
Jillian Flodstrom (00:03):

Welcome to the Scale your Small Business podcast. This is the place where we help entrepreneurs and
small business owners put systems in place to see exponential growth. I'm your host, Jillian Linstrom, a
serial entrepreneur, a compulsive organizer, and your business cheerleader. I'm gonna help you calm the
chaos, increase productivity, and grow your revenue. Let's get started.

Jillian Flodstrom (00:30):

There is so much information out in this world about sales, how to get more sales, how to be a better
salesperson. This week's episode with Nicole Cramer, you are gonna love because she focuses on having
those conversations, actively listening, as well as being curious. This is an episode that you're definitely
gonna wanna listen to if you are in the sales field and if you're looking to improve everything about your
sales process. We have a very special guest today. Nicole Cramer is here with us, and she is a sales and
money mindset coach for entrepreneurs. She's passionate about helping entrepreneurs achieve success
in their business by teaching them how to sell without feeling salesy or pushy at how to attract and work
with their dream clients. She's a super successful corporate salesperson. She's learned the ins and outs
of sales and used that knowledge to grow her coaching business to a consistent 20 K months with a full
roster of private clients. Now she's on a mission to make sales fun and enjoyable for entrepreneurs so
that they too can achieve their business goals and contribute to making the world a healthier place. If
you're new to sales or have no idea what you're doing, or maybe you're struggling to get over your fear
of having that money conversation, you're in the right place this week. Nicole can help you create a
customized sales system to get consistent clients and build a thriving business. Please welcome Nicole
Cramer to the show. How are you?

Nicole Cramer (02:02):

I'm great, Jillian. Thank you so much for having me.

Jillian Flodstrom (02:04):

I am so excited to talk to you today because I feel like this is one of the things that people always struggle
with. Nobody wants to feel salesy, nobody wants to feel pushy. We've all seen the badger videos from
like the eighties. None of us wanna feel like that. So what are some tips that can help people get past
that feeling of uncomfortableness or intimidated when it comes to sales?

Nicole Cramer (02:29):

That's the question of the day, right? Like, how do we sell without feeling salesy? So one of the things
that I always suggest is sales is not transactional. It's relational, right? That's one of the principles that I
teach on and what sales is all about. For me, it's about building a relationship with people and creating
opportunities through discussion to help them solve their problems. And so I think a lot of times the
neediness of a sale, right? That I need a client or I, I'm, you know, we can become very attached to the
outcome. And I think that's where we start to feel salesy because what we're really doing is it's about our
agenda. It's about what we want. It's not about allowing the opportunity to be created through the
relationship. So I think first and foremost is not attaching yourself to the outcome. Easier said than done,
right? We all wanna make sales, we're business owners and we wanna grow our business in. In order to
do that we, we need to make sales, but you can't need the sale. And that's where a lot of those feelings
come in of salesy and pushy because it's really coming from your agenda.

Jillian Flodstrom (03:38):
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Well, and one question that I have too is there's so many people that are so busy and maybe they
haven't followed up the way that they should have and maybe they're like, oh my gosh, I haven't reached
out to that client in two weeks. I'm pretty sure that like we could work together, build this relationship.
There might be a potential sale there, but it's been a while since I've connected with them. What's your
advice on like circling back with someone if you're in that situation?

Nicole Cramer (04:04):

I think we should always be continuing conversations and gaining permission to do so, which is really
again about building the relationship. So I think it's always great to follow up with people, but not just
with the agenda of, hey, I'm following up to see if you wanna buy from me. Right? We should always be
finding ways to continue the conversation through staying curious and wanting to know more about the
person and finding out how things have been for them and providing value. Hey, I just made this new
resource, I thought you might be interested in it based on our last conversation, right? What's a way that
you can like an easier, excuse me, an easy like low barrier to entryway to get back into the conversation?
Well think of something that would be really beneficial for them and reach out and say, Hey, you popped
in my mind, came across this resource, thought it might benefit you. How have you been? I

Jillian Flodstrom (04:50):

Love that it's

Nicole Cramer (04:50):

Such an easy way to just check back in with somebody without saying, Hey, I'm checking back in because
I thought you might wanna buy this thing from me. Right? Right. Because what we wanna do is keep
furthering the relationship, keep moving. It's not a race to the finish line. It's like slowing it down to
speed it up. And when you slow it down and you're not needy for the sale and you're not just checking in
with people just to see if they're ready to buy from you, it, they feel seen, they feel cared about, they
feel like you genuinely are building a rapport with them. And that feels a lot different. And that's, to me
it's like we're never really, we're always selling something, but we're never really selling anything,
meaning you're always selling yourself, right? That that's really what you're doing. And when I say not
selling anything, you don't actually wanna sell. You want to give people the option to buy because they
want to be a part of what you have, but not from that space of I need it and I need you to buy from me.

Jillian Flodstrom (05:41):

Well, and along those, you know, same lines, what are some other common mistakes that we as
entrepreneurs make when selling our products or services? And honestly, how could they be avoided?

Nicole Cramer (05:52):

Such a great question. One of the questions that I get a lot is, how do I sell my value?

Nicole Cramer (05:58):

And the mistake that I see people making is that they're trying to sell, they're trying to convince
someone. And what we really wanna do is stay curious and ask questions. So it's not about selling
somebody on why they need us, through us telling them, it's through us asking questions that help us
arrive at answers that they hear and we hear and makes them realize, oh, I do need a solution to this. I
do want to do something about this. But nobody wants to be told what to do, so we can't tell them that's
what they should do. We wanna be curious and consultative and stay in the conversation long enough to
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gain that context so that we understand and so do they, why they truly do want a solution to this. So, you
know, it's like nobody wants to be sold to but they like to buy.

Nicole Cramer (06:48):

And when we can help them see the opportunity that they have to buy where there's a, a true need for
them, then they feel like it's their decision. And I would say that's probably the other mistake that a lot of
people make, is you want to let the person who's buying feel like it's their decision, it should be their
decision. And that's really all you're doing is you're helping them make up their mind. A lot of times
people are like, I've gotta sell this thing. Well, you're really just a professional mind maker upper right?
Because if somebody says yes to working with you, but they don't really mean it, that's not actually what
you want them to say. You don't want somebody to say yes just because you want a client just because
you want the sale. That's not gonna be the right fit for both parties if they ultimately aren't authentically
saying yes. So what you wanna do is help somebody get to a decision. And I think that's another
common mistake that I see is in an, you know, discovery call or a consultation call. A lot of people are
trying to get a client, but what you really wanna do is help that person make a decision about what's
best for both parties.

Jillian Flodstrom (07:45):

Well, and when we make that mistake, we end up with those clients that you're like, oh my goodness,
like how do I get rid of this person? Like, then that becomes a whole nother awkward conversation
because you're like, we were not the right fit for each other. I knew that from the beginning, but I did it
anyways and now I'm in this situation. That's not good. And I think that goes along too with like
understanding our target markets too. Like who is the person that you wanna work with and when it
comes to sales, how can we gain understanding of who truly is our target market?

Nicole Cramer (08:18):

So in sales, when you're, whether speaking to somebody creating content, like they need to know that
you're talking to them. So it is super important that we know who our target market is. And one of the
best ways to get to know who your target market is and get to know more about them is build
relationships with them. Get to know them, ask them, right, find out what they need. Depending on
what it is that you're selling too. I would say a lot of times, like I work with coaches, I'm, I'm in the
coaching industry, a lot of times what coaches are helping somebody with is something that they went
through just a few years before that. So quite often we have similarities to our ideal client, right? Again,
depending on what it is that you're selling, but there's probably a lot of similarities that you do have with
them.

Nicole Cramer (09:01):

But it is super important because they need to know that you're talking to them when you're, when
you're sharing anything, when you're producing content the show me that you know, me button is really
important, right? You need to be, they need to feel like you understand them. Because if you don't, then
you're not expressing empathy. You're not showing that, Hey, I get you, I know where you're at. I know
how you feel. So knowing your target market, probably the most important reason to know them is it
helps you evoke feelings from them. And what a lot of people don't realize is people buy with emotion.
They buy first with emotion. They justify with reason and logic. But when we can bring that them to that
emotional state and we do that through story, we do that through re are we back?
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Jillian Flodstrom (10:00):

We are back. Okay. Hang on one second. You just wanna, let's start over from that last question and then
I'll just have Shada like cut it in. Is that, do you feel like you can start over with that other question?

Nicole Cramer (10:11):

Yeah. What, I forget what the question was cause I dunno where it like stopped.

Jillian Flodstrom (10:16):

Lemme see. We were talking about target market. So how important is having a strong understanding of
your target market when it comes to sales and how can you gain this understanding?

Nicole Cramer (10:25):

Okay. Okay,

Jillian Flodstrom (10:26):

Here we go.

Nicole Cramer (10:28):

Okay.

Nicole Cramer (10:29):

So one of the reasons why it's so important to know your target market is you've gotta be able to hit the,
show me that you know me button and they need to feel seen by you. They need to feel understood by
you and your ability to have that empathy, that relatability is what will make people go, oh my gosh, she
gets me. She knows me, she knows what I'm going through. I believe she can help me too. Right?
Believers are buyers. And so one of the ways that we create that belief in others is by showing them that
we know them, that we understand them. And I think one of the best ways to get to know your ideal
client better is to ask them, have conversations with them, right? And you should be interacting with
them. You should be networking with I mean that's the name of the game, right?

Nicole Cramer (11:13):

People can't buy what they don't know is for sale. So if you're not interacting, if you're not getting visible,
if you're not in spaces where your ideal client hangs out, how would they know about you? And if you
are in those spaces, have conversations with them, get to know them better, do a little research and find
out more about how they feel, what their thoughts are. And when you speak to those feelings, when you
speak to those thoughts, they're like, oh my gosh. It's like she's in my head. She totally gets me. And
that's what we want them to feel.

Jillian Flodstrom (11:39):

Now one buzzword that we hear all the time, especially like in the entrepreneurial world is, you know,
storytelling. And we've gotta weave that into, you know, when we're doing sales and things like that. But
how can we use storytelling to improve our sales pitch?

Nicole Cramer (11:58):
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Well I learned this from my mentor and I love this thing cuz it's so true. Facts will only tell. But the story
sells. And it goes back to what I said just a few minutes ago with why it's important to know your target
market. Because people buy with feelings. People buy always first with feelings. They have to be able to
feel and they'll justify with reason and logic, right? That's like where the second decision comes in. But
they first buy because you've made them feel a certain way. So it is really important to tell stories
because stories are what make people those bring those emotions out. Facts are nice, facts are, you
know, great, but they, they can Google facts. They can't Google your story. So your story also
differentiates you, right? We're we, we're not in competition really with anybody ever if we differentiate
ourselves. And you do that through your ability to share and be relatable by telling stories.

Jillian Flodstrom (12:59):

Absolutely. Now what are some other effective strategies for building relationships with our potential
clients before we make that sale?

Nicole Cramer (13:07):

Yeah, so I think we want to again get visible If you're not visible, people don't know that you exist. You
know, I had a client come to me recently and she was like, well you know, I haven't made any sales yet. I
said, well how many people would you say no that you have something for sale <laugh>? And she
laughed. She said, well I guess nobody. I said, well then it shouldn't be any surprise, right? So first and
foremost, do people know that you have something for sale? And if not, why not? And you know, there's
this thing called social media these days that we have the benefit of being on for free. And it is a
beautiful way to reach a lot of people at once. And I jokingly always say to my clients, I'm like, listen, if
you wanna develop a good relationship with social media, because 200 years ago if you had a good idea
for something, you had to get on your horse and go to the next town over <laugh> and hope that
somebody in that next town over needed what you have.

Nicole Cramer (14:01):

Now we can just pick up our phone and reach the global marketplace. And it definitely makes things
easier in many ways to get visible and to connect with the people, not just through proximity, but
because there's a genuine interest. Somebody in Germany might be like, oh my gosh, I never knew this
woman in Ohio, in Idaho did this thing and this is so great. And it's not just because they lived in a town
near you, but they genuinely are interested in what you do. So getting visible first and foremost, you can
do it online, you can do it in person, right? I just talked a lot about social media, but you could be
networking in person. And at the end of the day, I mean I'm a sales and conversation coach and what I
tell people is you can start conversations everywhere you go.

Nicole Cramer (14:39):

You could start conversations in the grocery store, checkout line, right? And one of the, one of the things
that I would task everybody with or challenge everybody with is see how you can stay curious all day,
every day throughout your day, no matter where, where you go, gas station, grocery store, running
errands and see opportunities. You have to start conversations. See where you resist, see where you hold
yourself back. Because how you do one thing is how you do everything right? And if you can start to be
I'm, you don't have to be extroverted, this is not about that. But if you can start to be more curious and
see opportunities for you to start more conversations, that's where you're going to grow and expand
yourself and your network and create visibility for what you do.
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Jillian Flodstrom (15:18):

I love that because that totally takes the pressure off. If you're like, oh, I'm gonna talk to two people at
the grocery store, like yeah, we could talk about cantaloupe. You know what I mean? It doesn't have to
be like, Hey, you wanna buy my thing? It's just, yeah. Getting used to having conversations with
strangers, such little things like every day could make a huge difference for you when you're at work
talking about the thing that you're selling.

Nicole Cramer (15:43):

Huge. Well, and it's, you know, I also find that a lot of people are like, well I wouldn't start a conversation
with that guy cuz he's, I only work with women and he's not my ideal client. Well what about his wife or
what about his sister? Or what about like, we don't ever know, here's the beauty of conversations. There
is so much opportunity behind them if we have the courage to get into them. There is so much magic
available and so much possibility because you don't know who that person knows or what they're, you
don't know anything until you stay curious and start a conversation. And it's not like you have to be the
weirdo and start a co start a conversation with everybody everywhere you go. But start looking for the
opportunities that right now you're walking right past that you could just easily start a conversation.
Maybe you're in line at Starbucks and it's taken a little bit longer and it's like, man, this line doesn't
usually last this long, does it? I, is it it just me?

Jillian Flodstrom (16:35):

Mm-Hmm <affirmative> and

Nicole Cramer (16:36):

Just start a conversation and see where it goes. And you know, it might not even be business related. It
might be like, oh my gosh, they have a brother who's an amazing mechanic and you've been looking for a
new mechanic for your car. Like so much synchronicity happens, but it's not gonna happen at all unless
we have the courage to start the conversation. Yeah.

Jillian Flodstrom (16:52):

We have to communicate with each other, gotta talk to each other. Right? I mean, what is more basic
than that? That connection. Yeah. And we all have kind of lost over these last couple years. It's like we
have to get that back and retrain our brains to be like to open up to the people in the Starbucks line or
you know, really anywhere. Because a lot of us have probably forgotten how to do that.

Nicole Cramer (17:15):

Yeah, yeah. We have just the basic art of conversation and you know, that's one of the things as a sales
coach that I saw for so long that was holding everybody back from getting the results that they wanted is
they didn't know what to say, they didn't know how to say it, they weren't sure how to connect with
people. No matter what you're doing, even if you're not in a, a business owner, improving your
conversations will absolutely change your entire life because your ability to communicate is the number
one determining factor of your success. Because like, you have to be able to connect and relate to other
people. And I think that that is, like you said over the last couple years, something that we've lost a little
bit of and forgot how to do it cuz we weren't able to be around people in the same ways that we had
<laugh>.

Jillian Flodstrom (17:57):
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Absolutely.

Nicole Cramer (17:59):

For a while there.

Jillian Flodstrom (18:00):

Yeah. Yeah. Now, I know we touched on this a little bit before, but I think this is super important, is
remembering that of course you have to follow up with people, but how should you follow up with
clients who have shown an interest, like you mentioned in your earlier example, but haven't made a
purchase yet?

Nicole Cramer (18:18):

Yeah, so one of my sayings, taglines values that I coach on is this is all about making the customer not
the sale. So one of the last things we wanna do is just follow up with somebody to check in and see if
they're ready to buy from us. And the relationship that you're building. Like here's the thing, there's now
buyers, there's soon buyers and there's later buyers. The relationship that you're building might not be
with a now buyer, but it might very definitely be with a later buyer. And if you're only checking in to
encourage the sale, that's gonna there, that's gonna be felt. So I think we need to respect that. You
know, people are gonna buy when they wanna buy in in sales we say control the controllables. What you
can't control is whenever somebody else is ready to buy. What you can control is your action and your
intention around building a relationship.

Nicole Cramer (19:14):

And so I think the follow up should never be, hey, I'm following up with you. I mean, there's a time and a
place to kind of check in. If somebody said that they were at a place of making a decision, Hey, I just
need a day. Can I have a day to make a decision? Hey, then you can reach out and say, Hey, did you make
the decision? Still wouldn't say it like that, but <laugh> ultimately when we're looking to build a
relationship, move the needle and move it closer to being an opportunity, then reach out and say, Hey,
you popped in my mind, how are things going? Hey, you popped in my mind. Have this new checklist I
thought you might benefit from it based on what you've, you know, shared with me in the past. And or
Hey, I just did this new training, would you like me to send you a copy of it?

Nicole Cramer (19:52):

Right? Like, where can you pop in? Or how can you remember something? Maybe their dog had been
sick and you're like, Hey, I thought of you the other day. I wanted to know how, you know, rufuss have
been, has been doing <laugh> whatever, whatever the dog's name is, <laugh>. Again, it's not just about,
Hey, how are you doing? It's how's your life? How, how, you know, we know each other. We're building a
relationship here cuz you've, if you are gonna work with somebody, you wanna feel good about them
and the the fact that you like each other and it does need to come from a relationship. So I think just
staying curious in your follow ups and remembering important things that you know about that person
that you can bring up and just say, Hey, you popped in my mind.

Jillian Flodstrom (20:31):

Well, and I think too that we forget that there's other circumstances. So you're right, it's not just about
the person. It's like their dogs, their kids, their family, whatever. There's other stuff that's always going on
that maybe is preventing them from purchasing right now or some other objection. And we have to
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remember that there's other outside things happening. What are some effective ways that you think are
good to handle like the objections and the pushback from potential clients during that sales process?

Nicole Cramer (21:01):

Yeah, let me just go back real quick cuz I just wanna give everybody a tip. You remember somebody's
dog's name or their kid's name that's like an immediate fast pass into they feel like you know them, they
feel like you get them. So the, the small little details like that are really important. So here's what I would
say with handling objections. This is my specialty. This is why I, I do what I do. I am a conversation coach
because I love helping people understand not just how to overcome objections, but how to handle them.
How to show up better in the conversation, how to facilitate a conversation that helps somebody make a
decision. And what you wanna do is stay curious. <Laugh>, like if, if I couldn't give any other tip right now
about how to handle objections, I would say staying curious is your superpower.

Nicole Cramer (21:45):

Because staying curious is how you show somebody that you care, right? And people buy from people
that they know, like, and trust. So they need to know that you care about them before they'll buy from
you. And when you stay curious and you ask questions, what you're doing is gaining context, right? Let,
let me give you a quick example. A couple years ago I had a client who, she wasn't a client yet, we were
on a discovery call and we were just chatting at the beginning. And then I asked her about, I said, well
what is your experience with making investments in yourself? And she said, oh well it's usually scary, but
like once I decide I wanna do it, I do it. And then, you know what's crazy, the money always shows up.

Nicole Cramer (22:27):

I just kind of bookmarked that in my mind. She said, once I know I wanna do it and I do it, the money
always shows up. And it was like 20 minutes later and she was making a decision about what she wanted
to do in terms of investing with me and moving forward in that moment. And she said, I don't know, I
just, it's, it's a lot of money. And I said, well let's just look at it this way. Is this something that you know
you wanna do? She said, yeah. I said, okay, how would this be different than what you told me earlier
that once you make a decision the money shows up.

Nicole Cramer (22:56):

And she goes, oh my gosh, you're right. It wouldn't be any different. Okay, let, let's do it. But I didn't
overcome that objection. I didn't say, oh, you can afford it or let's see how we can figure it out. I listened
and stayed curious earlier on in the conversation and I had some context, I had an understanding and
those were her words, not mine. I just said, Hey, earlier you told me, here's how it usually happens when
you make an investment. How would this be any different? And so it's really not about overcoming the
objection, it's about facilitating the conversation. Now is everybody gonna get into a conversation with
you and tell a story about how when they invest money it always works out? No, but everybody's
different and your job is to stay curious and listen and you will gain context. You will gain an
understanding of how to help them make a decision.

Nicole Cramer (23:41):

Cuz that's all I did with her. I just helped her make a decision that she clearly wanted to make. Another
way that I like to tell people, like with, with objections, you know, Hey, how important is it to you to do
something about this? If they're giving you a lot of objections or they're like, you know, like, I don't know
if this is the right time. Okay. You know, I'm just curious, how important is it to you to do something
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about this? Well, I wanna do it, but you know, now's not the right time. Okay. Sounds like this isn't a
priority for you right now and I I'm happy to support you in the decision that you're making right now to
to, you know, not move forward with this because that's really what it is. It's like we're helping them
make a decision. That's it.

Nicole Cramer (24:16):

And we're helping them see where they're at with things. You know, that's something else I've asked in,
in conversations with people before. I've said, Hey, I like being very direct and and transparent. I've said,
I'm hearing that there's two versions of you right now. You, you really wanna do this, but there's some
fear and some hesitation with it. Which version of you would, would you like me to support? Cause I'm
not there to talk somebody into doing something that they don't wanna do. But ultimately if they've
given me a couple of objections, I'll just, I'll label that, Hey, it sounds like there's some hesitation here.
Which version of you would you like me to support right now? Would you like us some support in making
this decision? And I think that's really important that we are coming from that place of like, it's not me
against you, right? I'm not trying to talk you into something, I'm, I'm here to say, Hey, it's you and I
together. What do you wanna do here? Is this right for you right now? Or is this something you wanna
pause on or wait on for a while? I think it just feels really good and supportive to people.

Jillian Flodstrom (25:07):

You know, you said you talked about staying curious and I was just thought to myself like, how many
salespeople are really listening when their client is talking? They're probably focused on like, what's the
next thing? Oh, I gotta look at my script. What's gonna happen next? Where it's like if you just slow down
and listen to what they say, they'll tell you everything you need to know.

Nicole Cramer (25:32):

Yeah, a hundred percent. And what most people are not doing is listening. And I think that that is what,
what most people don't realize is listening is communication. It's the unseen, invisible parts of the
conversation that are the most impactful. And you being there to hold space for that person to facilitate
a conversation, to come prepared with questions, to ask that gain that context, that gain that permission
for you to, to keep going in the conversation. Like that really is how you influence conversations to an
outcome that you want. Not from forcing it, not from needing it, not from de being desperate for it, but
actually from not needing at all, being unattached to it and showing up prepared to ask questions that
will guide the other person through the decision that they wanna make. And you're not doing any of the
heavy lifting, you're just showing up as a really good, caring, curious conversationalist.

Nicole Cramer (26:32):

And ultimately, I said earlier, people buy from people they know, like, and trust. There's something that I
teach called the Triangle of trust. I am and exactly what to say, certified guide. So this is part of the work
that I do in teaching people this methodology and the triangle of trust. One side of it is curiosity. And
when you stay curious, that leads you into empathy and relatability and what that does for you. When
you're curious long enough to gain context and gain empathy. It gives you the courage to ask some of the
hard questions like the question that I just shared with you that I asked my client, how would this be any
different than every other time that you've done it? But I stayed curious, I gained that context by asking
her that question. I showed her that I knew her and understood her and showed her that I was listening
because I was able to rep repeat back something that she had said and that I had the courage to ask it.
Cuz to me it's like, well, how I'm curious enough to think how would it be any different? You just told me
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how things work out. Why would this be different? And when we stick with that pattern of being curious,
listening, building empathy, and having that courage to ask some of the hard questions, that's when
we're really helping somebody make a decision. That's when we're showing up in support of them and
helping them feel like, wow, they do like no, like and trust us. And that does put them in a position to say,
I'm ready.

Jillian Flodstrom (27:47):

I love that. So many takeaways for sure this week. So many different things that can help any
salesperson. Now the favorite resource that I love that you have is your YouTube channel. I think it's
amazing, there's so much good information on there, but where is the best place for people to connect if
they're like, I wanna have a conversation with you, I wanna talk about more about working together.
Where's the best place to connect?

Nicole Cramer (28:10):

Anybody who would like a I have a sales script that I would be happy to send them if they wanna send
me a DM on Instagram and just say they heard me on your podcast, or if they want to share this podcast
on Instagram and tag us in it I would be happy to send them some resources that will really help them,
including the sales script that is really beneficial.

Jillian Flodstrom (28:31):

I love that. Thank you so much for spending time with us. I really appreciate it.

Nicole Cramer (28:36):

You're welcome. Thank you for having me, Jillian.

Jillian Flodstrom (28:39):

That's all we've got for this episode of the scale of your Small Business podcast. One thing that would
really help me and other new potential listeners is for you to rate this show and leave a comment in
iTunes, Stitcher, or wherever you tune in to listen. Also, make sure to link up with us@highgillian.com or
on social media. And don't forget to please just share, share, share this podcast with anyone who you
think might enjoy it. Until next time, remember, it's never too late to get clear.
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