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Spir i tua l  Market ing 
 

There can be overlaps in the three categories below. You can also vacillate from Uneducated Marketing to  
Hyped-Up Marketing to Spiritual Marketing, especially as you’re starting out. The goal is to have as much of your 
marketing within the spiritual integrative approach. Forgive yourself for your errors and ignorance. Marketing is about 
acquiring knowledge and skills. It takes time and effort to integrate into your own personal approach. It’s well worth 
learning. 

Uneducated Marketers          Hyped-Up Marketers          Spiritual Marketers 

Clueless. Why am I here?  Con-
fused on what to do.  

Predators. Motivated by $ regard-
less of how service benefits oth-
ers 

Creators. Attract right customers. 
Take responsibility to create joyful, 
fulfilling reality. 

Focuses on self: Feature oriented 
(tell what you do such as “EFT” or 
telling about your certificates or 
education) 

Focuses on personal acquisition: 
Over the top claims (“this is the 
best on the planet ____ that will 
ever be available!”) 

Focuses on client: Clearly defines 
benefits you can deliver (“You will 
know what to say when clients ask 
you what you do.”) 

Fearful of “selling,” you hardly 
mention what you offer or it is 
downplayed. (“You might be inter-
ested in…”) You ignore talking 
about your qualifications, which 
would build your credibility  

A pressurized all-or-nothing ap-
proach that motivates out of fear. 
(“If you’re really serious about 
building an online business, you’ll 
grab this chance!”).  

Gives an accurate description on 
how your services are of benefit. 
(“You’ll create a marketing plan that 
you can put into action right away.”) 
Gives good reasons to take action 
to help people decide. (“Act now, 
this offer ends Friday.”) 

Uneducated as to what to say. 
Unaware of marketing language. 

Manipulative using hyperboles 
and grandiose phrases.. (“Learn 
How YOU Can Cut to the Head of 
The Line…Explode Your Traffic, 
Fatten Your Bank Account… 
FAST!)  

Serviceable intentionally uses mar-
keting language to offer services in 
a clear, honest way (“Join us at one 
of these workshops and have a 
breakthrough in attracting more 
clients.”) 

Disappointed: lacking results, pla-
gued with fear and doubt. Feels 
overwhelmed and doesn’t get 
support. Collects information, rare-
ly applies it, and paralyzed by in-
action and indecision. 

Greedy: Impulsive and evaluates 
everything in terms of quantity: 
amount sold, number of clients, 
etc. The ends may tend to justify 
the means and you may mislead 
others for sake of personal gain.  

Fulfilled: Action oriented. Realizes 
that you offer something of value to 
people that can lead them to a bet-
ter life. Regardless of the “sale,” 
you learn from the experience and 
the feedback. Lets go of need to be 
perfect before acting. Also clears 
fears as they arise and finds a sup-
port system. 
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Marketing approach is hit and 
miss, without a plan, lacking con-
sistency or using feedback from 
your efforts. 

Aggressively apply massive action 
in the most profitable markets and 
follow the latest money-making 
trends. 

Develop an informed overview and 
deliberate plan aligning with your 
life purpose and what you want to 
contribute to the world. 

Say you don’t know how to market 
and don’t invest in educating your-
self. 

Invest in the “hottest” money-
making products and services for 
fast, big short-term gain. 

Research ways to learn marketing 
and strategically invest in your edu-
cation for long-term results. 

 


