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Host Lisa Sasevich – “The Queen of Sales Conversion”  
Introduces Michelle Schubnel 

About Michelle: 
Since the year 2001, Michelle Schubnel and her team at Coach & Grow R.I.C.H. have trained 
thousands of coaches worldwide to attract great clients and build sustainable, profitable and 
rewarding coaching businesses.   

Her Coach & Grow R.I.C.H. and Group Coaching Success training programs guide smart, 
serious and mission-driven coaches to take proven steps forward to create six-figure 
businesses. With these programs and Michelle’s coaching as their guides, they achieve big 
results faster and more easily than they ever could on their own. 

Whether just starting out or stepping up to an even bigger vision, coaches who are serious 
about creating real results and bold impact for their businesses get the step-by-step support 
they need to make it so with Michelle's proven programs and support. 

Today Michelle's thriving multiple six-figure business allows her to make a big impact with her 
clients and customers and enables her to live the life she desires. Michelle believes that if you are 
going to create your own business, you should design it to so that you can live your life on your 
terms. She wants her clients to have the same opportunity to pave entrepreneurial paths that place 
equal emphasis on their quality life and the success they count in their balance sheets. Best of all, 
countless coaches have already done so – thanks to her training and coaching. 

ACTION SHEET / SUMMARY 
Michelle sees that about 80% of people in the coaching business are women. In Coach and 
Grow RICH they specialize in training coaches to attract awesome coaching clients to sustain 
an awesome coaching business. 

They look to give their coaches a huge boost in confidence, especially for brand new coaches. 

Attracting women clients: 
#1 is giving value through education-based marketing. 
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For teleseminars, webinars, video training or training in person, focus on providing value first; let 
them get to know, like and trust you and then make an invitation. 

Best strategy has been through Joint Venture partnerships. Creating a win-win-win relationship 
with someone who serves the same market that I do. Sometimes your best partner is also your 
biggest competitor. 

The recommendation and endorsement factor is what is so powerful about JVs. Sometimes they 
take a while to build something real and substantial, but nurturing a real relationship with the 
partner can create a very powerful alliance. 

Also for women clients, having them feel that you’ve really got their back is important. 

Do this by being around for the long term, and maintaining consistency in posting and all of your 
communication. It’s about creating a feeling of trust. 

Inspiring women clients to say YES: 
You want to focus on inspiring clients to say yes without having to have a 1:1 conversation. 

This starts with an irresistible offer. Make sure it’s something your ideal clients really want. They 
buy what they want, not what they need. And they need to feel like it’s a great deal. Even a 
higher price offering can feel like a great deal if you package it well. 

Women love groups! Make sure your offer is giving them what they want. 

Make it easy for them to see themselves being successful. 

Use the FAQ (Frequently Asked Question) Email or the Q&A document that addresses the 
common concerns, fears and objections that most people have. 

It helps women make informed decisions. 

Believe in them and see what is possible. Do it verbally, by featuring them as success stories 
and testimonials. 

Also need to give them the opportunity to connect one-on-one and ask questions. Use the “call 
me” email and have a certain time when they can call you.  

Take away the risk with a 100% money back satisfaction guarantee. 
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How can women be successful with consuming a product or 
program? 
Make it easy for them to implement: Create step-by-step linear fashion. 

Provide tools, templates and fill-in-the-blanks as much as possible. 

Give them the support they need. Even if you use an email sequence that checks in on a 
regular basis.  

Don’t have the sequence check in on a particular module, but just show them you care, remind 
them to use the training, but don’t make them feel bad if they are not on the correct module. 

No-no’s when selling to women: 
High-pressure sales tactics don’t work. 

Anything that feels inauthentic or out of integrity won’t be successful (Like false scarcity when 
there’s not a reason you can’t make one more or add one more). 

Anything that makes women feel stupid doesn’t work. 

Action Steps: 
1. Make sure you are offering your clients what they want vs. what they need. 

2. Who are some of your biggest competitors that you could consider turning into JV partners 
this year? 

3. Try the “Call me” email during your next campaign! 

4. Check out Michelle’s free Group Coaching Quick Start Kit video series at 
www.selltowomen.com/michelle 

 

 

   

 


