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Host Lisa Sasevich – “The Queen of Sales Conversion”  
Introduces Blair Singer 

About Blair: 
For almost three decades, Blair Singer has empowered people around the world to go 
beyond their ordinary selves and reach peak performance rightfully earning him a 
worldwide reputation as an expert in sales, business and personal growth.  

A dynamic, in-demand public speaker, Singer has the unique ability to get people and 
organizations to shake up the status quo, change behaviors and achieve 
unprecedented results. Spanning 25 countries on five continents his clients range from 
Fortune 500 companies like Singapore Airlines, Deutsche Bank, Redken, HSBC, IBM, 
CitiGroup, UPS Stores, Mrs. Fields Cookies, Dunkin’ Donuts, United Healthcare and 
Westin Hotels, to small business owners, entrepreneurs, sales teams and just regular 
folks. He applies the same tried and true principals that work for big corporations to the 
Business of Everyday Life helping individuals hungry for greater success.  

Singer is a Rich Dad™ Advisor to Robert Kiyosaki and the author of three best-selling 
books: SalesDogs: You Don't Have to be an Attack Dog to be Successful in Sales; 
Team Code of Honor and his latest book, Little Voice Mastery: How to Win the War 
Between Your Ears in 30 seconds or Less – and Have an Extraordinary Life! In this 
book, Blair Singer reveals the secret for tuning out self-sabotaging negativity and tuning 
in to your true potential. Whether you want to improve your sales revenue, find true love 
or get a better body, Singer's 21 proven techniques to reprogramming that “Little Voice” 
can break down the barriers and make you more effective.  

ACTION SHEET / SUMMARY 
Most people way underestimate what they’re capable of until you put them in a context 
where they are almost tricked into it.  

Blair operates from the formula that you need to know how to sell, recruit and nurture a 
team and teach people how to be great team players. He works with companies helping 
them with that formula. 
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Nearly his entire team is comprised of women. Most of his great coaches and trainers 
are women. The message of finding the best in people – and the stamina to stand 
behind people and work with them to get to where they want to get – attracts a lot of 
women. 

His biggest and best long-term client is L’Oreal.  These are large groups of primarily 
women that go out in the field and sell, and they ‘get’ that what’s on the inside is going 
to reflect what’s on the outside. 

Attracting women clients: 
1. Play to your strengths. First, build relationships. 

Go into their world first and add value. 
The metaphysical makes up 99% of our world vs the physical. 
Women understand that. 
It’s no longer a buyer beware market. It’s now a seller beware because people 
are educated. 

 

2. Be willing to be truly authentic and understand that your vulnerability used in the 
right context will not be used against you. People want to connect so badly. 

 

3. Be direct with how you’re feeling and what’s going on and communicate it 
responsibly. 

 

Always look for the point of resistance. What’s going to stop someone?   

Set up the context where they know that it’s safe. The context is more important than 
the content. You need to establish a set of rules, that it’s safe. 

Set up the code of honor. 

Inspiring women clients to say YES: 
‐ For women, lifestyle and work balance always seems to trump money, prestige 

and fame. 
‐ For marketing to a male crowd, what can you achieve works. 
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‐ With women, focus your marketing on work life balance because they want to 
HAVE balance in their life and BE there to be able to nurture. 

‐ Also acknowledge how much they do for so many people. 
 

No-no’s when selling to women: 
Locker room talk doesn’t work. 

As a guy, being tough and macho doesn’t work. 

Scripting doesn’t work when teaching women to sell. 

Don’t try to force women into a mold or peg or hole that doesn’t fit. 

A big no-no is trashing other people, or not speaking supportively. 

Asking lots of questions always works in sales, and works particularly well with women! 

Action Steps: 
1. Focus your marketing to women more on lifestyle and work life balance vs only 

on achievement and making money. 
 

2. In your marketing, acknowledge how much women do for so many people and all 
the roles the play. Acknowledge them for what they’re good at. 
 

3. Grab Blair’s free gift at www.selltowomen.com/blair 
 

BONUS (You have to listen to Lisa’s interview with Blair for this to make sense!) 

What does “Kvelling” mean? 

Kvell is a Yiddish word that means to beam with pride and pleasure like a parent would 
do over their children’s achievement ;-) 

 

 


