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Host Lisa Sasevich – “The Queen of Sales Conversion”  
Introduces Stephen Dinan 

About Stephen: 
Stephen Dinan is the CEO of The Shift Network and a member of the prestigious 
Transformational Leadership Council and Evolutionary Leaders groups. As the former Director 
of Membership and Marketing at the Institute of Noetic Sciences, he was the driving force 
behind the Shift in Action program, which grew to 10,000 paying members, and the One Minute 
Shift video series, which was seen by more than one million. He is also the author of Radical 
Spirit (New World Library), and a forthcoming book Sacred America. Stephen directed and 
helped to create the Esalen Institute’s Center for Theory & Research, a think tank for leading 
scholars, researchers, and teachers to explore human potential frontiers. 

ACTION SHEET / SUMMARY 
The Shift Network is to create a shift in consciousness that leads to a healthy, sustainable, 
conscious world. 

They offer 20 different telesummits and 100 programs with a full range of teachers. 

450,000 people have participated in at least one of their free events, with 170 countries 
represented. 

They are attracting about 75% women clients. The reason is that women are really leading the 
way in so many different ways. We need to come into feminine and masculine balance. 

Attracting women clients: 
Be deeply authentic about why you’re in business. Women care more about the larger whole, 
while men are more protective of the smaller family. 

Establish a relationship with the right people you are here to serve, with authenticity, depth, 
playfulness, and vulnerability. 

More sterile corporate style communications don’t work long term because they don’t feel the 
rapport, which can deepen over time. The authenticity is the driver of success and magnetizes 
the right people. 
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They tend to not use a lot of gimmick language and high-pressure language to create premature 
urgency. 

Women have a slower build than men. Building energy in an attractive way. Deepen the 
relationship vs. seal a deal or close, so that the purchase becomes a natural build as the 
relationship builds. 

Start with Generosity – being generous of what we know up front to build trust and rapport 

Uses Lisa’s teachings to use limiters and bonuses in a non-hype way as a carrot to support 
someone to make a decision now. 

More of an “entice” quality vs a “pressure” quality. 

Women like surprises!  

People on a live call get something special if they sign up by midnight. 

Sometimes they do late bonuses added at the end to add a little magical surprise, like an added 
meditation they can listen to on a Sunday. 

Women are great viral marketers and will share a lot. So make sure to add Facebook links and 
Twitter shares. “Bring a friend” option helps too, because women like to do that. 

Great quotes on a really pretty picture tend to get spread the most on Facebook. 

Video goes farther than audio on being viral. 

No-no’s when selling to women: 
Premature close or trying to close in a rushed manner doesn’t work. 

Action Steps: 
1. Where can you start with generosity to build trust and rapport early in the relationship with 
your prospective clients? 

2. Where can you add a nice surprise in your promo cycle or in the delivery of your program? Or 
create an open loop in your email so people are enticed to see the following email and what 
happens next? 

3. Grab Stephen’s free gift at www.selltowomen.com/stephen 
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Bonus: Use a great quote with a beautiful picture to get the viral effect on Facebook 

 

   

 

 

 

   

 


