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PRAISE FOR THE SOUL-SOURCED ENTREPRENEUR

“If Christine Kane didn’t already exist, the world would have to create her. The Soul-Sourced approach to business success, rooted in sound strategy and soul-searching authenticity, is exactly what today’s entrepreneurs want and need. What a beautiful, powerful book!”

—JOHN DAVID MANN, coauthor of the international bestseller The Go-Giver

“Do you want to know how entrepreneurship is being redefined? By ditching the winner-take-all tactics and leaning into authenticity and integrity. Christine Kane’s book shows you how to achieve the business of your dreams, the right way. Arguably, the only way.”

—MIKE MICHALOWICZ, author of Fix This Next and Profit First

“Christine Kane is the best kind of business owner and teacher: the kind that leads with her soul. Money, yes. Success, yes. But soul first. She understands and teaches us that power, our true superpower, doesn’t come from being in charge, having money, or always knowing what to do. It comes from tapping into the deepest part of our intuition and intention. She reminds us that it’s not the business we create or even what it does that truly matters, but rather who we become in the process. Christine is a refreshing voice of patience in a business world so busy rushing, it often misses the point. I highly recommend this book and all of Christine’s work.”

—BROOKE CASTILLO, founder of The Life Coach School

“Leader, entrepreneur, and business coach Christine Kane has helped thousands take their business ideas from concept to six or seven figures. She explains how you can do so too, by flipping ‘it’s business, not personal’ on its head. Business is personal, she says, and in fact the more personal you make it, the more impact you will have. If you want to be successful, powerful, and influential but are repulsed by admonishments to crush, hack, manipulate, and succeed through pure 24/7 aggression, this is the book you’ve been waiting for. In this inspiring and practical guide, Kane points to those qualities you may have deemed problematic—vulnerability, sensitivity, creativity, intuition—as the path to lasting success. She offers practical advice about navigating mindset obstacles, figuring out your relationship to money, and owning your true power. This special book is a missing link for all of us who long to succeed on our own terms. With warmth, humor, and wisdom earned in the trenches, Kane explains that you already have everything you need to build a wildly rewarding and soul-satisfying business.”

—SUSAN PIVER, New York Times bestselling author and founder of The Open Heart Project

“Finally, a business guide that celebrates that business is personal and vulnerability is strength. Christine Kane’s approach to entrepreneurship deepens our integrity, clarity, and connection to others. Eye-opening, affirming, and downright practical, Soul-Sourced Entrepreneur is a must-read for all mindful, vision-driven business owners.”

—KRISTINE CARLSON, New York Times bestselling coauthor of the Don’t Sweat the Small Stuff series

“In The Soul-Sourced Entrepreneur, Christine Kane does the brave work that’s behind any business owner’s daily reality. She shows readers how to drop the struggle and build their businesses using self-awareness and vulnerability as strategic assets and opportunities, not things to conceal. A true embodiment of authenticity and resilience!”

—HAL ELROD, international keynote speaker and bestselling author of The Miracle Morning and The Miracle Equation
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This book goes out to every creative, smart, passionate person who started a cool business and still has those secret days where they wonder if they’re really cut out for all of this shit.
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ON BEING “CUT OUT” FOR BUSINESS (OR WHY YOU NEED THIS BOOK)

It was like getting a winning lottery ticket.

I won a contest. The prize was a phone call with a New York Times best-selling author who was a coach, guru, and strategist. We’re talking Oprah Book Club status. I’d get twenty minutes of coaching on anything. From my hero! A person whose books I’d devoured! Happy day!

At this time—just three years into my career as a songwriter—I’d never talked with a coach. I hardly ever got to talk to anyone about the challenges that came with following my dreams and making a business happen.

I figured I had some good stuff going for me. For starters, I was living my passion. This author was a motivational maven, all about passion and purpose. She’d love that part, right?

But the reality of this “living my passion” stuff was hard. Harder than I’d ever imagined. Writing songs and performing was one thing. Trying to run a business, manage a mailing list, track numbers and money, hire an assistant who didn’t show up to my home office stoned—all while learning how to promote myself and my art—was a whole other game. I was in new territory constantly.

So I wanted … what? Encouragement? Strategy? Compassion? I didn’t know. At the time, I had no clue what to expect or even what best-selling authors did in these sessions.

I dialed in at the appointed hour. The famous author got on the line and informed me—first and foremost—we had a hard stop time. Another winner was up after me, so we had to move quickly. Then she wanted background. She wanted data. She needed numbers. She asked for my income streams. She wanted to know my three-year plan, my five-year plan, and my ten-year plan.

I tripped over my words giving her the basics: I had just released my second CD on my own record label. I’d started to write songs for my third. I was touring all over the country. I had a booking agent.

Then I moved on to my numbers, which were simple and not even sort of impressive. I’d never heard of “income streams,” so I skipped that part. And, oops, I didn’t have a plan—three, five, ten, or otherwise. I could barely figure out what the next month would look like.

After fifteen minutes of back and forth, the famed author reached her conclusion.

“Look,” she said. “I’m sorry. But your situation isn’t sustainable. You need to give this up and go get a job. You’ve discovered something crucial here—business is hard. Especially the entertainment industry.”

She went on to tell me it was time to get serious about the rest of my life and “be a good steward of my financial future.” Then she apologized for having to be the one to deliver the truth. Her final words went like this: “Some people just aren’t cut out for business. Even fewer for the arts. You can be good at other things.”

Then she moved on to the next lucky winner.

I have friends who, in this situation, would’ve hung up the phone and uttered a clear and cosmic “fuck you!” to this author. They would make it their life’s mission to prove her wrong. Possibly even waiting until the exact pinnacle of their blinding success to write her a lengthy letter listing the many ways she had failed and concluding, with their final flip-of-the-bird assessment, that she was a fraud. Then they’d post it all on YouTube.

I’m not one of those people.

In fact, this single, meager conversation landed me in a cesspool of self-doubt. I was left wondering what it even meant to be “cut out” for business, for the arts, or for anything involving having an idea and going for it.

Her opinions haunted me, but I ultimately didn’t follow the best-selling author’s advice. I didn’t go get a job. In fact, in the years following that conversation, I went on to release five more CDs and a DVD that won a Telly Award. All of this added up to sell more than 100,000 units—a sizable amount in the indie music arena. I toured with some amazing entertainers and musicians. Two dance companies choreographed ballets to my music, taking me on tour with their troupes.

And here’s where it gets weirder.

Along the way, fans with dreams of turning their ideas and side hustles into real businesses would wait until I’d signed CDs after my shows. Then they’d furtively ask for my advice. They wanted me to tell them how I’d done it. How had I built such a solid business while staying true to my art and myself? How had I dealt with hard stuff like rejection and sales and assholes?

I shared everything I could in the time it took to pack up my gear. These informal backstage chats turned into weekend retreats, which turned into mentoring. Eventually, I devoted myself to coaching full-time, starting a business that grew into a multimillion dollar company called Uplevel You.

And, you know what? That best-selling author was 100 percent right.

I wasn’t cut out for any of it. At least, not by the rules of conventional business types like her. In fact, she was just one of many “experts” I’d meet on my entrepreneurial path who never considered there might be a different set of rules for extraordinary success. Years after my experience with that author, I hired a consultant. He was a whip-smart strategist, a serial entrepreneur, and, yes, also an author of a best-selling book. This was long after I’d proven myself in music and a few years into coaching and Uplevel You. The consultant spent much of the first morning with my operations director poring over spreadsheets and numbers. After that, he wanted to sit down with me, the owner and founder. Now that he’d seen the metrics, waded through our programs and products, and gotten the background, he wanted to know some things. Namely, my ten-year plan.

“I don’t do ten-year plans,” I told him. Before he could counter, I inserted, “And I don’t do five-year plans either. Next question.”

He stared at me. He held up our financial statements. He slapped them with the back of his hand, looking me up and down. “Then here’s what I want to know,” he said. “How did someone like you get so profitable in business?” Then, apparently realizing his question was loaded with judgment, he made a weak attempt to smile at me.

I smiled back. But the words “someone like you” rang in my ears. I’d heard it enough at that point to know what he meant: someone who was not like him or all the other hard-hitting, strategy-driven, left-brained, go-get-’em, break-the-board, walk-over-coals, fake-it-’til-you-make-it, sacrifice-everything-for-the-sale business types. What he meant was someone who used words like “intuition,” “instinct,” and “soul” a little too freely, while cringing at words like “compete,” “dominate,” “crush,” and “blast.” Someone who didn’t plow forward on a linear path focused on a single and self-serving endpoint. And someone who used a clear (and, perhaps, odd) set of internal measures to guide next steps every bit as much as the usual external measures of money and numbers.

What he meant was how could someone like me or the thousands of clients Uplevel You attracts become so wildly successful in their businesses?

The answer to his question is what this book and my life’s work are all about.

If you’ve read this far, chances are you’re no stranger to the struggles of starting or having your own business.

It looks like this:

You try. Hey, you’re not lazy. You really want this to work. You’ve watched all the right TED Talks, done all the best launch programs, copywriting programs, selling-from-the-stage programs. Sure, they’ve shown you a few things, but you always end up face-to-face with the same old issues and setbacks.

So, you settle.

There’s an endless list of things you tolerate, whether they’re the same meager annual income, or that one client who makes you want to hurl yourself off a cliff each week, or the stress of trying to make it all work on your own. All while wishing there was a way to raise the bar to a level you know you deserve.

And you wonder.

If you’re really cut out for this. If your siblings or well-meaning friends were right all along when they said you weren’t aggressive enough, organized enough, clear enough, or data-driven enough. You wonder if you’re too tender on the inside and too scattered on the outside. Or maybe even if you might just have the ever-ubiquitous, pseudo-spiritual diagnosis of “bad energy.”

So, your question remains: Is it possible to have a wildly profitable and successful business without adopting character traits that are false, phony, manipulative, or robotically corporate? Can you succeed while still being you?

The answer is a resounding yes.

There’s a new class of business owner on the rise. I call them Soul-Sourced Entrepreneurs. They understand a key distinction most people miss: It’s not just about having the six-figure business. It’s about becoming the person who can create and own a six- or even seven-figure business. They want the indescribable feeling of confidence that comes when you cross the six-figure line your way while knowing you have the power to do it again and again. They want to employ their own reliable, unique set of best practices, based as much on intuition and self-awareness as on specific skills and strategies. Most important, they want to trust their choices and actions every day, unfettered by the gnawing feeling of self-doubt.

In other words, the what is no longer enough. The Soul-Sourced Entrepreneur wants the how. Namely, how to navigate and grow a business sourced from a solid and serene place that isn’t about the usual round of old-school rules and behaviors, which are little more than a sad and dusty collection of memorized illusions at this point.

That’s exactly how I, and thousands of my clients, did it. And I’m going to teach you everything I know.

How is this book different?

Well, for one thing, I’m not going to tell you to change your style, your instincts, your sensitivity level, or your emotions. I’m going to assume you’ve already read stacks of books on business and mindset and have exhausted yourself trying to follow behavioral prescriptions that didn’t work.

Second, this is not a “law-of-attraction” manual where I tell you to be more positive so you can get more goodies. Frankly, the waters of having a business are often murky and rough. The stakes are high, and pressure is everywhere. Adding the mandate of perpetual positivity is ludicrous and often disastrous. I happen to know you’re fine, even with your doubts, even with your anxieties, and all the other shit you secretly judge yourself for doing or not doing, being or not being, or not measuring up to.

Third, this book is not a magic pill. Despite what all the cool internet marketer kids say, there’s no one-size-fits-all email template that’s going to fill your shopping cart with bags of money while you’re out surfing or getting laid.

What we’ll do together, however, is better than that.

We will build a source of unfathomable strength by following a simple framework that grants you access to a deep level of internal power.

When my clients sign up for our Uplevel masterminds, they’re required to check a box that says, “I’m In.” It’s a commitment and a promise to others in the group, to their coaches, and to themselves. As an acronym, “I’M IN” also holds the framework of this book. It’s the process for becoming a Soul-Sourced Entrepreneur and gaining the keys to mastering your business, your energy, and your dreams.

I: Initiating Intention tosses out the old-school, goal-setting models and shows you how to use your life as the force that shapes your intentions. It replaces outward, aggressive, grabby goals with an internal model for intention, based in wisdom and clarity. Here, you’ll uncover the traps that keep you confused and overwhelmed, while tuning in to a level of purpose and direction you’ve never before explored.

M: Managing Power is a call to examine your own behavioral patterns for clues to what’s been holding you back. Here, you learn to amplify your awareness and clean up the spaces and distractions draining your energy and power.

I: Interpreting Experiences is a deep dive into the higher meaning only you can bring to the circumstances arising in your business. Many entrepreneurs live by default, running into the same walls and telling the same emotionally charged stories. Here’s where you ditch that cycle and discover how to find the opportunities hidden within the challenges, while training yourself to access a Soul-Sourced level of strength.

N: Navigating Decisions is where we jettison the word “should” once and for all and break free from fear-based decision-making. We also test the most insidious assumptions and thought patterns that corrupt our otherwise powerful intuitive processes. You’ll learn to make intention-based decisions that free you from the fears and confines of past mistakes so you can lead your business with profound clarity.

Some will dismiss what I teach as too “woo,” too soft, or maybe even too simplistic. I expect that. But consider that year after year of listening to the admonishments of those old-school business drones has likely left you mistrusting yourself, the world, and your own power. That’s a horrible place to spend your time.

Instead, hang out with me for a bit and tune into an intuitive, Soul-Sourced business that gives you the permission you’ve been waiting for to release the manipulative, inauthentic, and just plain hard things you’ve lugged around for far too long. You’re about to enter a world that’s more powerful than “five easy steps” and more motivating than boring “best practices.” It’s a world you’re cut out for, my friend. More importantly, it’s cut out for you, your soul, and the dreamlike levels of success you know are possible.
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1

THE GREED INDUSTRY

Grove Park Inn, Asheville, North Carolina, 2:15 PM

John was built like a fighter. He was solid and thin, with hard edges.

“You’re Christine,” he said, looking down at me before I could get out of the hotel lobby chair. Even though I was the one interviewing him for a job in my company, John had already established himself squarely in the alpha role. After a firm handshake, we began.

The conversation was interesting enough. He certainly had the chops. He’d worked for just about every big-name guru, leader, and player in the coaching industry, and he shared stories of legal battles, road tours, and billions of dollars generated seemingly overnight.

I, on the other hand, had a tiny coaching company. I’d crossed the million-dollar mark, but my team was all virtual. To someone like John, my business was barely out of diapers. I had just purchased a 3,500-square-foot office space downtown and was hiring my first full-time operations director. I admitted that the position was well below his pay grade.

“I know that,” he said casually. “I’m only here because I saw your ad and wanted to see who in this town could possibly be in the greed industry.”

I stopped. “The what industry?” (I thought he’d said “green.”)

“The greed industry,” he repeated. “It’s what we’re all in. Real estate investment. Financial advising. Self-help. It doesn’t matter. It’s about making money. That’s why we do what we do. Plain and simple.”

He paused to snap his gum.

“But you,” he pointed at me as if I were exhibit B, “I can tell by looking at you that you’re clearly not in the greed industry. You think you can change people. You’re doing the whole ‘transformation’ thing.” He said the word “transformation” like it was a turd that had found its way into his mouth.

“Which means what?” I asked.

“Which means you believe people change. You believe you’re out to do good in the world—you know, like I said, ‘transformation.’”

“Hold on a minute.” I pointed at one of the names listed on his work history. “He believes in transformation.”

“No, he doesn’t! He’s the greed industry, too,” John laughed. “Listen, you better get very clear about one thing: You got a business here. You wanna be in the real world and make money? Or are you going to float along in la-la land believing you’re all about helping people? Because that’s your choice.”

This interview had taken an unexpected turn. I didn’t answer. Instead, I looked down at my list of scripted interview questions, desperately scanning for one that would change the subject and get this thing back in my control.

“So,” I said, “tell me three things you’re really great at.”

John stared at me. Then he sighed and answered the question. The conversation lagged on for a bit and closed coolly. When he finally stood up and walked away, I took a deep breath.

“Well, that went well, don’t you think?” I said aloud to no one.

[image: Images]

In my fantasies, after John walked away, I didn’t give him another thought. In my fantasies, I said, “Next!” with the appropriate degree of coldness in my voice and shook the hand of the next candidate in line for the job.

The truth was, John was my only interview that day. After he left, a voice began gnawing its way through my head. What if he’s right? What if I’m too soft and sensitive and fluffy? This wasn’t the first time I’d faced doubts like these. When I was a musician, building my own record label and meeting industry executives along the way, I’d gotten glimpses of the colder side of the entertainment business, the part kept behind closed doors and run by people just like John. Their eyes always seemed to say, “You will not survive me. Don’t even try.”

My encounter with John unearthed the same old internal questions I’d faced in those years, and they stayed with me for days after.

Was there, in fact, some “real world” of business, where the big boys with their massive left brains crush each other with a competitive, elbows-out, my-will-against-yours approach?

Did that mean success was really all about greed and aggression?

Was my business less real and less likely to succeed if I didn’t play that game?

Was I, in fact, as John implied, a clueless idealist, off in la-la land?

And, if I wasn’t, then what separated people like me from the Johns of the world? What was the difference?

Over the coming days, I slowly came back to center. The crazy, shame-y voices of panic and doom started to dissipate. The wise part of me—neither cold nor aggressive in its clarity—revealed the answers I was looking for.

And you know what? The answers had nothing to do with greed. Or transformation.

The difference between my approach to business and John’s was all in how we view the world and how we see ourselves in relation to the world. It has a lot to do with trust. And with control.

A world that can’t be trusted is a world that must be controlled. The Johns of the world crave control because they live by an old, worn-out set of rules. They don’t trust themselves, their intuition, other people, or the paths of their souls (a word that, of course, makes them cringe). So, they steadfastly follow “the Old Rules.” They’re relegated to the use of force, will, manipulation, and seemingly flawless logic to create the results they most want. And the results they most want are all about the numbers.

Naturally, business owners like you and me look like pansies. We follow a new set of rules—let’s call them “the Soul Rules”—and we’re pioneering our way into a new approach to business. An approach that allows for trust in the world and in ourselves. To those who follow “the Old Rules,” you and I seem lost in some airy-fairy land of energy and spirituality. We don’t have a clue how business really works.

I call bullshit. Take a moment to consider the differences in the world-views of these two different styles of business.

Old Rule: Don’t go into business to compete. Go into business to dominate.

Soul Rule: Domination is a fixed position. If and when you arrive there, you spend the best part of your life defending that position. (Remember the last time you reached your “goal weight”? What then?) Don’t kid yourself: this is a miserable place. Focus instead on the energy of what you do. And be flexible and fluid. Get comfortable with transition. Don’t be trapped by the ego’s demand for fixed positions and the illusion of arrival.

Old Rule: Do what it takes, no matter what that is.

Soul Rule: Work hard, sure. But align with the truth of yourself. Money is not your only driver. If something feels wrong, it probably is. Your energy is always speaking to you.

Old Rule: Don’t just double your business, 10× your business. Better yet, 20× your business. Scale everything.

Soul Rule: More doesn’t always equal more freedom. If more money comes with more stress, more pressure, more complexity, and less quality—then it’s not worth it. Scaling is not the right path for every business. And not the right path at every moment. Know yourself before you blindly grab for more.

Old Rule: There are rules of business, and you follow them. That’s the fastest way to success.

Soul Rule: When you follow rules and standards just to follow rules and standards, you end up trapped in the land of the left brain. Subsequently, you miss out on the true wisdom you’re being called to bring to your business. You can only experience that wisdom by stepping away from the mental noise and discovering deeper places of insight.

Old Rule: Make a strategy (a three-year plan, or, better yet, a ten-year plan!) and relentlessly stick to it.

Soul Rule: Initiate intention and practice it. Create a strategy and be flexible and present enough to make changes when they’re needed. (And they will always be needed.)

Old Rule: Business is business is business.

Soul Rule: Your business is the playing field for your soul’s expansion. Any time you clear an internal obstacle that arises, you uplevel to a new phase of your growth.

What you’ll find behind the Soul Rules is not a group of entrepreneurs lost in some airy-fairy land with no clue how business works. You’ll find a new breed of entrepreneurs playing by a new set of highly effective rules. Rules that fit their beliefs and values. You’ll find the Soul-Sourced Entrepreneurs.

So, who are these Soul-Sourced Entrepreneurs?

The psychotherapist who breaks the conventions of her industry and works only with her specific, ideal client (not whoever walks through the door)—thereby freeing up both the emotional energy and the time to create a popular online group program and later write what becomes a best-selling book.

The real estate agent who knows the houses she helps clients buy and sell are elements of their whole beings and builds her business around this truth.

The metalsmith who honors the stories behind the custom jewelry she creates, knowing her pieces carry energy and are more than just bling.

The hospital employee who sees a need for an association and starts one, ditching the old medical model in favor of something that truly calls its tribe to elevate.

The corporate sales director who realizes she has a bigger calling than a corner office in a dysfunctional work environment and quits to build an empire. Her mission? To transform the corporate workplace.

You’ll meet people like this and many others throughout this book. The options are limitless, really. Results will vary because this path is based in strategy and soul, something deeper than the confines of current business models. We begin at the beginning by dismantling the old, rigid structure that forced you out of your authentic entrepreneurial self. Then we create a new paradigm for you and your business.
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TRADING TRICKS FOR TRACKS

Got it,” Tracey said.

Then, more silence on the other end of the phone. “Still taking a few notes here. Gimme a sec.”

Another pause. “Okay. Done!” she said proudly.

Tracey was a new client. She and I were mapping out her next launch, a three-month mentoring program for amateur photographers. We walked through the email sequences. I edited her copy and made some changes to her landing pages. We laid out a plan.

We were about to hang up when Tracey sighed, “Well, let’s see if I can go pull this off.”

Alarms sounded in my head. “Pull this off”? Really? Did she think this was trickery?

Let’s see if I can convince people I’m better than I really am.

Let’s see if I can force people to do something I don’t believe they should do.

Let’s see if I can get by for another day in my business.

I made Tracey stay on the phone with me well past her coaching time so we could dig into this decidedly small mindset.

Like many entrepreneurs, Tracey had created a business by accident. She was a successful artist and designer. Then she got invitations to teach. Then she created workshops. After that, she started offering those same programs online.

Truth was, the word “business” felt foreign to her, and she never really saw herself as the owner of one. In her words, “I’m an artist. I kinda just wing it when it comes to marketing and other business stuff.” And yes, selling always felt like trickery. Like she was getting away with something.

“Underneath?” she confessed. “This whole thing feels like a sham.”

Tracey is not alone. This is a common sentiment.

You may work miracles with your designs, your coaching, or your healing. But when it comes to your business itself, that sense of confidence is gone. Your business feels heavy. And you feel incompetent. So, you avoid the business side of your business.

Until you can’t.

Then you force yourself to make that sales call, post something lame on social media, or rush through a tax statement, secretly feeling like a five-year-old putting on your mom’s heels and lipstick, clomping around the house pretending to be an adult. You feel like a fraud—or like Tracey, as if you’re “pulling something off,” rather than creating it from a place of truth.

Tracey admitted that a “smoke and mirrors Tracey” would take over in most situations involving her business. This was a Tracey she was supposed to be, not the real person.

“Which is probably why I’m always anxiety-ridden,” she said. “I don’t know exactly who’s running this thing.”

Tracey’s uncertainty and confusion led her to trust other people more than herself. Some guy on a webinar tells you that “this thing” works. So, you’re off and running, trying “this thing.” Maybe it works. If it doesn’t, you try the next “this thing.”

The problem these days is that the internet is a never-ending stream of “this thing.” You can easily get hooked into believing your business is about finding “the thing” that will pull it off and make all your business troubles vanish.

In the long run, it fails.

Tactics are just dress up. They won’t work in the real world any more than that five-year-old girl can put on her mother’s shoes, saunter into a liquor store, and buy a bottle of Hendrick’s. What the Soul-Sourced Entrepreneur is seeking has nothing to do with dress up. She wants confidence. An ability to self-direct and self-correct. She wants to be unflappable, unstoppable, and clear.

I told Tracey that the clarity and confidence she wanted were there for the taking. You get them by walking—consciously and simultaneously—on two tracks in your business: the Strategy Track and the Soul Track.

THE TWO TRACKS

The first track, the Strategy Track, is the left-brain stuff that everyone equates with business success: marketing, sales, systems, sequences, operations. When you read most business books, this is the track they’re laying down: How to close a room. How to create an A-level team. How to scale your company. How to spreadsheet everything from your profits, your losses, your daily life, your productivity, your morning poops … you name it.

While you do need to understand these things to operate a successful business, the second track, the Soul Track, is where the rubber meets the road. And that’s what this book focuses on.

The Soul Track is the soft stuff. The stuff that’s dismissed as woo-woo. It’s the energy behind the Strategy Track. It’s what makes your business authentic. Think of strategy as a cupcake tin. It’s the necessary equipment that provides the structure. Soul, then, is all the ingredients that go into that cupcake tin. Your unique recipe. And that recipe—not the tin—determines what your cupcake (your business) will be. When you focus on those ingredients—like who exactly your client is, who you are, what your core message is, and how you serve the clients—people know it. They know you’ve made a stellar fucking cupcake. You know it, too. And your business grows from that genuine place.

The Soul Track is also where your obstacles like to hang out, smoking and drawing graffiti all over the walls. When you’re unconsciously vandalizing your success—not charging enough money, doing work that bores you, or keeping abusive clients—your business is most likely calling you to check out what’s going on in the Soul Track.

As you master this mindset or “soul” stuff, you naturally become expert at identifying, selecting, and executing tactics (the “strategy” stuff) that produce the kind of business you want.

Not everyone is excited to take this on. In the end, Tracey wasn’t. She loved the idea of the Soul Track. But during our months working together, she kept coming to our calls with more tactics to help her avoid the deeper work the Soul Track demands. The longer she avoided her own expansion, the more tactics she kept coming up with. I realized she’d rather play the dreaded smoke-and-mirrors game than experience true confidence.

Ultimately, I let Tracey go as a client.

In truth, the Soul Track isn’t easy. We live in a culture that dedicates billions of dollars—whether through games, movies, apps, pills, pings, or porn—in an effort to distract from or avoid anything that’s the least bit uncomfortable or uncertain. We’ve become well trained to find a quick fix.

With that in mind, business owners who dare to simultaneously navigate these two tracks are a rare breed. They relentlessly tune in at a level most people can’t even conceive. They’re a hybrid of entrepreneur and alchemist, jettisoning the old rules of business and using their personal energy as a compass in uncharted territory. But their ranks are not closed. In fact, there’s a place for you among them as well. It’s just a matter of finding your way in authentically.
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THE NEW OPS MANUAL: EIGHT GUIDELINES FOR THE SOUL TRACK

When I was an up-and-coming musician, I got offered a record deal. Every piece and part of my ego examined this prospect and binged on it. Oh, how I loved the idea of a stage introduction that went, “Ladies and gentlemen, please welcome [insert impressive sounding record label] recording artist Christine Kane.” I loved the built-in credibility: “Ha! This proves it! I’m legit.” I also loved that important people were paying attention to me.

But there was a problem. While much of me grabbed and clutched at the idea of a record deal, this small, persistent presence deep within sensed that this was the wrong thing for my creative growth and for this business I was building. The money the record label was offering wouldn’t sustain me at a time when two-thirds of my revenue came from directly selling my CDs. The creative freedom to make my CDs the way I wanted would most certainly vanish. And I had this creepy sense that the A&R guy saw me mostly as the next shiny object in his collection, while offering me the standard, underhanded deal.

Plus, there was the deeper issue of me not believing I was legit on my own. What the hell was that all about? At the time, my little indie record label was doing really, really well. No, I didn’t have the contacts a major label would give me—but I didn’t have the restrictions either. I was successful by anyone’s standards, and wildly successful for an independent musician and songwriter. Why wasn’t that enough for me? Why did I need someone else’s label to prove my worth? Why was I still trying to get discovered?

In the end, as hard as it was, I ultimately wrestled the decision from the sticky hands of my ego and turned down the deal.

It was a Soul Track decision—though I didn’t call it that at the time. Back then, there were no guidelines to turn to as I stepped away from the conventional path, making an authentic choice for myself and my business.

Over the years, as I’ve helped clients create their own unconventional success stories, I’ve shared several guiding principles that can help one adhere to the Soul Track, even when the shiniest objects try to tempt us away. Think of these eight guidelines as the New Soul-Sourced Ops Manual. Keep them in mind as you read this book. With their guidance, you can transform your business and yourself.

GUIDELINE #1: YOUR BUSINESS IS THE PLAYING FIELD FOR YOUR SOUL’S EXPANSION

Let’s face it. No matter what all the hyped-up internet marketers tell you about all the millions you’ll make, all the caviar you’ll eat, all the waves you’ll surf, and all the sex you’ll have as the money rolls in, business is hard.

That’s because when you commit to building a business, you commit to generating your own (and other people’s) income. You commit to managing your own spirit, your own time, and your own relationships. When you do this, there’s no handing over your responsibility to “the man.” There’s no convenient person out there to blame. You now own all of it. There’s no half-assing anything anymore. Everything is whole-assed.

Subsequently, your business will deliver all the private revelations you need for evolving your soul. Got fears about being seen? You get to heal those and loosen the tight grip of the image-obsessed ego. Get floored by shame every time you raise your prices? Cleaning up these emotional patterns is the next step. In other words, your business will force you to be aware of and remain in relationships with money, people, communication, ego, challenges, fear, and time—all of which will deliver the real breakthroughs that carry you to your next level of expansion.

GUIDELINE #2: SOFT IS HARD

“Soft is hard” is a favorite expression of Tom Peters, business strategist and best-selling coauthor of In Search of Excellence. In interviews, Peters says, “I’m an engineer. I believe in numbers. I believe in measurement—but then there’s the other ninety-five percent, which is the human part.”

As the business owner, you are the human part.

Everyone thinks they want more strategy. “Just tell me what to do,” says a typical coaching client. And by “what to do,” they usually mean some tidy left-brain, numbers-based fix that will skyrocket their email-open rate, make customers swarm, and place them squarely at the top of their industry.

Sadly, only a handful

GUIDELINE #3: COMMITMENT CREATES CONFIDENCE (NOT THE OTHER WAY AROUND)


GUIDELINE #4: BECOMING IS THE NEW GETTING







GUIDELINE #5: CURIOSITY IS THE NEW CERTAINTY










GUIDELINE #6: MONEY IS ONLY ONE MEASURE IN YOUR BUSINESS






GUIDELINE #7: AND THIS DOESN’T JUST APPLY TO MONEY—IT ALSO APPLIES TO PEOPLE AND MARKETING





GUIDELINE #8: POWER TO, NOT POWER OVER
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