
Hello,	everybody,	and	welcome	to	the	Beauty	Biz	
Show.	Today	I’m	going	to	share	with	you	Ten	
Power	Tools	to	Find	Success	in	2018.	Again,	I	want	
to	extend	a	big	warm	welcome	to	my	fellow	
Beauty	Biz	peeps.	This	podcast	is	designed	for	the	
goal-seIers,	the	go-geIers,	and	the	glow-makers	
in	the	beauty	industry.	

I	want	to	apologize;	I’ve	been	slacking	a	liIle	with	
the	show	because	life	got	really	busy	this	summer.	
Many	of	you	aIended	my	live	event	here	in	Palm	
Desert	in	October.	We	launched	something	
exciPng,	a	one	of	kind,	the	first	ever	success-based	
society	for	Beauty	Biz	pracPPoners.	So,	I’ve	been	
busy	geRng	that	up	and	running,	and	I’ll	tell	you	a	
liIle	more	about	it	in	just	a	minute.	Then,	I	had	the	blessed	opportunity	to	head	to	Hawaii	for	a	
nice	vacaPon,	rolled	right	back	into	the	holidays,	and	here	we	are.	

I	wanted	to	do	one	final	podcast	to	end	the	year.	I	want	to,	again,	apologize	for	not	being	here	a	
liIle	more	oTen.	And	I	want	to	commit	to	you	that	I	will	be	here.	I	have	some	great	podcasts	
already	in	the	queue	and	some	wonderful	guests	lined	up	for	2018.	

But	today	is	all	about	Ten	Power	Tools	to	Find	Success	in	2018.	The	reason	I	designed	this	is	
because	if	you’re	anything	like	me…	And	I	know	if	you’re	listening	to	my	show	and	you	enjoy	it,	
it’s	because	we	have	some	common	interests,	some	things	in	common.	So,	if	you’re	anything	
like	me,	you	aIach	these	expectaPons	to	the	New	Year.	

This	comes	with	so	many	feelings,	like	the	feeling	of	excitement	and	anPcipaPon,	and	maybe	a	
few	feelings	of	fears	surrounding	how	the	heck	you’re	going	to	get	all	of	this	done,	all	of	it	rolled	
out	in	a	streamlined	successful	way.	So,	what	I	decided	to	do	is	end	the	year	with	this	podcast	to	
wind	the	year	down	with	my	final	podcast	surrounding	Ten	Power	Tools	to	Find	Success	in	2018.	

So,	hang	in	here	with	me.	I’m	going	to	explain	the	what,	the	why,	and	the	how	of	each	power	
tool	so	that	you	can	step	forward	into	the	New	Year	with	a	success	plan	of	acPon.	These	are	the	
ten	Pps	that	I’ve	used	in	my	pracPce	for	the	last	16	years,	and	they’re	preIy	easy	to	implement	
and	very	low	cost.	

#1.	Join	the	Beauty	Biz	Club:	h5ps://beautybizclub.com	

Here	we	go.	I’m	going	to	dive	right	in	because	I	know	you’re	busy	this	Pme	of	year.	Tip	number	
one	is	join	the	Beauty	Biz	Club.	What	is	the	Beauty	Biz	Club?	It	is	the	only	success-based	society	
of	its	kind.	This	is	a	pla\orm	designed	for	Beauty	Biz	pracPPoners	who	are	interested	in	filling	



up	their	schedules,	increasing	their	profits,	and	becoming	a	client	aIracPon	magnet	and	
becoming	viewed	as	a	professional	contributor	to	society	and	their	community.	

What	you’ll	find	are	monthly	success	trainings.	These	are	led	by	me	and	other	industry	experts.	
You’re	going	to	find	members	sharing	resources.	You’re	going	to	find	virtual	masterminding	at	its	
finest	in	this	industry.	You	will	be	able	to	ask	for	and	find	accountability	partners.	I’ve	also	
designed	in	this	pla\orm	job	posPngs	and	equipment	for	sale.	

The	reason	that	I’ve	done	all	of	this	is	I’ve	gathered	informaPon	for	the	last	seven	or	eight	years	
of	being	an	industry	consultant,	speaker,	and	coach,	and	from	all	the	e-mails	that	we’ve	had	
flowing	in.	I	go,	“Let’s	put	this	all	in	one	place	for	our	industry	so	that	people	can	use	it	to	up	
their	standards,	up	their	level	of	professionalism,	and	in	turn,	see	beauPful	success	find	its	way	
into	their	lives.”	

Really,	you	guys,	there’s	nothing	else	like	this	in	our	industry.	I’m	excited	to	offer	this	to	you	as	a	
power	tool	for	you	to	use	in	2018.	It’s	one	spot	where	you’re	going	to	find	massive	inspiraPon	
and	moPvaPon.	And	it’s	really	a	place	to	create	clarity	and	accountability,	and	I’m	going	to	talk	
more	about	clarity	and	accountability	in	the	importance	of	them	in	just	a	few	minutes.	

But,	I	want	to	tell	you	why	I	menPon	joining	the	Beauty	Biz	Club	as	Pp	number	one.	That	is	
because	there	is	nothing	more	powerful,	nothing	that	will	contribute	more	to	your	success	than	
finding	your	tribe	and	a	tribe	of	people	who	share	common	goals	and	really	understand	what	
you	do	and	can	contribute	in	a	way	that	is	meaningful	specifically	to	you	and	the	industry	that	
we’re	in.	

I	say	this	because	my	dad	is	a	jokester.	My	dad	owned	a	business.	When	I	was	growing	up,	he	
dragged	me	out	of	bed	at	7:00	a.m.	on	a	Sunday	and	I’d	have	to	go	shovel	out	all	the	cars	from	
the	snow	–	I	grew	up	in	Vermont	–	from	his	car	dealership.	And	I	learned	a	lot	of	my	business	
skills	from	him,	but	I	can’t	really	go	to	him	for	industry-specific	advice.	

And	the	truth	is,	again,	he’s	a	jokester.	And	he	tells	everybody	who	I	grew	up	with,	when	they	
say,	“What’s	Lori	up	to?”	that	I’m	a	drug	dealer.	I’m	like,	“Dad,	why	do	you	say	that?”	And	he	
goes,	“Well,	I’m	joking	because	I	don’t	really	understand	what	you	do.	I	don’t	understand	how	
you’ve	become	so	successful.”	

There	are	a	lot	of	people	out	there	we	can	go	to	for	advice,	but	it’s	more	powerful,	meaningful,	
and	easier	to	implement	when	you	surround	yourself	with	people	who	really	understand	what	
you	do	and	have	the	industry-specific	tools	and	the	trade	secrets	and	the	systems	to	help	you	
along	the	way.	

Finding	your	tribe	really	does	eliminate	the	feeling	of	loneliness	that	accompanies	so	many	
Beauty	Biz	pracPPoners.	I	remember	when	I	was	trying	to	do	it	on	my	own.	I	was	siRng	in	my	
treatment	room.	You	can’t	really	talk	about	business	to	your	landlord,	you	can’t	really	talk	about	



business	to	your	clients,	and	I	thought,	“Where	the	heck	do	I	go	to	surround	myself	with	people	
who	can	help	me	who	really	understand	what	I’m	doing?”	

So,	the	Beauty	Biz	Club	is	a	professional,	success-based	society	designed	to	dramaPcally	up	your	
bookings,	increase	your	profits,	and	provide	you	with	industry-specific	resources	that	are	
needed	to	succeed.	The	Beauty	Biz	Club	is	really	a	great	place	to	be	if	you’re	ready	to	take	your	
success	to	the	next	level	in	2018.	

This	is	why	it’s	the	first	powerful	Pp	that	I	menPon.	If	you’d	like	to	know	more	about	it,	just	jot	
this	down.	You	can	visit	BeautyBizClub.com,	and	there’s	a	Join	Us	page.	

I’ll	give	you	a	quick	example.	There	really	is	something	for	everyone.	There’s	an	EssenPals	Level,	
and	this	is	for	everyone	who	just	wants	to	be	surrounded	by	people	who	get	what	they	do	and	
to	give	and	take,	the	sharing	of	resources,	and	to	really	stay	on	top	of	the	trendy	things	
happening	in	our	industry	and	the	tried-and-proven	tools	that	work	for	other	people.	There’s	a	
lot	of	sharing	of	this	type	of	stuff	going	on.	

There’s	also	an	Expansion	Level,	and	there	are	only	four	spots	leT.	This	is	really	a	space	for	those	
who	are	excelling	in	the	industry	and	finding	they’re	in	need	of	a	higher	level	of	support.	This	is	
not	a	typical	coaching	program;	it’s	a	professional	place	to	meet,	to	learn,	and	to	exchange	
valuable	growth	strategies	with	each	other.	And	you’ll	also	find	me	in	there	engaging	with	the	
members	almost	every	single	day.	I	love	to	see	what’s	going	on	in	our	industry.	I	could	eat,	
sleep,	and	drink	Beauty	Biz	informaPon.	

I	know	there’s	a	lot	of	beauPful	skin	care	lines	out	there	and	equipment	lines	out	there	and	
things	that	can	help	us	excel	in	the	industry,	but	this	is	uniquely	different	and	it’s	a	sharing	of	
resources	and	a	monthly	success	training	and	access	to	the	other	people	in	industry	who	really	
care	about	their	level	of	success	and	doing	beIer	and	self-growth	and	growing	in	way	that	is	
quite	magical.	So,	you	can	visit	BeautyBizClub.com	if	you’re	interested	in	becoming	a	member.	

#2.	Pick	your	power	word	

Now	on	to	power	tool	number	two.	This	is	pick	your	power	word.	What	am	I	talking	about?	
Each	and	every	New	Year’s	Eve,	my	friends	and	I	eat	chili,	play	board	games,	and	then,	aTer	a	
few	glasses	of	wine,	we	sit	outside	around	this	beauPful	outdoor	fire	pit	that	my	friend	Jennifer	
has	and	we	pick	our	power	words.	

Why	is	this	important?	Because	your	power	word	gives	you	direcPon	and	a	place	to	revisit	when	
you	need	to	focus	or	regroup	or	reset	your	mindset,	so	to	speak.	A	power	word	is	a	safe	yet	
powerful	place	to	go	when	you	need	a	mindset	shiT.	



How	do	you	create	this	power	word?	I	want	you	to	think	about	what	you	want	more	of	your	life,	
think	about	what’s	holding	you	back,	and	find	a	word	that	makes	you	feel	excited	and	strong	
and	able	to	accomplish	your	goals	–	just	a	word	to	tap	into	when	you	need	that	powered	boost.	

Here’s	an	example	of	how	I	picked	mine.	I’m	going	to	give	you	the	Reader’s	Digest	version	of	this	
story.	I	was	at	a	big,	huge	Tony	Robbins,	event	and	it	was	Jay’s	birthday	present	from	me,	so	I	
purchased	the	VIP	Pckets.	I	was	really	excited	to	go	and	I	hate	waiPng	in	lines	and	so	does	Jay.	

We	got	to	go	in	early	every	day	and	we	pick	the	same	seats,	in	the	corner	by	the	bathroom.	Our	
seats	weren’t	assigned.	We	just	got	there	early	and	had	early	access,	so	we	got	to	pick	where	
we	wanted.	But	on	the	last	day,	the	seats	we	had	been	siRng	in	for	the	previous	few	days	had	
yellow	tape	across	them,	big	X’s,	like	we	couldn’t	sit	there.	I	was	kind	of	annoyed,	but	we	moved	
a	liIle	bit	farther	down.	

Then	I	watched	this	gal	come	up	to	the	seat	with	her	mother.	I	couldn’t	tell	how	old	she	was.	
She	looked	like	about	25,	30-ish	to	me.	She	had	a	walker	and	she	sat	down.	And	she	was	so	
excited	to	be	there,	and	then	when	Tony	Robbins	came	out	on	stage,	the	music	was	loud,	and	
everyone	was	standing	up	dancing	and	singing	and	jumping	around.	

And	I	noPced	the	gal	who	was	in	my	seat	was	standing	with	a	big	smile	on	her	face,	but	because	
of	her	situaPon,	she	couldn’t	jump	or	dance;	she	was	standing	with	her	walker.	So,	I	went	up	
and	I	put	my	arm	in	hers,	and	I	started	jumping	around	and	dancing	with	her	a	liIle	bit.	

Then	I	realized,	“You	may	actually	knock	her	over,	Lori,	so	calm	down.”	I	looked	at	her	and	I	said,	
“I’m	sorry.	Am	I	going	to	knock	you	over?”	She	looked	at	me	and	she	said,	“No,	I’m	having	so	
much	fun,	and	I	wish	that	I	could	jump.”	I	thought	to	myself,	“Oh	my	goodness,	that	was	so	
powerful.”	She	shiTed	my	mindset	and	changed	everything.	

I	learned	more	from	Melissa…	She	has	become	a	friend	of	mine	on	social	media,	and	we	tag	
each	and	we	talk	a	lot.	I	learned	more	from	her	just	saying	that	to	me.	So,	my	power	word	for	
2017	was	actually	“jump.”	

I	would	revisit	this	word	when	I	felt	scared	to	do	something,	when	I	felt	like	I	needed	to	step	out	
of	my	comfort	zone,	when	I	would	quesPon	a	decision,	“Should	I	do	this?	Do	I	have	Pme	to	do	
this?”	I	used	the	word	“jump.”	

I’ll	tell	you	a	liIle	bit	about	Melissa.	I	got	to	know	her	aTer	the	event.	When	she	was	19,	she	
was	in	an	accident	with	her	horse	and	was	in	a	coma	for	several	months	and	had	to	relearn	
everything.	When	she	said	to	me,	“Oh,	my	gosh.	No,	I’m	having	so	much	fun.	I	wish	I	could	
jump,”	that	was	how	I	chose	my	word	for	the	year.	



So,	think	about	one	word	that’s	going	to	make	you	feel	really	brave	any	Pme	you	need	to	step	
into	a	space	of	decision-making	or	moPvaPon	or	inspiraPon	or	even	focus.	That	is	Pp	number	
two.	

Spend	a	liIle	bit	of	Pme	this	New	Year’s	Eve	or	New	Year’s	Day	and	pick	your	power	word.	Think	
about	what	you	want	to	do	more	of,	think	about	a	word	that’s	associated	with	that	–	an	acPon	
word	–	and	go	ahead	and	pick	it.	

And	enjoy	it,	revisit	it	throughout	the	year,	write	it	down.	Maybe	get	a	magnet	made	on	
Zazzle.com	and	put	it	on	your	refrigerator.	Some	gals	have	even	been	wriPng	theirs	in	lipsPck	on	
their	bathroom	mirror.	Do	whatever	it	takes	to	revisit	this	word.	I	guarantee	you,	it’ll	be	a	very	
powerful	success	tool	for	you	to	use	over	and	over	and	over	again.	

#3.	Make	intenGon-seIng	a	habit	

Tip	number	three	is	make	intenPon-seRng	a	habit.	Make	seRng	your	intenPons	a	daily	habit.	
What	am	I	talking	about?	Each	and	every	day,	I	wake	up	in	the	morning,	and	those	of	you	who	
follow	me	at	all	on	the	podcast	or	on	social	media,	know	that	I’m	a	coffee	addict.	So,	each	and	
every	day,	I	go	and	I	pour	my	coffee,	and	then	I	sit	for	a	few	minutes	and	I	set	my	three	daily	
intenPons.	

I	write	them	down	because	they	–	the	experts	–	say	that	if	you	write	something	down,	you’re	
ten	Pmes	more	likely	to	make	it	happen.	I	set	three	of	them	because	this	is	not	overwhelming	
and	it’s	not	too	much	on	my	to-do	list,	but	I	write	them	down.	

These	are	your	mini	goals,	these	intenPons,	what	you’d	like	to	get	done	this	parPcular	day.	
They’re	your	mini	goals.	And	they’ll	help	you	create	clarity,	focus,	and	you’ll	start	to	form	the	
habit	of	accountability	in	your	life,	and	most	importantly,	you’ll	remove	the	overwhelm.	

Each	day,	take	the	Pme	to	make	a	habit	of	wriPng	down	three	things	that	you	want	to	get	done	
that	day.	What	are	your	top	three	prioriPes	for	the	day?	And	don’t	say	you’re	going	to	go	climb	
Mount	Everest;	make	these	realisPc	and	doable.	

Some	ideas	are	“I	want	to	order	inventory	today”,	“I’m	going	to	watch	this	online	webinar	today	
during	my	lunch	at	the	spa	because	I	really	have	been	needing	to	do	this,”	“Today,	I’m	going	to	
join	the	Beauty	Biz	Club	because	I	know	that’s	going	to	help	me	take	my	business	to	the	next	
level,	if	can	be	surrounded	by	amazing	people	who	are	professional	and	posiPve.”	

I’ll	give	you	an	example.	My	client	Kim,	she’s	in	Maui.	She’s	been	a	-long	Pme	coaching	client	of	
mine.	She	used	to	invest	in	one-on-one	coaching	a	lot	and	say,	“Lori,	I	can’t	get	it	all	done,	I	
can’t	get	it	all	done.”	And	finally,	we	realized,	that’s	because	her	to-do	list	every	day	had	
probably	70	things	on	it.	And	I	go,	“Kim,	you’re	overwhelming	yourself.	Simplify	it.”	



I	simply	explained	the	intenPon	seRng,	liIle	proven	system	and	ritual	that	I’ve	designed	in	my	
life.	She	called	me	about	a	month	later,	and	she	said,	“Oh	my	goodness,	this	has	helped	so	
much.”	Just	make	of	habit	a	wriPng	down	and	seRng	your	daily	intenPons.	

#4.	Set	comfort	zone	acGon	steps	

This	is	step	number	four,	it	goes	right	along	with	number	three.	So,	you’re	going	to	set	your	daily	
intenPons,	and	then	right	underneath	your	intenPons,	you’re	going	to	set	some	comfort	zone	
acPon	steps.	These	coincide	with	your	intenPons.	

What	do	I	mean	here?	I’m	talking	about	two	things.	One,	I	believe	in	the	Law	of	AIracPon.	This	
is	wriPng	down	your	intenPons	and	it	does	help	them	find	their	way	into	your	life.	But	I’m	a	
bigger	believer	in	actually	what	I	like	to	call	the	Law	of	AcPon.	So,	the	Law	of	AIracPon	
combined	with	the	Law	of	AcPon	is	so	powerful.	

Why	am	I	telling	you	to	do	this?	SeRng	your	intenPons	and	creaPng	acPon	steps	that	are	in	line	
with	your	daily	intenPons	really	is	the	fastest	way	I	know	to	see	results.	

Some	of	us	get	caught	up	in	this	big	grandiose	idea,	“I	have	to	go	get	this	new	$10,000	piece	of	
equipment.	I	have	to	have	it.	I	have	to	have	it.	It’s	going	to	change	my	business.”	Okay,	yes,	go	
buy	it.	But	then	set	down	your	daily	intenPons.	And	this	even	turns	into	a	liIle	markePng	plan	
for	how	you’re	going	to	get	a	return	on	that	$10,000	investment	in	such	a	simple	and	beauPful	
way.	

AcPon	steps	that	take	you	out	of	your	comfort	zone	at	least	once	a	day	are	a	must	if	you	want	to	
grow	your	business.	Here’s	what	I’m	going	to	do	for	you:	I’m	going	to	give	you	a	giT.	I’m	going	to	
share	with	you	my	intenPon-	and	acPon-seRng	formula.	It’s	a	handout	that	is	going	to	go	along	
if	you’ve	listened	in	to	this	podcast.	

All	you	have	to	do	is	visit	BeautyBizClub.com/free,	and	there	will	be	a	beauPful	PDF.	What	I	
recommend	that	you	do	is	you	print	this	out,	make	five	or	six	copies	of	it,	and	sit	down	and	
make	a	habit.	

I’m	making	this	really	easy	for	you	to	set	your	daily	intenPons,	which	is	Pp	number	three,	and	
then	four,	right	underneath	it,	there’s	a	space.	This	is	a	really	streamlined	systemaPc	approach	
to	set	your	comfort	zone	acPon	steps.	So,	set	your	intenPons	and	then	create	the	acPon	steps	
needed	to	achieve	your	intenPon.	

Again,	this	is	a	free	giT	to	you	for	listening	to	the	podcast	today.	Just	visit	hIps://
BeautyBizClub.com/free,	and	my	giT	to	you	is	my	Weekly	IntenPon	SeRng	Worksheet.	

Really,	you	guys,	I’m	telling	you	the	importance	of	this.	Don’t	underesPmate	it,	because	my	
high-level	income	earners,	the	gals	who	have	exceeded	the	industry	expectaPons	or	industry	
norms	in	the	Beauty	Biz	Expansion	Level,	many	of	them	are	doing	this	each	and	every	week,	and	



they	love	how	it’s	changing	their	business	in	a	personal	way.	And	the	added	bonus	is	they’re	
seeing	massive	and	beauPful	changes	in	their	personal	life,	as	well.	

#5.	Purge	

Tip	number	five	–	moving	right	along	here	–	is	I	have	one	simple	word	that	I’m	going	to	share	
with	you,	and	that	is	“purge.”	There	is	something	so	powerful	that	happens	when	we	take	Pme	
to	purge	a	few	things	and	let	go	of	them.	

Really,	the	beginning	of	a	new	year	is	such	a	beauPful	Pme	to	let	go	of	something	that’s	not	
working.	Why?	Because	this	frees	you	up	to	do	more	of	what	you	love.	When	you’re	fueled	by	
passion,	it	can	dramaPcally	increase	your	level	of	success	very	quickly.	

When	you	do	more	of	what	you	love,	you	magically	aIract	the	right	people	into	your	lives.	This	
includes	the	right	clients,	the	right	vendors,	the	right	strategic	alliances,	and	the	right	friends	
who	will	support	your	journey.	

How	do	you	do	this	in	a	streamlined	systemaPc	way?	You	simply	make	a	list	of	everything	you	
dread	doing,	and	then	you’re	going	to	circle	your	top	three	irritants	and	find	a	way	to	eliminate	
them	from	your	daily	or	your	weekly	rouPne.	

I’ll	give	you	an	example	of	how	I	did	this.	I	used	to	dread	going	to	work	every	day	and	doing	lash	
extensions.	They	just	weren’t	for	me.	The	truth	is	I	wasn’t	that	good	at	them,	but	I	did	have	
quite	a	few	clients	who	kept	coming	back	to	me	for	them.	

It	was	scary	to	eliminate,	to	purge	this	from	my	schedule	and	from	my	pracPce	because	I	was	
making	a	lot	of	money	doing	it;	it	was	a	good	source	of	income	for	me.	But	I	decided,	“You	know	
what?	I	am	not	going	to	do	this	anymore	because	I	don’t	love	doing	it,	I	don’t	feel	like	I’m	really	
good	at	it,	and	I’d	like	to	open	up	more	space	for	microcurrent.	My	real	true	passion	is	
microcurrent.”	

I	slowly	just	started	telling	my	clients	that	I	wasn’t	going	to	be	doing	it	anymore.	And	get	this:	on	
the	second	floor	of	my	building,	a	gal	moved	in	who	only	does	lash	extensions.	So,	I	actually	
kept	the	offering	on	my	website	and	when	anyone	calls,	I	send	them	up	to	her	on	the	second	
floor.	She	doesn’t	do	any	facials,	and	we	have	a	meePng	set	up	so	that	we	can	start	really	
engaging	in	the	reciprocity	of	the	situaPon,	this	unique	beauPful	situaPon.	

It	goes	back	to	what	I	tell	you:	when	you	decide	to	purge	something	that’s	not	working	or	that	
you	don’t	love	doing,	you	really	open	up	your	life	for	more	microcurrent	clients,	in	my	case.	And	
then	even	a	strategic	alliance	popped	in	right	above	me.	So,	purging	is	hugely	important.	

Again,	go	ahead.	Give	yourself	Pme	to	make	a	list	of	everything	that	you	dread	doing	and	circle	
the	top	three	irritants	and	find	a	way	to	eliminate	them	from	your	weekly	rouPne.	



#6.	Figure	out	your	basic	brand	message	

Moving	along	to	number	six:	figure	out	your	basic	brand	message.	I	know	branding	sounds	so	
scary	because	it’s	not	something	that	we	learn	in	school.	Again,	I’ll	be	doing	many	classes	on	
branding	in	a	way	that’s	understandable	to	us	in	the	beauty	industry	in	the	Beauty	Biz	Club	over	
the	course	of	the	year	in	the	2018.	But	for	now,	I’m	going	to	give	you	a	basic	Reader’s	Digest	
idea	of	what	I’m	talking	about	here:	figure	out	your	basic	branding	message.	

So,	now	that	you’ve	purged,	you’re	going	to	have	Pme	to	focus	on	creaPng	what	you	absolutely	
love.	ExciPng	news	here.	There’s	a	whole	system	to	this	podcast.	Welcome	to	my	crazy	
systemaPc	Virgo	world.	

Following	are	two	elements	that	you	need	to	know.	They’re	success	strategies	that	all	the	high-
level	gals	in	my	coaching	group	in	the	Beauty	Biz	Club	Expansion	Level	are	doing.	These	girls	
never	lose	sight	of	these	now	that	they’ve	learned	them,	and	this	is	a	large	part	of	what	has	
created	magic	in	filling	their	books	and	boosPng	their	profits.	

Together	as	a	group,	we	are	always	working	on	and	figuring	out	and	markePng	to	our	BCE	and	
focusing	on	our	PP	–	I	like	to	call	it	–	our	profitable	passion.	What	is	your	BCE?	Again,	this	is	
going	to	be	a	Reader’s	Digest,	a	small	idea	of	what	I’m	talking	about.	Your	BCE	is	figuring	out	
who	it	is	you	want	more	of	in	your	pracPce.	I	call	it	your	best	client	ever.	Who	is	that	person	
who	you	see	on	your	schedule	and	you	go,	“Holy	cow.	Can’t	wait	to	see	her”?	

Believe	it	or	not,	when	you	know	your	basic	branding	message	and	you	start	to	speak	to	the	
person	in	your	markePng	messages,	in	your	social	media	posts,	you	start	to	speak	to	one	
specific	person.	More	of	these	people,	you’re	going	to	start	to	aIract	them	into	your	pracPce.	

Who	is	your	BCE?	Who	is	that	best	client?	What	are	her	characterisPcs?	Why	does	she	come	to	
you?	What	result	is	she	looking	for?	If	you	can	find	a	way	to	implement	a	liIle	bit	of	this	into	
your	markePng	message,	every	Pme	you’re	out	there	posPng,	you’re	talking	to	somebody	in	line	
at	Starbucks,	you’re	posPng	on	social	media,	you’re	sending	out	your	monthly	newsleIers,	if	
you	can	speak	to	this	one	person,	you	will	start	to	see	more	of	them	find	their	way	into	your	
pracPce.	

What	is	your	profitable	passion?	It’s	usually	that	one	service	that	your	BCE	is	the	most	
interested	in.	

I	can	tell	you	who	my	BCE	is.	She	is	anywhere	from	30	to	60	and	she	wants	a	holisPc	approach	to	
looking	younger.	My	profitable	passion,	I	let	go	of	eyelashes	and	whatever	it	was	that	wasn’t	
working	and	I	solely	focused	on	microcurrent.	And	that	is	about	90%	of	what	I	do	all	day	long.	



My	BCE	–	my	best	client	ever	–	loves	microcurrent.	So,	microcurrent	is	my	profitable	passion,	
and	90%	of	my	markePng	messages	surround	somebody	who	would	be	interested	in	this	type	of	
approach	to	business,	this	type	of	client	who	would	be	aIracted	to	my	brand.	

The	truth	is,	you	guys,	you	can’t	be	everything	to	everyone.	When	you	try,	you	end	up	being	all	
over	the	place	and	frazzled.	And	people	who	want	to	come	in	and	relax	in	your	spa	are	not	
drawn	to	a	frazzled	energy.	

Don’t	overlook	how	important	it	is	to	figure	out	what	your	basic	brand	message	is,	because	any	
markePng	guru…	And	I	love	markePng,	I	love	teaching	markePng,	and	trust	me,	I’ve	done	so	
much	homework	and	research	and	gained	a	lot	of	knowledge	in	this	area	so	that	I	can	help	you	
guys.	And	any	markePng	guru	will	tell	you	that	to	create	a	streamlined	markePng	strategy,	to	do	
this,	you	must	know	who	it	is	you	want	to	aIract	and	what	you	want	to	specialize	in.	Then,	you	
can	create	a	clear	client	aIracPon	markePng	message.	

Again,	start	to	think	about	“Who	is	your	BCE,	and	what	is	your	profitable	passion?”	If	you	just	
start	to	think	about	these	two	things	and	really	start	focusing	on	them,	you	will	authenPcally	
start	to	create	a	brand.	And	this	is	an	amazing	thing:	it’s	going	to	help	you	everywhere	in	your	
business.	

When	you	talk	to	a	graphic	designer	or	a	web	designer,	you’re	going	to	have	a	strong	message	to	
share	with	them	on	what	you	want	your	offerings	to	look	like,	what	you	want	your	first	
impression	on	the	Internet	to	be,	what	you	want	to	be	involved	in	your	search	engine	
opPmizaPon	keywords.	This	will	all	make	sense	to	you	when	you	start	to	focus	on	these	two	
things.	

An	example	of	this	is	Jeffrie	Chambers.	She’s	done	a	past	podcast	with	me.	She’s	the	best	
example	I	can	think	of.	She	really	started	over.	She	moved	to	AusPn	Texas.	And	she	only	did	
what	she	felt	passionate	about.	I	think	she	only	offers	one	or	two	types	of	facials	and	she	has	
two	product	lines.	That’s	it.	And	this	year,	Jeffrey	is	going	to	hit	a	milestone	in	her	business.	
She’s	reached	a	goal	that	she’s	been	working	on	for	the	past	few	years.	

And	she	just	keeps	saying,	“I	can’t	believe	what’s	happening	in	my	business.	I	can’t	believe	
what’s	happening	in	my	business.	This	is	so	exciPng.	How	did	this	happen?”	And	it	really	is	
because	she	was	so	commiIed	to	just	focusing	on	her	BCE	and	her	profitable	passion.	She’s	a	
shining	example	of	how	this	can	work	in	a	beauPful	way	to	help	you	become	really	successful.	

One	last	thing	I’ll	just	menPon	here	is	think	about	doctors.	Usually,	the	doctors	who	specialize	in	
something	are	the	ones	who	are	the	most	booked	solid.	I	know	it	takes	forever	somePmes	to	
get	in	to	see	a	heart	surgeon.	A	heart	surgeon	is	probably	generaPng	a	liIle	more	income	than	a	
general	pracPPoner.	



Not	that	I’m	bagging	on	anyone,	because	I	take	we	need	more	amazing	doctors	out	there	in	this	
world;	there’s	not	enough	of	them	in	this	day	and	age.	But	I’m	just	saying,	those	who	specialize	
in	something	usually	are	the	ones	who	are	making	a	liIle	bit	more	money,	doing	what	they	love	
in	a	specific	area.	

Those	are	just	some	examples	of	Pp	number	six,	and	that	is	to	figure	out	your	basic	branding	
message.	

#7.	Learn	something	new	

Moving	along	to	Pp	number	seven,	that	is	to	learn	something	new.	Simple,	but	it	will	be	so	
powerful	in	your	business.	This	is	something	I’ve	really	started	noPcing	over	the	last	few	years	in	
my	pracPce.	Again,	I	pracPce	what	I	preach.	I’m	in	that	treatment	room	preIy	much	every	single	
week.	

Women	love	new	stuff,	and	if	you	can	bring	something	new	into	your	pracPce,	you	will	boost	
your	profits.	If	this	something	new	surrounds	your	profitable	passion	and	what	your	BCE	is	
looking	for	as	far	as	results,	wow,	that	makes	it	a	hundred	Pmes	more	powerful.	

Think	about	this:	stagnant	pond	water	is	an	eyesore.	It	smells	bad	and	it	aIracts	all	kinds	of	
disease-creaPng	dangers.	And	stagnant	Beauty	Biz	offerings	aren’t	really	that	much	different.	
They	cause	you	to	feel	bored.	They	cause	you	to	feel	leT	behind,	insecure,	and	really	passion-
less.	This	lack	of	energy	will	also	kill	your	client-aIracPon	mojo.	

Think	about	this,	you	guys:	women	love	new	stuff.	They	love	new	shoes.	They	love	new	beauty	
products.	So,	give	them	something	new.	Give	them	something	that	is	exciPng.	How	do	you	do	
this?	Research.	Know	your	client	demographics	and	their	psychographics.	And	do	some	
research:	“What	would	my	BCE	love?	What	would	I	love	to	do?”	

Once	you	do	the	research,	schedule	a	way	to	bring	this	into	your	pracPce	–	meaning	go	hit	a	
trade	show	floor,	call	this	vendor	who	has	this	beauPful	thing	you	want	to	welcome	into	your	
pracPce,	and	see	if	they’ll	come	to	your	spa	and	do	a	demo	for	you.	Invite	three	of	your	BCEs	in	
to	see	the	magic	of	what	you’re	going	to	be	offering.	Then	pay	for	it,	gosh,	darn	it.	

So,	commit	to	this.	Research	what	you	want	to	bring	into	your	pracPce.	It	doesn’t	even	have	to	
be	something	that	costs	$20,000.	You	can	bring	a	new	limited-Pme	product	offering	in.	Bring	in	
new	lip	glosses	and	let	your	clients	know,	“This	is	only	here	for	a	limited	Pme,	so	come	in	and	
grab	it	and	love	it.”	

But	what	you	have	to	do	is	commit	to	learning	something	new	and	find	a	way	to	bring	it	into	
your	world.	Don’t	go,	“I	can’t	afford	it.”	Instead,	say,	“Oh	my	gosh,	how	can	I	afford	this?”	

Watch	what	happens	in	your	business	when	maybe	three	or	four	or	five	Pmes	a	year	you	bring	
in	something	new	because	you’ve	learned	something	new	and	you	create	exclusivity	and	



excitement	around	it.	Trust	me,	women	love	something	new.	You	could	even	have	an	event	at	
your	spa	when	you	get	something	new.	

This	will	definitely	boost	sales.	This	is	a	power	tool	technique.	It’s	for	you	to	learn	something	
new	and	share	the	excitement	in	the	offering	with	your	clientele.	

#8.	Travel	and	indulge	

Tip	number	eight	kind	of	coincides	with	Pp	number	seven:	travel	and	indulge.	I	say	this	because	
it’s	so	good	for	the	soul	but	it’s	also	great	for	your	business.	

Now,	recently,	I	was	on	vacaPon	and	I	didn’t	get	a	facial	when	I	was	on	vacaPon	because	I	was	in	
the	sun	so	much.	But	I	just	said,	“You	know	what?	I’m	going	to	schedule	one	for	a	beauPful	
resort	by	my	house	when	I	get	home.”	So,	I	went	in	and	I	had	a	day	at	the	spa	recently.	It’s	
actually	the	spa	where	we	had	the	live	event.	It’s	a	really	nice	spa	here	in	Palm	Desert.	

And	I	have	to	tell	you,	I	felt	good	aTer,	and	also,	I	learned	some	new	facial	techniques,	and	I	
learned	a	really	cool	new	retailing	idea	that	I’m	going	to	be	teaching	in	the	Beauty	Biz	Club.	
SomePmes	to	travel	somewhere	and	to	try	something	new	and	to	indulge	can	be	a	power	tool	
for	your	business.	Actually,	not	even	somePmes;	it	always	is	for	me.	

So	get	a	facial,	get	a	massage,	or	get	a	blowout	at	a	business	that’s	the	polar	opposite	of	yours.	
Go	in	and	take	away	some	of	their	success	Pps	and	tools	and	techniques,	and	maybe	even	learn	
a	liIle	bit	about	what	you	don’t	want	to	do.	

Or	like	I	menPoned	earlier,	head	to	a	trade	show.	I’m	actually	speaking	in	Dallas	this	year.	That	is	
going	to	be	in	May.	If	you’re	in	that	area,	I	would	absolutely	love	to	see	you.	I	am	teaching	in	
what	they’re	calling	the	MarkePng	Track,	so	I’ll	be	teaching	more,	taking	a	deeper	dive	into	what	
I’m	talking	about	here	today.	And	I	would	love	to	meet	you	guys	in	person.	

Head	to	a	trade	show.	But	before	you	go,	do	your	market	research.	Figure	out	what	it	is	you	
want	to	learn	about.	Figure	it	out	beforehand.	I’ll	map	out	the	whole	enPre	day.	“I	need	to	go	to	
this	booth.	I	want	to	ask	this	quesPon	at	this	booth.”	

Seriously,	you	guys,	do	a	trade	show,	go	to	a	spa,	get	a	blowout.	Indulge	at	a	place	that	doesn’t	
have	an	aesthePcian	and	maybe	you	can	build	a	strategic	alliance	with	that.	You	send	your	
clients	there	aTer	you	mess	their	hair	up	during	a	facial	and	they	send	their	clients	to	you	aTer	
they	get	their	hair	done	–	or	before	they	get	their	hair	done	is	probably	beIer.	

Again,	head	to	a	trade	show.	I’m	speaking	in	Dallas	this	year,	and	the	reason	I	chose	Dallas,	
honestly,	is	because	I	want	to	travel	a	liIle	bit	and	I	haven’t	ever	had	the	opportunity	to	speak	
there.	it’s	going	to	be	really	fun,	I	feel,	to	be	in	a	new	type	of	environment,	and	I	get	to	really	
dress	up	because	I	know	from	my	flight	aIendant	days	–	I	had	to	live	in	Texas	for	a	while	–	that	



these	women	who	live	in	Texas,	they	look	amazing	when	they	step	out.	So,	I	get	to	pull	out	my	
finest	speaking	dress	when	I	head	to	Dallas.	

Think	about	this,	you	guys:	what’s	on	your	travel	to-do	list?	If	you	don’t	have	one,	here	is	Pp	
number	eight	inviPng	you	and	giving	you	permission	to	create	a	travel	agenda	and	to	indulge	a	
liIle	bit,	because	it	will	help	your	business	and	quite	oTen	–	talk	to	your	CPA	–	they	will	allow	
you	to	take	a	porPon	of	your	indulge	and	your	travel	and	to	write	it	off	for	tax	purposes.	

#9.	Create	your	markeGng	message	plan	of	acGon	

Tip	number	nine:	create	your	markePng	message	plan	of	acPon.	I	really	hope	you	take	this	Pp	
seriously,	and	as	you	welcome	in	the	New	Year,	think	about	“What	is	it	that	you	want	to	share	
with	your	exisPng	and	your	future	clientele?”	

Do	you	want	them	to	know	that	you’re	bringing	in	your	new	product,	that	new	exciPng	thing?	
Do	you	want	them	to	know	about	a	new	service?	How	about	the	bestselling	products	you	have	
on	your	shelves?	Do	you	want	to	let	them	know	you’re	geRng	a	new	dog.	Do	you	want	to	let	
them	know	you’re	changing	your	hours,	raising	your	prices,	going	on	vacaPon?	

Believe	it	or	not,	all	of	these	things	that	I	menPon	are	markePng	messages	that	are	newsworthy	
and	that	you	should	be	sharing	with	your	audience.	

Why	market?	I’ll	give	you	a	perfect	example	of	something	that	happened	in	the	Beauty	Biz	Club	
just	today	as	I	was	creaPng	this	podcast.	This	is	from	Gina	who’s	a	member.	She	said,	“One	of	
our	front	desk	staff	told	me	that	her	aunt	just	realized	the	other	day	that	we	offer	peels,	even	
though	it’s	on	our	menu	and	I	surely	have	menPoned	it.	We	were	stunned.	She’s	been	coming	
to	us	for	years.	She	just	had	gone	to	a	doctor	and	he	did	a	series	of	peels,	but	she	said	she	
would	have	come	to	me	had	she	known.”	

That	surely	was	an	eye	opener	that	we	are	not	as	visible	as	we	think	we	are.	Just	something	to	
think	about.	Do	people	really	know	everything	you	do?	Great	quesPon,	Gina,	and	a	great	
example	of	what	happens	when	we’re	not	consistently	markePng.	

How	do	you	avoid	this	happening?	You	have	to	keep	people	informed	with	a	systemaPc	
markePng	message	plan	of	acPon.	And	I’m	going	to	give	you	a	really	simple	way	to	do	this.	

Take	a	piece	of	paper	and	write	down	along	the	leT	side	of	the	paper,	1	through	12.	Now,	take	
this	piece	of	paper	into	your	workspace	and	look	around	and	write	down	12	things	that	you	
think	your	BCE	would	be	interested	in	hearing	about.	There	you	go.	There’s	your	simple	
markePng	plan.	Create	a	quick	newsworthy	message	and	send	it	out.	

I	send	mine	out	on	the	first	Monday	of	every	single	month.	And	they’re	just	simple	liIle	two,	
three,	four	paragraphs	to	remind	my	clients	about	what	I	do	and	that	I’m	open	for	biz.	I’m	
actually	going	to	be	wriPng	one	this	morning.	



And	then	there’s	also	your	special	occasion	newsleIers	that	are	really	important	to	send	out	as	
well	–	your	holiday	hours	and	your	ValenPne’s	Day	special.	Those	can	be	four	or	five	bonus	e-
mails	that	you	quickly	send	out	just	to	let	your	clients	know	what’s	going	on.	

Any	Pme	you	get	something	new,	you	should	be	sending	an	e-mail	out	to	your	clients,	geRng	
them	excited,	sharing	your	passion	and	your	excitement	with	them.	

Truly,	this	liIle	system	I	just	shared	with	you	–	Pp	number	nine,	create	your	markePng	message	
plan	of	acPon	–	it’s	my	number	one	schedule-filler,	you	guys.	The	key	to	success	with	this	
approach	is	consistency,	speaking	to	your	BCE.	And	you	have	to	do	it	consistently.	

It’s	not	any	different	than	when	you	send	a	client	home	with	this	unbelievable	facial	serum	
that’s	going	to	give	them	the	results	that	they’ve	been	dying	for	and	they	come	back	in	a	month	
and	they’re	like,	“I	didn’t	really	see	it	work	that	well,”	and	I’ll	say,	“How	oTen	are	you	using	it?”	
“I’m	going	to	be	honest	with	you	Lori,	I	keep	forgeRng	to	use	it.”	

It	has	to	be	consistent.	If	you	use	that	serum	consistently,	you	see	results.	If	you	use	your	
markePng	plan	of	acPon	and	create	this	list	and	send	them	out	consistently,	you	will	
consistently	see	your	bookings	increase.	

#10.	Celebrate	your	accomplishments	

Moving	on	to	Pp	number	ten,	which	is	the	easiest	to	do	yet	the	most	overlooked,	with	the	gals	
that	I’m	working	with	anyway.	These	girls	who	are	really	commiIed	to	their	success	in	the	
Beauty	Biz	Club,	this	is	one	thing	that	I	wish	I	would	see	them	do	more	of.	

Power	tool	number	ten	is	to	celebrate	your	accomplishments.	We	are	so	hard	on	ourselves	and	
life	is	short,	so	when	you	accomplish	something,	I	want	you	to	start	celebraPng	your	
accomplishments.	The	reason	being	is	that	celebraPng	accomplishment	helps	you	move	into	
inspired	acPon.	

Let	me	tell	you	a	liIle	bit	about	what	inspired	acPon	is.	I	have	a	diagram	siRng	in	front	of	me	
with	three	arrows	that	create	a	circle.	On	top	of	the	first	arrow,	it	says	“AcPon.”	That	arrow	
points	to	another	arrow	that	says	“AcPon	creates	results.”	

This	is	why	seRng	your	intenPons	and	your	acPon	steps	are	menPoned	so	early	in	this	podcast	
–	and	joining	something	like	the	Beauty	Biz	Club	because	these	people	will	help	you	do	more	of	
this.	They	will	hold	you	accountable	and	give	you	the	resources	to	bring	these	things	into	your	
life.	Don’t	forget	to	go	download	the	giT	that	I’m	giving	you	today,	the	intenPon-seRng	
worksheet	at	BeautyBizClub.com/free.	

Okay.	“AcPon”	is	the	first	arrow,	circles	around	to	“Creates	Results.”	“Creates	Results”	circles	
around	to	“Confidence.”	When	you	take	acPon	and	you	start	to	see	results,	you	feel	more	



confident	–	anywhere	in	your	life.	And	when	you	feel	more	confident	–	this	arrow	points	right	
back	up	to	the	top	–	it	helps	you	create	and	inspires	you	to	create	more	acPon.	

This	is	why	it’s	so	important	to	celebrate	your	accomplishments,	because	when	you	do	
something	that	you	feel	proud	of	and	you	see	results,	it	gives	you	more	confidence	and	this	
inspires	you	to	take	more	acPon.	And	when	you	can	celebrate	this,	it	just	starts	to	feel	like	such	
a	posiPve	thing	in	your	life.	

Rewarding	yourself	for	something	you’ve	done	right	helps	you	step	away	from	the	self-
deprecaPon	and	being	so	hard	on	yourself.	It	really	helps	you	start	enjoying	your	life.	And	when	
you’re	enjoying	your	life,	don’t	you	feel	like	you’re	probably	going	to	be	giving	off	a	more	
posiPve	energy	to	the	clients	who	are	indulging	in	your	services?	

It	is	so	important	to	celebrate	your	accomplishments.	And	here	is	a	simple	example	of	what	I’m	
talking	about.	When	I	got	my	very	first	microcurrent	machine,	this	machine	looked	like	a	rocket	
ship	to	me;	it	looked	so	confusing.	And	the	creator	of	the	Neurotris	machine,	Tony,	had	said,	“I	
can’t	tell	you	who	yet	but	we’re	going	to	be	on	the	cover	of	a	major	magazine”	about	a	week	
aTer	I	purchased	the	equipment.	No	joke.	It	was	on	the	cover	of	the	September	issue	of	Vogue	
that	it	was	the	miracle	machine.	

So,	I	had	this	machine	for	three	days,	and	all	of	a	sudden,	I	was	booked	solid.	I	had	women	flying	
in	from	Bollywood.	I	had	women	flying	in	from	Australia.	And	the	truth	was	at	this	point	in	Pme,	
I	was	terrified.	My	confidence	was	really	low	because	of	all	these	buIons	and	tools.	

I	ended	up	catching	on	very	quickly.	If	you	want	to	learn	how	to	do	something,	immerse	yourself	
in	it	that	way.	I	ended	up	doing	Microcurrent	21	days	in	a	row,	ten	hours	a	day.	I	made	my	
money-back	on	this	heavy	investment.	So,	that	was	a	beauPful	part	of	it	–	I	had	to	celebrate	
that	–	but	for	those	21	days,	what	I	had	to	do	was	I	felt	so	overwhelmed	but	yet	grateful.	My	
mind	was	crazy.	I	would	come	home	and	collapse	into	bed	at	the	end	of	the	day,	but	I	made	sure	
I	got	up	early	every	day.	

I	went	to	the	gym.	And	aTer	the	gym,	I	would	go	to	Starbucks	and	I	would	order	my	favorite	
laIe.	And	my	celebraPon	for	this	success,	my	new-found	success,	and	paying	my	machine	back	
and	learning	how	to	use	something	so	quickly	was	to	sit	there	for	20	minutes	with	my	favorite	
coffee	in	Starbucks	quietly	and	just	stare	–	stare	out	into	space,	and	center	myself	for	the	day	
ahead.	That	was	my	celebraPon.	

I’m	not	saying	that	you	have	to	achieve	something	and	then	plan	a	trip	to	London;	I’m	saying	
just	take	a	few	moments	to	give	yourself	a	break	and	to	honor	your	success	because	it’ll	help	
you	create	more	of	it.	

Again,	here	is	a	way	to	celebrate	on	steroids.	There’s	no	secret	in	the	fact	that	being	a	Beauty	
Biz	pracPPoner	can	be	lonely.	And	telling	your	friends	and	your	family	about	your	success	can	



be	frustraPng	because	they	really	just	don’t	get	it.	It	truly	is	so	important	to	surround	yourself	
with	others	who	will	honor	you	and	your	accomplishments.	

This	is	just	one	of	the	many	reasons	that	I	created	the	Beauty	Biz	Club,	and	I	invite	you	to	join	
me	and	become	a	member.	I	welcome	you	to	sign	up	for	the	Beauty	Biz	Club	and	start	
surrounding	yourself	with	others	who	are	going	to	help	you	implement	these	ten	power	tools	
quickly	into	your	business.	The	members	will	not	only	remind	you	to	celebrate	your	
accomplishments	but	they’re	going	to	liT	you	up	and	celebrate	with	you.	

I	really	hope	that	you	enjoyed	the	Ten	Power	Tools	to	Find	Success	in	2018	podcast,	and	I	want	
to	thank	you	for	taking	Pme	out	of	your	busy,	crazy	holiday	schedule	to	join	me	today.	

If	this	podcast	has	you	feeling	excited	and	ready	to	dive	into	the	new	year	and	you’d	like	to	keep	
this	feeling	alive,	I	would	absolutely	love	the	opportunity	to	help	you	stay	inspired	and	in	acPon	
mode.	So,	go	ahead	and	visit	BeautyBizClub.com	to	find	out	how	you	can	become	a	member	of	
the	only	professional	success-based	society	that	is	beauty-industry-specific.	

Again,	visit	BeautyBizClub.com	for	all	the	juicy	details.	Again,	thanks	for	joining	me	today.	Here’s	
to	a	fun	and	fabulous	2018.	


