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Welcome to the call everyone!    This is Maureen Campaiola and our call 

today is the tenth call for our Money Breakthrough I nner Circle Training 

Members and the seventh Smart  Money Diva Training Call in the Series. 
We have a really great  call in store today with lots of content  so get  ready to 

take lots of notes.  There is one handout  for today’s call but  I  don’t  think it ’s 

up yet  in the forum.  Check back tomorrow it  should be up by then.  

I  ask and appreciate that  you do not  share this mater ial with anyone.  I t ’s 

intended for you, the program part icipant  and not  for others who may need 

this help but  haven’t  signed up for the program.   

Our t raining today is Over Com ing Under Earning .  

Before we move into the content , I  want  to take care of some quick 

announcements first .   

Our next  call is for our I nner Circle Training Members only and is the open Q 

& A call.  This call is scheduled for Tuesday, December 18, 2012.  This call is 

open to help you with any quest ions about  any of the mater ial we have 

covered to date or if you have a burning money quest ion or issue that  you 

would like to get  coaching on. Our last  call we had some quest ions that  were 

sent  in and I  answered those and posted my response in the forum.  I t  was 

great  to be able to answer these quest ions for you so if you have more 

quest ions please send them to me so I  can get  them answered for you.   

I  highly recommend you come to these calls live because it  is a fabulous way 

for you to get  coaching from me personally.  This type of coaching will really 

accelerate your learning and your progress as you move through the 

program and begin to dig deeper and deeper into your financial situat ion.  

So please come to the call live if you can.  This is a great  benefit  to you as 

an I nner Circle Training Member. I  really want  to be able to help you in any 

way possible but  if you don’t  come to the Q & A call I  can’t  do that  so please 

t ry to be there or if you can’t  but  have a quest ion send me the quest ion and 

I  will record the answer and send you all the link.   

Another benefit  for I nner Circle Members is a special pr ivate coaching rate 

that  I ’ve created just  for you.  I f at  any t ime you feel you would like to 

speak with me pr ivately for a money breakthrough session just  email my 

assistant  Lisa she will set  up a t ime to speak with you at  the rate I ’ve 
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created just  for members.  You can em ail her at  

Lisa@BreakThroughYourMoneyBS.com.  

Our next  t raining needs to be rescheduled unt il later in the month and will 

be combined with the monthly Q and A call.  So the t raining and Q and A call 

will be Thursday, January 22, 2012 at  7PM Plugging Your Cash Flow  

Leaks.  

You’ve heard me say before that  money isn’t  a set  in and forget  it  

relat ionship.  What  you will be learning here tonight  is j ust  the next  step in  

your money t raining.  I  want  you to think about  it  like the layers of an onion. 

We’ve been peeling the layers, r ight?  As you peel away each layer you go 

deeper and deeper with your evolut ion;  you move closer and closer toward 

the core of the issue.  That ’s what  happened for me and it  will happen for 

you too if you cont inue to do the work and consciously think about  your 

money different ly.   

How’s it  going with your money journal?  Are you reflect ing and writ ing in 

your journal?  I  hope so.   

Finally, you will be sent  the downloadable t ranscr ipt  of this call along with 

the MP3 file for your records.  This way you can refer to them whenever you 

feel you need a refresher or just  want  to look something up. 

Ok, let ’s get  started with our content !  

So, are you an under earner?   

Let ’s first  talk about  what  under earning is and isn’t .   

Under earning is defined as the one who earns less than their  potent ial 

despite want ing to make more.  This definit ion is very different  than the 

person who consciously lives a simple life and therefore doesn’t  need or 

want  lots of stuff and ext ravagance.  That ’s different .  An under earning 

desires more money and just  isn’t  making more. 

So let ’s find out  if you are an under earner or not .   

I ’m  going to give you a lit t le quiz.  Get  out  a piece of paper and number the 

paper 1 through 30. Write out  yes or no for each quest ion.  Don’t  think 
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about  this too long, just  go with your gut . I f you feel the quest ion somewhat  

applies to you it  would be a yes and you should document  it  as such. 

Here goes… 

• I  often give away m y services ( this can include volunteer ing, or 

working more hours than you get  paid for)  

• I  find it  difficult  to ask for a raise or to raise my fees so much so that  I  

just  don’t  do it  

• I  dislike money and/ or the people who have it  

• I  am  proud of m y ability to make do with very lit t le.   

• I  typically blame others for my financial situat ion 

• I  find ways to avoid dealing with money 

• I  tend to sabotage myself at  work 

• I  work very, very hard ( long hours, several jobs)  or I  go into excess 

and collapse 

• I  fill my free t ime with chores and tasks 

• I  am  in debt  with lit t le savings and no idea where my money goes 

• I  have a fam ily history of debt  and/ or under earning 

• I  am  vague about  my earnings 

• I  put  other ’s needs above my own 

• I  am  frequent ly st ressed out  about  money 

• I  find recognit ion and praise to be more important  to me than money 

• I  am  confident  in m y abilit y to make m oney 

• I  live below m y means 

• I  love money and appreciate what  it  does for me 

• I ’m  opt im ist ic about  my financial future 

• I  have very lit t le fear or insecurity around money 

• I  am  determ ined to get  paid my worth 

• I  am  passionate about  my work 

• I  have great  relat ionships in my life 

• I  like wealthy people 

• I  have no credit  card debt  

• I  don’t  m ind st retching above my abilit ies 

• I  am  resilient  

• I  am  grateful for the success I  have achieved 

• I  work very hard but  know I  don’t  have to do everything myself 

• I  am  determ ined to achieve my goals 
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I f you said yes to two or more statements of 1 through 15 then you probably 

earning less than your worth despite your efforts or desire to earn more. 

I f you said yes to two or more statements of 16 through 30 you’re likely in 

the upper income bracket  of your profession or indust ry or should be. The 

quest ion then is, “are you ready to go even higher?”  

So are you an under earner? 

All under earners share on common t rait  -   they all have a high tolerance for 

low pay.  This is the number one sign of an under earner.  Remember, low 

pay is a relat ive term . You can st ill make six figures and be an under earner.  

On the other end you can make far less and not  fit  into the under earner 

category. 

Here are 10 t raits common to under earners.  Let ’s see if you can relate to 

any or all of them. 

•  Under earners use “t rapped” ta lk:  Under earners feel t rapped, stuck 

and if they have no cont rol over their  lives or their  t ime.  They tend to 

just ify, defend or rat ionalize their  behavior with a litany of excuses that  

block out  their  opt ions with emot ional blinders.  They can’t  see past  the 

nose on their  face and when they do they don’t  like what  they see. 

 

• Under earners give their  pow er aw ay:  Under earners feel t rapped 

because in par t  they are always project ing their  power out  there. They 

blame other people or outside condit ions for causing their  problems.  Or 

they wait  in the hopes that  someone or something will com e and save the 

day.  Pr ince Charm ing is a favor ite for women and the lot tery is pret ty 

high for both sexes although somewhat  higher for men than women.  As 

long as you believe that  the cont rol lies outside of yourself, all at tempts 

at  overcom ing under earning will be half assed or m isdirected. 

 

• Under earners underest im ate the value of their  w orth:  Under 

earners give away their  t ime, knowledge, skills, experience for free or for 

bargain pr ices because they don’t  believe their  worth more.  Because 

under earners devalue themselves, they inst inct ively set t le for less or 

seek their  value by volunteer ing in the job or outside of it .  Volunteer ing 

feels good, but  it ’s a poor subst itute for financial stability and well being. 
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Not  to ment ion it  can be a form  of self sabotage pulling you away from 

incom ing producing work. 

 

• Under earners crave com fort :  Change is rarely comfortable and what  

we perceive as comfort  is often not  comfortable at  all but  rather its 

fam iliar and predictable.  Under earning is often a person’s drug of choice 

and with that  it  is often to quit  “ cold turkey” .  Often the under earner’s 

inability to get  ahead is an emot ional wound stemm ing from childhood 

t rauma or more recent  abuse.  Under earning just  like over spending can 

be an unconscious at tempt  to numb the hurt  and pain.   

 

• Under earners are self  saboteurs:  People who under earn and under 

est imate their  worth tend to underm ine their  success.  That ’s why so 

many talented people can’t  seem to get  ahead.  They unconsciously do 

things that  make achievement  im possible.   

 

• Under earners are codependent :  Do you put  everyone else’s needs 

before your own?  Typically people who don’t  value themselves easily slip 

into codependency put t ing everyone’s needs before theirs.  While this 

sounds noble it ’s anything but .  Codependency creates vict ims.   

 

• Under earners live in f inancial chaos:  Under earners tend to live pay 

check to pay check, st ruggling to make ends meet , working incessant  

hours, racking up debt  and moving from one financial catast rophe to 

another.  This applies to people who make great  money and to those who 

make less.  No one works harder than an under earner so fears of making 

more and having to work more hours is simply unt rue!   

 

• Under earners are vague about  m oney and success:  Most  under 

earners use the same methods to manage their  money as they do when 

making most  other decisions:   avoidance and delusion.  They usually 

have no idea how m uch money they have, how much they earn, how 

much they owe, or even how much they need to cover their  expenses.  

They use wishful thinking instead of a well thought  out  st rategy.  And, 

they are usually vague about  why success is so elusive to them.   
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• Under earners are ant i w ealth:  No one thinks more about  money than 

under earners yet  the under earner is a terr ible money snob.  They are 

either ambivalent  or  downright  negat ive about  money and the people who 

have it .   They dislike the wealthy, take pr ide on living on a next  to 

nothing, and believe there is vir tue in being poor.  Top it  off they love to 

cr it icize those who spend too much t ime focused on their  f inances.  

 

• Under earners are cont rolled by fear:  Here’s what  an under earner is 

afraid of:   success, failure, reject ion, being judged, of people liking them 

for their  money, of people not  lik ing them for their  money, of the 

responsibility  of having more money, the possibilit y of losing their  money, 

of addressing their  f inancial situat ion, and of course their  afraid of 

change.   

 

So in case your w ondering w hat  these t ra its have in com m on each 

one of them  is self- im posed.  They are a ll based on choices w e have 

m ade and that  m eans w e can m ake different  choices to change our 

under earning status to one w here w e are earning our w orth.  

Under earners have to change their  m indset  if they are ever going to move 

forward and earn their  worth.  I n our second call we spent  an ent ire class on 

changing your m indset .  I  suggest  that  you go back to that  call and re- listen 

to the recording and re- read the content .   

I f you are sit t ing here and thinking that  you are an under earner then please 

go back to the second class and have another look at  the mater ial.  What  

happens depends on you changing your m indset  so don’t  delay and in fact  

get  off the rest  of this call and go listen to it  now…you can finish up this 

mater ial later.  

Ok, now I  want  to take a closer look at  one of the ten character ist ics I  just  

went  over in a lit t le more depth because it ’s a real challenge that  requires 

more work for most  people. 

I t ’s the second character ist ic about  giv ing your power away.   

When I  was preparing the content  I  thought  about , “Why do people give 

away their  power with money?”  I  think there are five basic reasons. 
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First  is they’re afraid of conflict .  

 

Second is they’re afraid of facing responsibility and being a financial 

grownup. A lot  of people really want  to st ill be a child. They want  to have the 

innocence, protect ion, and lack of daily st ruggles that  adults have. They 

think, “ I t  would be great  just  to be a k id.”  They may not  even be conscious 

of this. They want  to be a child again. 

 

You give up your power because children are often quite powerless in many 

ways. I t  can feel like it  would be a huge relief. 

 

I f you really t ry that  on for a moment , you can certainly understand why 

someone would say, “ I  just  want  to have somebody else take care of it  for 

me,”  “ I  don’t  want  to have to look at  how much debt  I ’ve created,”  “ I  don’t  

want  to have to evaluate how I  spend my money,”  or “ I  don’t  want  to 

evaluate how the people close to me in my life, my parents, spouse, brother 

or sister, how what  kind of financial situat ions they’re creat ing affect  me. 

 

A third reason why people give up their  power with money is that  they’re 

afraid of what  others will think. For example, people who go out  for dinner 

and entertainment  and part icipate in act iv it ies that  they really don’t  have the 

money for put  it  on a credit  card. When the credit  card bill comes in, they’re 

not  able to pay it  off.  

 

They didn’t  want  to decline at tending those events or spending t ime with 

people in that  way because they were embarrassed. They didn’t  want  

someone to know that  they didn’t  have the money to go out  to dinner, 

at tend an event , t ravel or whatever it  is. 

 

They are afraid that  people will talk about  them. They can even be afraid 

that  someone will be angry with them. This is about  peer pressure also. Peer 

pressure is very persuasive. Being afraid of what  others will think is a very 

common reason why people give up their  power with money. 

 

The fourth reason is they’re afraid of looking like a failure. This one looks 

really counter intuit ive. What  happens often for people, and it  typically comes 

from a parent , is that  they don’t  want  to look or feel like a failure in the eyes 

of one or both of their  parents. 

 

For some people that  dr ives them to be very successful. You never know 

that ’s the reason behind their  success because they don’t  talk about  it  and 

because to the outside world they’re very high funct ioning. There are a lot  of 
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people who feel that  fear of looking like a failure to anybody, but  often to a 

parent . 

 

What  they actually do is they hold themselves back from success. They’re so 

afraid of failing that  they don’t  take any r isks. They don’t  step out  in a more 

public way. They don’t  step up into opportunit ies. They end up creat ing the 

very thing that  they’re most  afraid of, which is failing, because they’re not  

anywhere near as successful as they could be. 

 

The fifth reason is being afraid of disempowering someone. We went  through 

this in the first  Training call on healing your fam ily’s inheritance. Whether 

that ’s accurate or not  doesn’t  mat ter.  To the person who’s giv ing away their  

power with money it  feels accurate and real. 

 

I t  takes pract ice. I  have yet  to meet  somebody who does not  give away their  

power with money. Even I  do it , t ruthfully.  I  catch myself ear ly. I ’ll talk 

about  this in just  a moment . Even people who look very high funct ioning 

who maybe have no debt  and have money saved st ill have ways that  they 

are giving away their  power with money. 
 

Somet imes people say, “ I  don’t  have any debt . I  have savings.”  Usually 

where people in that  posit ion tend to give away their  power with money is 

that  they suppress their  income. They hold back from doing certain things to 

keep their  expenses low. Also what  happens then is they keep their  income 

low. 

 

Very often these are people who live within their  means. They don’t  live 

outside of their  means. The point  is that  don’t  let  somebody fool you. People 

give away their  power with money in all kinds of subt le ways that  actually 

have a very large impact . 

 

Claim ing and stepping into your power with money does take pract ice. At  

first  it  often feels uncomfortable. I t  will feel uncomfortable unt il it  doesn’t .  

Over t ime what  happens is that  you gain enormous confidence. You st ill m ay 

have situat ions happen that  challenge you to make a choice. Do you give up 

your power or claim  and stand in your power? 

 

While none of us probably welcome those situat ions, and we don’t  say, 

“Great !  This is so excit ing. I ’m  so glad this happened,”  what  does happen 

with pract ice of standing in your power with money is that  you say, “Wow! I  

know what  to do here. My choices are clear,”  because you’ve pract iced. 
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I t  takes courage. I  have a lot  of courage when it  comes to money. I  have a 

lot  of courage in a lot  of areas in my life, but  I ’m  not  going to be the one 

skydiv ing or swinging from a t rapeze. I  don’t  have that  kind of courage. I  

have a lot  of courage emot ionally and with money. 

 

I  can tell you that  courage is not  comfortable. Courage does not  init ially feel 

good at  first . The end result  feels incredible. There’s nothing like it . I t  feels 

so good. Act ing courageously builds your character and integr ity. You 

become somebody you respect  and others respect . 

 

When I  say it  builds character, what  I ’m  talking about  is a depth of 

character. You start  to expand your sense of who you are, what  you’re made 

of, and what  you’re capable of. This is pr iceless. I  want  you to really hear 

this. 

 

When you’re in the moment  of needing courage, it  can appear that  the 

easiest  thing to do is to give away your power with money and avoid that  

conflict , facing responsibility, possibly people thinking negat ively, saying 

negat ive things, or looking a way that  you don’t  want  to look, or 

disempowering som eone. 

 

That  can look like the easier choice. I ’m  here to tell you in the long run it  is 

not  the easier choice. That ’s the choice that  costs you dearly because it  robs 

you of self-worth. Remember it ’s about  “ I ncreasing Your Net  Worth and Your 

Self-Worth.”  These two go hand in hand. 

 

I  can assure you that  life will hand you challenges. I t  hands all of us 

challenges. What  you have a choice about  is how you handle those 

challenges. 
 

Let ’s go through this exercise, which will help.  

 

As you can see from the exercise, get t ing a hold of where you give away 

your power with money helps to move you from being an under earner to 

earning your worth.   

 

Your net  worth and your self worth are closely linked and you have to 

address one to make progress with the other.   
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