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This is  the Get  a S ix F igure Job You Love Podcast,  and this is  Episode 93, Four 
Categories of  Bel ief Required to Land Your Premium Role. Stay tuned.  
Hey there,  welcome to the Get a S ix F igure Job You Love Podcast.  I 'm your host ,  
Natal ie F isher.  I 'm a certif ied career mindset coach, who also happens to want to skip 
al l  the BS and get to what it  real ly  takes to create real  results for you in your career.  
On this podcast you wil l  create real  mindset  shifts that wil l  lead to big results and big 
changes in your career and your income. No f luff  here. If  you want to get a s ix  f igure 
job you love and create real  concrete results  in your industry and make a real  impact,  
you're in the right place. Are you ready? Let 's  go.  
Hello.  Welcome back. Another exc it ing topic  today. This topic comes from doing a lot 
of coaching on a lot of  things,  and me just being l ike re lent lessly curious to f igure out 
what is  blocking people from what they want,  in this case a high paying,  amazing,  
awesome, premium role,  doing the thing they love doing.  
What is  blocking someone from getting that if  the want it? That 's  where these four 
categories of bel ief  come in and where I  spend some time with people when I  see 
that there's blocks in their  bel iefs in these areas.  This is  what I  want to cal l  an 
exploratory episode, where I  want you to question where you're at with these beliefs 
and start  to kind of see where some of them need unraveling,  where some of them 
are kind of f lawed because they're stopping you, and introduce you to kind of some 
awareness around why you're not there yet i f  you want  to be there.  
The f irst  bel ief category is  bel ief in yourself .  What I  mean by this is  you need to be 
able to have a certain amount of bel ief in your abil ity  as a human to be successful.  
You need to have a certain amount of bel ief  that i f  you want to get a s ix  f igure role in 
whatever it  i s  you want,  HR, business analysis,  data science, whatever industry it  is  
you want,  whatever t i t le it  is  you want,  whatever role you want,  you have to have 
that bel ief that you can do it ,  so it  has to be possible and that you can do it .  
To describe these two extremes, we've got people who are so far away from that 
bel ief  that they just  resolve themselves to where they're at now. They don't  even 
think about it .  They don't  even let  themselves go there in their mind because they're 
so far away from that bel ief ,  r ight? So they would never take an action or step 
towards it ,  because their bel ief is  so strong that it 's  never happening, or that  they're 
going to fai l  and they're never going to get i t ,  or whatever it  is  that stops them. It 's  
so strong that they would just never go.  
Then there's  the second phase and belief,  where they're l ike okay,  maybe I  could. 
Maybe it 's  possible .  They might take that  possibi l ity  and try and then they might fai l ,  
but their bel ief  isn't  strong enough to keep them going.  
Then we have the third phase of the bel ief,  where the belief  is  so strong that it  
doesn't  matter how many t imes you fa i l ,  i t  doesn't  matter who says what,  whatever 
happens doesn't  matter.  Your bel ief is  so strong that it  l ives up to  anything that gets 
in the way. That's  where we know we've locked in a bel ief,  where i t  stands up to 
real ity .  
I  say a bel ief is  not a bel ief  unless it  stands up to encounters with real ity,  l ike 
repeated encounters .  By that I  mean you don't  change it .  You don't  say,  "Okay. Well  
I ' l l  just  take something lower. I ' l l  just  go do something di fferent." You hold that 
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belief  for yourself.  That's  the one category,  is  the belief in you. The second is  the 
belief  in the work that  you are doing,  in the value you are providing.  
If  you are.. .  I 'm going to use this example again. I  used it  recently,  but one of my 
cl ients who is  a genius  in supply chain,  he wanted to switch jobs and he interviewed 
with a tuna company, and he didn't  real ly  want to work for that company, so the 
belief  in his  value was there,  the bel ief  in himself  was there,  but the bel ief  in the 
work and the place that he'd be adding the value here,  in l ike  the capacity he'd be 
adding the value, that  wasn't  real ly  there,  because he didn't  real ly  bel ief in this 
product enough to want to go and work and spend his ent ire day trying to problem 
solve for solving this problem of supply chain in tuna. The belief of what he was 
doing wasn't  real ly  there for him, so that didn't  work out.  That wasn't  where he was 
supposed to go.  
Another example of not bel ieving in the work that you do is  i f  you go to work and you 
input data a l l  day and you're not feel ing very stoked about that,  you're not going to 
be very excited to go and get a job enter ing data if  that's  al l  you think you can get.  
You have to bel ieve in what you're doing.  
For example,  I 've met a lot of people  who feel  real ly  passionate about data science, 
for example,  because. . .  And they' l l  have their own reasons,  and you'l l  want to 
analyze your reasons about what it  is  you do and why you real ly  love it ,  and why you 
believe in it ,  and why you stand behind it ,  and why you think it 's  so important.  
They love it  because they know that the way that they are able to  come to the data 
and s l ice the data,  and analyze the data,  and get the data real ly  shows directly the 
impact that they're going to be making with decision making in the company, and 
how it  could change the trajectory of the company because of the data that they 
have put in  front of somebody could provide so much information that it  creates a 
completely di fferent direction for the company that e ither makes or breaks a 
department,  for example.  
They see the importance of this and they love it  and they get fueled by it .  They get 
up in the morning excited to f igure these problems out,  versus if  they just  had to 
enter manual data every day they would be completely not into that.  They'd be l ike 
this is  not fun. This is  not interesting. This is  not valuable,  yet it  might be valuable to 
somebody. It 's  valuable. They need somebody to do that,  but to that person it  
doesn't  feel  valuable.  
You have to bel ieve in the work that you're doing. You have to have a powerful  why. 
If  you've ever heard of Simon Sinek,  I 'm sure you have, he says,  "People don't  buy 
what you do. They buy why." So what is  your  why? Why do you love what you're 
doing? 
For me it 's  very,  very clear.  It 's  because I  can't  stand it  when people who are counted 
and smart and produce crazy results just  don't  have that  gap between knowing how 
to talk about  that .  They don't  recognize i t  themselves,  and so they end up in lower 
paid posit ions.  They end up sett l ing for less .  I  love this  problem as  the thing that I  
solve and I 'm driven by it  l ike every day. You have to know that yo believe in the 
value and the service and the impact that you have behind what you are doing.  
Then the third one is  bel ief  in the organizat ions out there that exist,  and what  they 
do, and what you could contr ibute in  those organizat ions. You have to have the belief 
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that there are organizations out there that are amazing,  they're doing amazing 
things,  and that  you could f ind a spot in  those organizations where you could add the 
most value and work with somebody, l ike a hir ing manager,  who supports your 
growth, is  a great mentor to you, and that you can have an amazing team that can 
help you and that you can mentor and pass on your knowledge to.  
Whatever it  is  you imagine being the premium situation for you, you need to believe 
that that is  out there and that that exists.  You have to have that sol id bel ief .  
Because, again,  i f  you do not bel ieve that,  then there is  no motivat ion for your brain 
to take any action to go and f ind it ,  so it 's  just  going to be shoving you down 
constant ly with yeah, but those organizations don't  exist,  and if  they do then I  
couldn't  get into them. That comes down to the bel ief  in yourself .  
Or yeah, but I 'm not real ly  good at what I  do. Or yeah, but I  do doesn't  real ly  matter.  
If  any of that stuff  comes up it 's  going to block you from moving toward where you 
want to go because you don't  ful ly  bel ieve it 's  poss ible or it  exists,  and it  al l  adds up 
these four  categories.  
Then the fourth one is  actually  around money, your bel iefs around money and value, 
and your bel ief around what you are capable of being paid,  what  somebody might be 
wil l ing to pay you. This could stem from your chi ldhood, of whether or not your 
parents had money or not,  i f  you were told money doesn't  grow on trees,  or i f  you 
grew up with less money and it  was a lways restrict ive.  
It  has  to do with your bel ief  around what's possible for you to get the money that 
you want to get .  Then it  comes down to your bel ief  and value in yoursel f ,  as to 
whether you're able to contribute enough value to be paid what you want to be paid.  
So it 's  those four categories,  and then you can grade yourself  as far as what stage 
your at.  The f i rst  one is  I  don't  bel ieve at al l ,  l ike I 'm so far away from that bel ief 
that I  don't  even know how to get there. So you want to grade yourself  in each of 
those four categories as far as where are you. Are you in stage one of that bel ief? If  
you are,  then you have to ask yourself  do I  want to change the belief? Do I  want  to 
believe differently? I  know this might seem l ike a s i l ly  quest ion, because people who 
are there might think well ,  I  don't  have a choice. That 's  just  what I  bel ieve.  
No, you're wrong. You have a choice. There's no bel ief police.  You can believe 
whatever you want.  Sometimes it  takes few days,  weeks,  months to make that bel ief  
sturdy. I 'd say if  somebody has  a real ly  strong belief ,  they believe this very strongly,  
I ' l l  say i t 's  l ike a table.  It 's  l ike a four legged very sturdy table.  
What we need to do is  we need to poke holes in those legs because we want to knock 
that table over and we want to build a new table that actually  supports your beliefs 
that you want so you can get closer to where you want to go.  
Those are the four categories,  and you want  to ask yourself  are you in the f irst  stage 
of the bel ief,  where you're l ike real ly  far from it? Second, are you in the second 
stage, where you're l ike okay,  it 's  possible,  but i f  I  get rejected or  if  I  can't  do it  the 
f irst  t ime, or it  doesn't  work,  then I 'm going to stop believ ing? Most people who are 
in that stage wil l  say,  "I ' l l  bel ieve it  when I  see it ."  
That's  backwards,  because a l l  successful  people know that  you have to believe it  
f irst .  You have to have at least more belief  than you have not .  Then you have to keep 
that bel ief ,  even when you're reject,  even when you don't  f ind the companies on the 
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f irst  Google search. Maybe you're l ike oh, yeah, I  could f ind a company that does this 
and this and hires for these people. You try one Google search and you're l ike yeah, I  
couldn't  f ind it .  There was nobody. There is  no company.  
It  has  to stand up a l l  those l itt le tests to be able to move to phase three, where 
you're l ike I 'm going to f ind it ,  and if  not I 'm going to create it ,  in some 
circumstances,  but  in this area of career there's very l ikely what you want exists.  I  
haven't  found a situat ion where it  happened yet with any of my cl ients.  
They either  f ind what they want or they f ind something very c lose to it ,  but  they 
don't  compromise. They don't  have to compromise,  where i f  your belief  is  low you'l l  
be very quick to entertain compromis ing,  just ifying,  sett l ing.  
The four categories of  bel ief,  again,  is  bel ief  in yourself .  The second is  bel ief in the 
work you're doing,  the value you provide, and why you're doing it ,  the emotions that 
you have behind that.  Three is  the organizat ions that ex ist,  the organizations,  the 
hir ing managers,  the cultures,  the way the companies are run. You have to bel ieve 
that they ex ist  and that you could get into them, so that 's  kind of a combinat ion 
between belief in yourself  and bel ief in the organizat ions ex ist ing.  Then four is  the 
beliefs around your money mindset and whether or not it 's  possible for you to earn a  
certain amount of money.  
If  you want help with these bel iefs ,  join me in F ive or Six Figure Curriculum. When 
you join before March 31st you wil l  get a workbook with this new chal lenge that I 've 
designed for gett ing your six  f igure premium role in eight weeks or less.  It  actual ly  
breaks these beliefs down, so you're going to work on each one of  them every single 
day,  and it  gives you very speci f ic  instructions of how to do that.  
We're going to break them down so anything that is  there.. .  It 's  l ike cleaning out the 
cobwebs in your mind around any of these beliefs .  It 's  very potent  work. It 's  very 
short.  It 's  maybe 20 minutes a day,  half  an hour at the most,  but once you nai l  these 
beliefs,  as I  was saying on the last  broadcast I  did,  it 's  l ike taking that t ime to slow 
down and look at why your car is  not going where it  wants to go as fast  as you want 
it  to go. This is  that work. It 's  l ike you do that and then al l  of  a sudden you can start  
the car and go, and it  goes very fast.  
So you want to join us  inside there. You're going to get a hard copy workbook sent to 
you. You get immediate access to al l  the video modules,  and immediate access to the 
l ive cal ls  on Tuesday,  and immediate access to the LinkedIn party community.  So join 
us in there. I  wil l  talk to you next week for another episode.  
And don't  forget,  i f  you haven't  gotten on my email  l ist  yet ,  you're  going to want to 
go to the Eight Reason You're Gett ing Interview But You're Not Getting Hired.  That 
l ink is  in the show notes you get.  You get a freebie that out l ines al l  those reasons for 
you and how to f ix  them. So take me up on that offer .  Jo in me inside the Six F igure 
Curr iculum, and I  wil l  see you there. I  can't  wait  to support you. Have a good week.  
Currently it 's  going great.  I 'm working on an NLP project.  NLP is  natural  language 
processing. It 's  a part icular f ie ld of data science. I  l ike it ,  obviously because it  is  
chal lenging. It 's  a new project in the company, so I 'm start ing from the beginning and 
it 's  exc it ing. I 'm happy. 
If  I  were to sum it  up, I  would say the most common thing people come to me with is  
I 'm going on interview, after interview,  after  interview and I 'm not gett ing the offer .  
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What am I  doing wrong? So I 've put together a freebie,  where you can get this 
download completely free. I t  has  the eight  reasons that this is  happening.  
I  break down each reason very speci f ica l ly,  and how to f ix  it .  To grab that download, 
the l ink is  in the show notes.  You can c l ick on that l ink.  You just  have to enter your 
information, it 's  ca l led the E ight Reasons You're Not Getting Hired, and I  wil l  help 
you f igure that out .  I  wil l  see you in the freebie.  Thanks. Talk to you soon.  


