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Host Lisa Sasevich – “The Queen of Sales Conversion”  
Introduces Blair Singer 

Lisa Sasevich: Hello! And welcome back to How To Sell To Women. This is your 
host, Lisa Sasevich, and wow, we are officially at the halfway point of this series. This is 
day two. We’ve had some amazing interviews this morning with Ali Brown, with Jeff 
Vacek. If you didn’t catch those make sure to grab our VIP upgrade package so that you 
can have those in your success library. You guys know you can do that at 
www.selltowomen.com/upgrade and you’ll save $100. You’ll get the whole package for just 
$97. After this it’s $197, so I would recommend grabbing it now. 

We have an amazing guest for you today, right now, that I’m very excited to introduce. 
And I have to say I’m a fan. This is somebody who has written some amazing books, 
we’ve shared clients. I know that being on the speaking circuit he’s making a huge 
impact out there. What a fun way to come to the midpoint of our series. 

Who I want to introduce you to now is Blair Singer. For almost three decades Blair 
Singer has empowered people around the world to go beyond their ordinary selves and 
reach peak performance as their extraordinary selves, rightfully earning him a worldwide 
reputation as an expert in sales, business, and personal growth. A dynamic, in demand 
public speaker, Blair has the unique ability to get people and organizations to shake up 
the status quo, change behaviors, and achieve unprecedented results.  

Spanning 25 countries on five continents his clients range from Fortune 500 companies 
like IBM, Citigroup, and UPS, to stores that we all know and love like Mrs. Field’s, 
Dunkin’ Donuts, Westin Hotels, all the way to small business owners, entrepreneurs like 
us, sales teams, and just regular folks. 

Blair Singer is a Rich Dad adviser to Robert Kiyosaki and the author of three bestselling 
books, including one of my favorites, Sales Dogs: You Don’t Have To Be An Attack Dog 
To Be Successful In Sales. And his latest book, Little Voice Mastery: How To Win The 
War Between Your Ears in Thirty Seconds or Less And Have An Extraordinary Life. 

I’m very excited to bring to you today Blair Singer. Hi, Blair. Welcome to the call. 

Blair Singer: Well, Lisa, thank you so much. Wow, that sounds like a lot of 
accomplishments. It kind of wore me out listening to it. But thank you. You kind of look 



 

 

Pa
ge
2	

back and you go man, I did a lot in a pretty short period of time. Anyway, thank you for 
that. Thank you so much for having me on this program. 

LS:   There’s something about when we start our bios these days, and I’ll 
include myself here, for almost three decades. Really? Do I really want to say that? I’m 
not sure. You’ve done a lot, but you’ve had some time there and you’ve used it well. 
You’ve touched so many lives. I know that we have friends from the US all the way to 
Singapore who are singing your praises and using their work. 

Today I want to dive in specifically. I know you have this full body business and you  
serve men and women all over the world. Today we have men and women listening 
who are really interested in being able to increase their ability to attract a woman client, 
inspire her to say yes, we call that of course the conversion in the more technical term. 
And also what doesn’t work. So if you’ve seen or learned or teach some of the no-no’s 
along the way, I know you’re a sales expert yourself so we’re excited to dig in. 

First I want to let people get to know you a little bit. So tell us a little bit about the unique 
transformation that you offer with the work that you do, and specifically how that might 
apply to women. 

BS:   Okay. Well, thanks for asking. I think that the unique twist, which 
years ago used to be unique is not so unique anymore, is that the path to business 
development, for example, because we have lots of entrepreneurs that are listening, is 
you’ve got to have business development skills. That’s clear. How to sell, how to 
arrange a team, how to raise capital, some of those things. And how to communicate. 

But on the flip side, what I learned a long long time ago is that when I went to my first 
personal development program is that I realized that the one thing in common with all 
the relationships that had worked and not, the money I’d made and now, was me. 
Clearly. That was a major revelation for me at the time. When I realized that it had to be 
to get what I wanted to fulfill whatever dream I had for myself or my family, it’s going to 
be a path that incorporates both. The technical side, but the personal development side. 

Having had my own businesses, in the inter-freight trucking business, the software 
business, and building companies and crashing companies, and all the normal 
entrepreneurial stuff, what I’ve come to realize is that that formula is a replicatable 
formulate. And it’s a formula that, if you combine business development and personal 
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development over the last . . . shoot, since the 1990’s I’ve worked with, as you 
mentioned, thousands of organizations all over the world, helping them get the best out 
of themselves, out of their people, accomplish their dreams on the sales side, but 
mostly on learning how to manage that little voice between your right ear and left ear 
that just incessantly either gives you the courage or seeps the confidence out of you. 

I think that that’s kind of the unique blend that creates the transformation. Because I 
maintain, Lisa, that most people, and I’m sure you know this too because you do such a 
magnificent work with so many people, is that most people way underestimate what 
they’re capable of. They really don’t get how beautiful and radiant that they can be until 
you put them in a context where you almost trick them into it. Where they oh my god I 
can’t believe I did that, I didn’t believe I could generate that much income, I didn’t 
believe I could stand in front of a group of people, I didn’t believe that I could do that. 
And once they believe it and get it, there’s no turning back. 

I think that that’s the beauty of the type of work that you and I both do. 

LS:   That’s so awesome. Sometimes life puts you into that context, 
right? It’s not like you pay two thousand bucks and show up at a seminar. You get put 
there. But it doesn’t always happen like that. I love that you create a space for people 
who get what you’re saying and the power of what you’re saying, to be able to work with 
their own machine, and see how much more they’re capable of than they ever knew 
possible. 

I know every time I experience that for myself I’m always like whoa, who did that? And 
can I do it again? Then that becomes my mission, how will I do that again. 

BS:   Of course. And you’re right. Sometimes life puts you in that 
situation, and sometimes that can be painful. That’s why you and I, as teachers, and I 
spent a lot of time over the last several years working with some of our mutual friends 
helping them become great teachers and instructors, is to create that context where a 
person can go in and in a controlled environment go through that transformation. So 
then they can replicate later and not have to have it cost them so much pain, money, 
and heartache. You know what I’m saying? 

LS:   Right. Let’s take the tap instead of the 2x4 here.  
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With your business, tell us a little bit. I want to understand what is it really the business 
you’re engaged in right now. Is it centered around the little voice mastery work? And if 
any of your clients are women. 

BS:   Well, let’s answer the first question. First question is is it for 
business. I like business, it’s a game I like a lot. And so my whole thing operates off of a 
formula. To be successful in business you’ve got to know how to sell, and you’ve got to 
know how to be able to recruit and nurture a team, and you also need to know how to 
teach people on that team how to be great team players. 

So mine is a holistic approach, from that perspective. And I work with companies, as the 
companies you mentioned, helping them with that formula. But on the other side of it, 
what sabotages it, is like I said is that little voice between your ears, which is a topic of 
one of my books, Little Voice Mastery.  

That’s what I do, and I work with organizations, companies, I do a lot of public 
programs. I have a network of coaches and trainers around the world that go in and do 
specific projects and tasks, which is really a lot of fun to do. That’s the business side. 
And published books and do lots of webinars and things like that. 

Now, your second question had to do with attracting women to the business. And it’s 
interesting. As I look around in my career, particularly as I got into the teaching 
business, nearly everybody on my team are women. Nearly most of the great coaches 
and trainers that I work with out in the field are women.  

And I have to be honest with you, Lisa, it wasn’t by design that way. But what I found is 
that the message that I work with, the message of really finding the best in people, 
having the patience, having the clarity, and I would say this, the stamina to really stand 
behind people and work with them until they get to where they want to get to, attracts a 
lot of women.  

Because that seems to be something that women, and I don’t mean to be sexist or 
anything like that, but I think that women are just better at it. As a male I know that my 
patience tends to run fairly thin sometimes, and I don’t have what I foresee as the 
inborn clarity and sensitivity to be able to work with people at that level. 
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And like I said, I wish I could tell you it was by design and I had a magical marketing 
strategy to do all that. But I’ll give you an example. My biggest client, my biggest and 
best long-term client, is L’Oreal.  

L’Oreal, as you know, one of the largest beauty companies in the world. They own 
companies like Redken, Matrix, L’Oreal Professional care stuff, and a bunch of others. 
I’ve worked with these folks since 1995. Matter of fact I just got back from Cancun, I’m 
going to be going to Las Vegas doing some work with them.  

These are large groups of primarily women, that go out into the field and sell. They work 
with salons and they work with individuals. And what makes it so easy for me to create 
such great results with them is that what I always tell them is what’s on the inside 
ultimately is going to reflect on the outside. And they get that message very very very 
clearly. That they’re in the business of empowering. Think about hairdressers, stands 
behind a chair and empowers a person sitting in the chair, which then reflects on their 
family and on all the people that they touch. 

It’s very simple for me to get the message that I deliver is a message that I think women 
understand, to a degree, a lot better than men do. Quite honestly. 

LS:   This is interesting. I get to take a little bit of a different approach 
with you because you have this holistic approach that includes sales training. When we 
look at what attracts the women client, and L’Oreal is such a great case study for this 
series, is obviously you’re working with a lot of women in the company, you’re working 
with I’m assuming their sales teams, which are, like you said, primarily women. What do 
you teach them about how to attract new women clients? 

BS:   The first thing that I teach them is to play to your strength, always. 
That was the subject of the book Sales Dogs originally. Play to your personality type. 
But in this case it’s to build relationship. 

We don’t talk about closing, we don’t talk about feature benefit stuff. I said look, when 
you connect with another person, go into their world first, add value. Then what’s going 
to happen, it’s going to reciprocate.  

I guess I’d put it this way, Lisa, is that the world’s kind of divided into the physical and 
the metaphysical. The physical, what we see, touch, and feel; the metaphysical, our 
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thoughts, feelings, and ideas. When I start talking about the metaphysical, which 
comprises 99.9999% of whatever we occupy in, women understand that. 

I can cover a lot of territory in a very short period of time because they seem to 
understand that message a lot better. As opposed to guys who go yeah yeah yeah, give 
me the physical. What do I got to do, what do I got to close, what do I got to get done. 
What are the steps, give me step by step by step by step. 

Now, we do that too. But like I said, women in the business seem to understand that. 
And I think going into 2014 and going further, it used to be a buyer beware market. It’s 
now a seller beware, because people are informed. People are educated. And a person 
that can build a relationship and build it quickly and sincerely and honestly and 
authentically, will always do better. Will always do better in this kind of a market. And I 
think that’s really important to know. 

I think the second thing is with L’Oreal. In 1995 we went in there and I helped them 
redesign their whole education policy and format. The entire education team now, all 
these years later, it went from a cost item on their financial statement to a multimillion 
dollar business within the business. I just came back from Cancun where we had about 
100 educators in the room, 90% of which were women, and one after another as they 
presented their visions, their goals, the room was in tears. They’re moved by each 
other.  

And in an environment where it’s okay to feel that way and okay to be that authentic, 
their sales jumped through the roof. Their educational programs, people line up and are 
booked out months in advance. I think that that is a real testimony to the kind of 
relationship that women can build. 

LS:   For that second point, we have the idea of playing to your strengths 
and building relationships, getting into their world and adding value first. What’s the 
nugget there on what you helped to build and now have witnessed in Cancun at 
L’Oreal? What was it that you were seeing that was allowing for that kind of space? So 
people listening can grab that and look to emulate that in their own businesses. 

BS:   Okay. Good question. I think the unique transformation that I think 
that women can look to is the willingness to be truly authentic, and to understand that 
your vulnerability in the right context will not be used against you. 
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LS:   I like that. 

BS:   But I really believe that. Again, part of your job as an educator or as 
an entrepreneur, is to create that space. But to say that that authenticity and 
vulnerability is so powerful, because people want to connect so badly, men and women 
want to, but women, I think for a long time, have been afraid that it’s not okay, that you 
can’t show emotion, you don’t want to wear your heart on your sleeve, that kind of stuff. 
But I think that the transformation that happens when I work with them and coach them 
is to say look, that is your strength, don’t hide it. Don’t put it away just because some 
jerk told you that it wasn’t appropriate in a corporate environment for cryin’ out loud.  

The truth of it is that is a strength. It’s hard enough to be yourself, let alone try to 
pretend you’re somebody that you’re not. I maintain that that’s the transformation. That 
women, particularly in business, is that the authenticity, the vulnerability, and the ability 
to be direct with how you’re feeling and what’s going on, obviously communicated 
responsibly, is a strength. And I think that to understand and just trust it won’t be used 
against you if you have the tools to know how to communicate, I think that’s a bit 
release for a lot of people.  

To see I don’t want to go into tears, I don’t want to go into tears, go for it. Just do it. 
Okay. And then all of a sudden you look around, they’re getting a standing ovation. For 
men and women. Oh my god. You see what I’m saying? 

I think it’s a wonderful thing, but I think for many women that’s a transformation that they 
have to go through. 

LS:   I like what you said. I want to drill in a little bit, because you said be 
willing to be truly authentic and understand that your vulnerability, used in the right 
context, will not be used against you. I think that little five word caveat there, used in the 
right context, you throw it in very naturally but I want to ring the bell on that, and just ask 
you what inspired you to put that piece in. 

What’s the wrong context? 

BS:   Well, the reason I put it in is, first of all, as a trainer, as a teacher 
you would know this too, I’m always looking for the point of resistance. What’s going to 
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stop somebody from being the best they can be? What is the issue between their ears 
that’s going to do it?  

And I think that vulnerability, the fear is it’s going to be used against you. Whether that’s 
true or not, maybe it’s true, maybe it’s not, but the thought of that is what stops a person 
from being truly authentic. If you can understand that, first of all, it starts as my thought 
and as we know thoughts are creative, and if I’m holding on to that because of that fear, 
then that’s the degree to which I’m going to be stopped. 

I think that that’s the first part of that question, if that makes sense. And then the second 
part is how do you set up the context, or an environment, where you know that it’s safe.  

Again, when I teach people how to present or how to sell, I’m always saying that the 
context or the environment is more important than the content, and I’m not going to go 
into that right now. But it’s really important to set up, like in a teaching or a training or a 
leading environment, to set up a context, a set of rules, a space, that right out of the 
gate people really get that these are the rules, that it’s safe in here, and non-supportive 
language is not okay, that blame and justification is not okay in here, that we do what 
we say, you never abandon a teammate in need, those kinds of things are always set 
up up front. I call that code of honor. That the code of honor’s always set up in a 
business before I do any work with them, in a classroom before I work with them. And 
even in a one-on-one interaction, let’s just go over the ground rules of how we’re going 
to communicate here. 

And I think that if you understand those pieces, then you’ve set up a fairly protective 
mechanism to be able to handle it. But, first defense to make sure that you’re not 
vulnerable is to manage the little voice in your head that’s creating it. If that makes 
sense. 

LS:   Yeah. And I’m excited. I know you’ve got some kind of cool 
continuing education, sort of a complimentary course that we’ll tell everybody about in 
just a moment, to get further into that little voice. So if Blair’s got you enticed there just 
stay tuned for a few more minutes and we’ll tell you how you can get your hands on 
more in-depth knowledge about your little voice and how to be powerful with that. 

I love all of that. I think Code of Honor was your second book. Is that right? In that field. 
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BS:   Yeah. It used to be called The ABC’s Of Building a Business Team 
That Wins, which is probably the longest, silliest title I’ve ever heard of. So we 
shortened it to Team Code of Honor. And of all of them, honestly, it’s my favorite book. 
Because it’s really about how to take ordinary people, whether it’s at home, in a 
business, or your friends, and just create magic with them. By setting up a set of rules.  

And the rules are different for different groups, but rules that nurture a safe 
environment. Because men and women both, but particularly women, is that if the gift 
there is hidden behind fear, the fear of being taken advantage of, and legitimately so 
because traditionally for many years it’s not safe to be that vulnerable. It’s not safe to 
show that kind of emotion. But I think those times have changed and I think that with the 
tools, the little voice tools, and also the leadership tools that are available today, that 
you can create that space to lead from your strength. 

LS:   It’s an interesting balance. Because with our Speak-to-Sell 
program, where we have a lot of women using it to get the structure so they can get on 
the stage powerfully and make their offers, we also teach when you’re creating your 
credibility make sure to also show your vulnerability at the same time. It needs to be 
related to what you’re talking about.  

I’ve heard speakers that tell such an insane story that I can’t even remember what they 
were actually talking about. I just kept thinking about, I won’t even repeat it because a 
lot of times let’s take everybody down the wrong rabbit hole. So I think that’s why I clued 
in to what you said about used in the right context.  

I know that you just have so much mastery on creating a safe container, what you’re 
calling a context, for all the great content to live in after that. 

BS:   That’s right. And that’s true as a speaker, that’s true as a business 
owner, it’s true as a parent. It’s all about the space that you create and I think 
sometimes I do, and I think you do, we all do as speakers, take it for granted. Because 
we’re constantly walking into different contexts and having to create context the minute 
we get there, to make that magic happen. 

But we know, almost innately, that it’s that space that takes the magic happen. It’s not 
necessarily me, it’s not you. If we create it it will emerge. The reason I’m talking this way 
is because it’s you and it’s because we’re talking about women, and I can tell you that I 
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would never do an interview that would sound like this if we weren’t. Because I’m just 
telling you that guys, I watch the eyeballs kind of glaze over. You know what I’m saying? 
They roll back and they go what are you talking about and why, I don’t get it, just give 
me the meat and potatoes. 

But I think that in 2014 we’re beyond that. And I think that, like I said, I used to say 
years ago is that guys have spent the last several centuries screwing the planet up and 
I think it’s up to the women to clean it up now.  

LS:   Well, I want to say this series, obviously, we have men and women 
who want to increase their sales with women clients. And obviously big companies, the 
Wal-marts and the Targets and department stores of the world, much of their marketing 
budgets these days is also devoted toward the women client. Not only is she holding 
many of the purse strings these days from her own income, but if you take a look in 
dual-income families she’s also making a lot of the buying decisions. 

If you’re listening, as a man or a woman, it’s really important to tune in to what we’re 
talking about here. Even if it might sound like really? Because you’ve got to get that 
insight into what is happening between your, I like the way you say it, between your 
women prospective client’s ears. In her little voice. 

But let’s get into some meat and potatoes. Let’s talk about sales conversion. I know it’s 
fun to talk about with you. In particular you’ve had so much success helping companies. 
I was reading some of the amazing testimonials of the amount of increase in sales that 
have happened from the companies that you’ve worked with.  

When we look at what’s effective these days, and if you want to share some secrets 
from your own business, what’s effective in inspiring women clients to say yes? That 
moment of conversion. What works, what doesn’t work. 

BS:   Well, I think there’s a couple things. And the one thing that works is 
that in terms of in any kind of selling situation you’re trying to give people what they 
want. I think that while I have seen many many situations where, for women, lifestyle 
seems to be a lot more important, lifestyle and work balance always seems to trump 
money, prestige, and fame. It seems to turn out that way. 
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Given the choice, women seem to be more attracted to having a balanced life. My 
family, my health, my business, and all that. Where guys go once I make the money 
then I can have the balance.  

When you’re marketing to a male crowd it’s very much who can you achieve, what can 
you be, can you get to the top of the mountain, all of that kind of stuff. Climb Kilimanjaro. 
That type of thing. And that works there. But I find for women that that does not get 
women to say yes, nor does it attract them. When you start talking about work balance, 
life balance, being able to have the best of both worlds, being able to not have to 
sacrifice your family for your business. It’s the same. You want to become financially 
free, you want to make more money, yeah yeah yeah.  

Okay. But at the end of the day, why? What’s the motivation? What gets them to say 
yes, for anybody, is the vision of what you could have or who you could be. What do 
women want to have and what do they want to be? In my experience they want to have 
balance in their life. They want to be there to be able to nurture. 

Women, I think, and my friend John Greg, who you know, wrote some great books on 
the subject, but he said it really well once. He said to me, Blair, the one thing about 
women is that women throughout history have always had, for most of human history, 
have had the role of taking care of the family, taking care of the community, while men 
go out hunt and fight and gather and all that stuff. So women are predisposed, I think, 
and naturally gifted to being able to be there for a lot of people. They want to be there 
for lots of people, taking care of lots of people. 

I think that one thing that gets them to say yes is to acknowledge that that’s who they 
are and that’s what they do. I look at my wife, I look at my staff, I look at the coaches I 
work with, I look at my clients, and they’re always there to listen. They want to support, 
they want to nurture. But what happens, unfortunately, Lisa, is that as a woman you end 
up giving your life force particles, so to speak, out to so many people and dispersing 
them, at the end of the day you’re depleted. 

The issue is getting women to say yes is to be able to at least, at the minimum, 
acknowledge that that’s where they’re at. That they do so much for so many people, 
that they are there to support a lot of people. That plus the life balance, I think, are very 
big in getting women to be attracted to the business, A. B, to say yes when it comes to 
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those kind of things. Because everybody’s got a dream, and the key in sales is to help 
people find their dream and get it. 

But I think that that’s unique to women. It certainly has worked for us and for me over 
the years, quite a bit. 

LS:   I love this unique point that you’ve brought up in the series. I 
haven’t heard it quite articulated this way, and I have to imagine, is this something that 
with some of your top clients that are serving women, like L’Oreal, that you guys also 
are focusing on behind the scenes? 

BS:   Absolutely. 

LS:   Acknowledging lifestyle. Because you’re right, it is so easy to just 
do the standard marketing, like you said, make more money, blah blah blah, 
achievement. The achievement based marketing I guess you’d call it.  

You first knocked my socks off with focusing on the lifestyle and work balance. But that 
second point about also coming in and acknowledging how women already feel, like oh 
my god I’m a mother, I’m a wife, I’m a business owner, I’m a carpool driver, and to just 
give them the credit in our marketing. To hand it over and appeal directly to that piece. . 
. when you said it you probably, for those of you getting our VIP upgrade package, you’ll 
listen back to this, go back and listen to when he said that. I’m sure you will hear a big 
like “ah”. 

Because just when you were talking about it I had this big release and relief and feeling 
of being acknowledged. Reporting in as an actual woman, yes, I wholeheartedly agree. 

BS:   Thank you for that feedback. It’s just so true. If you just looked at it 
from a pure marketing side, not a humanistic side, but if you just look at it from a pure 
marketing side you know that you always want to acknowledge your client, you always 
want to acknowledge where they’re at, etc., etc., and then help them get what they 
want. Right? 

Now, that’s just on a marketing side alone. But on a humanistic side my experience is 
that the biggest upsets that happen between people, and the biggest missed 
opportunities, is because of a complete mismatch in values. The value of serving 
others, and the value of doing a lot for a lot of people, is something that, maybe it’s just 
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because it’s been that way forever, I don’t know what the reason is, but it’s taken for 
granted.  

As a husband I do take it for granted sometimes, I’m ashamed to say, but honestly. And 
I think that acknowledging a person for where they’re at is worth its weight in gold. 
You’re always trying to fix things, always trying to make things better and all that stuff, 
just get where a person’s at and make it okay and let them know that you’re present 
enough to understand it and connect with them. 

LS:   And it’s funny, this goes to both the conversion and the attraction 
piece, because I can feel just in my knowing that you understand that, it makes me, I’m 
sure it makes folks listening, lean in to you and your work and what you’re about. Very 
very powerful. 

Real quick, any quick no-no’s, like just do not do this, what doesn’t work. 

BS:   Yeah. Clearly. Well, locker room talk doesn’t work. Trying to be as 
a guy in the market, trying to be tough and macho and talking about great 
accomplishments and bravado, that doesn’t work. In teaching women to work scripting 
doesn’t work. Women don’t need to be scripted. Guys need to be scripted, yeah, 
sometimes. They don’t need it. Don’t do those kind of things. 

I think a big no-no, dealing with women, is trying to force them into a mold, into a peg, 
into a hole, that just doesn’t fit. It doesn’t work. And a lot of times guys, and I’ve done 
this myself, make the assumption that we’re all human beings so we all operate the 
same way. And to some degree that’s true, but to a large degree that’s not so. 

A no-no in my mind is not speaking supportively, trashing other people, cutting other 
people down in front of other people. That stuff, it’s like a little spear that hits right in the 
solar plexus when you hear it. Even if it’s not about you. I just think it’s really important, 
it comes back to what we said in the beginning, is setting up a context where it’s 
supportive, where you’re not afraid to say that it’s supportive, and to set up rules that 
allow that to work. 

Like I said, trying to sell to women and say you can achieve this and you can be the top 
of the heap and you can be all these things, I just think that’s old and it doesn’t play out. 
I think that asking lots of questions always works in sales, but particularly with women it 
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works really well. Because to be there to serve another part of the human race that has 
spent its entire history serving others, I think, A is the right thing to do, and B, it works.  

LS:   If my great-grandma was here she would say that I was kvelling. 

BS:   I know that word really well. Thank you.  

LS:   You know that word? 

BS:   I do, and I’m blushing because I know what that means. 

LS:   I know that everything you’re saying, especially when we relate it all 
back to where it starts with, is winning the war between our ears, really does set the 
foundation to be able to be successful with all of it. I want to end our time together 
today, to make sure that everybody jumps right now onto your smart phone, your 
computer, wherever you need to go, and get over to www.selltowomen.com/blair because 
what Blair has for you there is a free gift so that you can learn how to win the war 
between your ears. 

I actually have already ventured over there myself, as we’re speaking, and it looks like 
there’s three different, would you say techniques? Tell us a little bit about what we’ll get 
as we continue your work here. 

BS:   Absolutely. We’ve selected three really great techniques, I call them 
little voice mastery techniques, little things, routines, that you can do when your little 
voice is trying to shoot you in the foot. 

We’ve come up with three really good ones. One about handling success. In other 
words, when you get a win what do you do to anchor that win and make sure that you 
can build on it and replicate it. Because what a lot of people do is quite the opposite of 
what you should do when you get a win. When you deal with success sometimes 
people say well, I was lucky, which was absolutely the wrong thing to say if you’re trying 
to reprogram your brain to build more success. But you’ll learn about that. 

You’re going to learn how to overcome fear. Well, everybody’s got it, but there are 
sometimes when you need to be able to step up and step through it. We have several 
techniques, but this one you can do in less than 30 seconds, whether it’s a nasty 



 

 

Pa
ge
15
	

conversation you need to have or you need to pick up the phone and make a call, 
whether it’s getting yourself out of bed to go to the gym, it’s a great technique. 

Then the other one is one of my favorite ones, on unaccomplished goals. Because we 
all set goals in our lives and we don’t always accomplish them. But what you do, what 
your little voice does, the way it interprets what happens when you realize that you did 
not achieve a goal, how you handle that little instance in the next couple of minutes or 
days or whatever, will do everything to determine your energy and your ability to 
achieve the next goal.  

I’ll just give you a little hint on this. Because every goal that you set, whatever it is, even 
if you don’t get it there is a goal you did achieve on the way to that goal. When you find 
what that is your energy continues to go up, you continue to validate yourself, and your 
probability of succeeding next time jumps exponentially. 

LS:   Awesome. I’ve already grabbed my free gift, because I definitely 
have plenty of times that all three of those would apply to me. I encourage you all, 
again, go to, right now, www.selltowomen.com/blair and what you’ll see there is the 
opportunity to win the war between your ears in 30 seconds or less. I like the time frame 
on that. That’s kvelling too. 

I also want to remind everybody, before we conclude, that this is definitely one of those 
interviews I know you’re all going to want to have in your success library forever. We’re 
also going to transcribe it for you, and if you heard me clicking away over here those are 
my action sheets where I take my personal notes of the things I’m going to implement, 
both in my life for myself and also share with my team.  

And you can get your hands on all of that for all 18 of our master speakers, plus a 
couple of other gifts that you’ll find out about when you register for our VIP upgrade for 
just $97, today during this series. If you wait it’s $197 after the series. So if you know 
you’re not going to be able to make every speaker every day, and you don’t want to 
miss any of the greats that we’ve got here sharing deeply, like Blair did today, you want 
to head over to www.selltowomen.com/upgrade to be able to take advantage of that right 
now. 

Blair, I just want to say thank you so much for everything that you shared. I feel so lifted 
and inspired from the ideas, because they’re spanning. They’re things that when I go to 
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lead a training call, tomorrow I’ve got one on my calendar, they’re ideas that I can 
include right away and feel into. Thank you for your generosity, thank you for bringing 
some of your big gun techniques. Very excited to continue our relationship in 2014. 

BS:   I am too. Again, thank you. As I said in the beginning of the call I’ve 
heard about your great work, I’ve seen your great work, and I think that going out there 
and helping so many people become who they want to be, I think, is the greatest gift a 
person can give. It’s an honor for me to be a part of this and to support you in your 
communities anytime I can. Thank you so much for having me. 

LS:   You’re welcome, my pleasure. 

Again, everybody, www.selltowomen.com/blair and we’ve got still an exciting lineup for 
you today. Christy Whitman, Christine Closer. So get some water, stretch a little bit, and 
we’ll see you on our next interview. 

Thanks again, Blair. Bye by everyone. 


