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Leslie	Tagorda
Welcome	to	the	savvy	luminary	podcast	astrology	for	entrepreneurs.	I'm	your	host,	Leslie	Tagorda,	creator
of	the	Astro	brand	method,	business	astrologer,	grand	designer,	author	and	Aquarius	boss	woman,	I	help
visionaries,	spiritual	entrepreneurs	and	impact	makers	like	you	illuminate	and	amplify	your	unique	star
powers	so	you	can	be	the	luminary	you	were	born	to	be.	Hello	luminaries,	I	am	so	excited	to	bring	in	the
special	guest,	Erica	Tabin.	So	Erika	has	so	much	Scorpio	energy	she	is	Scorpio	sun,	Taurus,	moon	and
beautiful	Pisces	rising	with	the	whole	dose	of	Aries	in	her	first	house.	And	she	calls	herself	a	sales
strategist	for	ambitious	misfits	like	us	who	want	success	but	are	aren't	willing	to	compromise.	So	if	you've
ever	had	that	kind	of	icky	feeling	and	trying	to	promote	or	sell	yourself,	well,	Erica	has	some	answers	for
you.	Look	up.	Erica,

Erika	Tebbens 01:11
thank	you	so	much	for	having	me.	I	am	so	excited	to	be	here	because	I	am	a	listener	of	your	podcast,	and	I
love	it.	So	I'm	fangirling	a	little	bit.

Leslie	Tagorda
Well,	a	fan	girl	is	mutual	here.	I	listened	to	your	podcast,	sell	it,	sister	and	just	love	your	work.	And	you
know,	we've	had	an	Astra	round	session	together.	And	we've	been	some	masterminds,	I	guess	we	could
say	together.	But	I	think	it	was	you	had	posted	something	about	your	sales	process.	And	I'm	like,	Erica,
you	need	to	come	on	to	my	podcast	and

Erika	Tebbens 01:45
talk	about	that.	Yeah,	I	yeah,	I	love	it.	Like	it's	it's	so	funny.	I	never	envisioned	that	I	would	end	up	here	like
as	a	sales	strategist.	But	I	truly,	I	really	love	selling.	And	I	love	it	because	I	feel	like	my	approach	to	it	is
more	like	a	conversation	than	like	this	high	pressure	sort	of	sales	event	type	situation	that	we	often	think
of	when	we	think	of	selling.
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Leslie	Tagorda
Yeah,	when	you	think	of	selling	like,	I	want	to	talk	to	you	more	about	like	just	that	process	of	sales	but
really	like	what	you	cut	out	of	sales,	like	part	of	your	tagline	is	like	no	sleaze.	Yeah.	Can	you	tell	us	more
about	that?

Erika	Tebbens 02:33
Yeah,	so	I	think	that	a	lot	of	times	for	entrepreneurs,	we	have	seen	so	many	bad	examples	of	selling	right,
so	we	think	about	like	infomercials,	we	think	about	the	ShamWow	guy,	we	think	about	you	know	going	to	a
car	dealership	and	feeling	very,	like	manipulated	and	not	not	listened	to	and	not	respected	and	then	the
world	the	whole	world	of	like	online	entrepreneurship	is	so	unique	and	it's	it's	always	evolving	and	but
there's	have	unfortunately	been	a	lot	of	practices	that	have	been	really	common,	that	don't	really	honor
people's	like,	personal	agency	or	don't	really,	like	I	feel	like	respect	their	intelligence	and	all	of	these
things.	So	it's	really	less	of	like,	kind	of	trying	to	game	the	system	and	like	tricking	people	into	saying	yes,
and	it's	really	more	about	coming	at	it	from	a	place	of	like,	you	know,	I'm	awesome,	you're	awesome,	I
might	have	something	that	you	can	benefit	from	and	like	let's	just	see	if	we're	a	good	fit.	And	if	we	are
that's	awesome	if	we're	not	like	maybe	I	need	to	direct	you	to	somebody	else	who	is	or	maybe	it's	just	like
a	not	now	and	also	just	respecting	that	and	being	like	okay	cool	like	we	still	get	to	hang	out	we	still	get	to
be	in	touch	like	I'm	not	gonna	just	ignore	you	because	you	decided	not	to	work	with	me	right	now	and	that
like	maybe	in	the	future	it	will	be	a	better	time	and	just	really	trusting	that	like	we	are	all	adults	who
deserve	to	be	treated	with	respect	and	have	our	personal	agency	really	respected	as	well	and	that	we
don't	have	to	trick	anyone	into	a	yes

Leslie	Tagorda
you	know,	I	just	I	love	that	so	much	I	know	in	your	podcast	intro	in	the	sell	it	sister	podcast	intro	you	talk
about	like	that	bro	marketing.

Erika	Tebbens 04:35
Yeah,

Leslie	Tagorda
how	there's	a	lot	of	problems	in	this	online	entrepreneurship	space,	where	even	like,	you	know,	proud
women	entrepreneurs	and	proud	entrepreneurs	who	like	say	like	they're,	you	know,	fighting	patriarchy	are
actually	just	replicating	these	systems	of	manipulation	and	tricking	the	yes	and	pressuring	into	spending	a
lot	of	money	I'm	it	just	fricking	disgusts	me.

Erika	Tebbens 04:59
Yeah.	Yeah.
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Leslie	Tagorda
Is	that	what	you're	kind	of	alluding	to	in	terms	of	like	that	manipulation?	Idea?

Erika	Tebbens 05:06
Yeah.	And	I	think	it's	really	hard	because	you	know,	a	lot	of	people	come	to	entrepreneurship,	and	they
don't	have	a	background	in	entrepreneurship,	per	se.	So	they're	like,	Oh,	well,	this	is	this	thing	that	I	do
that	I'm	really	good	at,	right.	So	like,	let's	just	say	like	for	for	you,	you	know,	you	do	branding,	you	work
with	astrology.	And	so	if	you	were	starting	your	business,	like	right	in	this	very	moment,	and	you	didn't
have	any	business	experience,	let's	say,	it's	very	easy	to,	I	think,	just	learn	from	different	people	different
things	and	just	assume	that	it's	the	right	thing,	because	like,	they're	a	successful	person,	and	they're
telling	you	to	do	this	thing.	And	they're	telling	you	that	this	is	how	they	made	their	millions.	And	they're
showing	you	testimonials	of	other	people	who've,	you	know,	made	all	sorts	of	money	using	that	system.	So
you're	just	like,	Okay,	I	guess,	I	don't	know,	like,	this	is	what	they're	telling	me	to	do.	So	I'm	going	to	do	it.
And,	you	know,	even	if,	like,	our	gut	is	saying,	like,	no,	this	doesn't	feel	right,	or	I	don't	like	this.	It's	just
like,	well,	I	don't	know,	like,	I	guess	this	is	just	what	I	have	to	do	if	I	want	to	be	successful.	And	so	it's	hard.
Because	if	you	don't,	if	you	don't	know	any	other	way	to	do	it,	and	you	don't	have	like	a	background	in
entrepreneurship,	then	like	you,	you	wouldn't	necessarily	No.	And	even	for	me,	like	my	when	I	pivoted	and
went	fully	online	four	years	ago,	I	had	always	had	in	person	businesses.	So	even	at	first	there	were
elements	of	the	online	world	that	I	was	like,	Well,	I	don't	know,	like,	it's	different,	right?	I	just	have	to,	I
guess	I	have	to,	like	play	by	different	rules,	or	do	things	differently,	because	I'm	operating	in	a	different,
like	type	of	medium	or	a	different	type	of	platform.	And	it's	like,	yes,	and	also	no,	like,	there's	still	things
that	carry	over	from	more	like	traditional	sales	and	marketing	practices	that	still	work.	And	you	don't
necessarily	need	all	of	these	like	complex	funnels	and	all	these	bells	and	whistles	and	all	these	weird
tactics,	like,	you	don't	necessarily	need	all	of	that	in	order	to	be	successful.

Leslie	Tagorda
Oh	my	gosh,	I	feel	like	a	sigh	of	relief.	Just	hearing	everyone's	like,	I	don't	need	a	funnel.

Erika	Tebbens 07:25
Yeah,	like	it	can	be	really	simple.	And	actually,	it's	so	this	is	so	funny.	I	posted	this.	In	my	Instagram	Stories
yesterday,	I	literally	got	like	the	best	cold	pitch	DM	or	email	of	my	whole	life.	I'm	guessing	the	person
maybe	found	my	LinkedIn,	which	I	don't	even	really	use	anymore.	It	was	literally	just	this	email.	It	was	like,
Hey,	I	saw	that	you	went	to	University	of	Phoenix,	Shaq	also	went	to	University	of	Phoenix.	Like,	that's	so
cool.	It	was	something	like	that.	I	swear.	Like,	I	wish	I	was	making	this	up.	And	then	it	segwayed	right	into
we	help	people	write	like	best	selling	books	for	their	businesses.	I	get	it	at	a	DOD,	you	want	to	work	with
us.	And	I	was	like,	That	is	like	the	weirdest	tactic.	Like	I'm	so	many	levels.	That's	the	weirdest	tactic.	And	I
just	thought	like,	somebody	out	there	is	like,	oh,	cuz	then	a	friend	of	mine	was	like,	Oh,	my	gosh,	I	just	got
a	similar	one.	Same	like	framework,	whatever.	I	was,	like,	who	was	teaching	this?	Right?	Like,	this	is
bananas?	And	who	was	that	going	to	work	for?	I	don't.	So	I	think	that	like,	we	see	things	like	that	we	go,	is
this	what	I'm	going	to	have	to	do	in	order	to	like,	have	success?	And	the	answer	is	like	a	giant	No.	Yeah.
Like,
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Leslie	Tagorda
please	don't.	Like	it's	so

Erika	Tebbens 08:37
it's	so	like,	I	just	Yeah,	I	don't	know,	it's	it's	bizarre	to	me	that	anyone	would	think	to	do	that.	But	I	think
really,	like	what	that	is	trying	to	do	is	something	I	talked	about	before,	which	is	spray	and	pray,	which	is
just	like,	trying	to	get	like	this	is	what	a	lot	of	like	MLMs	teach,	right?	Like,	just	try	to	reach	out	to
everyone.	And	you're	going	to	get	like	a	ton	of	nose,	but	you're	going	to	get	like	a	few	yeses.	And	so	just
like	suck	it	up	and	do	it	in	this	very	weird	way.	But	like	the	reality	is,	is	like	maybe	that	person	is	actually
legit,	I	kind	of	doubt	it,	but	like	maybe	let's	just	say	they	are	and	that	they	actually	help	people	get	like
published	for	you	know,	that	then	they	can	leverage	that	and	their	business	and	all	of	that.	Like	it	would	be
a	lot	better	if	that	person	actually	took	the	time	to	like,	get	to	know	me	and	form	a	relationship	with	me
and	actually	even	see	if	like	I	had	any	desire	to	write	a	book	like	it	takes	longer	it	takes	more
intentionality.	But	it's	so	much	better	than	just	like	sending	random	emails	or	DMS	Yeah,

Leslie	Tagorda
I	love	how	you	how	you	name	it	that	spray	and	pray	essentially	like	cold	calls	right	like	in	cold	sales.	I
mean	does	like	it	for	me	cold	sales	never	work	for	me	like	we	get	all	of	these	solicitations	in	the	mail	and
your	email	just	like	delete	DMS	delete,	delete,	delete,	delete,	and	so,	you	know,	I	don't	think	any	of	us	Our
listeners	think	that	cold	sells,	actually,	I	mean,	that	kind	of	adds	to	that	shakiness	factor	that	you	talk
about,	right?	Like,	ooh,	like,	I	have	to	put	myself	out	there	and	just	like	face	like,	you	know,	a	99%
rejection	rate	and	like	hope	that	like	some,	like,	gullible	person	is	going	to	just	like	bite	like	that	just	feels
terrible.

Erika	Tebbens 10:19
Yeah,	yeah,	like	who	why	would	you	want	to	start	your	working	relationship	that	way?	It's	so	it's	just	so
weird,	but	I	think	you	know,	that	the	beauty	of	it	is,	is	there	is	a	different	way	that	for	people	like	you	and	I
and	the	people	listening,	you	know	who	that	that	feels	a	lot	better	and	a	lot	more	natural	and	humane.
And	it	also	works	like	and	you	get	people	who	are	the	coolest	clients	because	they're	like,	oh,	yeah,	I
totally	get	who	you	are,	I	get	what	you're	all	about,	I	see	that	you're	legit,	you	treat	me	like	a	real	human.
And	like,	Yeah,	I	think	that	I	would	love	to	invest	in	you.	And	then	then	you	get	to	start	that	working
relationship	off	in	a	really	like	beautiful,	fun	way	instead	of	this	icky	way.

Leslie	Tagorda
Those	relationships,	they're	so	important.	And	I	know	like	when	I'm	teaching	astrology	and	branding,	yes,
we're	looking	at	our	ideal	customer,	we're	looking	at	our	sole	customer.	But	in,	in	the	process	of	building
that	relationship,	we	have	to	know	ourselves	really	well	before	we	can	establish	that	relationship.	And	so
knowing	our	value,	knowing	what	we	do	best	before	we	can	like	reach	out	to	that	next	person.	And	yeah,
starting	off	all	of	our	business	relationships	in	that	relationship	stage	and	just	to	reflect	that	back	into	your
you	know,	your	personal	astrology.	You	have	that	Virgo	on	that	seventh	house	descendant,	but	you	have
all	of	Libra	in	there	and	you	just	have	like	a	packed	house	of	Libra.	You	have	the	millionaire's	aspect	that
happened	in	the	80s	and	80.	ones	with	the	Jupiter	Saturn	conjunction	in	Libra.	Have	you	heard	of	that
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before?	No.	All	of	you	lucky,	lucky	ladies	born	in	that	8081	kind	of	phase	that	you	had	a	Jupiter	Saturn
conjunction	for	you.	You're	born	right	before	it.	It	was	like	an	81	in	January	of	81.	When	they	met	Jupiter,
the	planet	of	expansion	and	Saturn,	the	planet	of	boundaries	of	contraction.	Just	create	this	like	orb	of
intense	energy,	where	it's	like	pushing	and	pulling	and	pushing	and	pulling.	But	it	really	says	that	you	can
create	a	lot	out	of	a	little	like	you're	really	good	at	managing	your	resources	instead	of	overspending.	And
overdoing	you're	like	oh,	I	have	boundaries.	Like	this	is	the	container	that	I	get	to	work	with	and	magnify.
And	like,	you	know,	that	is	right	there.	In	your	seventh	house.	Of	course,	relationships	are	like	so	important
to	you.	And	then	like	most	of	us,	and	like	the	late	Gen	X	and	early	millennials,	we	all	have	Pluto	in	Libra
and	Pluto	and	Libra	you	have	also	your	Venus	there	so	you're	always	constantly	pulling	in	empowered
women	powerful,	powerful	relationships.	So	you	have	this	packed	house	in	your	relationships	of	how	you
look	at	relationships	and	like	who	you	are	best	meant	to	collaborate	with.	So	I	love	hearing	you	always
talking	from	that	perspective	of	like	let's	build	a	relationship	let's	partner	let's	co	create	let's	let's	do	this
together.

Erika	Tebbens 13:34
Yeah.	Oh,	I	love	learning	about	that	because	it's	interesting	cuz	I	definitely	don't	have	like	a	huge	following
or	anything	you	comparatively	like	I'm	not	like	my	my	email	list	is	still	like	just	under	1000	It's	like	you
know	it	goes	up	it	goes	down	it	goes	up	like	but	it's	never	actually	hit	1000	and	I've	had	it	for	like,	I	mean
gosh,	for	four	years	now	almost	four	years.	And	even	you	know	my	Instagram	I	don't	like	I'm	nowhere
close	to	the	10,000	like	swipe	up	but	it's	it's	funny	because	I	do	I	have	this	like	thriving	business	with	that
like	that	smaller	you	no	amount	of	people	and	and	you	know,	was	even	having	success	before	like	the
numbers	I	met	now	which	are	not	super	impressive	as	far	as	like	the	online	industry	goes,	but	oh,	yeah,	I
mean,	I	think	it's	like	you.	Yeah,	when	when	you	really	like	double	down	on	real	human	connection.	It's	just
it's	so	it's	so	powerful	like	it	it	really	I	feel	like	it	really	changes	the	game.	And	then	you	don't	necessarily
have	to	feel	so	stressed	about	like,	oh	my	gosh,	I	need	like	1000s	and	1000s	and	1000s	of	people	paying
attention	to	me	in	order	for	me	to	have	success.	It's	like	no,	that's	not	necessarily	true	at	all.

Leslie	Tagorda
Yeah,	those	vanity	metrics	don't	even	really	matter.	Like	you	can	get	impressed	by	somebody	who's	like,
oh,	they	have	like	80,000	followers,	but	then	you	look	at	their	posts,	and	they	have	like	10	likes	or
something.	Right?	Wait,	where's	the	relationship	here?	Or	if	but	if	you	go	to	people's	accounts,	maybe	they
have	400	followers,	but	then	they	have	400	likes,	you	know	that	they	have	a	relationship	with	every	single
person.	And	that	is	the	metric	that	you	want	to	be	measuring.	Not,	not	the	vanity	metric.	So,	yeah,	exactly.
Your	posts	are	awesome.	And	they're	like,	really,	like	they're	well	engaged.	And	so	you	have	that,	that
connection	to	light	to	almost	every	single	person	of	your	followers.	That's	beautiful.

Erika	Tebbens 15:42
Thanks.	Yeah,	to	me,	it	also	just	feels	more	enjoyable.	Like,	you	know,	I	don't,	I	don't	want	to	just	like	be
someone	on	a	mountaintop	with	like	a	megaphone,	just	like	shouting	things	that	at	people	that	doesn't
feel	very,	like	regenerative	or	joyful.	In	my	own	business.	I	actually	really	like	getting	to	know	people	and
also	getting	to	connect	people	like	I	it's	really	fun	for	me	when	I've	had	clients	who,	then	I	know	other
people	or	other	clients,	and	I'm	like,	oh,	you	should	really	like	know	each	other.	And	I	will,	I	will	introduce
them.	I'm	constantly	doing	that.	I'm	constantly	referring	people.	And	I	really	love	like	building	community
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around	everything	that	I	do,	it's	really	important	to	me,	because	I	feel	like	it's	just,	I	don't	know,	it's	it	feels
more	enjoyable	to	me	then	kind	of	just	making	money	in	a	vacuum.	That	just	feels	very	boring	and	very
cold.

Leslie	Tagorda
I	just	I	love	hearing	that	so	much.	So	you	know,	going	back	to	one	of	the	reasons	I	was	super,	super
excited	to	bring	you	on	in	Scorpio	season	to	be	talking	about	sales	and	like	how	you	initially	opened	up
about	like,	this	is	not	about	manipulation,	because	you	are	a	Scorpio	son,	you	have	Uranus	next	year
Scorpio,	that's	your	son	all	in	the	eighth	house,	right?	So	you	are	the	eighth	house.	And	we	look	at	eighth
house	in	astrology,	of	course,	traditional	astrology,	it's	about	death	and	taxes,	and	occult	and	mystery	and
ancestors.	For	at	first	glance,	you're	like,	Well,	what	the	heck	does	that	has	to	do	with	selling?	Yeah,	start
to	look	at	the	eighth	house	from	a	business	perspective.	The	eighth	house	is	the	second	house	from	the
seven.	So	the	second	house	from	relationships.	So	second	house	in	astrology	is	about	your	money	about
your	resources.	And	so	eighth	house	can	be	about	you	know,	the	money	that	you	inherit	to	the	money	that
you	get	from	liabilities	or	debts	because	we're	talking	about	the	money	that	comes	from	partnerships.	So
when	you're	thinking	about	your	business,	like	if	you	think	about	all	of	the	money	that	you've	made,	you
make	your	money	when	your	clients	when	the	relationships	that	you	have	make	money.	And	it's	this
beautiful	way	that	when	we	start	to	really	emphasize	the	eighth	house	as	one	of	our	money	houses,	it's
the	money	that	we	that	we	cultivate	from	our	partners.	So	when	your	partners	make	money	when	you're
co	creators,	when	your	sole	customers	make	money,	you	benefit.	And	so	that	makes	you	a	perfect	person
to	be	really	talking	about	the	trust	and	the	value	that	is	a	result	from	relationships.

Erika	Tebbens 18:34
Mm	hmm.	Yeah,	it's	funny	how	it	how	that	happens.	And	also,	it's	really,	it's	like	interesting	that	you	said
that,	because	I'm	just	as	I'm	like,	reflecting	on	my	own	business	journey,	when	I	first	started	my	current
business,	I	really	would	just	kind	of	work	with	anyone.	And,	you	know,	because	I	was	charging	less	than,
than	I	do	now,	like,	I	was	working	with	a	lot	of	people	who	were	a	lot	more	in	like	the	beginner	stages	of
their	business,	and	I	love	beginners,	like	we	all	have	to	be	beginners,	right?	But	I	eventually	shifted	to
really	working	only	with	more	like	established	entrepreneurs	who	already	were	very	clear,	you	know,	they
still	need	strategic	help,	and	they	need	a	growth	plan	and	things	like	that.	But	who	were	very	clear	on	like,
this	is	what	I	do,	this	is	who	I	do	it	for,	this	is	why	I	do	it.	Like	all	of	that	they	they	had	some	foundation	of
their	business,	and	they	just	needed	help	with	the	growth	aspect	of	it.	And	I	felt	like	I	always	had	this	hard
time	articulating,	like,	what	about	it	with	earlier	stage	entrepreneurs,	it	just	it	felt	like	it	wasn't	the	most
beneficial	collaboration	for	me	and	I	think	based	on	what	you	just	said,	it's	because	you	know,	when	you're
newer	and	you're	still	really	like	getting	all	of	like,	you	know,	you're	you're	kind	of	figuring	everything	out.
It's	a	lot	more	challenging	to	have	that	money	flow	in	quickly,	right?	Because	you're	just	you're	like	really
trying,	you	know,	you're	building	your	website,	you're	trying	to	get	clear	on	your	ideal	client.	Like,	there's
so	much	groundwork	that	kind	of	has	to	be	laid	for	a	bit	of	time,	before	you	can	really,	generally	speaking,
start	bringing	in	money	quickly.	And	so	for	me,	it's	not	that	I	like	can't	help	those	people.	But	I	get	this	jolt
of	like,	when	my	when	I	can	say	like,	Hey,	what	about	you	know,	why	don't	you	try	this	and	then	someone
that	I'm	working	with	can	turn	around	and	do	it	and	get	that,	that	money	when,	like,	relatively	quickly?	It's
like,	yeah,	it's	it's	in	my	like,	I	don't	know,	in	my	body.	In	my	mind,	it	feels	exactly	how	you	describe	Dave
feels	like,	I	get	that,	that	motivational	jolt	to	keep	working	in	my	magic,	because	I'm	seeing	them	have
that	quick	success.	And	so	yeah,	it's	like,	I	don't	know,	I've	always	had	a	hard	time	articulating	it.	So	I'm
like,	It's	not	that	I	don't	want	to	help	beginners.	It's	just,	it's	like,	I	feel	intrinsically	motivated	by	those
quick	wins	that	my	clients	get.	And	so	it's	like,	yeah,	when	my	collaborators	when	I	when,	yeah,
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Leslie	Tagorda
well,	it's	it's	not	throwing	shade	on	like	the	beginners,	like	we	don't	you	said	like,	we've	all	been	beginners.
But	as	we	evolved	in	our	businesses,	like	the	people	that	we	are	meant	to	serve,	they	need	to	evolve	with
us	as	well.	Otherwise,	it's	not	as	satisfying	I	love	that	you	use	that	word	jolt,	because	like,	when	you	are	in
shining	in	your	superpowered	brilliance	because	of	that	Uranus	there	it	is	a	jolt	you're	like,	wow.

Erika	Tebbens 21:43
Yeah,	yeah.	Like,	it's,	it's	like,	you	know,	cuz	I	think	it's	easy,	like,	we	all	can	get	in	our	heads	and	be	like,
you	know,	am	I,	you	know,	doing	enough	Am	I	about	like,	you	know,	all	just	all	of	those	entrepreneur
thoughts.	Am	I	good	enough?	Am	I	doing	enough?	But	yet,	like,	if	it	feels	really,	like,	it's	so	cool	when	I	like
if	I	do	like	an	intensive	with	somebody,	and	then	like,	you	know,	they	they	implement,	and	it's	two	weeks
later,	and	they're,	they're	like,	in	my	DMs	like,	oh	my	gosh,	you'll	never	believe	like,	I	got,	you	know,	like,	I
launched	it,	or	I	did	this	or	that.	And	I'm	like,	yes,	it's	like,	it	just	it	feels	so	regenerative	for	me,	and	it	feels
so	it's,	it's	almost	like	pouring	gasoline	back	in	my	tank	to	be	like,	Yeah,	I	have	to	keep	I	have	to	keep
doing	this.	And	like	the	work	I	do	does	matter.	And	it	like	it	is	important	and	all	of	that.

Leslie	Tagorda
Oh,	my	goodness,	Spoken	like	a	true	Scorpio.	Oh,	beautiful	and	empowers	Scorpio	at	home	in	her	eighth
house.	So	as	we're	thinking	about	like	sales,	and	this	idea	of	Scorpio	of	trusting	your	own	power	of,	of
being	authentic	of,	you	know,	the	lowest	thing	of	Scorpio	is,	is	manipulation.	The	highest	of	Scorpio	is
really	saying	no	to	all	the	things	that	don't	fit,	when	we	start	to	look	at	like	your	framework	in	terms	of	how
to	sell,	how	to	sell	how	to	promote	your	value	in	a	way	that	feels	really	good.	And	honors	everyone
involved.	What	comes	to	you?

Erika	Tebbens 23:13
Yeah,	so	I	think	that,	first	and	foremost,	it's	really	leading	with	your	truth.	Right.	So	one	of	the	things	that	I
teach	in	my	group	program,	which	is	called	rebellious	success,	is	Yeah,	is,	is	your	truth	is	getting	really
clear	on	your	truth.	And	that	is	like	your	truth	about	you	your	truth	about	like,	really	why	you	do	the	work
you	do.	Because	usually	the	people	I	work	with	are	people	who	are	trying	to	change	their	industry	that
they're	in	or,	or	bring	in,	maybe	they	don't	want	to	like	turn	the	whole	their	whole	industry	on	its	head,	but
they	want	to	offer	a	different	viewpoint	to	the	type	of	work	that	they're	doing.	And	so	it's	really	like	why,
like,	what	is	that	change	that	they	want	to	see?	And	why	do	they	want	to	see	it?	And	who,	who	like,	what
about	them?	Do	they	want	to	honor	at	their	core?	And	I	think	that	this	is	it's	really	cool.	And	it's	really	scary
because	it	requires	this	sort	of	level	of	introspection	and	also	vulnerability	because	like	when	we	put	our
true	selves	out	there,	then	when	people	don't	resonate	with	it,	it	can	feel	you	know,	it's	that	like	rejection.
It's	like,	oh	my	gosh,	people	aren't	resonating	with	it.	But	the	beauty	of	it	on	the	other	side	is	is	that	the
people	who	will	be	best	served	by	us	who	like	we	are	truly	meant	to	impact	they	can	find	us	like	they	can
see	us	like	part	of	like	part	of	why	I	love	you	and	I	resonate	with	you	even	though	when	I	first	started
paying	attention	I	didn't	I	didn't	know	a	ton	about	astrology	I	didn't	know	as	much	as	I	do	now	and	I	still
have	a	lot	to	learn.	But	like	I	wasn't	repelled	by	it,	right.	I	wasn't	I	was	like	curious.	I	wasn't	like	oh
astrology	like	That's	wicked,	and	I	can't	No,	I	can't	be	friends	with	Leslie	and	like,	you	know,	like,	I	was	like,
Oh,	this	is	really	interesting,	because	there's	a	lot	of	people	who	do	brand	strategy	and	you	know,	brand
identity,	but	like,	basing	it	on	your	astrology	like,	wow,	that's	really	cool.	And	it	like	made	me	pay
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attention.	And	I	imagine	there	are	other	people	who	again	are	like,	I	totally	don't	resonate	with	that.	I	think
that's	kind	of	freaky.	And	like,	that's	cool,	too.	You	know,	it's	but	I	think	that	putting	yourself	out	there	and
being	really	vulnerable	and	honest	and	saying,	like,	I	actually	have	this	methodology	that	a	lot	of	people
would	find	really	weird,	but	for	the	right	people,	it's,	it's	going	to	feel	so	good.	And	I	known	like	my	friend,
Jessica,	I	was	just	talking	to	her	recently.	And	she	was	saying	that	she	was	working	with	you	and	doing	her
rebrand.	And	she	was	just	raving	right?	So	she,	it's	like,	because	you	put	yourself	out	there	as	your	true
self	with	your	true	mission.	She	was	able	to	find	you	and	resonate	with	you	and	be	served	by	you.	And	I
think	that	that	is	the	first	part	like,	I	always	say,	like,	attract	the	best	repel	the	rest,	right?	So	when	you	are
letting	your	freak	flag	fly,	yeah,	yes,	there	will	be	people	who	it	repels,	but	it's	also	going	to	attract	people
who	will	feel	safe	with	you,	like	who	will	feel	seen	and	feel	heard.	And	not	judged.	And,	and	I	feel	like	that,
like	there's	a	million	people	online	who	do	what	I	do,	like,	right,	maybe	maybe,	you	know,	we	don't	have
the	same	intellectual	property	or	whatever.	But	like,	there's	a	million	people	you	could	go	to,	for	business
strategy	for	sales	strategy	for	marketing	help,	like	so	many	and	a	lot	of	really,	really	great,	wonderful
people.	But	we're	all	gonna	have	different	people	that	we	resonate	with	differently.	And	I	think	that	it's
really	good	to	like,	especially	like,	infuse	your	values	and	everything	into	what	you	do.	Because	going	back
to	what	I	very	first	said,	It	honors	people's	agency	to	decide	who	is	the	best	person	for	them.	And	I	think
that	a	lot	of	times	what	happens	in	the	online	world	is	this	very,	like	bait	and	switch	idea	of	like,	you	know,
you	think	this	one,	this	program	is	great,	or	you	think	this	person	is	great.	And	then	you	get	in	behind	the
scenes,	and	you're	like,	Oh,	it	was	all	kind	of	smoke	and	mirrors.	It	was	all,	you	know,	this	charade	to	get
me	to	invest.	And	now	I'm	seeing	their	true	colors.	And	now	I	feel	like	I	was	tricked	in	some	way.	Rather
than	just	saying	like,	Hey,	this	is	who	I	am.	And	also	like,	part	of	that	too,	like,	the	second	part	of	that	is,	as
we	craft	our	offers,	is	to	really	kind	of	know	and	again,	this	can	evolve	over	time.	But	like,	who	is	the	offer
best	for	like,	especially	doing	branding,	right?	There	could	be	brand	designers	out	there	who	are	great	for
beginners,	right?	Who	are	maybe	really	great	at	helping	people	who	don't	have	everything	about	their
ideal	client	and	everything	figured	out	but	they	can	still	like	work	with	it	and	be	really	fantastic.	And	then
there	are	going	to	be	some	people	who	are	just	like,	No,	I	really	only	like	my	best	work	is	with	very	well
established	brands	who	are	rebranding,	who	were	leveling	up,	right,	and	it	doesn't	make	one	worse	than
the	other.	It's	just	about	like,	knowing	what,	who	your	offer	is	best	for.	And	then	conveying	that.	And
saying	like,	this	is	best	for	you	if	you	check	these	boxes,	and	it's	not	really	a	worthwhile	investment.	If	you
check	these	boxes,	and	that	doesn't	mean	like,	I	hate	you,	and	I	never	want	you	to	be	helped.	And	it	might
actually	mean	oh,	I	have	this	different	offer	that's	actually	better	for	you.	It's	just	not	this	one	because	I
feel	like	the	more	that	you	can	help	to	navigate	people	to	what	will	best	serve	them	is	really	honoring	their
investment	dollars,	whether	that's	$5	or	$500,000

Leslie	Tagorda
Oh	my	gosh.	I	mean,	there	are	so	many	similarities	into	like	our	approach	I	think	that's	why	we	just	like
fangirls	of	each	other	right	but	to	go	back	to	just	to	reiterate	the	how	do	we	sell	in	a	way	that	feels	good
and	honors	everyone	involved?	Is	this	idea	about	truth,	like	knowing	your	truth,	knowing	what	you're	really
good	at	knowing	who	you	want	to	serve	that	sense	of	vulnerability	and	saying	like	hey,	like	I'm	not	for
everyone	like	I	am	here	and	creating	that	safety	for	those	that	are	called	in.	I	just	love	that	how	you	put
things	together	about	that	authenticity	and	just	like	how	you	honor	the	agency	for	everyone's	individual
needs	like	that	is	just	like	so	important.	So	like	sales	doesn't	have	to	sell	feel	icky.	It	doesn't	have	to	feel
manipulative	when	we	like,	hone	in	and	anchor	in	To	our	truth,	our	vulnerability	how	we're	creating	those
safe	spaces.	And	I	mean,	I	feel	like	you're	like,	using	the,	like,	the	language	I'm	always	using	as	well.	So,
yeah,	Paul,

Erika	Tebbens 30:12
thank	you.	Thank	you.	Yeah,	I	think	it's,	I	think	it's	also,	you	know,	this,	like,	you	know,	we're	very	much
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thank	you.	Thank	you.	Yeah,	I	think	it's,	I	think	it's	also,	you	know,	this,	like,	you	know,	we're	very	much
like	enculturated	to	have	a	very	like	scarcity,	you're	like,	there's	not	going	to	be	enough	where	things	have
to	be	very	urgent,	and	then	they'll	have	to	happen	right	now.	And,	and	I	think	that	there's	a	way	to,	you
know,	to,	to	really	like,	kind	of	rebel	against	that	and	say,	like,	no,	there,	it's,	it's	fine,	like,	this	will	all	be
fine.	And	yes,	there	are	things	that	I	can	do	to,	you	know,	optimize	my	chances	of	getting	better	fit	clients
and	conveying	my	value	in	what	my	offer	does.	So	that	they	say	yes,	but,	you	know,	I	also	think	that
there's	a	way	like	when	when	we	do	get	clear	on	all	those	things,	like,	it	actually	becomes	a	lot	easier	to
launch	and	to	sell	and	to	self	promote,	you	know,	our	offers,	because	we	know	that	we	are,	we	are	not
trying	to	just	throw	out	a	big	net	and	see	whatever	we	can	bring	in	and	hope	that	works.	And	just	looking
at	people	as	like	dollar	signs,	like,	we're	really	like,	No,	I	have	this	one	thing	that	like,	if	this	is	you,	and	if
this	is	the	thing	that	you're	looking	for	right	now,	then	like,	This	offer	is	amazing.	And	you	will	be	so	well
served	by	it.	And	I	feel	like	it	can	add	sort	of	to	that	necessary	momentum	that	we	need	when	we're	really
trying	to	like,	you	know,	especially	if	there's	like	a	cart	open	cart	close,	like	we	have	to	be	really	present
for	that	launch	and	be	like,	you	know,	make	sure	that	people	know	about	it,	we	have	to	be	talking	about	it.
And	I	think	that	when	we	feel	clear	and	confident	in	that,	like,	know,	the	people	that	the	offers	for	are	like	I
serve	them	so	deeply	with	this	offer,	and	they	are	they	get	so	much	out	of	it.	I	think	it	just,	it	doesn't	feel
like	we	are	the	ShamWow	guy,	because	the	ShamWow	guy	really	doesn't	care	like	ShamWow	guy	doesn't
care	if	you	actually	need	the	ShamWow	or	not.	Or	if	you're	just	like	a	compulsive	shopper,	staying	up	late
watching	infomercials,	like	they're	just	trying	to	work	on	volume	of	getting	as	many	people	as	possible	to
buy	the	ShamWow.	And	I	don't	think	you	and	I	don't	run	businesses	like	that.	So	I

Leslie	Tagorda
mean,	there's	so	many	things	wrong	with	running	businesses	like	that.	I	mean,	like	just	part	of	like	the
environmental	disaster,	that	that's	a	whole	nother	tangent.	It's	just	part	yeah,	environmental	disaster	that
we're	in	thinking	about	just	like	extraction	and	just	throwing	the	net	wide.	And	oh,	we	caught	a	dolphin.
Oh,	well,	you	know,	like,	that's,	like	terrible	ways	of	like	living	and	being	which	I	totally	am	against.

Erika	Tebbens 32:47
Yes,	yes,	exactly.	Oh,	my	gosh,	that's	like	the	whole	that's	the	whole	thing.	It's	a	whole	thing.	But	yeah,	it's
really	um,	it's,	it's	really	like	it's	something	important	to,	to	be	mindful	of	in	our	businesses,	for	sure.

Leslie	Tagorda
When	we	start	thinking	about	you're	talking	about	your	offers,	right,	and	creating	offers	in	a	way	that
makes	them	feel	abundant	and	profitable	and	sustainable.	How	do	you	think	about	when	you're	putting
your	offers	together?	What	do	you	think	about?

Erika	Tebbens 33:16
Yeah,	so	I,	I	tried	to	be	really	intentional.	So	I	often	say	that	I'm	all	about	like,	intentional,	sustainable	offer
creation.	After	working	with	lots	and	lots	of	clients.	One	thing	I	realized	over	time,	was	that	I	could	help
clients	create	all	different	kinds	of	offers.	And	even	within	offer	types,	you	know,	there's	different	ways
that	you	can	adjust	that	offer	accordingly,	right,	like,	there's	a	bunch	of	different	ways	you	technically
could	run	a	course,	let's	say,	and	I	think	a	lot	of	times,	what	happens	in	the	online	space	is	that	a	lot	of
times	people	will	see	people	making	a	lot	of	money	with	one	type	of	offer	or	people	are	selling,	you	know,
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let	me	help	you	create	this	one	type	of	offer.	And	depending	on	how	it's	being	marketed,	obviously,	there's
brilliant	people	out	there	who,	you	know,	I	totally	trust	and	I	recommend	all	the	time	to	like,	teach
somebody	how	to	make	a	course	and	sell	a	course.	But	like,	it	can	feel	very	appealing	to	be	like,	ooh,	this
type	of	person	is	making	all	this	kind	of	money	with	like	a	membership,	let's	say,	oh,	and	a	membership	is
scalable,	and,	you	know,	it's,	it	can	feel	very	like,	oh	my	gosh,	this	is	gonna	be	it's	gonna	unlock	all	this
revenue.	It's	gonna	help	me	serve	more	people,	you	know,	it's	going	to	do	all	of	these	things.	Without	sort
of	realizing	like,	Okay,	what's	the	other	side	to	this?	And	maybe	that's	my	Scorpio.	It's	like	let's	look	at	the
shadow	side	of	all.	I	kind	of	joke	I'm	like,	I'm	not	Debbie	downer,	but	I	am	like	realistic,	Rachel.	But	it's	not
like	from	a	place	of	like,	I	know,	I	don't	like	crush	anyone's	spirits.	It's	that	like,	I,	I	want	to	equip	people
with	the	correct	information	so	they	can	make	more	empowered	and	aligned	choices.	Because	I	think	that
is	is	really	truly	powerful	to	say	like,	okay,	cool	you	if	you	want	to	have	a	membership,	like,	let's	talk	about
that	what	here,	you	know,	have	you	considered	what	it's	like	to	market	a	membership?	And	what's	the
price	point	going	it	going	to	be?	Is	it	high	end?	Is	it	low	ticket?	Is	it	you	know,	how	many,	like,	how	many
times	a	year	will	you	launch?	Or	will	it	be	evergreen?	Like,	there's	a	million	different	components?	Yeah.
And	we	can	strategize	to	find	the	best,	you	know,	like	combination	of	those	things.	That	could	work	for
you.	If	you're	like,	Yep,	no,	I	got	it.	Like,	thank	you,	Erica.	That's	great.	Like,	yes,	sound	that	I	still	want	to
do	it?	Sure.	Cool.	Now	let's	help	you	create	the	offer	structure	and	the	the	you	know,	who	the	offer	is	best
suited	for,	for	your	copy	and	your	content?	And	what's	your	launch	plan	going	to	be	like?	We	can,	we	can
strategize	all	of	that	to	make	it	work	better	for	you.	But	also,	a	lot	of	times	when	I	start	to	have	those
conversations	with	people,	they're	like,	Oh,	I	never	knew	all	of	these,	I	only	saw	like	the	top	20%	of	the
highlights	the	highlights,	I	never	knew.	And	now	I'm	realizing	like,	oh,	I	actually	don't	want	to	do	that.	And	I
think	I	would	rather	do	this	other	thing.	Instead,	I	think	you'd	rather	do	a	group	program	that's	more
intimate.	Yeah,	can	you	help	me	with	the	group	program?	Yes,	like,	let's	rock	that	out.	But	to	me	that	I	feel
like	that's	often	what	is	lacking.	And	it's	something	that	I	try	to	be	mindful	of	too,	because	going	back	to
extraction,	and,	and	all	of	that,	like,	we,	we	always	have	to	be	super	mindful,	like,	the	more	of	our	direct
time	and	like,	energy	and	like	spirit	that	we	give	to	our	clients,	that	should	not	be	cheap.	If	you	want	to
run,	let's	say,	a	group	program	and	have	20	people	in	there,	and	everyone	gets	a	one	on	one	call	a	month,
and	there's	all	these	other,	you	know,	it's	a	lot	of	you	that	you	are	infusing	into	that	we	have	to	be	really,
like	mindful.	And	this	is	a	lesson	I've	had	to	learn	the	hard	way	over	time	as	well.	To	not	over	give	too
much	of	our	of	our	person,	like	our	actual	person.	Because	what	happens	is,	is	we	are	trying	to	like,	it's	like
we're	trying	to	replicate	capitalism	on	our	own	body.	And	that	is	not

Leslie	Tagorda
sustainable.	It's	not	$99	a	month	that	sustainability	is	such	No,	going	back	to	that	idea	of	that
membership,	right.	And,	and	part	of	this	comes	from	experience	of	like	trying	a	bunch	of	different	things
like	when	you're	in	the	beginning	of	your	business,	if	you're	if	you're	a	beginner,	and	you're	listening	here
to	get	rid	of	the	ideas	of	failure	to	think	of	it	as	an	experiment	where	you're	trying	lots	of	different	things	to
see	what	fits	on	you.	From	my	perspective	on	astrology,	when	I'm	looking	for	people	who	are	going	to
create	these	like	long	term,	like	membership	things.	I'm	looking	at	the	sustainability,	I'm	looking	at	specific
things	in	their	chart.	It	says,	oh,	okay,	well,	do	they	have	really	strong	Saturn?	Do	they	have	really	strong
Capricorn?	Do	they	have	like	this	really	thing	that	they're	building	for	the	long	term?	Well,	if	they're	lots	of
Gemini,	or	if	they're	lots	of	Sagittarius	and	Aquarius,	where	they're	more	impulsive,	I'm	like,	I	don't	know,
like,	a	long	term	thing	is	probably

Erika	Tebbens 38:56
yes,	yeah.	And	I	totally	agree.	I	mean,	I	still	look	at	pretty	much	everything	I	do	in	my	business	as	an
experiment.	And	obviously	with	experiments,	like,	you	gain	knowledge	and	information	and	it	makes
future	experience	experiments	typically	more	successful	because	you	already	have	like	a	foundation	of
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future	experience	experiments	typically	more	successful	because	you	already	have	like	a	foundation	of
like,	oh,	I	tried	that	once.	And	you	know,	so	you're,	you're	kind	of	like	you're	building	off	of	your	you	know,
quote,	unquote,	failure.	So	I'm	with	you,	like,	I	never	failure.	So	just	learning	lessons.	So	you	so	you	can
like,	you	know,	your	experiments	can	be	more	like	fine	tuned	as	you	go.	But	I	still	look	at	everything	I	do
as	an	experiment.	And	to	that	example	of	the	long	like	time,	like,	I'm	a	very	impulsive	person	too.	So	I
know	for	me	while	like	I	can	do	a	really	great	group	program	and	I	have	like,	my	first	group	program	was
dirt	cheap,	and	I	over	live	over	delivered	myself	to	death.	So	this	is	not	me,	like	from	you	know,	high	in	a
mountain	going	like	I've	never	made	these	mistakes	like	no,	I	made	these	mistakes,	and	I	learned	from
them.	Now	I	try	to	help	my	clients	not	make	the	same	mistakes.

Leslie	Tagorda
I'm	raising	my	hands	here	too.	We've	all	done	it.

Erika	Tebbens 40:01
We've	we've	all	we've	all	done	it	and	like,	you	know,	you	get	to	that	point	where	you	realize	like	crap,	now
I'm,	you	know,	I'm	totally	over	delivering,	I'm	not	charging	enough,	I'm	starting	to	it	starts	to	feel	icky	in
your	body	and	all	that	like,	and	then	you're	just	like,	Okay,	I	need	to	shift	something.	But	I	know	for	me,
like,	I	can	rock	a	group	program.	But	I	don't,	I'm	not	going	to	start	a	brand	new,	untested,	undone	before
group	program	and	immediately	started	out	as	a	12	month	commitment,	not	because	I	don't	trust	other
people,	I	know	myself,	I	might	get	bored	at	month	678	and	then	be	like,	Oh,	my	God,	why	did	I	like	a
promise?	12	months,	right?	So	it's	not	an	it's	not	the	clients	fault.	Like	I	of	course,	I'm	going	to	keep
delivering,	I'm	going	to	hold	up	my	end	of	the	bargain.	But	like,	that's	something	I	know,	for	myself.	So
even	if	somebody	out	there	is	saying,	you	know,	no,	you	simply	must	have	a	12	month	program?	Well,	for
me,	if	it's,	you	know,	I	might	have	one	in	the	future	that	is	based	off	of	what	I've	already	done.	And	also	I
would	get	supports	and	structure	and	things	in	place	to	allow	my	like,	tourists	to	roam	free	and	have	space
and	time	and	like	play	around	luxury.	But	I'm	not	going	to	just	immediately	roll	out	and	launch	a	12	month
program,	because	I	know	myself	now	well	enough	to	know	that	like,	yes,	it	might	work	beautifully	for	some
people,	but	I	also	might	get	bored	and	then	get	really	annoyed	with	myself.

Leslie	Tagorda
Yeah.	Oh	my	gosh,	so	many	lessons	from	there.	It'd	be	super	interesting	to	do	another	episode	one	day,
or,	you	know,	putting	how	to	put	together	offers.	I	talk	to	my	clients	about	offers	all	the	time,	and	there's
definitely	astrological	things	that	we	put	into	it.	Super	fun	idea	to	think	about.

Erika	Tebbens 41:58
I	love	like,	oh	my	gosh,	I	could	geek	out	on	that.	Like,	I	would	totally	geek	out	on	that	with	you	because	I'm
super	fascinated	by	it.	And	like	in	the	way	that	I	do	with	clients,	you	know,	there's	different	things	we	look
at,	like	are	you	an	introvert?	Are	you	an	extrovert?	Do	you	want	to	work	behind	the	scenes?	Do	you	want
to	be	like	the	leader?	Do	you	want	to	hold	space	for	group?	Do	you	prefer	one	to	one,	you	know,	there's	all
these	different	elements	that	I	try	to,	you	know,	serve	as	like	a	filter	for	them	to	narrow	down	their
options.	And	also	those	can	change,	you	know,	different	seasons	of	our	life	and	everything	too.	But	yeah,
like	to	layer	astrology	on	that	I	feel	like	would	be	so	interesting.	And	also	because	then	too,	like	for	the
with	the	like	tourists	and	the	luxury.	Like	to	say	like,	Oh	yeah,	you	would	actually	be	great	to	have,	you
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know,	an	offer	like	this.	And	also,	you	should	probably	hire	a	community	manager,	you	should	probably
hire	a	launch.	But	you	know,	like,	have	these	other	things	to	be	like,	this	will	actually	make	it	so	that	your
offer	can	succeed	and	you	don't	burn	out	and	like	hate	it.

Leslie	Tagorda
That's	one	of	the	things	I	hear	you	talking	from	that,	again,	that	Scorpio	archetype	with	your	son,	part	of
like,	one	of	the	bodily	functions	of	Scorpio	is	like	elimination,	like	going,	going	pee.	And	so	like	You're	like
literally	giving	examples	of	like,	okay,	here's	all	the	things	let's	eliminate	all	of	the	things	that	are	not
going	to	fit	for	you	to	make	a	decision	with	that	Scorpio	energy.	And	my	Aquarius	Sun	is	like,	okay,	how
can	we	innovate	it?	How	can	we	use	astrology	to	kind	of	create	the	big	form	and	the	big	shape,	but	then
I'm	not	really	good	at	all	the	details.	Because	I'm	like,	really	good	at	putting	the	direction	the	aim	and	the
shape	and	the	purpose	together.	And	then	I	always	need	somebody	on	my	team	to	help	me	like	fill	in	the
details.	So	beautiful	way.

Erika	Tebbens 43:44
I	also	think,	you	know,	kind	of	going	back	to	the	idea	of	like,	why	I	love	community	and	why	you	know,	I
love	those	relationships	is	because	we	are	we	are	meant	to	like	bring	all	of	our	unique	greatness	I	feel	like
together	like	I	feel	like	we	you	know	again,	we're	also	like,	capitalism	and	patriarchy	and	colonialism	is	all
like	Oh	individuality	and	you	have	to	do	it	all	yourself	and	you	have	to	be	the	best	and	it's	sort	of	like	Yeah,
but	no,	we're	actually	like	the	best	when	we	are	in	community	and	when	we	are	not	trying	to	fit	into	all
these	other	molds	and	when	we	just	say	like,	you	know,	for	some	people	it's	like	they	they	might	never
have	a	scalable	offer	like	a	truly	and	that's	okay	and	like	it's	okay	to	honor	that	part	of	you	and	to	just	be
like,	I	feel	perfectly	content	to	just	have	whatever	roster	of	clients	one	to	one	clients	I	have	and	like,	that'll
be	enough	and	and,	and	I'm	not	going	to	apologize	like	for	the	fact	that	that's	how	I	want	to	run	my
business	because	that	feels	good	to	me	and	to	just	be	like	yeah,	that	that	feels	good	to	me	and	and	even
thinking	about	offers	and	like	designing	offers,	as	it	relates	to	selling	is	like	when	we	feel	good	about	out
the	offer,	it's	just	easier	to	sell	like	not	even	just	you	know	who	it's	for	and	all	that.	But	when	we	actually
feel	good	about	the	delivery	of	the	offer,	we	will,	it's	we	are	like	encouraged	to	sell	it	even	even	like	same
thing	with	pricing.	I'm	not	a	big	believer	in	just	arbitrarily	raising	your	rates.	If	you	don't,	if	you	can't
embody	that	rate,	you	will	self	sabotage	because	you'll	be	like,	I	can't	talk	about	that	offer.	Because	I	feel
like	I'm	overcharging	people	or	whatever.	But	like,	once	you	can	kind	of	I	feel	like	get	all	of	that	together.
And	again,	it'll	take	some	experimentation,	you	might	need	to	get	some	outside	help.	But	like,	when	you
have	it,	I	feel	like	it	just	becomes	a	given	that	you	would	sell	it	with	confidence,	because	you're	like,	hell
yeah,	like	this	thing	is	great.	And	I	can't	wait	to	get	in	there	and	do	this	work	with	my	clients.

Leslie	Tagorda
I	love	all	of	it.	I	just	love	it.	So	as	PV,	I'm	going	to	have	you	share	all	of	your	offers	and	everything	how
people	can	get	in	contact	with	you	and	start	their	relationship	with	you.	But	before	we	go	into	that,	I	have
some	fun	star	questions	that	I	just	want	you	to	do	little	quick	answers	kind	of	like	a	game	show.	I	feel	like	I
need	a	dinner	or	something.	I	love	the	star	question.	So	S	is	for	spirituality.	And	you	know,	everybody	who
listens	to	the	savvy	luminary,	they	they	connect	to	spirituality	somehow.	So	what	spiritual	practices	do	you
use	in	your	business?

Erika	Tebbens 46:31
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Erika	Tebbens 46:31
Okay,	so	I	really	love	doing	new	moon	and	full	moon	rituals.	And	I	don't	know	if	it's	the	Scorpio	on	me
because	I	know	obviously	you	love	the	new	moon.	I	I	love	the	new	moon.	But	I	really	love	the	full	moon	like
I'm	a	full	moon	gal	all	the	way	that	you

Leslie	Tagorda
were	born	like	minutes	before	the	full	moon.	Yes.	You	do	that	right?

Erika	Tebbens 46:52
I	did	because	my	mom	actually	said	that	the	hospital	was	packed	that	night	like	the	nurses	were	like,	my
mom's	like,	oh	my	gosh,	there's	so	many	babies	in	there	like	yet	because	it's	a	full	moon	and	a	lot	of
babies	get	born	in	the	full	moon.	So	I've	always	that's	always	stuck	with	me.	So	I	love	I	love	a	full	moon.	So
I	love	doing	full	moon	and	new	moon	rituals.	I	also	really	love	using	like	tarot	and	oracle	decks	like	just	for
journaling	and	reflection	and	the	last	two	years,	I	have	done	Carmen	spaniel	lows,	Iraqi	solar	year	planning
workshop.	It's	like	a	half	day	workshop.	It's	very	cool.	And	I	love	it.	And	yeah,	and	now	that	I	learned	more
about	astrology,	I'm	like	trying	to	weave	that	all	into	my	planning	process,	as	well.

Leslie	Tagorda
Amazing.	You	have	to	go	look	up	that	that	a	regular	planning	that	sounds	exciting.	It's	very	cool.	Tapping
into	your	highest	self	using	Oracle's	Yeah.

Erika	Tebbens 47:54
Oh,	am	I	that's	what	I	learned	through	her	how	to	use	a	pendulum,	which	is	like,	wild	every	time	I	do	it.	But
that's	really	cool,	too.	Sometimes	if	I'm	stuck	on	pricing,	like	I'll	use	the	pendulum	and	then	yeah,

Leslie	Tagorda
oh,	I	love	that	idea.	I	never	thought	of	using	a	pendulum	for	thinking	about	pricing.	I	tend	to	use	the
kidneys,	kinesiology	to	answer	my	questions,	but	Ooh,	interesting.	Cool.	So,	T	is	for	Thanks.	What
challenges	have	you	overcome	for	which	you	are	now	grateful	in	your	business?

Erika	Tebbens 48:31
I	would	say	oh	my	gosh,	there's	so	many	like,	I	feel	like	I	can	write	a	novel	here.	Um,	I	actually	so
interestingly,	when	I	very	first	started,	I	didn't	realize	that	selling	was	my	sweet	spot.	And	so	I	actually
started	I	was	going	to	my	plan	was	I	was	going	to	help	people	with	their	customer	experience,	because	I'm
like,	Oh,	you	can	get	repeat	and	referral	business	when	you	have	raving	fans.	So	let	me	like,	show	you	how
to	have	raving	fans.	Because	something	I'm	really,	I	feel	like	I'm	good	at	overall	my	like	years	of	business
experience.	And	so	I	was	doing	voice	of	the	customer	research,	and	everyone	was	like,	that	sounds	really
great.	But	like,	I	don't	really	have	I	need	to	hire	you	because	I'm	struggling	to	get	clients	and	customers.
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And	I	was	like,	oh	gosh,	this	is	weird.	And	I	six	months	and	I	was	really	frustrated.	And	I	was	like,	you	know,
I	really,	really	need	to	start	I	need	to	make	money	in	this	business.	And	I	know	I	have	skills	that	I	can	offer
but	like	what	is	going	on	here	and	instead	of	getting	super	judgmental,	I	tried	to	just	get	really	curious.
And	I've	tried	to	do	this	multiple	times	to	just	be	curious	about	like,	what	is	off.	And	then	when	I	did	that,	I
realized	I	was	like,	Oh,	they	don't	they	feel	really	uncomfortable.	And	they	have	a	lot	of	like
misunderstandings	around	selling	and	marketing.	And	so	I	kind	of	like	did	a	pivot	and	I	changed	everything
over	to	focus	on	like	non	sleazy	sales	and	marketing	And	from	there,	everything	took	off.	And	so	I'm	really
glad	that	like,	I	had	that	struggle,	because	you	know,	as,	as	we	keep	evolving,	I	try	to	remember	that
lesson	like,	it's	like	stay	in	the	struggle.	Just	get	curious,	try	not	to	judge	yourself	too	much.	Ask	a	bunch	of
questions.	Because	then	eventually,	like,	you'll	get	to	the	answer.	And	when	you	do	like,	it'll	propel	you	to
the	next	place	in	your	business.

Leslie	Tagorda
Wow.	Yes,	curiosity	and	non	judgement,	experimentation.	Love	it.	So,	A	is	for	activism.	What	social	impact
do	you	want	to	make	through	your	business?

Erika	Tebbens 50:37
One	thing	now	that	is	really	important	to	me	is	like	food	activism	and	food	justice.	So	I've	done	like	public
awareness	around	military	food	insecurity,	like	spoken	to	members	of	Congress	that	been	interviewed	by
ABC	News,	like	different	things	around	military	food	insecurity	issues,	because	it's	something	that	my
family	and	I	had	experienced.	And	it's	something	a	lot	of	people	don't	know	a	lot	about.	And	then	on	the
flip	side	of	that,	I	used	to	be	an	organic	farmer.	And	I	used	to	also	work	for	an	organic	farm.	So	I'm	very	a
and	I	serve	on	our	county's	Food	Policy	Council.	So	I'm	very	much	about	regenerative	farming,	getting
farmland	available	to	more	bipoc	farmers,	and	just	making	food	more	accessible	to	everyone.	Gosh,

Leslie	Tagorda
that	food	is	like	a	big	value	for	you.	Just	like	I	love	looking	at	people's	charts	when	they're	speaking
because	like	everything	just	like	lights	up.	So	what	you're	like	usually	social	activism,	there's	another	thing
but	what	you're	talking	about	is	your	personal	values	around	Taurus	on	your	second	house,	which	is
literally	the	farm,	literally	the	food,	and	you	have	Chiron	and	Taurus	there.	So	that	shows	that	that	was	a
past,	like	having	enough	was	a	past	hurt	that	you	are	now	over	like	you're	helping,	and	you're	overcoming
and	you	know,	all	of	the	adaptations	that	you've	lived	with,	you're	now	offering	that	forward.	That's	just
awful.	Okay.	Last	question	before	you	share	all	about	you	radiate	ours	for	radiate,	how	do	you	inspire
others	to	shine	brightly?

Erika	Tebbens 52:18
I	would	say	that,	like,	sort	of,	almost	like	giving	people	permission	to	be	who	they	are.	And,	and	that's
something	that	I've	had	reflected	back	to	me	is	just	that,	like,	oh,	I	can	be	both	who	I	am.	And	a	really
successful	entrepreneur,	I	don't	have	to	hide	away	parts	of	myself	in	order	to	get	clients	or,	you	know,
grow	my	business	that	like,	it's	actually	when	I	honor	those	things	and	celebrate	those	things	and	put
them	out	there	for	the	world	to	see	that	my	business	grows	and	it	thrives.	And	it's	just	more	enjoyable
overall.
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Leslie	Tagorda
I	love	it.	Thank	you	so	much,	Erica.	So	can	you	share	with	us	all	the	things	how,	how	to	get	in	touch	with
you?	What	your	next	offers	are?	All	of	that?

Erika	Tebbens 53:17
Yeah,	so	probably	the	best	way	is	that	my	website	Eric,	good	heavens	calm.	Just	because	that	will	you
know,	always	in	case,	Instagram	goes	down	again,	whatever,	like	you	can	always	find	me	there.	And	and
yeah,	and	I'm	really	excited	for	kind	of	like	a	new	evolution	of	that	in	q1	I'll	be	working	on.	But	Eric	Evans
comm	also	the	sell	at	SR	podcast,	so	that's	on	all	the	podcast	apps	and	also	sell	at	SR	podcast	comm.	They
usually	come	out	every	week,	unless	we're	taking	like	a	short	break.	And	then	Instagram	is	Eric	Evans
consulting	that	is	where	I	hang	out,	definitely	slide	into	my	DMs	tell	me	you	know,	you	heard	me	over	here
say	hi,	I	love	that.	And	I	always	have	links	in	the	bio	over	there	to	various	free	offerings	I	do	I	love	to	do	a
lot	of	like	workshops	and	and	I	have	free	downloads	and	all	sorts	of	really	valuable	things	you	can	use	in
your	business	and	then	yeah,	the	next	I'm	revamping	some	of	my	one	to	one	offers	right	now	so	stay
tuned	for	that	you	can	always	just	reach	out	and	ask	what	I	have	available.	But	my	third	cohort	of	my
group	program	or	Belia	success	we	actually	start	next	week	As	of	recording	this	and	then	my	plan	is	is	in
the	spring	to	relaunch	it	but	if	you	go	to	rebellious	hyphen	success	calm	right	now	there's	the	waitlist	page
so	if	it	speaks	to	you,	you	can	get	on	the	waitlist	and	then	be	notified	when	the	doors	open	again.

Leslie	Tagorda
Oh	my	goodness,	thank	you	for	sharing	all	of	this	valuable	information	and	everybody	definitely	take	a
listen	to	sell	it	sister	podcast.	I	love	it.	And	if	you	really	look	To	help	you	know	craft	your	your	value	and	not
feel	icky	when	you're	sharing	and	promoting	your	value,	definitely	look	up	rebellious	success.	Like	I	just
love	that.	So	thank	you,	Erica.	You're	welcome.

Erika	Tebbens 55:14
Thank	you.	And	there's	also	I	have	a	Knowsley	sales	guide	and	stuff	over	there	too.	So	if	selling	is	still
something	that	you're	struggling	with,	that's	always	available@bit.li	forward	slash	Knowsley	selling	so

Leslie	Tagorda
yeah,	perfect	and	we'll	have	all	of	those	links	for	you	in	our	podcast	notes.	So	if	you	know	if	you	don't
remember	them	here,	you	know	where	to	find	them.	So	yeah,	thank	you	Erica.

Erika	Tebbens 55:36
Thank	you	again.

Leslie	Tagorda
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If	you	love	this	podcast,	please	consider	doing	me	a	favor	and	heading	over	to	Apple	iTunes	and	leaving
me	a	rating	and	review.	Your	rating	and	review	helps	this	humble	podcast	get	seen	and	found	and	find
more	listeners	like	you.	Please	share	the	love


