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I didn’t write this book for everyone. I wrote it for the over-deliverers. The discount-givers. The “Sure, I can just throw that in” folks. The ones who’ve been saying yes to the wrong things, quietly burning out while smiling through gritted teeth. The ones who started a business for freedom and somehow ended up with another form of captivity — one filled with underpriced offers, ghosting clients, and a calendar that feels more like a trap than a dream.

I know this, because I was one of them.

For years, I built my business like I was trying to win a popularity contest. I said yes when I wanted to say no. I made exceptions for people who wouldn’t do the same for me. I kept prices low so I could stay “accessible,” and watched as people who didn’t value my time drained every ounce of creativity and confidence I had left. I was tired, broke, and convinced that maybe I just wasn’t cut out for this.

And then I snapped.

Not in an angry way. In a quiet, rebellious, enough-is-enough kind of way. I realized I didn’t start a business to feel guilty every time I charged for my work. I didn’t walk away from stability to let clients run my schedule. I didn’t build a brand just to people-please my way into invisibility. I was done being nice and broke. I was ready to be kind and paid.

This book is what came out of that shift.

If It’s Outside the Scope, It’s Inside the Invoice is not a traditional business manual. It won’t teach you how to make seven figures in seven days, or how to manipulate clients into buying things they don’t need. What it will do is call you back to yourself. To your boundaries. To your brilliance. It will help you unlearn the lies you’ve been told about your worth and rebuild a business that serves your life — not the other way around.

Every chapter in this book is a truth I had to learn the hard way. Some of them will sting a little. Others will feel like a warm hug. All of them are written with one goal: to help you step into your power without apology.

Because you deserve to be well-paid. You deserve to be respected. You deserve to be free.

And let me be clear — this isn’t about greed. This is about alignment. This is about learning that your invoice is a boundary. That your pricing is a reflection of your peace. That scaling your business doesn’t have to mean sacrificing your nervous system. That the clients who can’t afford you aren’t your problem to solve. That saying no is not mean — it’s mature.

You can have a business that fills your bank account and your soul. You can be selective, intentional, and deeply respected. You can be visible without performing, successful without selling out, and confident without becoming cold.

You just have to stop bending.

Stop negotiating with people who were never meant to be your clients. Stop editing yourself to make other people comfortable. Stop proving your worth in 15-minute freebies and unpaid phone calls. Start walking like the room belongs to you — because it does. Start billing like your legacy depends on it — because it does. Start treating your time, your energy, and your expertise like the rare currency they are — because they are.

This book is your permission slip, your pep talk, and your push. Use it to unlearn. Use it to rebuild. Use it to protect the dream that got you here in the first place.

If it’s outside the scope? Then it’s inside the invoice.

And if they don’t like it?

Let them leave.

You’ve got places to be.

– Quentin R. Shires

	[image: ]
	 	[image: ]


[image: ]

The Moment Everything Changed


[image: ]


It didn’t start with a grand awakening or a major confrontation. It started, as it often does, with a single, seemingly harmless email. One line. A casual ask. “Hey, do you mind taking a quick look at this project for me?” No greeting. No offer to compensate. No recognition of my time, my schedule, or the fact that we hadn’t worked together in months. Just a plain, presumptive message sent without hesitation. And yet, for years, I would have answered with an enthusiastic yes.

For most of my professional life, I operated under an unspoken agreement: be generous, be accommodating, be endlessly available. I believed that saying yes was how you built relationships. How you proved your worth. How you kept the clients coming back. I said yes when I was exhausted. I said yes when I had back-to-back deadlines. I said yes when I was already stretched thin. I said yes even when “yes” meant pushing my own work, rest, or sanity to the side. I called it being helpful. But deep down, it was fear.

Fear of being seen as difficult. Fear of losing business. Fear that if I dared to assert boundaries or, God forbid, attach a dollar amount to my time, they’d never come back. That they’d find someone else who was “easier to work with.” So, I became what many service-based professionals become without even realizing it: agreeable, overextended, and quietly resentful.

Until that one day.

I remember where I was when the email came in. Sitting at my desk, already in the middle of juggling three client projects, tabs open, to-do list overflowing, and a half-cold cup of coffee at my side. I read the message once. Then again. And I sat there for a long moment—not because I didn’t know what to say, but because, for the first time, I realized how often I’d let this happen.

The request wasn’t outrageous. It never is. It was a small favor. A “quick” review. A “minor” update. But the weight of all the unpaid work I’d done over the years suddenly landed in my chest like a stone. This wasn’t just about one email. This was about every time I devalued my own time because I was afraid of seeming selfish. Every time I gave more than was agreed upon. Every time I allowed scope creep to slide because I didn’t want to be “that person.”

And then, in the quiet of that afternoon, something shifted. I didn’t get angry. I didn’t craft a passive-aggressive reply or go on a dramatic social media rant. I just made a decision. A new rule, right then and there. If it’s outside the scope, it’s inside the invoice.

I typed out my response. Simple. Clear. “Hi there, thanks for reaching out. I’d be happy to review the project. My consultation fee for this service is $150. Let me know how you’d like to proceed.” My finger hovered over the send button. My heart raced just a little. Even then, after years of doing this work, the old fears whispered: What if they push back? What if they disappear? What if you lose them forever?

I hit send.

The reply came just a few minutes later. “Sounds good. Just let me know where to send payment.”

And that was it.

No argument. No awkwardness. No haggling. Just agreement.

I stared at the screen, stunned by the simplicity of it all. And embarrassed—because I realized how many times I could have said the same thing and been paid for the value I was providing. Not because I was greedy, but because I was working. I was solving problems. I was giving time, energy, strategy, experience. And I had been giving it away like it was nothing.

That email didn’t just change how I approached that client — it changed how I approached everything. It was the moment I went from “freelancer trying to be liked” to “business owner running a company.” I stopped taking on emotional labor for free. I stopped absorbing chaos that wasn’t mine. I stopped being the safety net for clients who wanted extra without accountability. And slowly but surely, I started training my nervous system to expect respect. To expect compensation. To expect success.

This book is about that shift.

Not just the systems, the scripts, the strategies — but the internal transformation. The one that flips the switch from “I hope they like me” to “I respect myself enough to charge for what I do.” Because here’s the truth: people will take as much as you let them. Not because they’re bad people, but because boundaries are your job, not theirs. Your value isn’t based on how flexible you are. Or how fast you respond. Or how many favors you say yes to. Your value is in what you do — and your ability to honor it.

So, if you’ve ever felt resentful after doing something “extra,” this book is for you. If you’ve ever sent an email and immediately regretted not charging, this book is for you. And if you’ve ever stared at your bank account, wondering how you worked so hard and still feel behind — this book is your turning point.

Because once you start invoicing what’s outside the scope, everything else begins to fall into place.
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