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I'm Bryche Taylor, a certified light therapist, sales consultant, podcaster, and
most importantly, 3 woman who deeply cares about how other women are
sold to in the weight loss industry.

I've built a business not just on programs and products but on empathy. I've
helped clinics grow, teams reconnect, and clients feel like people again. And
| believe you can create a business that feels just as aligned, impactful, and
empowering.
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Chapter 1:

Why My Story Matters.

Why does my story matter?

Honestly, I've struggled with even telling my story. Being an empath my entire life,
I've always been told I'm “too sensitive.” And at the heart of it all, | probably carry

some form of imposter syndrome, like, why would my story even mean anything?

Growing up, humility was a huge part of how | was raised. You didn’t talk too much
about your struggles, because someone always had it worse. But | believe we're
evolving. We're learning so much from some incredible psychologists and thought
leaders, and we're becoming more open to accepting that our past shapes us, how
we show up in relationships, in our jobs, and in our daily lives.

For me, the true driving force is this: to be healthy all around, mentally and
physically, to feel good, to create longevity, and most importantly, to break
generational trauma. We can only do that when we experience true connection with
people. That means keeping an open mind, imagining someone else’s perspective,
being able to read their emotions, and genuinely understand them. That is at the
heart of everything in life, and especially in business.
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What got me into the
weight loss industry
actually had absolutely
zero to do with weight
loss.”

What got me into the weight loss industry actually
had absolutely zero to do with weight loss. I've been
wellness-minded for as long as | can remember.
Born to a father who was a kinesiology professor
and Vice President of the Canadian Olympic
Association, and a mother who was a professional
flamenco dancer, | was literally surrounded by
wellness. We lived in a log home in the country on
700 acres of conservation Iand. | was destined for a
path in wellness.

And then, all of a3 sudden, my father passed away at

age 56 from melanoma. | was six and a half.

Even now, | sometimes think if | knew then what | know now, maybe | could’ve helped him. Maybe |
could’ve saved him somehow. And even though I'logically know he was as healthy as any man could
be, he ran 6k a day, didn't smoke, barely drank, we ate whole foods from our garden, and literally
drank from a well, his body, mass-produced cholesterol. He was on experimental drugs that most
likely caused the cancer. That, and if you looked at my dad’s resume, he was probably a bit work-
obsessed.



So, there we were: my mom, a 36-year-old woman, and me, a six-and-a-half-year-old girl,
living in a log house heated 100% by fireplaces, in the middle of the woods.

There’s a poignant story from the day my father died that | actually remember because |
do believe you can remember things from childhood, especially if you're forced to. If you
lose someone close to you, you will hold onto and replay any and all memories you had
with that person in order to preserve that emotion.

In his last days, he had to go back to the hospital. | remember my grandparents and my
aunt from my mom'’s side were all at our log house. My grandfather had just come from
the hospital, and the rest of us, my grandma, my aunt, my mom, and me were all sitting
around our huge long wooden kitchen table. | had to go to the bathroom, but the only one
was in the basement. | remember feeling so scared to go alone, and | asked my aunt to
come with me. She said, “Are you ridiculous? You're almost seven. You can go by yourself”

As | was going down the stairs, the phone rang. My mom picked it up, and | remember
running the rest of the way down the stairs terrified, as if | already knew.

When | came back upstairs, my mom was sobbing. She was on the phone, with the
phone book covering her face. And the story goes, because | don't remember this part
consciousl, that I sat on my aunt’s knee and said, “Don’t worry, I'll take care of you.”

| do believe some people are born empathic. Otherwise, what on earth would possess a
six-year-old to say that to a room full of grieving adults?

| also believe that empathy can either be nurtured so it grows in a safe, healthy way or it
can be reinforced over and over again in a way that makes it crippling.

Unfortunately, mine was the second version.
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‘ ‘ If you lose someone
close to you, you

will hold onto and
replay any and all
memories you had
with that person in
order to preserve that
emotion.”



The negative reinforcement of being the “sensitive one,” the “nice
girl,” the one who always thought of others first, that followed me
throughout my life. My need to please, to fit in, to not ruffle feathers. .. it
led to years of horrible bullying, among many other things. But | digress.

That’s probably another book. (Maybe an autobiography one day?
Hmm...)

The reason this is important, the reason my story matters is because it
directly ties to why I'm so good at what | do today.

Over the years, I've done the work. I've unlearned and relearned how

to harness what | once thought was my biggest weakness... and I've
reframed it into my greatest strength. Because here’s the truth: some
people are born with a heightened sense of empathy. It makes us more
open. Open to people, to experiences, to opportunities. Empaths tend
to be incredibly accepting of diversity. We lead lives that are different
from non-empaths, because we're really listening. We're feeling,
hearing, and seeing what someone else is going through.

But that doesn't mean empathy can't be taught.
That's why I'm here.

I'm not a doctor. | don't have a PhD like my father did.

What | do have is years of hands-on experience working with women
navigating the deeply personal journey of body transformation, from
physical changes to emotional breakthroughs.

I'm a single mom. A business owner. And the founder of a wellness
brand grounded in real connection, trust, and compassion.

I've spent countless hours supporting clients and mentoring women
in the wellness and body contouring/weight loss space, and one thing
has become crystal clear:



Empathy isn’t a “nice to have.
It’s essential.

This book is built on thousands of real conversations with clients, with business
owners, with women just like you. It's shaped by the moments of vulnerability I've
witnessed, the patterns I've observed, and the safe spaces we've created together.
Spaces where healing and transformation truly happen.

| deeply respect the research and clinical work that’s been done around empathy and
behavioral change. This book isn’t here to replace that, it's here to complement it.

What I'm offering is the human side of empathy practice:
Y How to meet people where they are.
¥ How to connect without judgment.

V¥ How to create environments where clients (and patients) feel seen,
not sold.

If you're ready to bring more compassion into your work, deepen your client
relationships, and be part of changing the culture of the weight loss industry,
then please, keep reading.



Chapter 2:

Seen, Not Sold

Creating Client Experiences That Builo
Loyalty (and Results)

If  had to sum up what sets apart the businesses that thrive long-term from the
ones that constantly chase clients, it comes down to this:

Clients who feel seen and educated will stay.
Clients who feel sold will leave.

In the wellness and weight loss industry, consultations are too often treated

like a quick pitch. It's all about selling packages, promoting discounts, or rattling
off features. But that misses the whole point. Most clients come to us already
carrying a lot. Disappointment, insecurity, and confusion from past programs or
treatments that didn’t work. They're often overwhelmed by options and deeply
unsure of who or what to trust. That moment deserves more than a sale. It
deserves a space of safety, and a foundation of education.

That's why every single consultation | do starts with this:



The most important thing to me is that
you're fully educated on what you're
about to do to your body. I want you to
feel safe and understand exactly how
this works.”

Because when someone understands the why behind
the process, how the technology works, what's
realistic, what's not, what the timeline looks like, they
don’t just feel better... they feel empowered. And
empowered clients become engaged clients.

Yes, empathy is the heart of what | do. But education
is the foundation. It's what keeps the experience
honest, transparent, and rooted in trust.

My consultation process isn't about rushing into
machines or packages. It starts with asking intentional
questions that help me understand the person in front
of me, and giving them the knowledge they need to
understand what’s happening with their body.




Here are a few of my go-to questions during a consultation:

“Are you from [the city you’re located in]?”

This question may seem simple, but it shows your client that you're interested

in them—not just the treatment or the sale. Where someone is from, or whether
they’'ve moved to this city, is often a meaningful part of their story. It can naturally
lead into a quick, engaging conversation about whether they have kids or fur
babies, if they’'ve moved around 3 lot, or even if they relocated for love.

This one question opens up your client’s world to you—and all you have to do is
really listen. The more you listen, the more you'll understand your client or patient,
beyond just their body concerns.

“What is your goal in coming here and trying this?”
This is one of the most important questions | ask, usually after we've gone
over lifestyle questions and just before starting treatment. Some clients will

give practical answers like,

“l just want to lose my belly fat”
But more often than not, you'll hear emaotional, vulnerable reasons:

“l want to lose weight so | can play with my grandkids”
“l just went through a divorce and | want to get my confidence back.”
Asking this question shows that you care about why they're doing this. It

reminds them (and you) that they’re not just 3 number, they're a person with
real motivations and emotions driving their decision.



“What’s something you’ve tried before that didn’t work—and why do
you think that was?”

This question gives you insight into what they’ve already experienced and what their
true frustrations are. It helps you understand their pain points, what they're skeptical
of, and what may have left them disappointed in the past. It also gives you the perfect
opening to explain why your treatment or approach will be different, not just from a
technical standpoint, but from an emotional and supportive one as well.

These aren’t sales questions, they’re connection points. And when | answer in return
with education, not pressure, not fluff, not over-promises, something shifts. The client
isn’'t just another body on the table. They're an active, informed participant in their own
transformation.

That's what creates loyalty. That’s what leads to real results. And that's the kind of
client experience that changes not just bodies, but lives and businesses too.
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Chapter 3:

Connection Converts

How Empathy Increases Sales Without
Feeling Salesy




Let’s start with something practical, but powerful:

If you're doing a consultation and treatment in one session, it
should be booked for at least an hour and a half.

If it's just a consultation, it should be no less than 30 minutes.
Fifteen minutes is not enough.

| can’t stress this enough, rushing a new client consultation

is one of the biggest mistakes | see clinics and wellness
businesses make. When someone feels like they’re being
shuffled in and out, it immediately tells them: You're just a
number here. We're trying to fit as many people in as possible.
That’s not the message you want to send.

Taking the time to slow down, listen, educate, and connect at
the beginning doesn’t cost you business—it creates it. That
initial time investment builds trust, and trust creates loyalty. And
loyal clients don't just come back, they refer.

They stay. They spend.

Now let’s talk about the thing so many business owners
struggle with, sales.

Most people hate selling. It feels uncomfortable, awkward, or
pushy. But that's usually because they've been taught to sell
from a place of pressure and persuasion, not presence

and empathy.
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In the wellness and weight loss space, what we're offering isn't surface-level. It's
deeply personal. People come to us carrying years of body shame, emaotional
scars, and silent battles. They don't need to be convinced, they need to be seen.
That's where Sales with Empathy comes in. It's a framework I've developed

and refined over the Iast 8+ years of running a successful body contouring and
wellness business, and mentoring others in the industry. It's rooted in one simple
truth:

People don’t buy when they understand you. They buy when they feel
understood.

When someone feels seen, heard, and supported, not just as a potential client but
as a whole human the decision to move forward becomes effortless. They trust
you. And trust is the most powerful sales tool there is.

Sales with Empathy means:

You lead with curiosity, not a script.

You create space for emotion, not just facts.

You educate clearly, without overwhelming.

You focus on the relationship, not just the result.

14



It's not just about what you say, it's about how present and intentional you are in the
moment. And here’s the best part:

When you prioritize the person over the pitch, your sales naturally increase.
You'll start attracting the right clients, the ones who value your work, stay
committed to the process, and refer others without you even asking.

In the next section, I'll walk you through the core steps of the Sales with Empathy
method and show you exactly how to apply it, whether you're running 8 med sps, 8
weight loss clinic, or a body contouring studio.




Chapter 4:

Your Clients Are Not Just Bodies

The Emotional Side of Body Transformation

If there’s one truth 've learned in all my years helping
women on their wellness journeys, it’s this: nobody gains
weight in a vacuum.

Every client who walks through your door is carrying far
more than just pounds. They carry stories, wounds, life
events that have shaped their relationship with their body
and food. And if we want to truly help them, we have to be
willing to see beyond the physical.

Weight gain is often a symptom of protection, grief,
imbalance, survival. I've sat across from women who've
confided that their struggles started in childhood, using
food to soothe wounds from abuse or neglect. Others have
opened up about the chaos of divorce or the heartbreak
of losing a parent, and how their body became 3 place of
comfort or control during seasons that felt out of control.
Many are navigating hormonal shifts from perimenopause
or PCOS, feeling betrayed by a body they no longer
recognize. Some have inherited their struggles, watching
generations of women in their family diet, restrict, binge,
and repeat.

16



What I've come to understand is that fat is rarely just about fat. It's about fear. Or
shame. Or self-preservation. And when we treat weight like it’s just 8 numbers
game, we're missing the point and the person.

People are going through some really horrible things, and their weight is just a
physical manifestation of those things. And sometimes, being in this business
means crossing paths with people you never otherwise would. | have a story that
will stay with me forever.

On June 17th, 2017, shortly after 1:30 a.m., the
USS Fitzgerald, a destroyer belonging to the
7th fleet, collided with a giant cargo ship off
the coast of Japan. Seven sailors drowned in
their sleeping quarters. It was the deadliest
naval disaster in four decades.

You're probably wondering, what does
this have to do with my body contouring
business?

One morning, | arrived at work like any

other summer day. We were busy, four
technicians, full schedule, everyone wanting
to feel good in their bathing suits. Among
the usual shuffle, we had three new clients
booked, each scheduled for an hour-and-a-
half session, as we always do to ensure they
never feel rushed or like just another sale.
As we divided the day, | noticed 8 woman
sitting quietly on the large white leather
couch in the middle of our treatment rooms.
She looked somber, grief was written all
over her face. My intuition spiked. | sat down
beside her to introduce myself, and before |
could even finish, she started crying.

17



The other girls gathered around gently as she told us through tears that her son was
one of the sailors who had drowned on the USS Fitzgerald. She said she dion't know
where to turn, she felt defeated, hopeless but she came to us simply because she
wanted to start doing something to take care of herself. She had other children to
live for. She was just trying to survive.

She didn't buy a package. That was never the
goal. But  made sure she felt safe, seen, and
supported. We gave her the most nurturing,
relaxing treatment we could, and we spent
nearly two hours with her that day.

That moment changed me.

It was the day | realized this is so much bigger than me. So much more than
weight loss and lifestyle changes. This business is an invitation for people to
open up, to be vulnerable, and when we lead with empathy, to begin to heal.
That day, | stopped focusing solely on the statistics and revenue projections
for the weight loss industry. | stopped viewing my role as someone who sells
services, and instead embraced my purpose as someone who holds space.

Because at the heart of this business isn’t just a body, it's 3 human being. And
when you treat them as such, that’s when your business transforms too.

This is why empathy is non-negotiable in a successful weight loss business. Not
performative “I'm here for you” empathy, but real, grounded, human empathy.
The kind that looks a client in the eye and says, “You are safe here. We can talk
about the real stuff”

18



When you approach each client with curiosity and compassion instead of
judgment or assumptions, you unlock a level of trust that no sales tactic can
buy. You create a space where transformation isn't just physical, it's emotional.
And that’s where the real, lasting change begins.

So before you recommend a treatment plan or talk about sessions, take the
time to ask:

What’s your story? What brought you here, not just physically, but emotionally?

The answers may surprise you. And they will shape not just how you sell—but
how you Serve.

Because at the heart of this business isn’t just a body—it’s a human being.
And when you treat them as such, that’s when your business transforms too.

(

You are safe
here. We can talk
about the real
stuff.”



Chapter 5:

The Consultation Shift

From Scripted Sales to Soulful Conversations

Consultations are where
the magic happens.

Not because they're

a chance to sell, but
because they're your
chance to connect.

20

For so long, the weight loss and wellness industry
has treated consultations like a sales pitch, robotic,
rushed, and all about the bottom line. But that
approach doesn’t work anymore. Clients are smarter,
more guarded. They've been sold to, judged, and
shamed enough. What they're looking for now is
realness. Safety. Someone who gets it.

And that’s where your consultation becomes
something far more powerful than a script: it
becomes a conversation. One rooted in empathy,
curiosity, and service.



Why Empathetic
Consultations Convert Better

When clients feel safe, seen, and heard, they buy. Not because you convinced
them, but because they trust you. Because they feel like you actually care about
them. And you do. That’s what makes this approach so powerful.

Empathetic consultations don’t mean you never talk about pricing or treatments.
It just means you lead with humanity. You ask questions that open doors, not close

sales. And you listen with your whole heart.

The Empathy-Based Consultation Framework
S.0.U.L. Framework

(Set, Open, Understand, Lift)

“Selling with SOUL, not scripts.”

Each step honors your client’s emotional journey while guiding them toward
transformation:

21
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Set the Tone

Create a space that’s warm, unhurried, and safe. Let your presence
speak before your pitch.

“I'm here to understand, not to rush or sell”

Open with Intention

Ask thoughtful, open-ended questions that invite your client’s
story to unfold.

“What brought you here today? What are you hoping to feel in
your body?”

Understand with Heart

Listen actively and reflect what you hear. Validate their
experience without trying to fix or bypass it.

“That makes so much sense, thank you for sharing that with me””

Lift with Compassion

Offer solutions with clarity, honesty, and care. Discuss pricing and
plans in a way that lifts shame and empowers hope.

“Here’s what | think will really support you, and how we can make
it work for you”

22



Sample Prompts + Scripts

1. The Soft Start

“Before we get started, | just want to thank you for being here. | know
sometimes even booking this kind of appointment can feel like a big step.
My goal today isn't to sell you anything, it's to listen, understand your goals,
and see how we can support you in a8 way that feels good for you.”

2. Empathy-Opening Questions

These are the real gold. They turn a surface-level consult into a deep,
meaningful conversation.

“Tell me a little about what brought you here today”?”
“What’s your relationship with your body been like lately?”

“Have you done anything like this before? If so, what was that experience
like"?”

“How do you want to feel in your body?”
“What’s been the hardest part of your wellness journey so far?”
“What would success look like for you in this next chapter?”

These questions are gentle, but they go deep. You're not just learning their
goals, you're understanding their “why”.
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The Transition to Recommendations

Once they've shared, reflect back what you heard before introducing solutions.

“Thank you for sharing all of that with me. | can tell this has been an emotional
journey. Based on everything you've told me, here’s what I'd recommend, not
just to address the physical changes you're looking for, but to support how you
want to feel every day.”

Then walk them through your offerings. Be honest about the process, the time
commitment, and what they can realistically expect.

When It’s Time to Talk Pricing

Never shy away from pricing but don’t lead with it. Deliver it with
warmth and clarity.

“So here’s how we typically work with clients who are on a similar journey: we
offer a 12-session program, which includes [details].

It's $ . Some clients pay up front, others do payments, we can figure out
what works best for you.”

“There’s never any pressure, | want this to be the right time, and the right fit,
for you.”

24



Ending With Intention

“No matter what you decide, | want you to know that this space is here for you.
Whether now or later, you're always welcome.”

Leave them with a qgift if possible - 8 sample product, a gratitude card, a follow-up
check-in. Let them feel the difference.

Your Consultation, Your Legacy

When you start having consultations like this, something shifts. You stop
“selling.” You start serving. And your clients stop being prospects, they become
people you journey with.

Empathy doesn't just convert, it creates loyalty, word-of-mouth referrals, and a
business built on trust and transformation.

Because when you hold space for someone to feel safe in their body,you don't
just change their body.

You change their life.

25



Chapter 6:

Empathy is Scalable

Training Your Team to Care (Without Burning Out)

One of the biggest myths | hear from other business owners is, “I can do it because
I'm naturally empathetic but my team isn’t like me.” Here’s the truth: empathy is not
a personality trait, it's a practice. And just like any good practice, it can be taught,
modeled, and nurtured.

The beautiful part? When you build a team around your core values, especially
empathy, you're not just creating consistency in your client experience, you're building
a business that heals people on a larger scale. That's how empathy becomes scalable.

Hiring for Heart, Not Just SkKill

When | hire, I'm looking for more than someone who can operate equipment or sell
a package. I'm looking for someone with warmth, curiosity, and a desire to serve.
You can teach someone how to do a treatment. You can't teach them to care unless
they already want to.
Ask questions in interviews that reveal character, not just competence:

“How would you support a client who's having an emotional day?”

“What makes you feel fulfilled in your work”?”

“Tell me about a time you made someone feel seen’”

Look for language that reflects emotional awareness, not just ambition.

26



Training That Starts with the “Why”

S0 many businesses throw their team into what to do without ever explaining
why it matters. If your team doesn’t understand why empathy is the foundation
of everything you do, they'll see it as fluff instead of the framework.

Here’s what | teach every new team member during onboarding:
Our clients are not just bodies, they are humans with stories.
People are often carrying shame. We meet them with grace.
Our job is to guide, not judge.

We're here to serve, not to sell. The sale comes from trust.

| even walk them through real stories, like the mom who lost her son in the
naval accident. These stories don’t just build training, they build missions.

Empathy in Action: Scripts & Phrases to Model

Part of training your team in empathy means giving them language they can
use until it becomes second nature.

Instead of:

“How many sessions do you want to buy”?”

Try:

“Based on what you shared, here’s what I'd recommend to support your goals,
how does that feel for you?”

Instead of:

“You have to come twice a week or it won't work.”

Try:

“The most consistent results come from twice-weekly sessions, but let’s talk
about what feels realistic for you right now.”

These shifts may seem small but they build trust fast.
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Preventing Burnout in an Empathy-Driven Business

Caring deeply doesn’t mean carrying everything. One of the biggest
challenges for empathetic teams is emotional fatigue.

Here’'s how we protect our team:
Debriefs after heavy sessions. Sometimes, a 5-minute check-in with a
teammate can release the emotional weight of a hard client conversation.

Boundaries around availability. Empathy thrives with rest, not hustle. Your
team needs time off and clear limits and don't overschedule them with
new clients in one day.

Allow them to breathe between new clients.
Celebrating wins together. Sharing success stories, client

transformations, and kind reviews keeps morale high and reminds
everyone why we do this work.

Leading with Consistency and Care

Empathy doesn’t stop at your clients. Your team needs to feel it too, from you.
Lead by example:

Use their names. Ask about their lives. Listen with presence.

Be clear, but kind, in your feedback.

Notice when they’re overwhelmed and step in with support.

When your team feels valued, seen, and heard they'll pass that same energy on

to your clients. That’s the ripple effect. That’s how your brand grows, even when
you're not in the room.



(lCaring deeply

doesn’t mean

carrying
everything.”

Empathy is not a feeling, it's a standard. A
culture. A way of doing business.

You don't need a team full of empaths. You just need a team that’s willing to learn,
to care, and to show up with humanity. When you lead from that place, you create
something sustainable, something soul-filling for your clients and for your staff.

Empathy isn’t just scalable.
It's unstoppable.




Chapter 7:

Stories That Sell

Using Client Wins to Build Connection and Credibility

In 3 world where everyone is screaming for
attention with flashy before-and-afters and
over-the-top claims, there’s one thing that
still cuts through the noise, real stories,
told with heart.

Testimonials and transformation stories
aren’t just about proving that your service
“‘works.” When done with intention and
care, they're a powerful way to build trust,
resonate emotionally, and help potential
clients see themselves in the journey.

But here’s the catch: stories must never
exploit. They must honor. That’s the
difference between using someone’s
pain as 3 marketing tactic and using their
healing as a bridge for others to cross.
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Why Stories Sell (Without Feeling Sales)

People don't just want to see what you do they want to feel something,
and stories invite emotion. They humanize the process. They make 3
skeptical or nervous prospect whisper, “That's me.”

When you share a client’s story, you're not saying “Look
what | did.” You're saying, “Look what’s possible. And it's
possible for you too.”

The Storytelling Sweet Spot: Empathy + Ethics

To use client stories ethically and effectively, follow these guiding
principles:

Ask for permission first.

Never assume it's okay to share someone’s journey, especially when
it's emotional.

“Your story is so powerful, and I think it could inspire others who are
struggling. Would you be open to me sharing it in a way that protects
your privacy?”

Respect privacy.

Use only first names (or initials), no faces unless approved, and No
overly personal details unless they've clearly given consent.

Celebrate the person, not just the pounds.

Instead of focusing on the weight lost or inches dropped,

A ) highlight how they feel now, stronger, lighter, more confident,
~ ' more alive.
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Elements of an Effective
Transformation Story

Great client stories follow a simple, heart-led structure:

The Struggle — What were they going through before coming to you?

The Shift — What changed for them through your program or service?

The Success — How do they feel now? What's different about their life, their

mindset, or their relationship with their body?

Let’s look at an example:

Before:
“I didn’t recognize myself in the mirror. After my divorce and years of stress, | had gained
40 pounds. | felt invisible.”

During:
“l was nervous at first, but my tech never made me feel judged. She just listened.
The sessions felt like therapy for my body. | started looking forward to them.”

After:

“Now, | feel like I'm coming back to life. It's not just the weight, it's how much lighter | feel in
my heart. I'm dating again. I'm wearing clothes | love. | feel like me again.”
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Where and How to Use

Client Stories

Website testimonials with curated story arcs
Social media posts featuring “Client Spotlight” graphics or anonymous quotes

Sales consults, referencing real stories to build belief (“You remind me of a client we
had who...")

Video interviews or reels for deeper emotional connection (with permission, of course)

Email newsletters, where a short story can inspire a client to rebook or start fresh

Pro Tip: Consent First, Always
Before sharing any client photos, videos, or transformation stories, always have a digital
photo and media consent form ready to go. Even if the client is excited to share their
results in the moment, it's your responsibility to protect their privacy and dignity
long-term.
Set it up as a simple, professional step in your process. You can use tools like Jotform,
HelloSign, or Canva forms to keep it easy and branded. Make it available by email or text,
and always include:

Permission to use images and/or video

Permission to share their words or story

Where and how the content may be used (social media, website, printed materials)

An option for anonymous sharing

Respect earns trust. Trust builds business. This one little form goes a long way.
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The Key is Connection

You don't need a perfect transformation story to make an impact. You need a true
one.

Because what sells is not the most dramatic story, it's the most relatable one. The
mom with no time for herself. The woman who tried everything and finally found
hope. The client who didn’t think anything would work for her. .. until it did.

When people can see themselves in your clients, they begin to believe they belong
in your care too.

Final Thought

This isn’t about bragging. It's about building bridges. Your client stories are not
marketing fluff, they're real, lived proof that healing is possible, change is real, and no
one is alone in their struggle.

So tell their stories. With permission. With heart. With reverence.
Because stories don't just sell, they serve.
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Respect earns
trust. Trust builds
business.”




Chapter 8:

Boundaries & Burnout

How Empaths Can Sell, Serve, and Still Stay Sane

If you're anything like me, you didn’t get into this work just to run a business. You got into

it to help people. To see the light come back into someone’s eyes. To be a safe space for
women who've carried shame and silence for way too long.

But what nobody tells you is that carrying all of that, day in and day out, can wear you down.
Even when you love what you do. Even when you're good at it.

Empathy is your superpower, but without boundaries, it can become your biggest burden.
So this chapter is your permission slip to protect your peace, and a gentle reminder that
you can care deeply without carrying everything.

The Empath’s Dilemma: Feeling It All

When you're wired to feel, you absorb things most people miss. A client’s tone. Their
enerqgy. Their sadness behind a smile. It makes you great at what you do—but it can
also leave you exhausted, especially if you haven't built in recovery rituals or boundaries.
That's why we don't just need strategy, we need self-preservation practices.

Protecting Peace with Rituals: The Five Senses Reset

A Personal Practice to Regulate and Recenter

| learned the power of naming my senses from my therapist years ago. | had just told
her how drained | felt after treating clients—how | could still feel their stories, their
sadness, their energy even hours later. She looked at me gently and said:
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“Before and after every client, ground yourself by naming
your five senses. It brings you back into your body and
tells your nervous system it’s safe to let go.”

Since then, this simple practice has become a non-negotiable ritual in my day. It
takes less than two minutes, but the impact is profound. It helps me stay grounded in
myself while still showing up fully for others.

If you're someone who gives a lot emaotionally, this is for you.

The Five Senses Reset

Try this before and after each client, or whenever you feel emotionally overwhelmed.
Say it out loud or silently in your head. It's a reset for your parasympathetic nervous

’ u

system, your body’s “rest and restore” state.

Sight — What do | see right now?
Name 3 things you can see. It could be the color of the walls, the sky through a window,
or the way the light hits the floor.

Sound - What do | hear?
Name 2 or 3 sounds. Maybe it's a clock ticking, distant chatter, the hum of 3 machine,
anything you notice.

Touch — What can | physically feel?
Notice your body: your feet on the ground, your back against the chair, your hands in
your lap. Feel the texture of something near you.

Smell - What do | smell?
Whether it's the scent of oils, lotion, or even nothing at all, naming it brings you into the
present moment.

Taste — What do | taste?
Is there anything in your mouth? Maybe water, gum, or just the neutral taste of breath.
Let it anchor you.

This practice is a reset button. It reminds you:

This moment is mine. This body is mine. | can feel deeply, but | don’t have to hold it all.
Boundaries start with awareness. And sometimes, all it takes is naming what'’s right in
front of you to remmember you are still here, you are still whole.



Boundaries Without Guilt

Let’s get one thing clear: boundaries are not cold. They’re not mean. They are clarity and
compassion combined.

Whether it's a client unloading trauma or a staff member emotionally leaning on you too
heavily, it's okay to say:

‘I hear you. | care. And while | can support you professionally, | also have to protect my own
energy to be able to serve others well”

Remind your staff: You can be present for someone’s story and still know it’s not yours to
carry.

And the same goes for you. It's not selfish—it’s survival.

Client Boundaries That Build Respect

Your clients will actually trust you more when they know your boundaries.
Here's how to model caring with containment:

Set expectations from day one: “We're here to help you feel safe and supported and that
starts with structure”

Keep sessions within scheduled timeframes. Don't bleed into your break or next client
out of quilt.

If 3 client consistently trauma-dumps or seeks emaotional counseling, gently redirect:

“I hear that this is weighing heavy on you. While | can be here for you in this space, it might
also help to connect with a therapist for deeper support.”



Staff Support: Leading Without Over-Functioning

As a leader, you're not just holding space for clients, you're holding space for
your team. But that doesn’t mean you have to play therapist or fixer. One of
the most powerful things you can model for your staff is healthy emotional
boundaries.
Teach your team:

How to be present without over-personalizing

That empathy isn't about solving, it's about holding space
- That caring doesn’'t mean overextending
And most importantly—give them tools to ground themselves. Teach the
5-senses reset. Start your day with 2-minute breathwork together. Celebrate

energy hygiene like you celebrate hitting sales goals.

You Can Be Empathic and Effective

You can run a wildly successful business without letting your empathy burn you out.
You can set limits and make your clients feel deeply cared for.

You can serve powerfully and still go home with energy left for your own life.

Let your boundaries be your container, not your wall. They don’t separate you from
others... they hold you together, so you can keep showing up with love,

again and again.




Chapter 9:

The Sales with Empathy Method

Your Repeatable, Scalable System for Heart-Centered Growth

If you’'ve made it this far, chances are you're not
interested in the old way of doing sales, the pressure, the
pushiness, the scripts that make your skin crawl.

You're here because you want to build a business that
feels good. That grows through trust, not tactics. That
creates real transformation, not just transactions.

That’s exactly what the Sales with Empathy Method is
designed to help you do.

What is Sales with Empathy?

Sales with Empathy is a proven, people-first framework
that I've spent the last 8+ years developing inside my
own wellness business and with the many licensees,
clients, and clinics I've supported.

It's the method that allowed me to:
Build sustainable, high-retention client relationships
Grow repeat revenue without selling my soul
Train teams to sell with heart,not hustle
Create a business model that honors people and
profits

And it’s built on a simple truth:
When people feel validation and meaningful support,
they say yes. And they keep saying yes.
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The Framework: Empathy in Action

Here’s the core of the Sales with Empathy Method,
a system that’s scalable, repeatable, and rooted in real
human connection:

1. Connect First, Always

Every interaction begins with care. From the first message or call, the goal isn’t to sell—
it's to understand. Ask about their story. Acknowledge their courage for reaching out.
Make the experience feel safe from the start.

2. Educate with Compassion

People want to know what they're investing in but they don't want to be overwhelmed.
Break down treatments in everyday language. Focus on how it supports their goals, not
just how it works. Let them feel smart, empowered, and excited.

3. Personalize the Plan

This is where empathy shines. Cookie-cutter packages don’t convert the way custom
care does. Reflect their story back to them: “Based on what you shared, here’s what I'd
recommend...” Let your solution feel like it was made for them, because it was.

4. Present Without Pressure

Transparency builds trust. Always be upfront about pricing, but do it with warmth,
flexibility, and options.

“We can absolutely work within your budget and your life right now, let’s find something
that feels doable for you”

5. Follow Through Like Family

Empathy doesn’t stop once the payment clears. Long-term clients come from long-
term care. Check in. Celebrate their progress. Invite them back before they ghost. Let
them feel like they matter, because they do.
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Want to Go Deeper? I’ll Show You How

Inside my Sales with Empathy Course, | walk you through this framework in guided
chapters with:

Real-life client stories so you can see empathy in action

Plug-and-play workbook pages for every step of the process

Prompts, scripts, and role-playing tools to practice with your team

Bonus modules on packages, pricing psychology, and scaling without burnout

Whether you're a solo practitioner or growing a team, this course gives you the exact
tools to turn “sales” into service, and “clients” into community.

The Outcome: A Business That Lasts

After completing the course, you'll be equipped to:
Confidently guide consults that convert without pressure
Train a team that sells with integrity and compassion
Build recurring revenue you can count on and be proud of
Grow a brand built on loyalty, trust, and heart

Thisisn't just about growth. It's about sustainability.

It's about building a business that feels good to run

because it’s built on values you actually believe in.

You don't have to choose between profit and purpose.
You can have both.

That’s what Sales with Empathy makes possible.



You don’t have to choose between profit

and purpose.

You can have both.”




Chapter 10:

What's Next?

Work With Me & Build the Business Y
You're Meant to Lead



If you’ve made it here, you already know something most people in the
weight loss world don’t:

Sales don't have to feel pushy.

Business doesn't have to feel disconnected.

And success doesn’t have to come at the cost of your values.
You can lead with heart and still hit your goals.

You can build a business that feels good and does good.

You can be the reason someone finally felt seen, respected, and safe to change.

And | want to help you do exactly that.

Join the Sales with Empathy Online Course

This course is your full roadmap to building a high-converting, heart-centered business.
Inside, you'll get:

Guided chapters that bring this book to life
Workbook sheets to put the principles into practice
Real-life stories and scenarios so you know exactly what to say, do, and lead with

Bonus tools to train your team, increase retention, and sell without shame

By the time you finish, you'll have a repeatable, scalable method that works because it's built
on trust, not tactics.

Listen to the Women of Wellness Podcast

Tune in weekly as | sit down with experts, entrepreneurs, and wellness professionals who
are implementing empathy across every facet of their business from hormone health to
holistic healing, mindset coaching to light therapy.

It's raw. It's honest. And it's made for women who want more than surface-level success.
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Want to Get Into Red Light + Body Contouring?
Let’s talk.

| offer licensing and business support through my wellness brand, InfraSCULPT™,
where you can:

Launch your own studio or treatment space
Use my proven 3-step program and curated equipment
Get certified through our Light Therapy Practitioner training

Build recurring revenue under a brand that empowers, not pressures

Whether you want to add red light to your current business or start something
entirely new, I'll guide you through every step.

/mSCULPTTM

( DEFINE YOUR BODY NATURALLY

Let’s Build What You’re Meant to Lead

So here’s your invitation:
If something in this book made you feel seen, understood, or inspired, let’s keep
going.

You don’t have to do this alone. Whether it's through the course, the podcast,
consulting, or joining InfraSCULPT™, there is a path forward that honors your
heart and grows your business.

Let’s build something you're proud of.
Let's sell in 3 way that feels like service.

Let’s lead the way for our clients, our teams, and for each other.

Visit www.BrycheTaylor.com or to join the course, book a call, or learn more.
| can't wait to connect.
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