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BOUNDARIES
LIKEE A BOSS
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HeLLO CEO!

Let’s chat boundaries! Below are the three steps of
establishing, communicating, and keeping

boundaries!

Step 1. Set the Boundary!
These are lines that YOU as the business owner get to set
around your business and what is and isn’t working for you. So

be proactive and think ahead what your ideal business looks

like.

Step 2. Communicate the Boundary.

It’s not enough just to hold a boundary in your mind, it’s got to
be clearly and firmly communicated to your clients (and if
possible, signed off in an agreement by the client!). I
recommend 3 different touch points for important boundaries.
During the consultation, in the agreement, and inside a
welcome package. By clearly communicating your boundaries
upfront, you're setting the expectations for the how that client

can work with you!

Step 3. Stand Firm!

This is about standing firm in your set boundaries when clients
start to try and blur lines or push limits. This is where self-
worth and reflection play a big role, go back to your main big
business goals and vision and remind yourself WHY you're
standing firm in those boundaries, and how it benefits all in

the end!



WHAT ARE BOUNDARIES ALL ABOUT?

Boundaries in your business aren’t just about saying no and feeling crappy about it.
Boundaries are about establishing key important pieces of your business and yourself
and being able to not only establish those peramiters but clearly and boldly
communicate them as well. When you can clearly communicate your boundaries,
you're setting the proper expectations from the get-go on how a client gets to work

with YOU, and not you just working for them.

This is done when we know exactly these key pieces:

What do we want our business to look like?
Who do we want to work with?

What type of clients do we want to actract?
What is our ideal work day schedule look like?
What is our ideal work to play ratio?

Where do we want to do most of our work?
How do we want to communicate with our clients?
What systems and processes do we want it place?
How much business do you want to book?

What pricing do you feel confident charging?
What are your pricing goals?

What are you business goals?

These questions and key points above will get you started in thinking about the type
of boundaries you want to establish, and start atcracting the clients that are going to
fit perfectly within that mold! Below are some examples of how to hold and

communicate those boundaries once established.



Set your working hours in your contract for clients to agree to and sign.

Dictate your method of communication during the consultation.

Set your last meeting of the day 30 minutes before your cut off time.

Turn your phone on do not disturb after hours.

Set working hours and client call hours for yourself.

Determine a number of meetings allocated to each price, hold to that.

Set expectations of amount of communication in your contract.

Put your pricing minimum on your website, or inquiry form.

Require a consultation.

Set a priority list and remove or delegate anything not on the list.

You don’t have to say yes to every coffee.

10000000000 OO

Schedule a personal day for yourself. AND TAKE IT!!!




Be intentional about your networking.

Know your limits. Do not take on more clients than you can handle.

Set up your systems and keep your clients in those systems.

Show clients how to use automated services to avoid questions.

outline late payment repercussions in your contract.

Determine the amount of time a client receives per session.

Put session times on a calendar invite to the clients, and stick to it!

Outline late or no show repercussions for the client in contract.

Use precise language, no fluff needed! Fluff blurs lines.

Leave the emotion at home. This is a business transaction, not your
best friend.

Outline stop of services if there are client issues in your contract.

10000000000 OO

Love yourself. Boundaries are hard to set and even harder to keep.
Know your worth during the process.




ADD YOURS!




ADD YOURS!




