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Introduction 

Welcome, esteemed coaches and consultants, to our specialized training on effectively 

deploying the "Dodging Revenue Sinkholes" module within the ProfitMancer Money 

Mastery program. This module is pivotal, as it equips your clients with the insights needed 

to navigate and avoid the financial pitfalls that can impede business growth. Whether 

you're facilitating this journey one-on-one, in group settings, or through direct content 

sharing, your role is crucial in guiding your clients through the nuanced landscape of sunk 

costs and investment reassessment. 

Understanding the Module

"Dodging Revenue Sinkholes" is not just about financial literacy; it's about fostering a 

strategic mindset that discerns between fruitful investments and financial quagmires. The 

module's essence, encapsulated by Kevin O'Leary's wisdom, "Do not throw good money 

after bad. Invest your energies into the future, not the past," serves as a beacon for this 

journey. It underscores the importance of looking forward, making decisions based on 

potential future returns rather than past expenditures. 

Group vs. 1:1 Delivery 

• In Group Settings: Utilize the collective experience of the group to discuss

common sunk costs in business. Encourage participants to share their experiences

and strategies for overcoming these challenges. The shared stories will not only

provide real-life context but also help normalize the emotional struggles tied to

acknowledging sunk costs.

• In 1:1 Sessions: Tailor your approach to the individual's specific business context.

Deep dive into their investment decisions, using the worksheet as a guide to

uncover and address personal and business-specific revenue sinkholes. The

personalized setting allows for more profound emotional support and strategic

advice.
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Maximizing the Worksheet

The worksheet accompanying this module is a practical tool designed to facilitate self-

reflection and strategic planning. Encourage your clients to approach it with honesty and 

openness, emphasizing that recognizing sunk costs is a sign of strength, not weakness.  

Here are additional tips: 

• Highlight the Learning Opportunity: Remind clients that each identified sunk 
cost is not a failure but a steppingstone towards more informed decision-making.

• Break Down the Resistance: Address the natural resistance to acknowledging 
sunk costs by discussing the psychological aspect of loss aversion. Reinforce that 
letting go of unprofitable investments frees up resources for more lucrative 
opportunities.

• Help Clients Distinguish Between Quitting and Sunk Costs:  As I addressed 
in the core content, many people confuse sunk costs with quitting before fully 
playing a handout. They may try one marketing method for a new product or 
service and when it fails to generate sales, they’ll just quit. Sometimes a small 
additional investment of time and money can turn something with sunk costs into 
a money maker.

• Celebrate the Wins: Encourage clients to share their "aha" moments and the 
decisions made as a result of completing the worksheet. Celebrating these 
insights can reinforce positive behaviors and decision-making patterns.

Navigating Psychological Sticking Points

Resistance to acknowledging sunk costs is often rooted in psychological barriers such 
as loss aversion, pride, and fear of admitting failure. Here's how you can guide your 
clients past these hurdles:
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• Empathy and Understanding: Approach resistance with empathy. Understand 
that sunk costs often represent more than just financial investments; they're 
intertwined with hopes, efforts, and dreams.

• Re-frame the Narrative: Help clients re-frame sunk costs from a narrative of loss 
to one of strategic redirection and growth. Emphasize the value of lessons 
learned and the importance of reallocating resources to more promising ventures.

• Incremental Steps: Encourage clients to take small, manageable steps towards 
disengaging from sunk costs. Small victories in redirecting resources and focus 
can build momentum and confidence.

Conclusion

As coaches and consultants, your ability to guide clients through the "Dodging Revenue 
Sinkholes" module is integral to their overall success in the ProfitMancer Money Mastery 
program. By understanding the nuances of group versus 1:1 delivery, maximizing the 
worksheet, and navigating the psychological aspects of sunk costs, you're well-equipped 
to lead your clients towards financial clarity and strategic growth. Remember, your 
support and guidance can transform the way your clients perceive and manage their 
investments, steering them away from the sinkholes and towards a prosperous financial 
future.




