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DEEP-DIVE MINDSET
JOURNALING PROMPTS

TO HELP YOUR SUBCONSCIOUS MIND GET OVER THE FEAR OF SELLING

AREA OF DISCOVERY 1: 

What beliefs limit me from selling in alignment?

1. How did you first get in touch with selling? What’s your first vivid memory?

(Selling might remind you of people from insurance companies, car sales, appliance or 

furniture stores, who might have offered something to you in a way that felt uncomfort-

able, pushy, and icky)

2. Check in if any of the following limiting beliefs ring true for you: 

Selling seems to be plainly telling how much your product is and asking for people's 

money

Selling makes me look greedy

Selling felt like convincing people I'm good enough, that my product is good 

enough, that they should hand over their money

Selling my services is annoying for people, and I don’t want to come across as pushy 

or salesy. 

3. What else do you currently believe about selling? 

4. Why do you believe this? Where does the story come from?
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AREA OF DISCOVERY 2: 

Your new empowered sales mindset

5. What do you want to believe instead? 

Now that you are a successful 6-figure business owner, what do you believe about selling?

6. Flip these beliefs around! Reprogram yourself by writing another narrative that counters your old 

beliefs. Examples I've used as affirmations I've repeated every single day:

    a. Selling is simple!

    b. Selling is fun!

    c. Selling is serving.

    d. I deserve to be highly paid for my work.

    e. I expect sales to come in daily and THEY DO!

    f.  My clients love to invest money into my services.

    g. I offer incredibly valuable services.

    h. I believe in my price and I am owning it!

    i.  I'm running a business and of course, I sell!

7. If you could sell in any way you wanted, and it would feel really good, and you’d never have to 

worry about finding clients because they absolutely love your way of selling, then how would you 

do it? 
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AREA OF DISCOVERY 3: 

Getting highly paid for your services

8. Write down 3 in-depth reasons why your work is needed and why you’re worthy of 

receiving large amounts of money for your work. 

9. Who is your ideal client - the one who doesn’t only want to pay you from a place of 

desire, but also thinks your offers are totally worth it and are a very easy investment? 

10. Now that you believe all the things you’ve written down here #puuuff it’s done and 

ingrained, how do you now show up differently? How can you see, feel, and experience 

that your mindset has shifted? 


