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Host Lisa Sasevich – “The Queen of Sales Conversion”  
Introduces Jeff Vacek 

Lisa: Hello, everyone and welcome back to day 2 of How to Sell to Women live virtual 
training.  This is your host, Lisa Sasevich, the queen of sales conversion and founder of 
the Invisible Close sales system.  I hope you were able to join me this morning for the 
incredible interview we had with Ali Brown and as you can see if you’re checking your 
emails to stay with us throughout the series, we’ve got a huge line up waiting for you 
today.  So I just really want to congratulate you on everything you did to carve out your 
time and your schedule so that you could be here really learning from both men and 
women who have made millions by knowing how to honor, serve and inspire women at 
the highest level.  The great news is that each of our master teachers has generously 
agreed to join me for this training, share the gift of what they’ve learned on the court 
with their women clients and before we conclude each interview, each teacher will share 
a gift that you can use to take their specific teachings even further in your business.  So 
make sure to stay tuned. 
 
Now today, it is my honor to introduce to you Jeff Vacek, a former Information 
Technology professional who was laid off four times within a four-year period.  After 
trying numerous things including real estate investment, a disc jockey business, selling 
insurance, and of course a few MLMs, he began studying top entrepreneurs of today 
create the biggest fortunes.  This led him to internet information marketing where he has 
built multi-seven figure revenue streams and more than quadrupled his preview income 
within just a few short years.  Jeff has since generated eight figures plus in online 
revenue for himself, partners, clients and students with whom he freely shares his best 
underground internet information marketing strategies for generating huge revenues in 
a very short time while creating a huge online brand and authority that leads to long 
term success and legacy status.  Jeff Vacek, welcome to How to Sell to Women.         
 
Jeff: Thank you, Lisa.  Really excited about being here.  Thanks for having me.   
 
Lisa: I’m excited about you being here too.  We’ve had so many different opportunities 
to bump in to each other at events or hear each other from different people and this is 
my selfish little way to get to know you better and it just so happens that thousands of 
people get to benefit too.  So there you have it, that’s the truth.  So tell us a little bit 
about your business, the unique transformation you offer to your clients and what 
percentage of your clients that you’re serving right now are women.      
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Jeff: Sure.  I’ll kind of answer that backwards.  It’s interesting you asked me because 
we just recently looked again, man, within the last handful of weeks at the time of this 
call, and it really is pretty much 50/50 men/women.  So I’ve got a good split business 
there as far as that audience is concerned.  You know primarily what we do, I have a 
company and we basically have two divisions.  We have an education division, training 
and development division, so to speak, and then we have a business services division.  
So in the training and development and education division, we primarily worked with 
small business owners, solopreneurs, people like that to help them create real 
businesses.  A lot of them had gotten taught a lot of wrong things and they’re doing a lot 
of wrong stuff right but it’s not getting them results that they want.  And so from home 
study courses up through high end coaching programs, that’s what we do in the training 
development and education division.  And the businesses services division is almost 
like a support division of the training development and education division.  We have an 
email platform, we have a lead, sales and marketing service.  So we have some 
different types of business services primarily related to sales and marketing that can 
serve of course the clients that we have in the other division but we also serve other 
clients have not come through the training and development division as well.  And I 
started doing this I guess about six years ago full time.  I’ve been laid off four times in 
three years and I guess that was final writing on the wall that I was not meant to be an 
employee.  And so like my bio said I tried a bunch of things and finally landed primarily 
in internet based information marketing education and then that just kind of the services 
thing just kind of came out of that.  It was like a logical next step to diversify everything.   
 
Lisa: It’s funny Ali Brown was just sharing in the prior hour that she also had this 
turning point where she realized she was basically unemployable and I think that’s a 
common theme here with a lot of our entrepreneurs and folks listening who you know 
maybe employed looking to make a transition and coming to that realization.  I’m so 
curious, if you don’t mind me backing up, what is an example, I love what you said 
about clients are doing a lot of wrong stuff right and it’s not getting them the results they 
want.  What’s like a common example?  You might be hitting  a few of us between the 
eyes here but what’s a common example of something that is a wrong stuff but we’re 
doing it right?  
 
Jeff: Sure.  A great example and with all due respect is doctors.  In my experience, 
you don’t learn business in medical school.  You go to a medical school for a really 
really long time and you learn how to be an amazing doctor but they don’t teach you 
business and how to have a real sustainable business.  So when I say they do a lot of 
wrong things right is office management, patient management, patient communication, 
hiring, firing.  Basically anything and everything related to the business side, they’ve 
never been taught and so they’re just kind of thrown in to it and they may read 
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something here and read something there on the plane when they’re going to a 
physicians conference or something like that and kind of get an idea and it’s very 
tactical.  And you know doctors are very left brain analytical people often times and so 
they see something that’s really tactical and go, “Oh that might work in my practice,” 
and then they go and they take it back to the practice and they give it to the lower level 
office manager or staff member or something to implement and they don’t do it right and 
it just actually causes more issues.  Doctors just…       
 
Lisa: Got you.  You know you are hitting close to the vest here because I had 14 years 
of putting my then husband through cardio thoracic surgery training and yeah, we tried 
to start a business and it wasn’t a great experience.  So I can relate to that example.  
Yeah. 
 
Jeff: And really in any business, they just most people focus—first of all, they have no 
business even having a business.  A lot of times, a phrase that I use, they don’t even 
know how to put their pants on one leg at a time, and they’re going out and trying to 
start a business.  Maybe they have an employee mindset, maybe I mean they’re getting 
trained a lot of things that aren’t correct as far as having a real business.  They’re 
getting trained a lot of tactical stuff, a lot of transactional type stuff and they’re not being 
trained on the stuff like how do you think like a marketer?  What are customer 
behaviors?  How do you identify your customer behaviors?  How do you identify who 
your customer and who your market really is?  And then how do you talk to them?  You 
know we’re talking about selling to women.  It’s so amazing what you‘re doing because 
this is the type of thing that nobody freaking teaches and then they go and try to sell to 
women or whoever and they do it wrong and they keep doing it over and over again 
expecting different results which you and I both know is the definition of insanity.  
 
Lisa: I appreciate that and like I told you, this is my way to also stay up on what’s really 
working with attracting women clients, inspiring them to say yes, or call it conversion 
and the no-no’s so I’ve been asking the same questions over and over and that’s 
actually what I want to dig in to with you.  It’s so beautiful that you’re one of the folks on 
the series that does have a pretty equal blend.  It probably says something about the 
balance of you as a man in your masculine and feminine balance.  Maybe you’ve struck 
that perfect equation.  So what would you say when we look at attracting women clients 
and you look at how you’ve attracted maybe half men half women, what are some of the 
ways that you say are your top strategies for attracting women clients in specific?       
 
Jeff: Sure.  I mean well one of the ways really quick was I lost about 90 lbs and got 
way way way better looking.  So I mean definitely attract women—I’m just kidding. 
 



 

 

Pa
ge
4	

I did actually do that.  I did actually lose a lot of weight and it’s funny it has been mostly 
women that have come up to me and said, “Man, you look like 10 years younger.  You 
look amazing,” and things like that.  So I’m kind of joking and I’m not. 
 
Lisa: Yeah.  I want to dig in to that.  
 
Jeff: I mean a lot of people do typically and speaking of tactical, if you look at studies, 
a lot of people tend to gravitate towards the people who are more attractive.   
 
Lisa: I think there is you know we can’t deny that there’s a first impression, right.    
 
Jeff: Right 
 
Lisa: And there are prejudices in different areas sometimes it’s in weight and there are 
many other areas on the list that culturally in some cultures, folks will judge that you’re 
more in control or things like that, so who knows how much that plays a role, not to 
mention that there’s so many women are always looking to lose that few pounds and 
you did it, so that’s pretty inspiring.    
 
Jeff: Exactly and the thing is though I don’t believe what would have—the point that I 
was trying to make, I’m glad you actually interjected that because it kind of steered me 
in a different direction, the point I’m trying to make is that if and this relates to attracting 
women clients very well is regardless of how you look, if you have a voice that comes 
from humanity, if you have a voice that’s authentic and you can connect with someone 
and I don’t care if they’re men or women and I’ll talk more specifically how to do that 
with women and how I do that with women, but if you can connect, it doesn’t matter 
what you look like.   
 
And so some of the things that I do to attract women clients is that women are in my 
experience, of course all of this is from my experience, just what you asked for, in my 
experience women are typically family centered.  They’re typically, you know, they have 
that mother’s intuition and things like that so I talk about my kids a lot.  I show my kids a 
lot.  I have and I’m probably going to break up a little bit but I have four beautiful 
children in the ages of 18 months to 7 months, and when a woman, a familial based 
woman and especially if you’re targeting like Hispanic women, I mean you know hey, 
Hispanics is the number one in the fastest growing segment of our population, minority 
segment of our population.  I mean a lot of business people are kind of missing the boat 
by not targeting women the Latin community specifically and things like that because it 
is such a growing segment especially in the United States but really anywhere actually.  
And so Hispanic women are very very family centered and they’re very very nurturing so 
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if you can appropriately mix in to your marketing and in to your attraction strategies your 
kids, your family.  You might say, “What if I don’t have kids or family?”  That’s fine.  And  
there’s other things you can do as well.   
 
One of the other things that I do is I watch you and I watch other successful women who 
attract a lot of women and I watch a lot of successful men.  There’s a particular 
gentleman, I don’t want to mention his name because I don’t want to take anything 
away from you, that is very well known in the women entrepreneurial in the women’s 
sales and marketing niche and he’s a man.  And he does a phenomenal job of attracting 
and marketing and selling to women.  Modeling, model the other men and other women 
that are doing a great job like you, like Lisa Sasevich, you know, attracting, marketing, 
and selling to women.  Model what they do.  But you still have to be authentic.  You still 
have to, women can sniff out, I found that women can sniff out inauthenticity so much 
faster than men.  And one of the reasons why is because men don’t listen.  We don’t 
listen.  Women do.  Women listen intently.  And they’re going to read every word in your 
sales page.  They’re going to listen to every single word in your webinar and you’re 
guilty until proven innocent.  And so you have to be authentic and you have to be 
nurturing.  You have to make a connection and if you can bring in the kids and the 
family and things like that, it’s great if you have that.           
   
Lisa: I have to tell you because we have this perfect dynamic here that I am a woman 
and I’m listening to what you say and I’m putting myself in like very sensitive to my 
reaction on purpose so I can hear the things that like really grab me and it’s true.  I don’t 
know you well.  So when you said you have four children at these young ages, you 
might have heard like for those of you grabbing our upgrade package, you listen back 
and you’ll hear me go, ah, like I actually have a reaction and I suddenly felt so much 
more connected to you because I have a seven and a ten year old.  But did you say 
your four children from 18 months to seven months?   
 
Jeff: Seven years. 
 
Lisa: Okay.   
 
Jeff: Seven years.  Sorry. 
 
Lisa: Wow.  I mean we can do a whole call just on that.   
 
Jeff: Yeah. 
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Lisa: You have 18 months to seven years.  You have four children.  I mean it’s true.  I 
suddenly so much more related to you.  There’s just a whole world that opens up and I 
think that’s really beautiful and I so appreciate what you’re saying about the Latin 
community and their growth, and just the natural nurturing that tends to arise there.  I 
think these are fabulous points that we have not yet heard in our series.  I’m putting 
them down on the action sheet for everyone to just look around your business and see 
where you can be including a little bit more of that personal connection and maybe 
mentioning children or your nieces and nephews.  And even your parents, I know that 
women love it when I tell stories about my dad or recently just started sharing a little bit 
more vulnerably about my mom.  There is something about that that makes us feel like 
we know each other, so thank you.  Thank you for adding…   
   
Jeff: Awesome.  I didn’t know you had a seven year old, so that’s awesome.   
 
Lisa: I do, a seven and a ten year old.  And my boyfriend has three kids between six 
and ten.  So you know, we’re like the Brady bunch on the weekends.   
 
Jeff: That’s great. 
 
Lisa: … around here.   
 
Jeff: So you know the true meaning of chaos too, then. 
 
Lisa: You know there’s something about once you had five and it was like they were all 
girls except my son, so then we always grab a boy like all my friend s have just one boy, 
like [0:17:22] and Vivian, we’re always like, “Can we borrow that?”  So once you break 
the four, five mark as you know, it’s like six, seven, I mean the house is a disaster and 
they’re going crazy anyway.    
 
Jeff: That’s true. 
 
Lisa: So what’s a few more. 
 
Jeff: That’s true. 
 
Lisa: The more the merrier.  So that’s really beautiful.  I really appreciate what you’re 
saying and is there anything else you want to say about attracting women clients?  I 
definitely also want to get your point of view about converting or inspiring women clients 
to say yes. 
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Jeff: Sure.  As far as attracting, I think I mean you know a lot of these we could do a 
whole day seminar just on one of these.  
 
Lisa: For sure. 
 
Jeff: But I think that gives them some very—I think that gives everyone listening some 
very specific like you said making that a connection, putting that personality in on that 
authentic personality and then of course what I said about the modeling.  If you’re not 
sure how Lisa is marketing to women, then go look at what she’s doing and follow her, 
opt in and obviously opt in to her list and watch what she’s doing and don’t watch her as 
a customer.  Have a different set of goggles on.  Watch her as a marketer.  What is she 
doing here?  Oh she’s talking about her seven and ten year old, well, I wonder why 
she’s doing that?  Well, she’s probably going to get related.  She’s probably trying to 
make a connection.  People want to do business with people that they have a 
connection with and the faster you can make that connection, the better and the 
quicker—you know, we are going to talk about conversion, she’ll turn them in to a 
conversion and the more you’ll attract.    
 
Lisa: Great.  I love what you said about modeling.  It’s so true.  In a little bit, we’re 
getting in to the no-no’s and that’s also another place to keep those same goggles on, 
like the things that somebody does that just make you cringe, take note, right. 
 
Jeff: Right. 
 
Lisa: Because you can do it differently but we’ll get there.  Well, that’s beautiful.  So 
let’s talk about conversion of what we call inspiring women clients to say yes, right.  
Why would I change the words?  Because when you say the word conversion, it feels 
very impersonal to a woman but inspiring women to say yes, that’s attractive to the ear 
of a woman client.    
 
Jeff: Right.  Yeah, you know, again, these all kind of relate but it’s really not any 
different to be frank and whether you’re a man marketing and attracting a woman client 
or customer or a woman attracting a woman client or customer, it’s not any different 
than really any other [0:19:59] and let me tell you what I mean by that.  It is different 
than what a lot of you are probably doing and have potentially even heard but if you 
treat women for who they are like what they’re talking about, the nurturing, the 
personality, the authenticity, the connection, the listening, okay.  If you treat them for 
who they are and how they want to be treated and how they want to be listened to and 
how they want to be interpreted, they will swarm you.  They will swarm you because 
they’ll feel heard and they’ll feel safe.  Women I found they want to feel safe and they 



 

 

Pa
ge
8	

will feel safe with you and they will feel confident in their choice to work with you.  And 
you really want to do and I don’t mean to take it out of the realm, Lisa, but I mean with 
any prospect, that’s what you want to do.  You need to treat them for who they are.  And 
that takes training and development and learning customer behaviors and learning 
customers but really learning about people and learning about their humanity.   
 
Most people treat their, oh so we’re talking about attracting women and now we’re 
talking about getting women to say yes.  That’s why I really want to acknowledge you 
for what you’re doing, Lisa, because you’re doing a telesummit on humanity and how to 
market and sell to a human being, a specific segment, a specific type and in this case a 
specific sex of human being and how most people relate to their prospects is I just 
attracted a bunch of email addresses and now I need to convert them.  I need to convert 
these email addresses in to money.  They don’t treat it like I need to take this woman, 
this beautiful human being that I just attracted to opt in or whatever or say yes that she 
wants to know more about me and now I need to convince them to say yes to working 
with me at some level, whether it’s buying a product, buying a service, buying 
education, coaching, consulting, whatever it is.  It’s a woman that you’re dealing with.  
It’s not a number.  It’s not a KPI that you’re trying to turn in to money.    
 
Lisa: An EPC, an earning… 
 
Jeff: Yeah, exactly, an EPC.  Nobody has ever asked me the question you asked me 
at the beginning about what is my split and I know it works within the context of this 
conversation.  You’re the first person that ever asked me that on an interview or on a 
webinar or whatever and I’ve been doing this for a really long time and no one has ever 
asked me that when they’ve been trying to get related to me or get me related to their 
audience.  And so these are women that we’re dealing with.  They are human beings 
and you need to treat them for who they are then they will feel heard.  They will feel 
safe, they will feel confident and they will swarm you.  And then you have to keep doing 
that.  You have to continue to nurture them through the sales process and then the 
fulfillment process.  You can’t just back off once you—you know you and I are kind of 
laughing before this when we were kind of pre-briefing about going after somebody’s 
wallet, thinking we were saying joking most guys think from the waist down but we were 
actually talking about the wallet because the wallet typically fits from the waist down on 
a man.  And you have a relationship to this, you can relate a lot of this to courting and 
dating and things like that.  Once you go on a successful date with a woman, it doesn’t 
mean you need to just go immediately be all over them and try to sleep with them that 
night and things like that.  You need to continue to nurture the process authentically 
from nothing potentially with no specific intentions in mind which more relates to dating I 
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guess.  But I mean you can’t just stop once you get the sale.  You got to keep doing that 
because they will sniff it out in two seconds.      
 
Lisa: I think, you know, Jeff, it’s a great example you’re bringing up because if a 
woman gets taken out on a great date, I mean she said yes, she’s on a date, right, we 
love to get that call or that little text or something after and I know you’ve made a lot of 
money and been very successful with online marketing and don’t you do that in your 
business?  After you run their credit card, you get a little thank you.  They might get 
some piece of value immediately.  It’s not just like you run the card and they’re 
wondering if they’re even in your system anymore which we can relate… 
 
Jeff: Exactly. 
 
Lisa: … right back to the man [on the game].  I mean I see where you’re going and 
strategically with online specifically, is there anything that comes to mind, I know we 
didn’t really talk about this in advance, but when you think about conversion online, 
what are some of your like people are just looking at their own website or thinking of 
building one or they’re going in to an online campaign, like I know we use irresistible 
offers for example, huge thing we teach to invite pursuit, right, to let our clients come 
toward us.  Are there certain things that you do, it might even be across the board that 
you feel really are your top strategies for conversion and having to grab those women 
clients in the process?    
 
Jeff: Sure.  I definitely we do a lot of connection based video, audio.  I want them to 
hear my voice or see me as soon as possible.  So on a lot of our pages and at every 
step of the process, every touch so to speak, right, you typically are at least hearing me 
but a lot of times they’re seeing me, okay, so that we can make that connection.  And 
my language and my messaging is very connection based, very humanity based, very 
nurturing.  So here’s the thing, Lisa, and you know this, people won’t remember and 
women especially, okay, women especially, they’re not going to remember really what 
you do and say, they’re going to remember how you made them feel.  And so at every 
step of this sales process, I try to leave them with something that has made them feel 
really good about the choice that they just made, whatever it is, whether it’s just opting 
in or buying a $50,000 consulting package from me.  And you know you mentioned like 
the process after you date, women are hoping to get that little text, “Hey, I had a really 
great time with you tonight,” whatever, “look forward to seeing you again.”  
 
Lisa: In the next module. 
 
Jeff: I mean just a little touch.  Yeah. 
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Lisa: I look forward to the next training module.   
 
Jeff: Exactly.  And in our house so to speak, within 24 hours because a lot of our sale, 
we do a lot of webinars and so a lot of our sales happen in the evening so we don’t like 
to call people too late but the next morning, they actually are going to get a call from a 
woman that’s purposeful, a welcome call.  Everybody that buy anything from us, 
whether it’s a $7 report or a $50,000 consulting coaching packages with services and all 
the bells and whistles, it’s going to immediately get a welcome call from a woman from 
someone in my phone room, I’m sorry, not immediately but at the appropriate time, get 
that touch, that live touch so that every point in the process, we’re touching and 
connecting, touching and connecting and I don’t care how much it cost if my profits are 
lower because I like to touch and connect with especially my women clients more than 
what a lot of people do, I don’t really care because in the long run, that will bring more 
abundance to me and things like that and to my children and to my legacy and then 
creating a real business because I was so committed to that touch and that connection.       
 
Lisa: What is the reason that you—you said specifically on purpose that you use 
women for those calls, that you hire women to make those quick connection calls, what 
is your reasoning for that?   
 
Jeff: Sure.  My reasoning for that and actually what I really wish I had was a British 
woman.  The British women had the most comforting and nurturing voice.  It’s been 
shown and again I know this is a little tactical but I mean sometimes you have to be 
tactical and strategic.  I mean a lot of times you do.  And so I do always heard…  
 
Lisa: What are the tactics and strategies, don’t be shy.   
 
Jeff: Okay.  I’ve just always heard and I’ve talked to some people.  Like on my iPhone, 
my Siri is a British woman.  There’s this allure to it.  There’s just allure to a woman’s 
voice, to a nurturing voice and things like that.  It just has always worked really really 
well.  They’re very calming too.  So if she does, Lacy or Ashley or Amy or whoever in 
my phone room, they call someone in and they’re a little bit perturbed, they have this I 
think because of that motherly instinct and that familial instinct, there’s this calming 
effect that they bring to the call and they’re damn good listeners.  It’s like I said women 
listen so they really get the concern and they really the make the client or the customer 
feel heard and that’s just my experience.        
 
Lisa: You know it’s funny you bring up the British woman’s voice and I think you’re 
right.  It’s comforting but there’s also something that’s confident about it too, right, 
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because you relate that sort of English know how.  I never heard that before but you’re 
bring up some just fabulous, simple, yet fabulous easy to apply tactics, strategies, 
mindsets that every single person listening here could easily be doing a follow up call to 
every client, woman, British woman, you decide.  That’s great.   
 
Jeff: I mean in practice, absolutely, in practice, your refund rate I don’t care what 
you’re selling would drop dramatically as well.  And that’s the whole thing is people like 
you know why do you have a US based phone room that does all your stuff and you’re 
specific about a woman and some different things like that.  I said a comment about 
making less money but I don’t think I do because I keep more money because of how I 
do the connection and how I’m strategic about my connection and there’s purpose 
behind it and humanity behind it and everything. 
 
Lisa: You retain your clients and they also probably buy from you again, right.  So we 
know that the highest cost is in acquiring customers in the first place.   
 
Jeff: Right. 
 
Lisa: So it sounds like it’s serving you in all those ways.  Are there any no-no’s that 
you recommend that we watch out for and again whether it’s online or delivering your 
training or in the sales process?  Any examples come to mind that just you might step 
up on your own toe or heard about?   
 
Jeff: Yeah.  Sure.  I mean doing like the opposite of what I said.  No connection, no 
videos, no audios.  I mean at least do an audio.  If you don’t like how you look or 
whatever and you don’t want people making fun judgments or whatever, I mean that’s 
fine, then at least do an audio.  Create a connection at every step of the process.  So 
what doesn’t work is not creating a connection.  Being very—and I may have to define 
this but being very salesy, being a sleazy car salesman, I found it doesn’t really work 
with men as much anymore because people have become so jaded and immune to it 
but it really really doesn’t work with women and it really really doesn’t work very very 
quickly.  Like I said women can sniff you out, guys or girls doing this.  Women can sniff 
you out so quickly so no sleazy car salesman crap, no overzealous claims, no ridiculous 
hype in your marketing and again, don’t be disconnected.  Do not be disconnected.  
Connect as quickly as you can.  I know you probably have a lot of coaches and 
consultants and things like that on your list and I was looking at the other people that 
are on your telesummit, I know they have a lot of coaches and consultants and things 
like that.  So those of you listening that are in that area, I don’t care what the field is, 
coaches, consultants, speakers, authors, thought leaders and things like that do a lot of 
phone, have a lot of phone time and possibly even do a lot of phone sales.  Guys, listen, 
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okay, you have to listen.  Alright.  Shut up and listen, don’t think about the next thing 
you’re going to say or that this woman is being dramatic or like whatever.  Listen for her 
commitment, listen to what she’s really out to do, the outcomes that she wants, the 
results that she wants out of working with you.  And then take the conversation that 
way.  Women, don’t just talk.  Don’t just find out about their kids and that their husband 
loves the San Francisco 49ers, that’s going to root for the Peyton Manning in the 
Superbowl because he just loves the Manning family and that he loves Ferraris and 
racing and that the kids, Matthews and football.  This is his first year playing taco 
football.  Like women love to tell stories.  Women love to connect like we said at that 
personal level and things like that.  You need to direct the conversation away from that.  
Get related quickly, create a single relational—create somewhat I say what I call some 
really really quick relational capital.  Lisa and I created some really really quick relational 
capital when I started talking about my kids real quick.  And that was quick.  We don’t 
have to say a whole lot more about it.  This is business.  We’re not at a social function.  
We’re doing business.  Women coming on the phone and getting on the phone with 
you, they understand it’s a business environment so we don’t need to talk about our 
lifestyle and things like that.  Ladies, you all can tend to do that sometimes especially 
when you get together.  Okay.  Yes, I think those are kind of like some of the top things 
that I can think of, Lisa.  It kind of applies to some different niches and offline and online 
and phone cycles and phone sales and things like that.    
 
Lisa: Yup and I know that you also have been—it applies to, I like that you spoke to 
men, you spoke to women and you’re right and with our structures that we teach, for 
example our Speak-to-Sell work, we are always working to teach both our men and 
women clients, you need a structure.  You need to know your point, right.  Don’t tell a 
story without having a point.  Men get this and sometimes us as women we connect just 
through telling our stories so we don’t naturally think, “Oh it has to have a point?”  Right.     
 
Jeff: Right. 
 
Lisa: It needs to have a point.  And I know there are so many schools of thought, that 
there’s Mars and Venus, there’s not Mars and Venus, but what I love about everybody 
listening is you guys came open, you’re not there as judges as saying, is this right or 
wrong?  You’re there to say or you’re there to say, how can this fit?  How can I make 
this fit and to advance what I’m doing?  So I think everything you said is really awesome 
and I love how you tie—I want to tie together the gift that you have for everyone that 
wants to take your work further which I’d imagine the majority of our listeners here that 
you put together a special gift for them to be able to really train with you through this 
webinar and get real world strategies for taking that existing knowledge and building a 
100% automated six figure information business.  I think it’s a 90-day plan and even if 



 

 

Pa
ge
13
	

you’ve never made a dime, it will get you there.  So I’d love to share about that with 
them and also when we’re doing that, this idea of an automated business.  Everybody is 
interested in evergreen automated funnels.  We’re hearing that all the time.  It’s 
interesting, I haven’t looked at this but you know what we’re talking about today with 
selling to women, we need that connection and we’re sharing about nurturing women, 
go through the sales process and after.  So first of all, why don’t you all follow me over 
to Selltowomen.com/jeff.  I kind of forgot my own [place], Selltowomen.com/jeff.  How’s 
that for modeling, Selltowomen.com/jeff, J-E-F-F.  You can see the gift that he has here.  
I’d love for you to tell us a little bit more about it and then anything that might tie in on 
our theme today on that automated part of the business would be great.   
 
Jeff: Sure.  Basically, what most of our—a lot of our education from a business model 
perspective is teaching what we do.  When I started doing this, I realize I started really 
small.  I realized I have a specific expertise and that I could position myself as an 
authority inside of that specific expertise and then train and develop others to master 
that specific area.  And at the time, it was actually productivity and time management.  
So I started an information marketing, an online training and development program and 
so now one of the things that we put on our training and development is we train and 
develop other authorities, other experts how to do that.  The other thing that we do is we 
tell them that we’re really honest.  I mean that’s another thing with women, we’re very 
very honest, Lisa.  So if your area of expertise, a lot of people when they see 
information marketing or being coach or training and developing other people, they’re 
not really sure of their expertise translates in to commerce, translates in to a real 
business.  So the other thing that we do is that at the very beginning of our program, we 
work with them which the webinar we’ll tell them all about is we work with them and 
we’re straight up with you, you know what, you’re in an expert area that we really don’t 
think is going to provide you the income, the stability, the legacy and real business that 
you want, so let’s relook at what your genius really is.  So we really get in to what 
people’s genius really is and we pull it out of them and then we can from a tactical and 
form and function point of view change the context of that and everything and apply it to 
another business for them.  So it really doesn’t matter what your experience is and stuff 
like that, we’re going to tell you if it’s not going to work in commerce and not work for a 
business but a lot of people they have, they have an area that will work in commerce 
and will work inside of business.  So that’s what that webinar is all about and especially 
for women, if you want to start at part time, if you’re a mom and you’re working and 
things like that, I men information is just such a low barrier of entry business to start 
with.  And even if you already have a business, you may have a very lucrative 
information stream sitting next to you and you don’t even know that and we can 
discover that with you.  So that’s really what the webinar is all about, Lisa.  As far as the 
automation, one thing I want to make really really clear, if you’re an entrepreneur, no 



 

 

Pa
ge
14
	

matter what you are, if you’re an entrepreneur, you’re a business owner, if you’re not 
doing it, it’s automated.  So my welcome calls are automated.  Why?  Because I’m not 
doing it.  Yes, it’s a human being making that connection and doing it, but I’m not.  It’s 
called leveraging other people’s efforts.  It’s still automated.  A lot of times when we 
think of the word automated, we automatically think of digital.  Okay, well, I’m going to 
interrupt that.  Automation for me is I’m not doing it.  I can go be with my kids in 
Disneyland for seven days and I don’t have to worry about jack squat in my business 
because I have people and systems and digital stuff all taking care of it for me.  And 
that’s what I mean by automated and we show you, we show our clients and our 
customers exactly how to automate every single piece of their business if that’s what 
they want to do.         
 
Lisa: Well, I just heard a lot of men and women get deep sigh and a lot of type clicking 
as they go to Selltowomen.com/jeff to find out more about how to get that kind of 
freedom and automation.  And thank you for expanding the term, right, because we do 
all things like oh, automated webinars or something and what you’re saying is let’s 
expand that.  If you’re not doing it but it’s being done, you got a system and we’re 
calling that automated.  So I love that.  I think that’s just a perfect place to wrap up.  I 
really appreciate getting to know you.  I already have an appreciation for you just 
through your reputation and now I get it personally through getting to learn from you 
today so thank you for your generosity.  I really appreciate it.          
 
Jeff: Well, thank you, Lisa.  It’s been a blast and I’m honored and I appreciate you.  Of 
all the people you select, you chose me as one of your few in the crowd to be involved 
in the telesummit.  I really appreciate it.  It was a blast getting to know you finally at least 
digitally in person.  And I look forward to meeting you…   
 
Lisa: At least it wasn’t automated. 
 
Jeff: Yeah, exactly.  I look forward to meeting you physically in person some day and 
giving you big hug and stuff like that. 
 
Lisa: That’s awesome.  So everybody, you want to go to Selltowomen.com/jeff for his 
real world strategies for taking your existing knowledge and building a 100% automated 
six-figure information business in the next 90 days.  Also just a reminder, we have a 
killer VIP upgrade package available for those of you that you just can’t make it to every 
single speaker or you can but you want to hear it again.  You want the transcripts.  You 
can’t imagine the action sheet notes I’ve been taking with the things I want to apply right 
away just from what I learned from Jeff.  I love the idea, that follow up call.  I like the 
British accent idea too.  I do have a reaction to a British accent, it’s very positive.  So I 



 

 

Pa
ge
15
	

appreciate that.  So if you want to get our VIP upgrade package and save a $100, for 
just $97 today, you can go to Selltowomen.com/upgrade.  Again, get all the mp3s, the 
transcripts, my action sheets, plus every single one of our teachers gave a free gift 
where just like this super cool gift Jeff gave today, where you can take their work even 
further in to your business so you’ll be able to find all of that easily as well with our VIP 
upgrade package.  So lots to do and just a reminder that this afternoon, we still have 
Nan Akasha, Blair Singer, Christy Whitman, Christine Kloser, and then a huge line up 
tomorrow starting with Margaret Lynch and ending with just a woman I respect and just 
get so inspired by which is Mary Morrissey.  So I look forward to continuing the day with 
all of you and again, Jeff, thank you so much for contributing so much on how to sell to 
women today.   
 
Sponsor Lisa Rehurek 
 
Lisa S:  And now I would like to introduce to you our sponsor for today, Lisa 
Rehurek, business mentor, speaker and international bestselling author.  Lisa boldly left 
her successful six-figure corporate career to join the ranks an entrepreneur was able to 
turn her business in to a six-figure venture the very first year.  Now, she helps other 
female entrepreneurs grow their businesses by introducing more structure and 
simplicity.  Her passion is to help them forge their own path via her motto, “Be brave, be 
bold, be you.”  So welcome to the call, Lisa Rehurek.  Hello.  
 
Lisa R: Hi, Lisa.  Thank you.  I’m excited to be here.   
 
Lisa S:  You know I’m just so happy when you stepped up to be our sponsor.  I 
know how committed you are to helping women.  We have both men and women 
listening who are interested in being able to honor, serve, attract women clients and I 
know that what you have to share in your Be Brave, Be Bold, Be You strategies are just 
a perfect fit so thank you for saying yes.  And I want everybody to know you so tell us a 
little bit more about the unique transformation that you offer to women with your work.    
 
Lisa R: Wonderful.  Well, just what you said, I really help women entrepreneurs 
find a better way to grow their business.  And I do that by bringing in more structure and 
leverage because I want them to be able to serve more people, do what they truly love 
to do, right, the thing that keeps them fired up and passionate about their business and 
then ultimately to make more money, and that’s what I do to transform other women 
entrepreneurs.   
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Lisa S:  And it sounds like you do it all with one of my favorite words in line which 
is, well two of them, structure and simplicity.  Is that something you would say as kind of 
a unique edge that you bring to the process? 
 
Lisa R: Absolutely.  Absolutely.  It’s really all about that because you got to have 
that in your business in order to go bigger and go bolder.  You got to have that stuff 
there to build that foundation.   
 
Lisa S:  And so you were in a six-figure job and you left and you know a lot of 
people can’t make that leap from employed to entrepreneurship and have six-figure 
success as fast as you did.  We love to just know a little more about you, what were you 
doing and what did you transition into to transition right in to this work? 
 
Lisa R: I transitioned a little bit.  I did some consulting.  So I was in consulting in 
my corporate career and I started my own consulting business and so I was consulting 
to corporations and really found that my passions was helping other entrepreneurs 
especially those that are coming out of corporate because it’s a totally different ball of 
wax as you know, right.  So that’s where my passion lies and it was a little bit of a 
transition but that’s what I do full time now.      
  
Lisa S:  Well, that’s awesome.  Obviously, you have a knack for inspiring women 
clients to say yes, otherwise, there’d be no way that you can go from employed to 
entrepreneur and have that much success that fast.  So in the name of this series, for 
people who are listening that want to inspire more women clients to say yes to 
themselves and their own transformation, what have you found is effective in that 
moment of yes, that we call it sales conversion, right, over here on the sassy campus.  
 
Lisa R: Yeah, these are all things that I learned from the transition that I made, 
right.  And the first one is really about building your relationship.  It’s not about selling 
which is for whatever reason my mind I was like “I have to sell them, I have to sell 
them,” but ultimately it’s about building the relationship and it’s not about me, it’s about 
my potential clients, and really providing a solution to a challenge that they’re having, 
right.  Serve them with a solution if it’s a fit instead of working so hard to make a sale.  
And that was a really big turning point for me, and kind of on the heels of that, women, 
we really want to feel like we’re being heard.  We want to know that what we’re feeling 
is valid and we want to know that you understand that before we start telling about our 
solutions and everything.  We want to be heard.  So listening is another really big skill 
that’s important when you want to inspire a yes out of your potential clients.   
  
Lisa S:  Awesome. 
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Lisa R: Yeah and another thing that I love right now, Lisa, I think we live in this 
amazing world that right now the theme out there is authenticity and transparency.  And 
this is another point that I make in thinking through how I inspire my clients to that yes is 
being yourself.  Don’t try to be somebody that you’re not.  Don’t try to do it everybody 
else’s way.  Figure out what works for you.  Be yourself.  We women we want that 
authentic connections and we want to be inspired by people who have that authentic 
energy and if you don’t have it, we are going to see right through it.  So you got to be 
yourself.   
  
Lisa S: I know we have our BS meters out, don’t we?    
 
Lisa R: Yeah, totally.  You know it’s something that we’ve got and we can feel it. 
  
Lisa S:  Yeah. 
 
Lisa R: So you can’t really do the BS, you just have to be yourself and stop trying 
to be everybody else and it will come.  And then you know what’s interesting about that 
too is because my last point on this is really women buy from people that they know 
they can trust, right.  We all know that.  But we’re very loyal and we love buying from 
people that have proven themselves.  So social proof and friends proof is a really big 
deal and I learned to inspire them through sharing clients success stories and then of 
course, a lot of business comes from a referral source, that’s our best place to get 
business, that’s the best place to get a yes because they’re almost always a yes before 
you even have the conversation.  So make sure that you’re servicing your clients in 
everything that you say you’re going to do because they’re going to refer you and that is 
the best yes you can get.   
  
Lisa S:  You know I love that you brought that up because we’re like in the second 
day of the series and we’ve had some amazing teachings of how our different experts 
are attracting and converting their women clients and not a lot of people have talked 
about referrals but given how much we love to share and tell each other our stories and 
our truths and share wisdom and referrals, it’s interesting that it hasn’t come up more.  
And I think being like so profoundly connected to structure and simplicity as you are that 
that’s a really smart one to include in the mix.  It’s easy to structure in.  It doesn’t cost 
anything barely and it’s simple, just remember to do it and having a structure.  It’s a 
great advice.  
 
Lisa R: Yeah, easiest client to get is a referral.   
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Lisa S:  That’s great. 
 
Lisa R: Yeah. 
  
Lisa S:  I’ve heard some pretty interesting things with these, anything that being a 
woman yourself either has kind of come at your or you’ve tried that you would put under 
the category of kind of a no-no when either trying to attract or convert the sale with the 
woman client.  
 
Lisa R: Yeah, you know one of my favorite things here is and this is a little bit 
obvious but one of my favorite things is you got to be honest and do not try to cover up 
mistakes.  This is why for whatever reason we kind of turn in to this panic mode when 
we make a mistake and we think, “I’m going to cover it up and maybe nobody will 
notice,” but here’s the deal, women don’t expect you to be perfect but what they want is 
to know that if you mess up that you’re going to be there to fix it and I heard this 
amazing statistic or quote, I don’t even know if it’s really statistics, but the better a 
company recovers from a bad experience, the more likely a woman will be to refer that 
company even over more likely than if there was no mistake in the first place.      
  
Lisa S:  You know that’s a beautiful thing to remember.  It kind of gives us all 
permission to go back what you started with, to be authentic and be transparent.  And I 
could think personally too is there are times when I really [clogged] it up on the stage 
and at the end of the day, if I was honest about it people were more endeared to me 
because of it versus trying to shove it under the rug.  I think you’re speaking true 
brilliance here, Lisa.  But of course your name is Lisa so what else would we expect, 
right? 
 
Lisa R: Exactly.  Exactly. 
  
Lisa S:  Well, I think it would be amazing if people listening can have the 
opportunity to take your work even further and I know that you put something special 
together and easy for everybody to find.  In fact, if you want to go there right now, follow 
me over to Selltowomen.com/lisa, L-I-S-A, that’s Selltowomen.com/lisa.  And if you 
could tell us what they’ll find there, what kind of a special gift you’ve put together, Lisa, 
that would be great.  
 
Lisa R: Absolutely.  I have a really, this is one of my favorite tools that I’ve ever 
created and this is a free gift.  If you go to that website and it’s what I call my Do Ditch 
Delegate Roadmap.  And what this does is it’s just a one page quick little map that’s 
going to help you assess where you should be spending your time.  And for those of 
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you out there who really struggle with either delegating, you like to be in control, you 
don’t want to delegate or you’re doing too much yourself, or maybe you’re just wasting 
time on things that don’t matter, this is going to be an invaluable tool to just get you on 
that path to start doing the things that are the most important to you and your business.  
So it’s the Do Ditch Delegate Roadmap.    
  
Lisa S:  I love that and you know I’ve had the privilege just so you guys know, Lisa 
has been in our mastermind and I have watched her help people, contribute to people.  I 
have watched her actually contributing these tips to my own team and to the folks that 
we have the privilege of masterminding with and she moves people.  She rocks it.  She 
makes it happen and I took a peek because I know the idea of Do Ditch Delegate but 
actually how to and what to, I needed a further cut.  So if you want to take sort of the 
idea in to actual practice so you can use it right now, definitely head over at this moment 
to Selltowomen.com/lisa, Selltowomen.com/lisa so you can get it from just the concept 
in to something super real and meaningful in your life.  Great, Lisa.  Is there anything 
else you want to share about what you’re up to or just advice for the folks listening that 
want to put your practices in to action right away.   
 
Lisa R: You know there’s only one other thing that I just want to say or I really 
want to reiterate is this is all about being true to who we are, right.  The more truth of 
who you are the better you’re going to stand in your confidence with what you offer and 
the more people are going to be drawn to you.  So my message, my passion is all about 
being you and be brave to step up and be who you are and follow your path because 
that is when it blows the doors off of everything.  You’re just going to shine so much 
brighter.  So that’s my message.  
  
Lisa S:  So that is who you are.  You’re so congruent.  You’re brave, you’re bold 
and you’re totally you and I’ve gotten to witness that over the years now.  So everybody 
listening, Selltowomen.com/lisa so you can just dig in to her Do Ditch Delegate 
Roadmap right away and also for all of you listening, just a reminder if you’d like to get 
all the mp3s, all the transcripts including both our sponsors, our experts, my own 
teachings together so you can be listening to it anytime you take a power walk or you 
just need a hit of inspiration, plus my personal action sheets, kind of like the cliff notes 
on each speaker so you can implement the key points that they’re teaching right away, 
you can get that at Selltowomen.com/upgrade, Selltowomen.com/upgrade.  That’s $197 
after the series but right now you can save $100 during the series and get it for just $97 
and that’s going to include all of the gold that Lisa Rehurek shared with us right now.  
So I want to remind you we’re just, wow, we’re kind of at the half waypoint here with 
Lisa.  We are going to be continuing on this afternoon with Nan Akasha, Blair Singer, 
Christy Whitman, Christine Kloser, and then a huge line up tomorrow starting with 
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Margaret Lynch and Mary Morrissey and I bring it home in the afternoon, so make sure 
to keep checking your email so you can know the schedule and be here with us the 
whole time.  Again, Lisa, thank you so much for coming on to contribute as a sponsor.  
Selltowomen.com/lisa is where you can get more and I look forward to seeing 
everybody on our next call.  Have a great day and thanks again, Lisa.  Bye-bye.  
 
Lisa R: Thank you.  Bye-bye. 
 
 

 

 

   

 


