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Host Lisa Sasevich – “The Queen of Sales Conversion”  
Introduces Linda Claire Puig 

About Linda: 
Linda Claire Puig is an internationally recognized marketing expert who helps solo-
business owners develop profitable relationships and portable businesses that go with 
them wherever they want to go. Linda has taken her own business abroad several 
times, including 5 months in a medieval-era Italian village. Linda is the author of The 6-
Figure Newsletter, which was pre-ordered by nearly 9,000 people before it even went 
on sale. Among other services, Linda’s business, 6FigureNewsletters.com, provides 
done-for-you Ready2Go newsletter articles you can use as your own in your newsletter, 
as well as rockstar training on how to set up a newsletter system that makes money. 
Linda is also an award-winning journalist and writer for the past 30 years, and her 
articles have appeared in newspapers, magazines and newsletters around the world. 

ACTION SHEET / SUMMARY 
Linda has about 80% women on her list even though she doesn’t do anything specific to 
market to women. 

She has been helping business owners with their newsletters for a long time.  

She loves to travel so she set up her business to be able to work from anywhere; she 
likes to stay where she travels long enough to feel like she knows what it is like to live 
there. 

FAVORITE MANTRA: Ready – Aim – Fire 

Attracting women clients: 
Newsletters that are personal, give valuable tips and advice and that you can promote 
to. 

Online teleclasses and webinars are valuable but more important is how you 
are….authenticity….being yourself. Warmth. Relationship. Feeling. 
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Treat your training like hanging out with friends, but bring your experience and 
expertise. 

Use video for visual stimulation and connections. 

Tips on being personal in your newsletter: 

You can start with something small – maybe giving a list of books on your nightstand. 
Even admitting that they’re half-read reveals something more about you. 

You don’t have to talk about your animals or kids, but they are the great equalizer and 
can bring people close. 

Share about your kid’s graduation or first day of kindergarten and weave it into a 
teaching moment. 

Inspiring women clients to say YES: 
First, building that solid trusting relationship is essential. 

You have to be fearless. Women in general are more afraid of promoting and what 
people think of us. 

It doesn’t have to be a male-oriented fearlessness. It’s more of a confidence about what 
you do and how much it helps people. 

Being filled up yourself and passing that inspiration on to others is a potent sales tool. 

Respecting your female clients is important for them to say yes. 

Some campaigns are talking down to women instead of speaking with them, which is a 
big no-no. 

They use 1:1 phone calls. We women are all about connecting.  

Linda loves email marketing. It happens from having fun, telling stories, being creative. 

She loves Q&A’s. 

  



 

 

Pa
ge
3	

No-no’s when selling to women: 
Linda had an experience where she had to cancel a promo for someone else because 
the copy felt like fake sincerity and there was nothing meaty and substantial and 
appealing. 

Hitting people with promotions when you haven’t been staying in touch. 

Not knowing your audience. They will feel like you just don’t get them because you 
haven’t taken the time to get them. 

‐ What keeps them up at night? 
‐ What are they thirsting for? 
‐ Where are they stuck? 

 
Action Steps: 
1. Consider structuring your business to take it on the road so that you can travel and 

live anywhere, using tools like 1:1 calls, email marketing and Q&A calls. 
 

2. Where can you include a Q&A session to let people get to know you and engage 
with you more? 
 

3. Grab Linda’s awesome free gift at www.selltowomen.com/linda 
 

 

 

 

 

   

 


