay on and say, you're absolutely worth it. Congratulations. You're worth every penny. No problem. See 
you next week. And you'll be a puddle on the ground. Just going by the grace of God go. I like it's, it's an 
incredible transformative experience when people allow themselves to have those courageous vulner 
conversations, but you can't afford to charge 65 an hour.

Rebecca de Azevedo (01:34:49):

You're you're you guys are digging yourselves into a hole faster than you'll ever get out. So that's how 
you do it. Now you could, if you wanted to say you could do it twice in two chunks. Okay. So you could 
just know like where we're going is 1 65, but we've gotta do a massive price increase, like right away. 
We're going to one 20. Okay. So that would be better. Right? And then one 20 to 1 65 and another six 
months is really not gonna be that big of a deal. But I want you to all guys to also keep in mind if you 
lose a bunch of clients, okay. 60, they're just looking for a great deal. And then boy, they're getting one. 
Okay. Then if you lose a bunch of those $65 clients, but you replace it with the proper authoritative 
marketing, like I teach, then you'll get clients at one, you'll get new clients at 1 65 all day long. You won't 
even miss the $65 one. Does that make sense? You'll, you'll literally fill those holes as quickly as they 
vacate because you're doing the other piece of it. Right. Which is drawing in the right clients that don't 
even think twice about your rates.

Speaker 10 (01:35:55):
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So I think one of the other things is that would cut out a lot of the clients that are, you know, we get the 
calls like, oh, do you have an opening this afternoon? And it's a sketchy person and they don't wanna 
put a card on file and they don't wanna tell you their last name. You

Rebecca de Azevedo (01:36:09):

Don't even do that.

Speaker 10 (01:36:10):

You're

Rebecca de Azevedo (01:36:11):

Those clients. Yeah.

Speaker 10 (01:36:11):

Yeah. You're not even coming in. We're not, we're not setting time aside for you.

Rebecca de Azevedo (01:36:15):

Yeah, exactly, exactly. Okay. So that's how that goes. So I can't give you what you should do cause I 
don't, I'm not your coach. Right. But in terms of comparing you to scenarios of what we've done in the 
past, those are some options for you and I really, really hope that you do it. It's gonna change your life.

Speaker 10 (01:36:35):

We're going to, I just told him we're doing it next week.

Rebecca de Azevedo (01:36:39):

Okay. I love it. Okay. Okay. Then we've got Jessica and then Emily is up on deck.

Speaker 5 (01:36:46):

Hi Jason. Okay. So I think mostly my question has been answered by the last two people asking. So I was 
at 70 an hour and then I did the call with you guys. I think it was Jason. And he told me I needed to be 
around 93 and I kind of got a little brave. I still had a bunch of fear and I only went up to 80. So I jumped 
and now doing this and you're telling me only 20 hours a week, which sounds better for me and my 
body. It looks like I need to go up two about 1 15, 1 16. And I recently raised the rates the $10 in the last 
six months or so, but also I didn't lose any clients when I did that. And since then I was having a room in 
the back of an office and I'm currently remodeling my own space with like Reese area treatment room, 
bathroom, like much better, bigger, better space. And I think I guess I'm just afraid. I just need you to tell 
me about the sphere thing again. I feel like I can go from 80 to 100, but I need to go from 80 to one 15. 
So just do it, just go for it.

Rebecca de Azevedo (01:38:10):

Yeah. I mean, at the end of the day, the numbers don't lie. You guys

Speaker 5 (01:38:15):

Right
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Rebecca de Azevedo (01:38:16):

Now, let me just, let me just say this. Okay. Cuz you, cuz let me, let me just, if you, if I may, okay. My 
clients, my doula clients, can I talk about my doula clients for a minute? So, you know, as a doula, I was a 
skilled guide in the wilderness of labor and delivery. My niche was unmedicated births cuz I had home 
births with my children. Okay. So my clients were like, I, I want a natural, I want an unmedicated birth 
and I know you've done that. And I know, you know, you can guide me through that. So I was really 
passionate about women being able to have that experience if that was what they were choosing into. 
Okay. There's, it's it's there were a lot of conversations I would have with my clients about the choices 
that they were making and what kinds of things they were setting themselves up for, you know, for 
example, to have an unmedicated birth and a hospital is really swimming up stream.

Rebecca de Azevedo (01:39:21):

The hospitals aren't set up for that. They don't like that. They, they like to do epidurals. It makes their 
care easier. Right. But, but I just feel safer in a hospital and I was like, okay, you know, like, and just so I 
would give them some information about that and, and support their decision, whatever it was that 
they did sometimes I, and I just gotta be honest with you guys. I love sitting with you and having these 
conversations and helping you guys to see things different. How many of you guys have gotten massive 
value? Just being here, you know, for an hour. Okay. Just totally eye opening. Okay.

Speaker 5 (01:39:55):

Hunt.

Rebecca de Azevedo (01:39:57):

But for me, sometimes it feels a little bit like I'm just telling my clients what they need to be prepared 
for and just go into the hospital without me.

Rebecca de Azevedo (01:40:08):

I get you. They're not prepared for what the reality of labor and delivery is. Like, I don't care how many 
books you've read or Hayden, how many babies you've had you when you're in the thick of it. And, and 
it's going the way it's going, which is usually not the way you expected. It would go. If I'm not there to 
pull you together to refocus to get a new nurse to you're her husband just passed out, let me take like 
it's okay. You know, we have protocols for that and I am a really good doula. I took so much pride in that 
air traffic control. It was my job to protect that sacred space around that birthing woman or that birthing 
couple, because she will live forever with the memory of that experience. She will, he not so much. I 
found like, oh, it's kind of weird.

Rebecca de Azevedo (01:41:09):

It's kind of cool. Like men have a, they're not, they're not worth the action is they're experiencing it from 
here, but it's happening inside of, and through her, she's having an out of body spiritual experience. 
Doesn't even right. Those of you that have been there, understand what I'm talking about. Okay. I would 
be doing them a huge disservice to think that the information I was going to give them was going to help 
them through that. Right. Because they're not prepared for the reality of that. So I can say yes, of course 
go raise your rates. But I don't know what's gonna happen in you. When you do that, you might have a 
freaking full blown panic attack. You and I've, I've had people do stupid stuff in fear. I had somebody 
without my coaching, just decide I'm not doing this anymore. And email all her clients and say, basically 
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I've failed. I can't do this. I'm shutting down my business. I was just like, what did you just do? Cuz of 
course I talked her out of it 24 hours later. And then she had to eat with all her clients. People do weird 
things when they're afraid and they do weird things when don't feel like they have options. And they do 
weird things when they're up against a scenario that they're like, oh, I didn't realize that this was a 
possibility.

Rebecca de Azevedo (01:42:26):

And so, so that's what I wanna say is get your butt on my bus. Like if you, you really wanna, if you're 
serious about this and you've been, cuz you said you did a discovery call with Jason and if he invited you 
into the program, then work it out, sell your car, like do what it takes because I promise you you're 
gonna make way more money and buy a better car because we're gonna get you through all of that. I, I 
can't promise that you versus the hospital staff versus biology is gonna wrap itself up in a pretty neat 
bow. Most, most of the times it won't right. Does that make sense? And I was just literally talking with 
my team today about this. You guys that, that I, we need to break the illusion in this industry that do it 
yourself as an option.

Rebecca de Azevedo (01:43:29):

That is a slow death. I I'm just being honest. I wanna get on the phone. I wanna get on the phone with all 
the people that we invited into the program that have problems we solve that said yes, yes, yes. I wanna 
work with you. And then they got freaked out. Scared doubt filled their head. Oh no, that's a lot of 
money. All of that. Raise your hand. If I'm talking to you. I know if we were to go back two years into our 
records, three, four years into our records, you know how many people are actually out of business. 
Most of them, some of we know have even filed for bankruptcy. And I'm like, that's so preventable. Like 
all of our, our graduates are thriving. They're thriving because they have the real time doula they have. 
What the hell are we doing during, during COVID?

Rebecca de Azevedo (01:44:17):

Oh my gosh, you guys, that was, you wouldn't even believe what was going on inside of my program 
when COVID hit, it was like a seven alarm fire. People were like, oh my gosh, I just invested in this 
program. And now I can't even work. I just launched my practice a week ago. And now I'm shut down in 
New York city. Like it was crazy. You tell me what you would've done. You would've folded a lot of those 
people would've folded because they don't have Rocky's trainer in the corner going, I know you're 
getting your kicked right now, but you know what? You're gonna win this fight. You're at least gonna win 
this round. And that's all we need to worry about. Okay. So forgive me if that's too brazen or way too 
confident, but guys, I telling you so many of you, it's like we're rowing our life boat past the Titanic crash 
in the icy waters of the Atlantic saying get in my boat.

Rebecca de Azevedo (01:45:02):

And you're like, no, I'm good. I'm it's actually not so cold anymore. I'm starting to feel warm actually. Oh, 
oh there's angels. I'm good. And we're like, you are dying of hyper SEIA. Get in my boat. No, I'm good. I 
think I'll stay here. And that's just, I just have to say that because I'm passionate about what we do. I'm 
passionate about how we serve people. Okay. So DIY is dangerous. I have all the confidence in the 
world. You're all very intelligent, amazing people, but there's no way that you could be prepared for 
what's coming. If you've never made those kind of lead leaps and bounds before, like I'm telling you 
today, you need to make, does that make sense? You guys with me on that? Okay. Does that help 
Jessica? So you should just get on the phone with Jason again. Okay. And figure that out.
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Rebecca de Azevedo (01:45:50):

By the way you guys, I should tell you and then I'll end the sales pitch. Okay. But we actually now have 
incredible financing options for our program that we didn't even have two weeks ago. Okay. We have, if 
you've already done a call and that was the barrier for you, get on the calendar of your enrollment 
coach, cuz we have incredible financing options. And those of you that are like, I, you're not an 
entrepreneur. All entrepreneurs go into debt. You can, can't buy one barbell and get enough personal 
training clients to buy your second barbell. And then you can't get enough personal training clients with 
two barbells to finally open a gym, you have to go a hundred thousand dollars in debt and equipment to 
open a gym to take this seriously. So it's not going into debt. It's leveraging your credit so that you can 
make way more, more money than you ever thought possible. Does that make sense? Okay. So that's 
enough of that. All right. We'll move on here. Okay. Jessica point taken. I see you're feeling me. All right, 
Emily. You're up next, Emily, I love that. You spell your name. Just like my sister does. It's the French 
spelling.

Speaker 9 (01:46:54):

Beautiful. Yes. I'm in Canada. Quebec. Yay. So, so my question is regarding, because I just graduated in 
December and I wanted to start my business. I don't have much experience just with my family and 
friends. I just got semi I hired by a business as self-employed to do some mobile work, which is what I 
wanna do is my business. And I'm kind of like, I don't know if I should have done that cause it's gonna be 
my competitor if I wanna do that anyway. But my question is regarding the, the, a calculation that we 
had before the numbers because I wanted to give myself 70,000 a year and it would've been a hundred 
sixty, a hundred sixty three procession. But as it mobile new,

Rebecca de Azevedo (01:47:43):

Like for that's for too low for mobile.

Speaker 9 (01:47:48):

Oh yeah. Okay. Cause what a hundred and I saw was like, Yeah, well what I saw was 133, so per 60 
minute sessions for just like Swedish.

Rebecca de Azevedo (01:48:01):

Okay.

Speaker 9 (01:48:03):

So for mobile.

Rebecca de Azevedo (01:48:05):

Yeah. That's you could get that in office. That's way too low for mobile. Cause again,

Speaker 9 (01:48:11):

So hundred 63 you think is I'm sorry.

Rebecca de Azevedo (01:48:15):
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Sorry. It takes you two hours to do an hour mobile massage and you need to get paid for that time. So it 
should be almost pretty much double.

Speaker 9 (01:48:26):

And what about in office?

Rebecca de Azevedo (01:48:29):

Yeah. One 30 in office is fine. One 60 in office is fine too.

Speaker 9 (01:48:33):

As a starting massage therapist

Rebecca de Azevedo (01:48:36):

Doesn't matter.

Speaker 9 (01:48:38):

Okay.

Rebecca de Azevedo (01:48:39):

No, no one has ever asked me how

Speaker 9 (01:48:41):

Many years. Yes. I wanted you to say that. OK.

Rebecca de Azevedo (01:48:44):

No one has ever even asked me if I'm licensed to you guys. Okay. Because when you show up in your 
confidence and you're badassery and you're power and you're a great communicator and you can, you 
can, you know, put people at ease

Speaker 9 (01:49:00):

C service,

Rebecca de Azevedo (01:49:01):

You're gonna trust you.

Speaker 9 (01:49:03):

Okay.

Rebecca de Azevedo (01:49:03):

You're gonna be great. You're gonna be like, well I'm just new. So I'm only charging no stop that you 
know, like, okay, no one is gonna know the difference and it's there. There's no corporate ladder here to 
climb. It's not like a year 10. You get the gold watch and year 20 you get the corner office and stuff. No, 
there's no hierarchy of massage therapy as far as I can tell, because there are plenty,
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Rebecca de Azevedo (01:49:27):

Plenty of veterans in this industry that are making way less than people that are right out of school and 
they're doing that to their selves. You know what I mean? So there really is. No there's, no people might 
say that, oh, who are you to charge that? Who, who are you to tell me what to charge? You know, like 
it's my business and I need to make what I make, you know? And again, that's why I say take it into 
consideration guys. When I was 18 years old, I could completely live on $30,000 a year. And I would've 
been pumped to have that. You know what I mean? So it's not like you have to, you know, but, but now 
as a 45 year old, financially independent woman with three children, I can't live on $30,000 a year. Right. 
So a lot of it has to do with just you and you're a grown woman and you have a life behind you of 
experience. And like I was saying to James, you know, all the things that you're bringing to the table that 
counts.

Speaker 9 (01:50:26):

Okay. and what do you think about the, like the other company that I'm gonna be working for? Should I 
do it or, cause I haven't started yet, so I can just like back out of it.

Rebecca de Azevedo (01:50:38):

Well, it just depends. I mean, what do you wanna do? Some people need to have income while they're 
doing it. You should definitely read the contract. They might have a non-compete clause. They might 
have you know, you can't offer mobile massage within five years in the same 30 mile radius, you know? 
So

Speaker 9 (01:50:57):

No, she doesn't have that. We reviewed the contract together. I made sure of that because I, I knew 
about it before getting in. Yeah. And what I wanted and the reason why I signed when I went to see her 
was because I wanted to have experience. I wanted to get some experience to see how like, which niche 
I wanted, like how I wanted to do my own practice afterwards. And I'm gonna be the only one in my 
region. So I guess that's good for me after

Rebecca de Azevedo (01:51:30):

I think that's good as a new therapist. I think it's good. Sometimes I'll tell therapists like go work at a 
franchise and do get 200 hours under your hands and like kind of, you know, figure, figure that out for 
yourself. So I think that that could help you just make sure that if, and when you go off on your own that 
you're not poaching any of her clients.

Speaker 9 (01:51:50):

Yeah.

Rebecca de Azevedo (01:51:51):

You know, or they,

Speaker 9 (01:51:52):

Well, I don't wanna do that. I don't wanna put a com competitor in my back for sure.

Rebecca de Azevedo (01:51:56):
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Well, again, if that's, if, if I was your employer, knowing if I knew you wanted to do mobile, I wouldn't 
hire you.

Speaker 9 (01:52:05):

Well, I didn't tell her that. Obviously she

Rebecca de Azevedo (01:52:07):

Did not. She didn't ask the right questions in an interview.

Speaker 9 (01:52:11):

No, she didn't ask a lot of questions to be.

Rebecca de Azevedo (01:52:14):

I asked my therapist that what's your, you know, when I was interviewing massage said, what's your 
ultimate goal here? Where do you wanna be in five years? I'm like, I just really love what you do. And I, I 
can see myself having my own prenatal and women centered clinic. And that would be amazing. And in 
my head, I'm thinking you basically wanna come here and strip me of my knowledge and then go 
compete with me. I'll pass, I'll pass. I don't hire those people. They're not good employees if they want 
to go off on their own and they're not good employees. So,

Speaker 9 (01:52:41):

So I'm also, don't worry about it. Do whatever you want, You know? Yes. That, that's the thing. So that's, 
so I'm pretty much gonna go for it. And I'm gonna see if I wanna do in office or mobile after. That's 
pretty much what I'm gonna do.

Rebecca de Azevedo (01:52:55):

I think you seem confident in that trajectory. So that's probably the right way for you to go.

Speaker 9 (01:53:02):

In which trajectory,

Rebecca de Azevedo (01:53:04):

Just your plan, I think sounds like, it sounds like you're confident that that's what you wanna do. I think 
you should do that. It's like, you know,

Speaker 9 (01:53:11):

I wanna have my own business. That's definite, but what I'm gonna do exactly is the question. I can't do 
it at home. Cause I don't have the space for it, but it's either mobile or an office. So it's gonna depend on 
how yeah. Just experience really. Yeah.

Rebecca de Azevedo (01:53:26):

But start there. And that'll that'll that may give you some feedback in terms of what you like to do. I say 
only do mobile. You guys, if you love it.
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Speaker 9 (01:53:37):

Okay.

Rebecca de Azevedo (01:53:38):

Cause you're afraid to commit to a lease. Okay. Like, like, you know what I mean? Sometimes like, well, I 
don't wanna commit. I'm afraid the overhead, you do have overhead with a mobile practice that's called 
your life, you know? And you, you wanna make sure it's what you love to do. And there are ways to 
optimize mobile practices that I teach my clients, that it doesn't take much out of you. I personally, for 
me, I was like, Ugh, mobile, Ugh. I don't wanna sch slap my table around. I don't wanna be driving 
around, but for some people there, the niche really needs it and it really makes sense and they love to 
do it. So that's what I would just recommend. First thing, Emily is just get clear on, do you love mobile? 
You know, is that the kinda business that you wanna build or are you settling mobile expression of 
settling,

Speaker 9 (01:54:24):

You know? Yeah, because of the rent and everything. Okay. Got it. Exactly.

Rebecca de Azevedo (01:54:28):

Okay. Cool.

Speaker 9 (01:54:29):

Okay. Thank you. You're. You're

Rebecca de Azevedo (01:54:31):

Welcome. Okay, let's see, Rhonda. You're up next?

Speaker 11 (01:54:37):

Hi there. I had just a question about, you know, what to say to clients when they comment on a price 
hike. And you kind of touched, touched on that one, speaking to the other previous questions. And then 
my other few questions also got answered. So yeah, I'm pretty good. Just wanted to, again, I know 
you're report about when they say like, oh, that's the big hike and you were mentioning compared to 
what I really like that comment, but someone was just saying like, I, I just don't wanna have to 
rationalize my pay increase. And I wanted a way to respond without coming across as being cocky or 
conceited. Do you know what I mean?

Rebecca de Azevedo (01:55:24):

Yes. But I'd rather you, I'd rather you err, on the side of coming across as cocky and conceited than the 
pendulum swinging the way it usually does for us, which is kind of groveling, you know? So I, cause I 
think as you, as we expand in our confidence, we think it's coming across as cocky, but it's, you know, so 
what, but to answer your question, Rhonda you don't have to justify your rates. You don't if like, if peop 
for example, if somebody's like, wow, 135 an hour, you must be rich. Why do you charge so much? I'd 
be like, guys, I'm running a business. Like it's, I, I, I don't have to say, oh, well, because you know, I have 
all these medical bills and like, you don't have to open that conversation up. You just say, I charge what I 
need to charge to keep doing what I love doing. And it's really nobody's business beyond that. It's not, 
you don't have to explain your life history or your financial history to people and please don't right.
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Speaker 11 (01:56:19):

Yeah. Now I was talking it's

Rebecca de Azevedo (01:56:21):

As simple as that, like just explaining, here's why it's such a big price, price increase is because I'm 
working with a coach and I realized I'm actually undercharging and I can't keep going. So yeah. Increase. 
And I know it's a lot.

Speaker 11 (01:56:34):

So I was talking to Sarah this week and someone else was saying, we were trying to figure out exactly 
what our monthly fees were and how much it cost from our business. And Sarah was saying that there's 
a there's like a calculation form that you have on the website or somewhere. Do you have anything like 
that that we could use to help us out with that

Rebecca de Azevedo (01:57:00):

You're in the program and you've been in it for like three days. So hold on. Yeah. Okay. Hang tight.

Speaker 11 (01:57:09):

We got, yeah, I'm just trying to figure out like, like everyone else is like what when you're trying to figure 
out how much you're paying yourself at the end of the day. Yeah. Just having idea as to like what I'm 
making now. I don't even know, like I know how much I'm make gross, but just trying to grasp my mind 
around the expenses of everything.

Rebecca de Azevedo (01:57:26):

Yeah, yeah. That's okay. We'll get there.

Speaker 11 (01:57:28):

Okay.

Rebecca de Azevedo (01:57:29):

Yeah. Okay. Did that help?

Speaker 11 (01:57:32):

Yeah, those were, those were my only questions that I was kind of thinking about during please talk. 
Yeah.

Rebecca de Azevedo (01:57:37):

Awesome. and I really appreciate what you posted the other day, Rhonda.

Speaker 11 (01:57:43):

Thank you.

Rebecca de Azevedo (01:57:44):
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Yeah, it was great. It was really, really great. I just, Rhonda was just expressing, like, I didn't think this 
program would be 360 degree multidimensional, totally life changing in three days already, you know? 
And you're just, you're one of the people I've been sharing about lately, you know, cuz it's, I really 
appreciate that. It's, it's the impact that I'm out to have with people it's not just help your business 
grow, but like that you're the butterfly where you were a caterpillar. So thanks for leaning in and thanks 
for trusting me. It's

Speaker 11 (01:58:12):

An honor. Well, a big part of it was like, you know, we were talking a lot about being nervous about 
raising our prices and we are worried about what our clients are gonna think and how they're gonna 
respond and offending people. And it's really not fair to our clients cause we're putting that onto them. 
Right. And they haven't said anything to us yet and right. A lot of it is just convincing ourselves that we 
believe it. Like, do I believe that I'm worth that much money an hour? And so it's us that we have to 
convince. And so I'm just kinda wrapping my brain around. It's just, it's all me, it has nothing to do with 
my clients. Absolutely nothing. And so it's just been like a total aha like mind blowing experience trying 
to figure out like, what do I believe I'm worth. Yeah. You know, anyway, it's just pretty cool.

Rebecca de Azevedo (01:58:55):

So cool. So excited for you. Okay. Let's see. We're at the, almost a out of time for tonight, but I there's a 
couple more questions. Let's see. So put, I know if, if we, for some people, okay. I know charity has a 
question. A lot of you, others have questions. Let me know. Just put put a, just again, put a one in the 
chat. You still have a question cuz I know a lot of you, your question has been answered at this point. 
Okay. So charity has a question, go ahead and unmute yourself and then we'll see where we, where we 
are at with that. Okay. And then again, you guys, if we don't get to all the questions, just post 'em in the 
Facebook group for the, for the, for the event, the mapping out your six figure practice, I posted it way 
at the beginning, but maybe Kate could grab that and repost it and you can just grab those over there. 
And then are you guys gonna be back tomorrow morning? Who's joining me tomorrow morning. 8:00 
AM. Okay. Awesome. Very good. Yeah. Lots of ahas. Okay, go ahead, charity. Okay. oh, I can't hear you. I 
have a few

Speaker 12 (01:59:53):

Seniors.

Rebecca de Azevedo (01:59:55):

You sound very far away.

Speaker 13 (01:59:59):

Hmm.

Rebecca de Azevedo (02:00:01):

Yeah. I can barely hear you.

Speaker 12 (02:00:05):

Can you hear me now?
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Rebecca de Azevedo (02:00:07):

Barely try again. Okay. Charity, can you hear me? I don't hear her at all. Okay. So we'll circle back and 
see if we can figure that out. Let's go to Anna.

Speaker 12 (02:00:41):

Hey, so you had mentioned earlier about for the people who had a number that came out above $200, 
he said you were gonna circle back to that. His number came out to over 200. So it's just, just reminding 
you about that. Cuz mine came out to 2 32.

Rebecca de Azevedo (02:00:58):

Yeah. So we addressed that. It's either that you patted it more than you need to. Okay. Or you are doing 
two few sessions and expecting more money.

Speaker 12 (02:01:08):

Okay. So I'm just adding too much.

Rebecca de Azevedo (02:01:10):

Yeah. So what's your, what's your personal salary that you want?

Speaker 12 (02:01:16):

The personal salary is a hundred.

Rebecca de Azevedo (02:01:18):

Okay. So, and then you just have to look at how much does it cost you to run your business? So let's say 
it was 30 K a year. Then your goal could be one 30 and just know that you're gonna just tap all the 
money outta your business for yourself, which again is fine. You guys, you can, you can do that. Right? 
I'd like you to see that your I'd like you to know that your business has some savings that your business 
is, you know, has got some cushion in there cuz I think you'll need that. But it's possible to do that. You 
literally could make $130,000 put 30 of that goes to business expenses and take the other a hundred 
thousand. It just really has to do with how tight you run your business and how little you spend on rating 
costs outside of your own salary. Gotcha. Does that help? Thank you. Yep. Yeah, of course, of course. 
Okay. And then Karen?

Speaker 14 (02:02:11):

Yep. So mine was a hundred thousand at 15 sessions a week and it came out to like $194, like

Rebecca de Azevedo (02:02:28):

A hundred thousand at 15 sessions a week.

Speaker 14 (02:02:31):

So 70, 75 gross at 15 at, in 15 sessions a week. Okay. And it came to like 194, wait

Rebecca de Azevedo (02:02:43):

75 gross. Meaning the 75 K is what your business needs to make or what you wanna make.
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Speaker 14 (02:02:49):

Yeah. so no, sorry. 125 gross.

Rebecca de Azevedo (02:02:54):

Okay.

Speaker 14 (02:02:55):

And then it was like $194 an hour. And if I'm gonna, if my niche is gonna be prenatal, I was like, that's, 
that's a lot of money for a prenatal massage. I thought

Rebecca de Azevedo (02:03:13):

According to who you like, you guys act also, remember you're not your ideal client,

Speaker 14 (02:03:20):

Right? No, I know. I'm just like also looking about, you know, getting an idea of like what massage 
therapists in the area also charging.

Rebecca de Azevedo (02:03:29):

I don't need to repeat that spiel. Do I, we already went through that. Right? You don't, you don't look 
around, you don't have to look around, but let's, if it's at 15, a week, times 4.3, that's 64. How many 
months? A year? 10, 11, 10. Okay. So that's and then your gross revenue goal is

Speaker 14 (02:03:49):

1 25.

Rebecca de Azevedo (02:04:00):

Okay. So yeah, but to pay yourself 75,000,

Speaker 14 (02:04:04):

Yeah.

Rebecca de Azevedo (02:04:05):

You may not need $50,000 a year to run your practice or you may need to just take a, a lower salary 
until that, you know, you've got enough in, in the bank to pay your myself the extra.

Speaker 14 (02:04:16):

Okay.

Rebecca de Azevedo (02:04:17):

Does that make sense? Yeah.

Speaker 14 (02:04:18):

And
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Rebecca de Azevedo (02:04:18):

Few more sessions guys, even doing three more sessions a week, calculating, that makes a huge 
difference in your rate.

Speaker 14 (02:04:24):

Yeah. Cause I'm also like, you know, kind of nervous with the whole COVID and yeah. And all that stuff 
about being so cautious. Like I said, in the session earlier today, I'm transfer a patient immune 
compromised. So right now I only have one client.

Rebecca de Azevedo (02:04:42):

Right, right. Yeah. And listen, some of those, he

Speaker 14 (02:04:45):

Ravs about me. I do cupping on him and he RAVs about me. He's like hundred $50 an hour for, with 
cupping. And he's awesome.

Rebecca de Azevedo (02:04:52):

Yeah. And so just look at, you know, you again, that's just to kind of give, arrange to, to play with, and if 
you're just like, I just can't charge $200 an hour, like you're not convinced of that. Then back it down a 
little bit and just change your expectations. Okay. Cause the, cause what we can't, what we don't have 
time to get into of course is the personal details of your financial life, your spending, your habits, your 
needs, your you're like I live on as little as possible in other, in order to fund the other things that are 
important to me. Does that make sense? Like you have a lot of control and how lean you run your 
business, please don't run out and buy gourmet sheets and hydraulic tables. If you don't need tho like 
don't look at your business as a piggy bank to dip into like, oh, well it's a tax deduction so I can buy all 
my essential oils that I love, but I'm not really selling, but I like to buy 'em and it's a business expense.

Rebecca de Azevedo (02:05:47):

Like, do you know what I mean? Like we can really hurt ourselves by trying to spend as much money out 
of our business to make it a tax deduction. But you're cannibalizing your own income. You know, at the 
end of the day, you need to 60,000 a year or 75,000 a year, just make sure that your business is 
engineered in order to deliver that. Okay. So, you know, you it's, it's up to you, but it sounds like you're 
not convinced that you can get clients at 1 96 and therefore you won't, you also have some other 
barriers you're concerned about COVID you're concerned about immune compromise and all that stuff. 
Those are going to be, those are gonna get in the way of you attracting clients. So you have to resolve 
tho those are like airplanes, circling your head all the time that can't land. You've gotta land those. 
You've gotta get clear on that. You've gotta be like, okay, I'm not worried about that. Or I am worried 
about that. Maybe massage. Isn't the place where you wanna be. Maybe you wanna expand your skill. 
Maybe you wanna, you know, all of those things, but you have to resolve that for yourself. Otherwise it 
will always be an impediment to you being able to command those prices. You're uncertain about it. 
Therefore other people will be uncertain about it. Okay. The help.

Speaker 14 (02:06:56):

Yeah.
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Rebecca de Azevedo (02:06:57):

Awesome. Okay. I'll give you, let's do one more question. You guys, and then the rest I'll have you put in 
the, in the chat or sorry in the group. Okay. Okay. So let's see here. Who else was, was it Karen? And 
then we've got, see Piper, Piper. I know Lisa keeps trying to leave and I keep drop dropping nuggets, 
honey. Lisa. Yeah.

Speaker 3 (02:07:20):

Mine might be. Mine might be super E so this might be like a, a mini question. And I was just curious for 
like 90 minute sessions, what people are doing for like total time with the COVID thing. I'm just, I'm just 
kind of curious. Huh? I just add,

Rebecca de Azevedo (02:07:38):

Add 30 minutes to everything you do. A 90 minute session will take you two hours

Speaker 3 (02:07:42):

Usually. Okay. Good. Or, yeah. Okay. Thank you. See easy.

Rebecca de Azevedo (02:07:47):

Okay. Tara healing. You're up next.

Speaker 15 (02:07:52):

Hi. Thank you so much. It's an easy question. Basically if I, I determined how much I need to make an 
hour, but how do I figure out if I'm making packages and, and intro special? How do I make that? I'm 
confused with like the averaging and making some things higher, something lower.

Rebecca de Azevedo (02:08:11):

Yeah. So if that's the, what was the hourly rate that you came up a

Speaker 15 (02:08:17):

110,

Rebecca de Azevedo (02:08:17):

So you can't afford to go any lower than that. That is your, that is your discount rate. Yeah. Because do 
you see how, if you're going lower than that, then you're just cannibalizing your own profits.

Speaker 15 (02:08:28):

Yeah. So it's like, that's my minimum wage basically.

Rebecca de Azevedo (02:08:31):

Yeah. So you can't afford to go lower than that. So that is your, if you're doing a package for, then your 
rate needs to be like one 20, but package price is one 10. That's totally arbitrary. I'm just saying, you 
know, you have to inflate your single session price so that the one 10 is the lowest, but also guys just 
know you don't need to do discounts and packages and stuff like that. You don't need to do that. You 
don't need to discount your services again, a client that's gonna pay one 10 is also gonna pay one. Yeah. 
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And it's not that big of a deal. And some people it's just convenient for them to just pay all at once, you 
know, but they're not necessarily expecting a discount or a freebie on top of that. So just that's a whole 
kind of other conversation.

Rebecca de Azevedo (02:09:09):

But to answer that question, that's one 10 is as low as you go. Now, that being said, I, you know, intro 
rates and stuff like that, I'm okay at because that can work in terms of lowering the risk of people trying 
you. And what that is basically doing is that's marketing dollars. Every business has a client acquisition, 
cost every business. Yeah. There's a cost of that lead. There's a cost of that consultation. That's free. 
You're paying for the opportunity to basically sell your services to that client, if they're a good fit. So it's 
the same thing. And we basically do that in the massage industry with like introductory, you know, your 
first session is, you know, 75 or something like that. Yeah. Again, that's not necessary. But that, that can 
work with good strategy behind it. In this industry. I found that to work actually pretty well.

Speaker 15 (02:09:59):

So are you saying that my intro rate should be 110 and every, if

Rebecca de Azevedo (02:10:04):

You're going to be a therapist that offers like your first session is way cheaper because it's lowering the 
risk than you can on that one session go less than one 10. Let's say five. Okay. Let's say it's half price. 
Yeah.

Speaker 15 (02:10:16):

Yeah.

Rebecca de Azevedo (02:10:16):

Like holy cow, that's amazing. But that's a very enticing, all offer to get a person to try you again, you 
guys, you have to do this with strategy. Otherwise it can just destroy your practice. Okay. It can be as 
bad as a group on, but I've coached people on how to do this. Very, very skillfully. And it works really, 
really well because they can retain those clients and they are finding new clients without paying any 
money in advertising.

Speaker 15 (02:10:40):

Mm,

Rebecca de Azevedo (02:10:40):

Okay. So, so just think about that. So let's say it's $55 for your first session. Yeah. Think, think of it this 
way, the $55 that you didn't collect, it was money. You pay to an ad agency to bring you leads, except 
you didn't have to pay anything. You're just willing to do the work, show up, be awesome. Communicate 
with a client, love them into your practice and enroll them as a, as a regular client, into your practice. 
You're willing to take their risk on the 55 bucks basically in order to have the opportunity to win that 
client over.

Speaker 15 (02:11:16):

Yeah.

https://www.rev.com/transcript-editor/Edit?token=YT1YVO-Nr_Z7eYIwmwgdHOJKTQ7rCqn_Eqiu9LuByEh8DZ56PXWSRy4AtdPV-ga0va-KIwOlVYtjmTbv1PeWG7UM0EU&loadFrom=DocumentHeaderDeepLink
https://www.rev.com/
https://www.rev.com/transcript-editor/Edit?token=iKyk_xkE2rF3tpXoGopyeEhrvvr52wQj981cAYYUg3_tfZHFeFUM2f2Mmzh_jUyNtojGsfxSTTsHiQZ9xlLe-ohguu8&loadFrom=DocumentDeeplink&ts=7749.89
https://www.rev.com/transcript-editor/Edit?token=4zuMU8anxrnE-Ud9TOdLA6gzxPRpccUvwFP4UF6fBmMpm8U74L7Nzz9VcKohcbSmqpgygTj3shEmkHEmBUZxTquV410&loadFrom=DocumentDeeplink&ts=7799.45
https://www.rev.com/transcript-editor/Edit?token=H6Xy4eV6uoBybTTXhOLv6W-1Rf8E4ZMCT8IlLgsIuowN126jCAX8X4Fb_JVSpUi9-E_PSa4JYhdx-M8envE5nJ9zwIg&loadFrom=DocumentDeeplink&ts=7804.43
https://www.rev.com/transcript-editor/Edit?token=2up68Vu8_q8QVE8oqukyCTXotJ8huN-pfToFvQPKiy0VpU7kSvw1_Kg-Mu_FJh7_Dz8kNQw2bj7L0g3BGXUbHHiVMCA&loadFrom=DocumentDeeplink&ts=7816.39
https://www.rev.com/transcript-editor/Edit?token=_84ncJoA4UtxHVDNGvqum3ldy2kX3fWH4YQ8dAHFA1Pp1pt39aZQbXhSCldCFh4U7986wbFygvbKm-BdVpwzDadzL5U&loadFrom=DocumentDeeplink&ts=7816.59
https://www.rev.com/transcript-editor/Edit?token=h7pLJdJTFzyJInFy_AAsmEy-XFvn3XF0S7Dswb796d3_i2pt51Ivi4W2dGjpzR9CGYqw2QL5Jz1U2ku7TGlWXL37bKc&loadFrom=DocumentDeeplink&ts=7840
https://www.rev.com/transcript-editor/Edit?token=ot_uo08yFv3EyTGASqxf-Eo0CfsNmw32c9tqT5G1g6nHy-7qKQsHyE_xhLJp03gHd-VV53zjl6WaA9Zz7Om4VwZDuKw&loadFrom=DocumentDeeplink&ts=7840.88
https://www.rev.com/transcript-editor/Edit?token=PfuIDAldSjEVQLh1XOWj-XP7CtqyXrE3Zv5TNAtfOtlfW_yfbL3T3NeNr4C1Bp50Ne4JtZ44q8MNeKlQS80yi1PhzGc&loadFrom=DocumentDeeplink&ts=7876.58


This transcript was exported on Feb 19, 2022 - view latest version here.

Mapping YOUR 6 Figure Practice - 21822 Session 2 (Completed  
02/19/22)
Transcript by Rev.com

Page 44 of 48

Rebecca de Azevedo (02:11:17):

And some CPAs will let you actually deduct that as marketing expense. So it helps you. It's like, oh, the 
session was one 10. I discounted it 50% for example, but that $55 for a while, you know, it's like just 
depends on your CPA honestly, and how they structure your taxes. Some people will count that $55 as a 
deductible expense. So you're actually not losing any money at all.

Speaker 15 (02:11:44):

Wow. That's very interesting.

Rebecca de Azevedo (02:11:45):

Yeah. It's really interesting kind of strategy, but like I said, it can go very, very haywire, so, so percent 
function on that. But you could, on that one instance go lower one time to acquire the client, but not 
yeah. Ever again after that.

Speaker 15 (02:11:58):

So you're saying then I would start my packages at one 10 and then just make them higher for the, you 
know okay.

Rebecca de Azevedo (02:12:05):

If you were gonna do that. Yeah.

Speaker 15 (02:12:07):

And will you at some point talk about packages and client retention and stuff. Cause that's the only 
reason why I would do packages is just to, for climate.

Rebecca de Azevedo (02:12:15):

Yeah. We can talk about that we'll time.

Speaker 15 (02:12:19):

Okay, cool. Thank you so much.

Rebecca de Azevedo (02:12:21):

Yeah. You're so welcome. And guys, so, so somebody said tips, Emily brought this up about tips, get rid 
of tips.

Rebecca de Azevedo (02:12:29):

Yeah. Get rid of your add-ons in your upgrades. Stop doing that stuff to people. You don't have a sales 
conversation when the person is 30 minutes down in tra in massage land, you're like, by the way you 
want essential oil, just $25. More like stop doing that. Just include all of that stuff. I think we mentioned 
that this morning, but just include all of that, you know, but then again, there's a strategy to doing that 
too, cuz you can't be like I'm raising my rates by $20, but I'm also no longer accepting tips because your 
client's gonna be like, what am, what are you talking about? You're just basically forcing everybody to 
tip you now. Like that can go really south. Okay. Communication I found is 90% of your success. That's 
why I'm so passionate about communication and words and how you say things and how you sell things 
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and how you convey the value is 90% of your success. It's not even your massage skills. You guys, your 
massage skills might be fine or even mediocre. But if you are an excellent communicator, you will be 
successful. Okay. Yeah. So part of that. Yeah. Interesting. Huh? Okay. Okay, Dave, you're the last one. 
And then all the rest of the questions go in the Facebook group or you save them until tomorrow. Okay.

Speaker 16 (02:13:39):

Thank you so much.

Rebecca de Azevedo (02:13:41):

Of course.

Speaker 16 (02:13:43):

Well you probably wanna scream at me, but this is something that just happened today. So, and I'm, I'm 
kind of upset and, and this is a opportunity to get guidance. Sure. So I have this client that, a new client 
that, that called me today to see if I was available. And I, I had the time I said, okay, can I accommodate 
you? I'm in LA. So like, he call like around one and he's supposed to be at seven. And then I prepared the 
room. I prepared myself and everything. And 10 minutes ago he called me and he said, I'm sorry, traffic 
is terrible. I'm 40 minutes late. Are you okay? Or should I book? I, I should turn around. And I was 
already see watching you and everything. I was like, so I go ahead and say, okay, I'm already because I 
already spend time preparing the room and everything. I work for my place. So I say, yes. So how bad is 
that?

Rebecca de Azevedo (02:14:42):

Well, it's fine because you obviously don't have policies in place to protect your time. Right? Like there's 
nothing you can do about that because you, you, if it was me the way I run my practice, first of all, I 
wouldn't have booked the appointment without a credit card. And I would've especially warned him 
your same day booking. You can't cancel this without being charged. Just so you know, if you don't show 
up for any reason, I am charging you. Cuz I there's no way I'll be able to fill that slot. Okay. So if the client 
calls and says, I'm so sorry, I'm stuck in traffic. I could be like, great. Get here when you can. You still 
you'll have, oh, you're gonna be 40 minutes late. You'll still have 20 minutes left for your massage. But 
either way I am charging you for the full session cuz I'm ready and your table is waiting.

Speaker 16 (02:15:27):

And I I'm I'm I'm honey. And I do that. Cause I know is a call. A, his probably is not gonna gimme his 
credit card and his

Rebecca de Azevedo (02:15:36):

He's not a client and you won't ever deal with that situation. If that's why I'm adamant about getting 
credit cards. If people won't do it, they're not a client because they will screw you over. They will. If 
they're not willing to give you a credit card to book an appointment, they have no intention of keeping 
that appointment.

Speaker 16 (02:15:52):

So it's okay to give the first call ask for credit card member. That's
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Rebecca de Azevedo (02:15:57):

Required to do business with my massage therapist in my clinic,

Speaker 17 (02:16:01):

Did the civil lawsuit. That was,

Rebecca de Azevedo (02:16:05):

We do not accept. We, especially with same day bookings. There's a very high risk of no shows with with 
same day bookings. So, and you just,

Speaker 16 (02:16:13):

You just mentioned something else like, okay, you, you have, you show up whenever you want, 
whenever you can. But I'm gonna to take time from your, and I, I I'm afraid to do that. I never have done 
it. Like take time.

Rebecca de Azevedo (02:16:27):

You're over giver. And you, you gave it the expense of yourself. You just gave an hour of your time away 
that you could have filled with a full paying client or if he didn't show up and he didn't show up on time, 
that is not, you are not responsible for the traffic in LA. If his appointment is important to him, he would 
leave two hours early. And if he can't make it and he a good client, he'll say I am so terribly late. It 
doesn't even make sense for me to come, go out and charge my card.

Rebecca de Azevedo (02:16:56):

Those are the clients. I want you guys to fill your practices with that. Tho those are the only clients you 
should be doing business with. The other ones are a pain in the neck. No pun intended. Okay. But they 
really are. They're just, they, you don't want clients like that. They don't respect your time. They expect 
to walk in 40 minutes late and still get an hour massage. I'm sorry. My children are waiting. My dinner's 
waiting. Sorry. No. And I'm getting paid for my time regardless. It's like Nikki did a Facebook live on this 
in the group. Think of it this way. And guys, this is again, I, this is, I co this I, this is what I do in my 
program. As I teach you exactly what to do, help you implement it. So I'm just telling you about it. But I 
don't expect you to just go and do this with people because you can, you can, it can go sideways, like a 
birth. It can go sideways. Okay. So just, but I'm gonna tell you the philosophy behind it so that you 
understand the thinking will help you greatly. If I purchase an airline ticket and I'm 40 minutes late, do 
they read fund me?

Rebecca de Azevedo (02:17:58):

You know, paging Mr. On your flight is departing. Can you call Delta and be like, hold the plane for me. 
I'll be there in 40 minutes. No, you missed the flight too bad. You paid for the seat. It was empty. Maybe 
they even gave it to someone else. So they made $600 instead of 300. That's called business. That's 
really good. Cuz you reserve that ticket. You reserve that seat. Whether you show up for it or not, 
they're not giving you their money back your money back that concert tickets work the same way. A lot 
of hotel bookings work the same way I have booked hotels. I booked a hotel in Oregon. I was driving to 
Seattle with my sweetheart of his it, his mother, we got caught in a snowstorm. It was last February. 
Those of you that live in Oregon or Seattle, remember this took it 18 hours.
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Rebecca de Azevedo (02:18:46):

What should have taken us 10? Luckily I have a Jeep. Okay. So we had reserved to stay the night at this 
cute boutique hotel, somewhere in between salt lake city and, and Seattle. And it became apparent four 
hours before we were supposed to, you know, like into the trip that like, we're not gonna make it to this 
hotel. We're stuck literally in a snowstorm behind 18 semis that can't move and whatever we called the 
hotel, they're like, yeah, sorry. I mean, if you can get here, we still have the room for you. So we paid 
$200 for a room that we never slept in. It's the way the cookie crumbles. Now I'm not leaving a one star 
with you on go. I can't believe these people. They're like, sorry, it's a snowstorm you chose to drive. You 
accept the risks of weather. We held the room for you. We can't resell it. You're out 200 bucks and I'm 
fine with that. I'm totally fine with that. That's that's, you know, so

Speaker 16 (02:19:42):

Not kind of a nervous too about the bad reviews because people can freely drive what every they want.

Rebecca de Azevedo (02:19:48):

Of course again, but you mitigate that greatly with amazing communication processes with your clients. 
And if somebody, if you did everything that I would coach you to do, okay, if you do everything, you 
implement my entire communication system from AZ, with your clients and somebody gives you a 
Onestar review. You got a lot to say to that person and they're gonna look like an, cuz you're gonna take 
the high road. And you're gonna say, I'm so confused as to why you'd be complaining about this. First of 
all, I gave you a credit. You gave me your credit card and you agreed with this policy. Second of all, you 
signed an agreement that said you agreed that this policy, third of all, like you go through this thing, you 
go, yeah, I know. I really hate to charge you. But my time is bill valuable as just as valuable as yours.

Rebecca de Azevedo (02:20:30):

And you agree to the policy. If you don't like that, you're welcome to seek services elsewhere. I'm a 
professional running a business. You know, I'm not a replaceable cocktail waitress or something like 
that. You know what I mean? Okay. And it's again, it's about the thinking you guys, it's not like, just go 
do this. You, you can see they bear that you'd have to change your thinking and how you relate to 
people and how you respect your time. Right. It just in order to implement those policies. Okay. So 
that's what I want for you guys is to rise up in your own image of yourself and then develop the skills of 
communicating that with other people so that you can make money even when you're not working, 
because you're not responsible for other people's, you're not responsible for LA traffic. So you know 
how I told you, Nikki had 53 cancellations in December and still made $13,000.

Rebecca de Azevedo (02:21:25):

It's because she has a waiting list because every single one of those cancellations paid her, if it was less 
than 24 hours. And if she was able to re book the slot because of her waiting list than she did, and 
maybe some of those clients, she didn't even charge cuz she was able to rebook the slot. No big deal. 
Just like if I buy a concert ticket and I can't go and I, and I go ahead and sell it to charity, then I didn't 
lose the $75. I sold the ticket to charity charity, the person charity. Okay. Does that make sense? You 
guys, so this is about business strategy and it's about running a tight ship so that you're protecting your 
most valuable asset, which is your time and your attention. Thank you. And so this person has now 
robbed. You we're even talking about it If we're even talking about it. So it's a total waste of time to 
work with people that are like that because like how much time and energy he's already taken from you 
and you haven't been compensated for that.
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Speaker 16 (02:22:22):

Exactly.

Rebecca de Azevedo (02:22:23):

Okay. That's way to go.

Speaker 16 (02:22:24):

Okay. How often do you guys it's okay to, to raise? How often do you raise the, the, the fees

Rebecca de Azevedo (02:22:33):

Three times a year? Guys, when you're in control of your practice and your clients are amazing clients, 
they will come along with you. I think Nikki raises her rate is raised or rates twice. It, when you're 
booked six weeks out with a waiting list and you're already charging 165 an hour and you go, I'm raising 
my rates to 180. Okay. Because you've now created a demand in the market for your services. You can 
raise your rates as pretty much as often as you want. I wouldn't, but she could look and go, I think I'm 
ready to raise my rates. I can raise my rates. There's demand for I services. I can raise my rates. You 
know what I mean? Like what makes a diamond? What makes a diamond so valuable is that it's rare. 
You know, when you are a commodity, I don't mean commodity in the way, but I, I mean, when you, 
when you yourself have created such immense value in what you do and you become irreplaceable to 
your clients and you become the diamond and they, they, it doesn't matter.

Rebecca de Azevedo (02:23:32):

If you charge 1 55 or 180 5, you can raise it twice a year and they'll still be your clients. Your clients will 
never leave you. And it's my job to help you find your clients instead of anyone that can fog a mirror, 
anyone that will pay my $65 rate or whatever it is, you know what I mean? Right. Like imagine how your 
life would change. If you just knew how to attract those kind of clients where you could raise your rates 
twice a year, if you, if you decided to it's how you get a raise, by the way, also, it just, at this, the time of, 
of this recording guys, we're going through an inflation. You guys know that, right. You know, I, I booked, 
you know, tickets to Mexico that are normally like $400 or like 900. That's just how it is right now. Like 
that's just kind of, the world is going through this like economic. Okay. So it's actually very normal 
everywhere there. If you've noticed, like the burrito used to get for lunches was 7 99 is now 9 45. Yes. So 
it's actually a time of everybody's raising their rates and it'll be okay. Okay.

Rebecca de Azevedo (02:24:44):

Okay guys,

Speaker 16 (02:24:45):

Appreciate it.

Rebecca de Azevedo (02:24:46):

I love ya. Go to bed. I'll see you in the morning, bright and early. All right, guys. Post your biggest to I'll 
go post in the Facebook group. I wanna hear what your golden nuggets are from tonight and what 
you're gonna do about the insights that you had. And I'll see you guys in the morning. Okay. Bye.
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