
 

Birthing & monetizing Your Gifts  
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 - Cycle 2: The Graceful Warrior - 
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      Embodying the Graceful warrior  
This cycle invites you to take action aligned with your Sacred Why. To be productive as the Graceful                  

Warrior, we must become masters of our time and space. Create and commit to the structure and                 

schedule that support you in bringing your gifts to the world.  

 

In this cycle, you will learn to build a bridge between what you are passionate about and what your                   

divine clients truly desire. You will define your niche and learn about its importance in reaching your                 

divine client. When starting as an entrepreneur, you must choose who you are here to serve in order to                    

speak directly to them in your magnetic messaging. I invite you to continue deepening your relationship                

to time and boundaries as you consciously create your schedule. Discern and prioritize where you direct                

your energy as you continue to say YES to the feminine leader you are becoming more and more each                   

day. 

 



 
 
Identifying your niche 
 
I invite you to get clear on the divine clients you are here to serve;your niche. 
 

Your niche is the problem you solve and who you solve it for. Identifying your niche requires refinement                  

because it hones in on a specific group and their needs rather than serving everyone and solving many                  

problems. As you begin this journey, it’s essential to discern and choose one niche.  

 

Your niche is a group of humans, a particular population with common passions, belief systems,               

interests, desires, challenges, and problems to solve. Their challenges and problems are connected to              

underserved or unmet needs that your offering provides solutions for.  

 

To support you in getting clear on your niche, connect to your Sacred Dreamer reflections on                

Discovering Your Divine Client (Cycle 1, Week 3 Workbook). What is the thread that connects all of your                  

divine clients? What do your divine clients long for? What is their background, demographic, and level of                 

experience?  

 

 

Examples of Niches 

 

❖ Women between the ages of 25-50 on the path of awakening who feel the call to birth a new paradigm.                    

They know they have big things to share but need support in stepping out as a feminine leader, claiming                   

their worth and creating the income and impact they desire (Temple Body Arts)  

 

❖ Conscious visionaries, leaders, and entrepreneurs who are devoted to creating an aligned and embodied              

online presence that transforms and inspires (Modern Mystic Social Media)  

 

❖ Women entrepreneurs who want to grow an online community full of potential clients & customers so                

they can sell their products, fill their practice & group programs. (Women Rocking Business) 

 

❖ LGBTQ+ people who want to discover who they were before they were told who they needed to be, find                   

their voice, take up space, and feel worthy of living an authentic life. (Queer Empowerment) 

 

❖ New postpartum mothers, ages 30-50, who desire to reclaim their bodies and connect to their authentic                

expression of mother, so they can remember their wholeness, power and infinite potential.  

(Awakening Maa) 
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Market research to understand your niche 
 
One of the most effective ways to learn about your niche is to offer              
discovery calls and do potential client interviews to survey your divine           
client. Find out what they struggle with, need support around, have paid for in the past, and are                  

willing to invest in now. These conversations with your potential divine clients offer opportunities to               

understand your niche and how best to serve them.  

 

Market research helps you figure out what your divine client is willing to             
pay for, how to speak to them, and where your niche exists online and in               
person. Consider various online social media platforms as well as in-person places they frequent. For               

example, on Instagram, you can use hashtags to discover other entrepreneurs working with similar              

niches. See what hashtags reach the greatest audiences and what types of posts get the most traction.                 

Observe what other leaders are doing in the field and what draws in and engages your niche. 

 

The presence of other entrepreneurs serving your niche is a sign that your             
gifts are needed, and there is an abundance of people looking for support. Avoid comparison.               

When there are other offerings similar to yours, it indicates a community and collective consciousness               

building around a movement or need.  

 

In Temple Body Arts, we are all part of the movement and Rise of the Divine                
Feminine. As more and more women feel the call to share their gifts and support this collective                 

awakening, we get to experience a beautiful global community with more opportunities to collaborate, a               

larger referral network, and less effort needed to bring awareness and education to the cause.  

 

 

There is strength in numbers and room for all of us to shine. 

 

As a Temple Body Artist, harness your abundant mindset. Trust that your presence is              

a gift and that you embody a unique frequency that only you can hold and share with the world. 
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PRACTICE: DISCOVER YOUR SWEET SPOT 
 
The sweet spot is the bridge between your unique gifts and what your divine clients are willing to invest                   
in now. The sweet spot also informs your signature offering that your divine clients are ready for and will                   
say YES to. 
 
Gather the information from your Sacred Dreamer Practices combined with your market research and 

observations of your niche. Remember, this process is an evolution; trust that clarity will come with 

time.  

 

Sofiah’s Example from 2012  

 

 
STEP 1: On a big piece of Paper, Draw a Venn Diagram. Take a moment to reflect on notes 
from your Full Body YES Timeline, Discovering Your Divine Clients, Sacred Why, Unique Gifts, and Market 
Research. 
 
Step 2: Fill out the Outer Left Circle with Your Unique Gifts. What are your skill 
sets? What are you most passionate about sharing? What do you love to do? Why do people come to 
you for support?  
 
STEP 3: Fill out the Outer right Circle with examples of what your Divine 
Clients desire. What are your divine clients willing to invest in now? What are they looking for? 
 
STEP 4: Fill out the overlapping inner circle. Get creative within the scope of your unique 
gifts and what you know about your divine clients. Where do your unique gifts and divine clients meet in 
the middle? The meeting place is your sweet spot.  
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Offerings to Get them in the Door  
 

What can you provide that someone will say YES to right now? Your sweet spot               

gives you clues on what to offer to get your divine client in the door, on a call, and on your email list.                       

Getting your divine client in the door allows you to create a relationship of safety, authenticity, and love                  

that will evolve and form a bridge between you and your divine clients. 

 

The more specific you are about your niche, the easier it will be to get your divine clients through the                    

door. It is essential to start somewhere, and the more specific of a group of people, the easier it is to                     

reach them. Sometimes, you may experience resistance in choosing a niche and putting a sign on the                 

door. You may feel the fear of leaving some people behind.  

 

This is a flyer from my first offering in San Francisco in 2002.  
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 
Sofiah’s Story: I originally started offering classes and workshops for men and women of all levels                

because I didn't want to leave anyone out. But as I refined my offering and got clear on who I was here to                       

serve, I was able to fill my workshops and classes with more ease. I remember when I chose to serve                    

women in my Yoga Teacher Trainings, I felt resistance once again about leaving other genders behind,                

yet through this niche, my messaging and mission became more clarified, potent, and I was able to                 

magnetize my divine clients more effectively. I also feared that by labelling my work “yoga”, I might                 

restrict the kind of healing I could share. However, I needed to start somewhere that felt exciting and                  

familiar with my audience and build credibility and confidence as a leader.  
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Remember, getting a divine client in the door is the first step to nurture and               
move them towards your signature offering. The ‘sign on the door’ is only to get them                

in the door, and then, you can offer them more of yourself and gifts. Your offerings may include taking                   

someone really deep, and that requires trust and relationship building. Also, remember being clear              

about your niche doesn’t mean that other divine clients can’t come through the door. Ultimately, you                

don’t have to be limited by who you say you work with and what you do.  
 
 
Reaching/speaking to your Divine Client  
 

Your divine clients share a common language, lifestyle, set of beliefs, and            
challenges, etc. Through your market research, you will learn how to relate with and speak to your                 

divine clients.  

 

The more specific you are about who your divine client is and the niche you serve, the easier it becomes                    

to reach them with your precise languaging and branding. When you know who you are speaking to and                  

speak directly to them in your messaging, your divine client feels like you understand what they are                 

going through, and as a result, they feel seen and met. 

  

Your divine clients want to know that you understand them and know how to support them. Your divine                  

clients are not looking for your credentials. Your experience can come from different places, including               

from your own direct experience and shero's journey or your experience working with others. The more                

you show up consistently, speak to them, and embody what they are looking for, the more you will                  

magnetically attract those ready to work with you.  

 

 

Stand in who you are, be authentic, and trust that you will attract your 

divine clients with time.  

 

 
 
 
 
 
 
 
 

 
Monetizing & the Graceful warrior  |  6 



 
 

PRACTICE: Elevator Pitch - ‘What I do’ Statement  
~adapted from Women Rocking Business, Sage Lavine  

 

It is essential to have a clear statement, like an elevator pitch, of what you do and who you serve to                     

share with anyone. Depending on who you share it with, you can slightly shift your ‘what I do’ statement                   

to make it accessible. The desired outcome for sharing this statement is for anyone who meets and                 

hears you to imagine themselves or someone they know who could be your divine client. Keep in mind                  

your statement will most likely evolve and shift over time.  

 

 

Complete the following:  

 

 

I work with/teach/train/mentor/empower  ……………………………………… (insert niche here) 

 

To …………………………….. (insert result here) 

 

So they can……………………………(insert benefit they receive or problems you solve) 

 

 

 

Amanda Vanya’s example of ‘what I do’ statement:  

“I work with new postpartum mamas to reclaim their bodies and connect to their authentic expression of                 

the mother, so they can remember their wholeness, power and infinite potential.” 

 

 

Sofiah Thom’s example of ‘what I do’ statement: 

“I train feminine leaders who are tired of playing small and desire to make a difference, to harness their 

feminine power and know the value of their gifts so that they can create the impact and income they 

desire and deserve.” 
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PRACTICE: Potential Client Interview - Market Research  
~adapted from Women Rocking Business, Sage Levine 

 

 

 

  Photo by Melissa Robin 

 

Find 3-10 ideal clients to interview (now until the end of the trimester). People love to be interviewed!  

 

You could potentially offer them something in return, such as a meditation or free gift. Asking potential                 

clients what they are struggling with and most longing for is more powerful than trying to guess yourself.                  

This is how you will learn and discover your divine client’s language to use for your magnetic messaging.  

 

For every client, modify the questions to speak to them and their desires. Take note of the specific                  

words and language they use, and incorporate it into your own as you mirror back and converse with                  

them.  

 

The goal in client interviews is to make every person feel uniquely seen and heard, regardless if they are                   

a perfect fit right now or not! Connection is currency, and you never know what kind of relationships can                   

form when someone feels a genuine connection with you. 
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Practice Interview Flow 
 
1. Greet, acknowledge, and thank them for their time. Reassure them everything they             

share will be confidential. Open up a safe space for them to share.  

 

Script: “I wanted to interview you today because I love your energy and want to connect more                 

deeply. I also want to share with you that I am creating a new program … (insert what you are                    

creating, i.e. a program for women to reclaim their sexual sovereignty). I would like to support …                 

(insert niche you are serving, i.e. women, mamas etc.) like yourself and I would really appreciate                

your feedback, wisdom, and insight on what I am creating. I realize you might not necessarily be                 

seeking support in this area, and this is not a call to enroll you in my offering, but rather I am                     

curious about your experiences, goals, challenges and desires. I feel like you hold some incredible               

wisdom to share with me…” 

 

2.  Ask them about their personal goals and desires.  
“As a (insert your niche here, i.e. new postpartum mother), what are your goals and desires?                

How do you want to feel?” 

 

3.  Find out what’s stopping them.  
“What gets in the way of your goals and desires? What would you say is the biggest challenge                  

you are struggling with or have struggled with?” 

 

4. Find out their personal experience (if any) with your kind of offering and              
what that experience was like.  

“Have you or would you invest in... (insert your offering, i.e. postpartum mentorship, online              

course to connect with the goddess, life coaching etc.)?” 

 

5. Present your offering as a solution to their problem/ a way to achieve              
their goals.  

“If I were to offer a program that would support you in … (insert benefits and results, i.e.                  

reclaiming your sexual sovereignty, embodied confidence, gaining crystal clarity on your gifts). Is             

that something you would hypothetically be interested in? If not, what kind of program or               

support would you be interested in?” 

 

6. After your call, note any trends you see about the person or their goals,               
especially as more clients begin to come to you. 

age / gender / sexual orientation / occupation / relationship status / children / education/               

experience level / goals / desires / key words they use 
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