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Host Lisa Sasevich – “The Queen of Sales Conversion”  
Introduces Margaret Lynch 

About Margaret: 
The Wall Street Journal Calls Margaret M. Lynch “The Wealth Manifestation Authority”! 
Margaret M. Lynch has x-ray vision for seeing the fears and limiting beliefs that keep success 
minded people limited in their money and personal power. An accomplished Success Coach, 
bestselling author and top Emotional Freedom Technique (“Tapping”) expert, Margaret delivers 
high-impact transformation that clears the inner blocks to wealth and success and creates the 
“on-fire enthusiasm and charisma” that is key to skyrocketing wealth. 

After 18 years of engineering management and winning top sales awards at Fortune 500 
companies, she left corporate America and to live her passion. In less than 4 short years, 
Margaret created a million dollar business using the exact techniques she teaches. She brings 
her transformational work to thousands of people from all over the globe through her wildly 
popular coaching programs, live events, on-line videos (almost 11K youtube subscribers) and 
through her newsletter which goes out to over 130,000 raving fans.   

Margaret is the best-selling author of the highly acclaimed book Tapping Into Wealth 
(Penguin/Tarcher) and the creator of “The 7 Levels of Wealth Manifestation” program which has 
been featured in The Wall Street Journal, Boston Globe, Miami Herald, Houston Chronicle, San 
Francisco Chronicle, NBC, ABC, CBS News, FOX and CNN.   

ACTION SHEET / SUMMARY 
Margaret’s business attracts about 80% women clients.  

The women she attracts are experts who are ready to step up and stand out and get paid at the 
highest level in their field and be recognized. 

She works with people on the inner work and also the specific strategies for experts who want to 
explode their level of visibility and income stream. 

She uses Tapping to do the deep dark work. 

You tap on acupuncture points to shut off the fight or flight, fear or shame reaction so you can 
feel space and perspective so you can do miracles you never thought you could do. 
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Wayne Dyer and The Power of Intention was a huge influence on her leaving corporate America 
and becoming a coach. 

88% of women owned businesses earned more than $100K in an Amex 2013 report. Less than 
4% earned more than $500K! 

Attracting women clients: 
Women are more collaborative than men. 

Women are not as programmed like men to be takers, which means they value what they 
receive. 

Women in business are solution-oriented and looking for solutions. 

So the best strategy is to give amazing content that brings clarity and solves the problems that 
they have.  

Women are looking for solutions. They are not just looking at having their feelings heard. So 
give them the step-by-step. 

Inspire women with what’s possible. Women don’t get enough of that! We tend to think about 
limits and what we can’t do, so it’s important that women are offered inspiration to inspire them 
about what is possible for them. 

Remember that you’re an expert in solving a problem.  

Inspiring women clients to say YES: 
Especially when you’re selling high-ticket, you’ve got to understand what their gifts are and 
where they are now so you can make a recommendation very specific to them. 

Mix in the transformation and the transcendent piece of where you’re going. Not just step-by-
step, but also the empowerment. The transcendent is about taking it further than that, and 
revealing the real meaning, bigger impact, legacy. 

At mid-life a lot of women are stepping beyond the archetype of Mother – which includes a lot of 
sacrificing – into their next place; in many cases, the empowered, entrepreneurial woman who 
can have it all. 
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No-no’s when selling to women: 
Old-fashioned, hard-core sales techniques and yelling at people from stage and belittling people 
doesn’t work with women. No one likes it but men are more impervious to it because of being 
used to sports, etc. Women won’t tell you, but they will just disappear. 

Women are looking into your eyes to see if you are just working the room or are with them. 

Action Steps: 
1. Review the last piece of content you put out. Is it about YOU as an expert or 

does it focus on bringing them clarity and solving a problem that your client has? 
 

2. When you introduce yourself, start with, “I am a problem solver. I solve the 
urgent, expensive problem that people want solutions to.” And fill in from there! 
 

3. Grab Margaret’s awesome free gift at www.selltowomen.com/margaret 
 

 

 

 

 

 

 

 

 

   

 


