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FROM OUTGO
INCOMETO

WE WANT TO THRIVE. NOT SURVIVE.



Revenue is often treated like the awkward conversation in business.

People whisper about it. Avoid it. Overcomplicate it.

But strong brands don’t apologize for profit.
They design for it.

Revenue is simply the result of clear value meeting the right audience at
the right moment.

Inside this Drop, you’ll map the offers, opportunities, and investments that
turn your work into sustainable income.

Because when your revenue is aligned with your value, business stops
feeling like survival — and starts feeling like expansion.

Collect these capsules and then go build something unforgettable.

kristie christensen
founder & ceo | the ceo society

THE CEO SOCIETY | @THECEOSOCIETYORG | THECEOSOCIETY.ORG

POWER  PRESENCE 

Profit isn’t greedy — it’s proof your work matters.

dear friend & she-eo:

Kristie Christensen
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THE MONEY
MANTRA

What role does revenue play in your business?
   
   Freedom?
   Impact?
   Security?
   Growth?

Write your philosophy about money here.
_____________________________________________________________________
_____________________________________________________
_____________________________________________________________

My revenue mantra is:

________________________________________________________________________________________________

________________________________________________________________________________________________

_______________________________________________________________________________________________

Pro tip: Profit isn’t the opposite of purpose. It’s proof your work matters.
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section I
(formerly known as “pricing,” but that felt a little small)



VALUEMOODBOARD
section II 

Think beyond products and services.
What transformation does your work create?

What problems do you solve?
What results do people walk away with?

Describe the value you provide.

 ________________________________________________________________________________

________________________________________________________________________________

________________________________________________________________________________

________________________________________________________________________________

________________________________________________________________________________

Now describe your value in five words.

__________________________________

__________________________________

__________________________________

__________________________________

__________________________________

Remember: people rarely buy products. They invest in change.
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the
(what you actually bring to the table)



POWER OF
VALUE

Section III 
Where do people currently invest in your work?

Services
 Products

 Events
 Workshops

 Memberships
 Consulting

List your current revenue channels.

______________________________________________________________

_______________________________________________________________

_______________________________________________________________

_______________________________________________________________

Now answer this:
Where could your expertise generate new opportunities?
___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________

___________________________________________________________________________
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(WHERE EXPERTISE MEETS INVESTMENT)



THEPEOPLE 
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Section IV

Who is most likely to invest in your work?

Describe your ideal client as if you're introducing
them at a dinner party.
“She’s the kind of woman who…”
__________________________________________________________________________

__________________________________________________________________
__________________________________________________________________
__________________________________________________________________

What motivates her to invest?
__________________________________________________________________________
__________________________________________________________________________
__________________________________________________________________________

Now ask yourself:
How can your work serve her at an even higher level?

who INVEST 
(because revenue is built on trust)



THE

Section V
Every healthy business has a ladder of opportunities. From first
introduction to premium experience. Map your offers here.

Entry Offer__________________________________________________________

Core Offer___________________________________________________________

Premium Offer_______________________________________________________

Signature Experience________________________________________________

Now ask:
Where do people start?______________________________________________

Where do they grow?________________________________________________

Where do they invest deeply?________________________________________

Because strong brands design paths, not just products.
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LADDEROFFER 
(designing your revenue ecosystem)



Section VI

Every powerful brand has a defining offer.

The thing people mention when they talk about your work.
Define yours here.

My signature offer is:
________________________________________________________________
________________________________________________________________
________________________________________________________________

Because when your offer becomes recognizable, your
brand becomes memorable.

THESIGNATURE 
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OFFER

(the experience people associate with your brand)



THE

MANIFESTO 
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This year I will charge what my work deserves.

I will create opportunities that serve my clients deeply.

I will stop underestimating the value of my expertise.

I will design a business that supports both my purpose and my
prosperity.

Because profit isn’t something to hide.

It’s something to build responsibly and proudly.

REVENUE 



Here’s to the women building businesses that
sustain them.

To the ideas that become income.

To the courage to price, package, and present our
work with confidence.

Because revenue isn’t the opposite of purpose.
It’s what allows purpose to scale.

no more business as usual.
embrace business couture.

THE POWER TOAST
POWER YOUR PRESENCE WITH THE CEO SOCIETY.
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- Kristie 
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