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Host Lisa Sasevich – “The Queen of Sales Conversion”  
Introduces Susan Harrow 

 

About Susan: 
Susan Harrow is a top media coach, marketing expert & author of Sell Yourself Without Selling 
Your Soul (HarperCollins) whose clients include everyone from rock stars to and celebrity chefs 
to CEOs of Fortune 500 companies, as well as entrepreneurs, coaches, consultants, speakers, 
and authors. She shows women how to double or triple their businesses with PR by using 
sound bites effectively. 

For the past 23 years she's helped clients and seminar participants shine as guests on CBS’ 60 
Minutes, Oprah, Good Morning America, The Today Show, Fox News, Bill O’Reilly, Larry King 
Live, The Food Network, etc. You may know her as the "Go To Girl" for getting on Oprah. But 
what you probably don’t know is that she was almost sold into slavery to a Bedouin Sheik in 
Israel for 10 camels and a mule. 

ACTION SHEET / SUMMARY 
Sell Yourself without Selling Your Soul is the title of Susan’s book. 

She wrote the first and only marketing book specifically for women. There was no sports, sex, 
sales, facts or war jargon in the book. 

A world of cooperation vs. competition. 

Most of us are good at selling ourselves short. People are buying into you.  

Attracting women clients: 
To ignite your presence…. 

1. What is your deepest intention and how do you want to serve? What do you want 
for yourself and the specific numbers for that? 
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2. Look at the partnership, opportunities and experiences you want out in the world. 

Who do you want to meet? 
 

3. What actions do you want people to take, specifically? 
 

Show you are an expert without bragging, begging or whoring. And many women are afraid to 
be seen. She shows women how to be seen in a safe way where they won’t get battered down.  

We don’t want to be called a BRAGGER, a BITCH or a BALL BUSTER! 

We need to be credible, visible and speak up about our accomplishments. 

Use the “Situation, Action, Results Formula” 

Situation: 

What was the situation or problem? What did someone come to you for? 

Action: 

What did YOU did you to help? 

Result: 

What actually happened? 

Share as a transformation or as concrete results. 

Transformation is the inner process. The feeling state, harder to count. 

Conversion: 
Make sure everything you do and say are congruent, from your website to what you say. 

The marketing and the media training have to be congruent 

Chime in with the unexpected. The job of the host is to catch you off guard. We want real 
freshness. 

 



 

 

Pa
ge
3	

No-no’s when selling to women: 
“Go with” versus “resist against,” like in Aikedo. When you don’t give people something to resist 
against then they can move forward with you. Be honest and don’t try to push people into what 
might not be a good fit, energetically and stylistically. 

Action Steps: 
1. Use Susan’s Situation, Action, Results Formula next time you need visibility and 

credibility, and know you need to speak up about your accomplishment. 
 

2. When you’re scared and you know it’s time to grow, rather than focus on the big picture, 
just ask, “Show me the next step?” Action cures doubt! 
 

3. Grab Susan’s awesome free gift at www.selltowomen.com/susan 
 

 

   

 

 

 

   

 


