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Host Lisa Sasevich – “The Queen of Sales Conversion”  
Introduces Christine Kloser 

Lisa Sasevich: Hello, everybody, and welcome back to How To Sell To Women. 
What an amazing day we’ve had, and we will be ending today with something just as 
extraordinary as all of what you’ve experienced already. So thank you very much for 
really giving this gift to yourself, and to all of your new women clients that I know are 
going to so appreciate everything you’re learning here about how to honor them, serve 
them, and also inspire them to say yes to themselves. 

This is your host, Lisa Sasevich, known by many as the Queen of Sales Conversion, 
and the founder of The Invisible Close sales systems. As you may know, all of our 
master teachers have been selected because they have made millions by knowing how 
to honor and serve women at the highest level. Each one has generously agreed to join 
me during this training not only to share the gift of what they’ve learned so that you can 
stand on their shoulders going forward, but also before we conclude we will share a gift 
that you can use to take their work even farther in your life and your business. 

Today it is my honor to introduce you to Christine Kloser. Christine, The Transformation 
Catalyst, powerfully combines spiritual guidance with intuition and nuts and bolts writing, 
publishing, and marketing expertise. And the result is a global movement of authors 
who unleash their authentic voice, share their message on the pages of a book, and 
make a difference in the world. 

Trusted and celebrated by aspiring authors and publishing industry experts around the 
world for her down to earth authentic and inspiring approach, Christine has become the 
well-recognized leader of the transformational author movement. In addition to coaching 
authors through her transformational author experience, and Get Your Book Done 
programs, Christine is a best-selling author and award-winning author who has written 
and or contributed to more than a dozen books, including her most recent ones Beyond 
Mindset: Everyday Inspiration To Help You Remember What Your Heart Already 
Knows; and the anthology Pebbles In The Pond: Transforming The World One Person 
At A Time. 
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She’s been featured in the L.A. Times, Entrepreneur Magazine, Fox News, Forbes, The 
Huffington Post, and many more places, and is a regular columnist for the award-
winning Published magazine.  

Her books and publications have received numerous awards, including Nautilus Book 
Silver Award, Pinnacle Book Award, National Best Books Award, and the Apex Award 
for publication Excellence. 

I’m excited to introduce you today to a friend and colleague, Christine Kloser. Hi, 
Christine. 

Christine Kloser: Hey, Lisa. Thank you. I’m excited to be here.  

LS:   I’m excited to have you. We’ve had an amazing day. We started out 
with someone you and I both know and love, Ali Brown. And we’ve had this amazing 
speakers all day long teaching us their secrets, and I always like to end the day with 
somebody just super strong that I know brings a ton of value to the table. So thank you 
for holding that space for us today, and we have a huge lineup tomorrow. You and I, 
we’re in good company here.  

CK:   Great. I hope everyone listening is remembering to breathe through 
this process. It can be a lot of information. So just breathe now in case you haven’t 
been. Okay? Because we’re going to have some fun this hour. 

LS:   I think you just really were meant to contribute that to me. Thank 
you. I always joke, being the queen of sales conversion, I feel like you got my last 
name. I’m supposed to be Kloser. I’m always envious, although you spell it differently. I 
always laugh about that when I see your name, I’m like wow, could you imagine if I had 
my profession and your last name? Maybe it would be too much, actually. 

CK:   I get asked a lot if I’m in real estate with that name. People who 
don’t know, are you in real estate because what a great last name that is for someone 
who’s always trying to close a deal. I say no, but I sell well for my own business, so I 
guess I am a closer. I married into that one, it is not my birth name that’s for sure. 

LS:   Yeah. I didn’t get born with Sasevich either, but now it’s my name, 
it’s my children’s name, it’s our Sassy brand. Hey, you go with it. Right? 
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CK:   Yes. 

LS:   I’m excited for people to get to know more about you and the 
unique transformation that you offer with your work. Obviously with How To Sell To 
Women I invited you because I know that you have a large percentage of women that 
do your work, and that you attract, and yet I think like me you don’t directly come out 
and say hey women. You’re not marketing directly to women with what you do. Is that 
right? 

CK:   I am not, that’s correct. I don’t, but 95% of them are women.  

LS:   Let’s hear a little bit more about the unique transformation you 
offer, and then maybe we can make some sense of that. 

CK:   Well, the unique transformation that I offer, it’s so funny, it’s really 
evolved through my own personal transformation. But my unique gift that I’m bringing to 
the world is actually moving people through a personal spiritual transformational journey 
through the process of writing their book. 

There’s stats and research that shows that 80% of the people in North America feel like 
they have a book inside of them, but a teeny teeny tiny fraction of those people actually 
ever do it. I usher people through the process of writing a book, but when they come out 
the other end they’re sort of squeezed out with a whole new understanding of who they 
are, their place in the world, their value, what they’re here to stand on the mountaintop 
and really shout with confidence and clarity and courage.  

The front door looks like I’m going to help you write a book, but the back door is I’m 
going to help you become the person that you were truly born to be, through the 
process. That’s the unique transformation I bring to the world. 

LS:   I love that. I like to call that there’s how you decorate the door, and 
then there’s what’s in the room. 

CK:   Yeah. What’s in the room is you, all of you, all of who you’re meant 
to be.  

LS:   Awesome. 
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CK:   Exactly. 

LS:   What do you think is the reason that while you don’t necessarily 
come out in your marketing and say hey, women, this is for you, that when you look at 
your business you have attracted 95% women? 

CK:   I think one of the biggest things, and this may get a little out there, 
but as women in general I think we walk around this world with all sorts of unhealed 
ones. The core ones, I’m not good enough, who’s going to believe what I have to say, I 
have to do everything on my own. We have all of these beliefs, I think, that as women 
we’ve come into. They’re just sort of in the ether, I think sometimes, as we come into 
this world. 

I know we do a lot of work. We’ve all done a lot of work to really work through that and 
close some of those gaps. But I feel like there’s still a lot of people walking around there 
who still have some of those holes, and have never had the experience of really feeling 
seen, understood, loved, cherished.  

In so much of what I do, while it’s about authorship, there are people who have healed 
decades old issues by just feeling loved through what I bring. Feeling seen, some of 
them for the first time feeling seen in my room. I think that women are just more likely to 
be, at least, there are some amazing men out there, some of them may be listening 
right now, who are really conscious and aware of becoming everything you’re meant to 
be. But I think women in general, just our nature, is to want to be the best we can be, to 
discover who we are, to work on those things that maybe aren’t serving us in the 
highest, and really figure out who am I here to be, what am I here to do. 

I think men sometimes, they get single focused and they’re just like okay, I’m just going 
to do this and I’m going to do that. Women, I think, are a little bit more diverse, and 
perhaps have different needs. Especially emotionally. I know for my audience, the 
people that I work with, it’s like some of them could care less if the book gets done. It’s 
like they got seen and heard and felt valued. My marketing sort of brings that to the 
table. 

Maybe that’s why women are responding. 

LS:   I think that’s great. 
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CK:   I think they feel like oh, there’s a kindred spirit, another woman who 
understands me, another woman who, in her own experience, has struggled with not 
feeling enough and knows the journey of living behind a facade before I really stepped 
into my truth. That all comes through. My love comes through and people resonate. I 
don’t know if it’s that women are the ones who are on most of my joint-venture partner 
lists and that’s why it’s all women. So many factors, but I think they just resonate with 
ah, a place to land and be me and not have to hold up anything but my truth. I think 
women just crave that kind of space. 

LS:   That’s awesome. I think it perfectly fits with what I want to ask you 
next. You’re kind of taking me there. Looking at how you attract women clients, and 
obviously it’s really more like how you’re attracting clients in general. But since such a 
large percentage are turning out to be women, I think it’s great to dissect a little bit 
because there’s so many people listening that realize that that really is their market, or 
it’s a market that they would like to serve or increase their reach into.  

As far as some specific ways, like your favorite strategies to attract women clients, it 
sounds like the flavor is you share a lot about your personal strength and vulnerability 
and your own story. Likely that, in the methods you’re using, that’s attracting the woman 
client. You’re really sharing your love and your heard so that women feel that you’re that 
soft and safe place to land, where they’ll be seen. 

What are some of your favorite ways, like if you really just had to narrow it down to only 
two or three that you use to attract clients? That you put all of that love and yourself and 
your story into. I think you mentioned JV partners just now, so maybe that’s one of 
them. 

CK:   Well, it’s interesting. I just did my first video launch early January. 
My biggest fear, I kind of resisted my marketing director a little bit on this. It’s like 
Christine, it’s time, you need to be doing video. I was like I don’t think I can do video. I 
said when I’m over the phone I feel such a connection with the people that I’m talking to, 
as if I were there face-to-face. And I’m scared that that’s not going to come through on 
camera. I don’t want there to be any diluting of that expression transferred to film. 

I was driving down to the set in December, we actually shot right before Christmas, it 
was insane. But I was driving down to the shoot in tears in the car. Just really feeling 
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like what if they don’t get it? I’m going to cry now thinking about it. What if my heart 
doesn’t come through?  

I went down there, and my marketing director came in from Seattle and he was amazing 
and just really helped me get into that place where I could bring it fully and have it be 
felt. So now I think one of the greatest ways to do it is through video. We had people 
just watching these little four-part training series to invite people into my program, and 
there were people just writing me these notes about the outrageous transformations that 
they had just by watching the video.  

And across the board it was like I could feel your heart, it was so authentic, I felt like you 
were talking just to me, how did you know what I needed to hear and what was going on 
in my own head, and what my struggles were. I think I found maybe my new favorite 
vehicle is actually using video. 

With good direction I could move myself really into that place and hold it. We shot for 
two solid days. People just got it. We exceeded our goals for the promotion and we 
were all celebrating over here. I was actually with you when the final numbers came in, 
and I’m like what? 

LS:   That’s right. We were doing a livestream together when the last day 
was happening and you actually exceeded your goal. So great. 

CK:   Yeah. 

LS:   I’m curious, because I do a lot of video these days too. Like I said, I 
like to be a little nosy on these interviews, I think it makes it more interesting for myself 
and our listeners. I’ve tried it sort of scripting it out with a teleprompter, and then I tried it 
where I just kind of had my bullets and then I flow. I’m curious what you found worked 
better for you, if you don’t mind sharing.  

I think there’s a lot of people listening that would like to either start using video or 
enhance their use of video to attract the woman client. What did you find worked better 
for you? To write it out in advance and be able to see it, or to bulletize it and kind of go 
bit by bit? 

CK:   You know what? I have always been completely off-the-cuff in the 
moment, or had a couple of bullet points. A previous video project I did, years ago I 



 

 

Pa
ge
7	

made an attempt and I drove my editing team crazy. They’re like you had no script, we 
had no idea where you were, what you were talking about, where you were going next. 
I’m like no, I had four bullet points, that’s all I need for an hour. 

And in September I led a live three-day event for over 100 clients in person, without a 
single note. No Power Points, no slides, no actual conscious concept of anything 
specific that I was going to be teaching. No order form, no nothing. I ended up doing, I 
don’t know, maybe $100,000 in sales without a pitch from the stage. I’m totally in the 
moment, off-the-cuff, and that’s where I’m most comfortable. 

I say that to set up the fact that for this video series, again my marketing director’s like 
we really need to script this out, Christine, to get it all in. I’m like I can’t work with scripts, 
I can’t. It’s not going to feel real. That’s why I was so terrified. But I worked with a 
copywriter that I’ve been working for a couple of years who knows my voice, and I 
actually didn’t have my eyes on the scripts until less than 24 hours before we were 
shooting. This is how last minute it was. 

I was working with a prompter, reading scripts that parts of them I hadn’t even read 
before I was reading them into the camera, and by the grace of God it worked and it 
came through. I could maybe get used to doing more scripted prompter work. I can see 
the great value of just oh, I don’t have to think about all the points I need to cover. But 
my nature is just like, I have a retreat coming up in March, I’m going to show up for four 
days with no idea what’s going to happen. That’s where I like to play. 

LS:   I appreciate that. Having our own Speak-to-Sell structure that we 
teach for the signature talk, it’s like I’m more of a just give me the bullets and let me roll 
too. Yet I really appreciate what you’re saying about there’s points you want to make 
and you want to fit it all in. You don’t want to look back and go oh my god I didn’t share 
that story or say that thing.  

I think that you did it out of your commitment to getting it all, saying everything you want 
to say, and giving them everything they need to be able to make a decision and step 
into their next level of transformation. I think from that place, of course it went well. You 
know what I mean? 

I think it’s so much about where you’re coming from, which you’re so grounded in.  



 

 

Pa
ge
8	

 

So, your new favorite way to attract clients, and you attract a lot of women clients, is 
video. And prior to that you really loved using the telephone because you felt very 
connected that way. Were you basically giving your talks, making your offers sort of 
picking up the line and doing like a preview call? Sort of a teleseminar kind of thing 
before you stepped into the video space? 

CK:   You know, I have such an interesting, odd business model, I think, 
because I don’t really do preview calls. It’s weird. Like how I even have this business is 
nothing short of a miracle. Usually it’s just a matter of sending out a few emails, and 
then I do my teaching on the phone.  

But I don’t even teach on the phone. I just do live Q&A’s, like hey, what do you guys 
need today, I’m here. The curriculum’s all online in my virtual university, and you can 
get the nuts and bolts there, but I’m here now. What’s up now that I can help you with.  

I don’t know if I’ve ever actually done the preview call to invite people into something on 
my list. I do a Q&A call, like hey if you’ve got questions about going into my program. 

LS:   Yeah. So we’re getting kind of into converting, or how you inspire 
clients to say yes. Sounds like the kind of just being present for a Q&A and what they 
need in the moment has been a really big winning strategy for you. 

CK:   Yeah, it really has been. I think presence is probably the greatest 
gift that my clients would probably tell you that I bring to them. I won’t do a scripted 
preview call, but I’ve sat on the phone for up to two and a half, three hours before, just 
answering questions that people have about the invitation that I’m making. I will sit on 
the phone until every last question is answered.  

I think people are just like oh my gosh, I can’t believe, this is supposed to be an hour 
and here you are two and a half hours later still talking to us, still helping us, still 
answering our questions. And I think through that they get if that’s how I’m going to be 
with them when they haven’t paid me a cent, I think they’re like oh, she’ll be there for 
me like that maybe even more so after I’ve paid her. 

Yeah.  
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LS:   That’s great. And do you use any kind of tools to inspire people? 
Sometimes it’s hard for people to just give that gift to themselves, they need that little 
some kind of a limiter, like it’s going to be closing soon, the course is starting, or maybe 
there’s a bonus or a discount, or a payment plan. Anything to help them make their 
decision today versus tomorrow? 

CK:   With this last launch that I did I was at your house on my cart close 
day, so there was not only a deadline but there was also going to be a price increase. 
Because it’s just what I’m giving away for what I’m charging was certainly under-priced 
and over value, so there was going to be a price increase after this. Plus I had some 
time sensitive bonuses from a few of my partners that were perfect fits, that in and of 
themselves if they were going to go buy them would have been a few thousand dollars. 

For this recent campaign we definitely had lots and lots of limiters. Time, cart close, and 
when we say it closes at midnight Pacific time, by five after 12 my team has the page 
down. Cart closes, bonuses are going away, price is going up.  

I didn’t go as aggressive on payment plans as my marketing director had wanted, and it 
was because I was actually concerned about having too many people in the program 
because there is a live component where I’m on the phone doing Q&A. If I had another 
hundred people sign up because they could spread out the payments over a year, I’d be 
going far longer than two and a half hours on the Q&A calls. I can’t do that. I want to 
serve the people I have really well. 

This time we didn’t do a crazy payment plan. But I have in the past, and a lot of people 
are like oh my gosh thank you for payment plans, that’s what made it possible for me to 
work with you and I’m so grateful. So it depends. If it’s requiring my personal time it’s 
hard to do the payment plan. If it’s more scalable, then yeah, I think we’ve broken a 
thousand bucks down into 12 payments over the course of a year so people could join. 

LS:   Do you find that that supports people? That they do continue to do 
the work and pay when they break it up, versus if they just really jump in with both feet 
in the beginning? Do you see a difference in the level of commitment or consistency? 
You may or may not have looked at it ever, but it hasn’t come up on the series yet. 

CK:   I haven’t looked at it closely, but I will tell you that especially for my 
$10,000 programs, down to my $1,000 program, usually 75% of my people will pay in 
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full. Even at the $10,000 level we give them a good discount if they pay in full. 
Personally I almost feel like the best work gets done for some of those people, because 
the whole money conversation is out of the way.  

I incentivize to do full pay, so that’s done and now we can get to the work of 
transforming your life, your readers, your business, and the world through getting your 
story out, getting your wisdom out on the pages of a book. 

LS:   I ask because I agree. It’s awesome to have a pay plan if it’s really 
the only way that someone can participate, but you’re right. I’ve found the same thing 
when your mentor is not your financier and you never second guess making that next 
payment and am I getting value. You just really go in with both feet and I say consume 
the buffet.  

Whereas a year-long program, there’s going to be ups and downs, and when you’re in a 
down and the payment comes could that be one of those places where you could take 
yourself out, where you wouldn’t even have thought of it if that wasn’t an option.  

I just was curious. I haven’t asked anybody that, but since you brought it up I was like 
that’s what I’ve noticed. And it sounds like you kind of noticed the same thing too. 

CK:   Yeah. It feels like it’s just easier on everyone. It’s not like I’m 
coaching them one day on a group call, and then the next day they’re getting emails 
from my team about their declined payment.  

LS:   They pay to do it because . . .  

CK:   Yeah. And there are people who are like oh my gosh thank you so 
much, the payment plan is perfect, and they’re just on time every time and there’s no 
wavering. Thankfully in the $10,000, which is the highest level that I offer now, in that 
program it’s really interesting, but we go for eight months and it just goes up. This is the 
third year I’m doing this program and it’s never had one of those, and I’ve had those 
downs in other programs that I’ve led in a previous life. This life, but a previous 
evolution of myself I’ve had those downs. I think I’m just so radically aligned and 
attracting. 

Again, the program I’m leading right now is the first of the three that I’ve done that 
doesn’t have any men at all.  
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LS:   Wow. 

CK:   There was a man in the first one, there was a man in the second 
one, and now there’s no men here in this group. It’s all my soul sisters. 

LS:   Kind of always makes you wonder what would happen if you 
actually went out and said it was for women. Would it push it further, would it be more 
attractive or not? It’s just a curious question. I’ve wondered that myself sometimes too.  

We love having men in our program, and we do tend to attract a higher percentage of 
women. I’m not ready to say it’s only for women, because the men make a huge 
contribution to the blend. But if you’re getting 100% then it makes you wonder. Should I 
just come out and say this is a space for women? 

Is there anything stopping you from doing that? 

CK:   I think because I love my male clients just as much as I love my 
women clients. It’s like when they walk in the room they’re not man or woman. It’s like 
ah, this is an amazing human being that I am in love with. It doesn’t matter what form 
they’re in.  

I don’t know that I will ever make that switch. And I’ve seen what has happened. I had 
one of my clients who graduated one of my programs go on to get signed on with Hay 
House and has his own Hay House radio show. And what if my marketing was 
exclusively for women and he didn’t say yes? Would his book not be part of the Hay 
House offering because I had narrowed? 

If it means that maybe I don’t pinpoint my niche as much and make as much money by 
really capitalizing on the women’s market, I’m happy to forgo the income in exchange 
for just reaching everyone I’m meant to reach. Maybe as things go on the balance will 
even out a little bit, but yeah, my rooms are 95% women, 5% men. 

LS:   I hear ya.  

Speaking of, a couple more questions for you while I’ve got you. What doesn’t work with 
women? Is there anything specific that you’ve either tried or been at the effect of, that 
you could share so our listeners could watch out for that?  
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We hear a lot of the obvious of being in their face and that kind of thing. But I’m 
wondering if you’ve had any instances that you might be able to share with us. 

CK:   Yeah, actually. There was this one thing I saw working for other 
people in the market and I thought oh, that’s working for them, I’m going to do that too.  

So I hired a copywriter to script out this series of Power Point slides that I got on and 
you could hear my voice, but visually I was just going through a series of slides. This 
was the same program I just sold 120 copies of. But when I did that it bombed. I mean 
really just bombed. 

LS:   Are you saying this was like a webinar kind of a thing where there 
were slides? 

CK:   I guess it was a webinar. I mean, yeah, I guess. But it was this thing 
where people could go and watch. I’m so not techy, I don’t even know. I think it was a 
webinar. 

But it was just slides on a screen and me talking. It wasn’t live. It was like they could go 
any time and watch, and I was just sort of reading through the slides. We kind of hit the 
points, but the difference from that to this last thing I did was, I think, my face wasn’t on 
camera so people couldn’t connect with me visually, and the script left my heart and my 
love out of it.  

As a result I think we totally bombed. Maybe one or two sales. It was abysmal, it was 
horrendous.  

LS:   Do you think you could do it again using the slides and your voice, 
with your heart in it? 

CK:   I probably could. 

LS:   Kind of like what you did with the video. I’m just curious.  

CK:   I probably could. Yeah. Because I don’t think with who I am now 
and where I stand now, and what I know I bring now, it’s like who would have thought 
that my love and presence is what people really come to me for. Once they’re in that 
front door they’re like oh my god I didn’t know I was going to get this too. 
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LS:   I’m asking because I would hate for someone to hear this and think 
nope, I can’t do a webinar to women. So I’m just curious looking back if you brought. I 
use teleseminars and have been considering adding the slides and giving that visual 
element, and so I’m asking with true curiosity looking at my own marketing. Do you feel 
that with who you are now you could have those slides and bring you heart? Kind of like 
you bring the voice, and have it work. 

CK:   Yeah. Absolutely. Because with who I am now, there’s no way that I 
would go through with slides that don’t have my heart in them. Whatever you feel like 
your true, authentic expression is, no matter what you do, whether it’s video, webinar, 
teleclass, you’re speaking in front of a room, whatever that most essence-based piece 
of you is, I believe if that is there and people can feel that piece of you, you can deliver 
across any platform and impact and gain clients. 

But if your essence isn’t present, I think it makes the job a whole lot harder.  

LS:   That’s beautiful. I love that. I wholeheartedly agree. Thank you for 
that. 

And you know, let’s talk specific leads. We’ve got your expertise here in authorship, 
about how being an author can help someone sell to women. 

CK:   Well, one of the beautiful things and truth in the market of women 
buying books, especially non-fiction books, is women dominate, being the greatest 
percentage of book buyers of non-fiction books. Books in general, but specifically self-
help, transformational non-fiction. Like anything personal growth kind of related, women 
dominate the market. 

So a book automatically lends itself towards the female audience because they’re most 
likely the ones who are going to go buy it and sit down and cuddle up with it in their 
favorite chair, with their favorite cup of tea, and spend time with you.  

Think of the most impactful book that you’ve ever read. You, Lisa, everyone listening. 
When you sat down, I’m picturing mine, it’s Cheryl Richardson’s book The Unmistakable 
Touch of Grace, radically transformed my life when I picked it up on December 2nd of 
2010, not all that long ago. But when I sat down in my chair to read that book with my 
tissue box in hand, this was a particularly difficult time in my life, every word on that 
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page, I felt it. There was no other reader of that book on that day anywhere in the world. 
I was sure that Cheryl Richardson had written that book for me on that day. 

While I have met Cheryl, I don’t have a relationship with her, but that book created . . . 
there’s a level of intimacy there. When you think about yourself curled up with whoever 
you’re reading, Wayne Dyer, Deepak Chopra, Mary Williamson, whoever your favorite 
author is, it’s like you feel heard and seen and understood by them. And there’s this 
innate connection that happens when someone curls up with your book. 

Women are pretty much the ones buying and reading those kids of books. If they’re the 
ones you want to connect with you’d be amazed at how profoundly you can reach out 
and touch someone’s heart through those words on the page. Thousands of people 
around the world can get you without you being anywhere but home. 

LS:   What an amazing way to leverage yourself and have your heart be 
present, which is so much what you’re standing for. And as an author yourself what kind 
of results have you seen, being a woman author? 

CK:   Oh man. Well, most of my books are anthologies where I help other 
people come and get published together. So I’m going to go back and actually share a 
little bit about my book, The Freedom Formula, which came out in 2008. It’s my last like 
real signature book that I’ve written. My next one will be out in 2016, which I’m very 
excited about.  

With that book it was The Freedom Formula: How To Put Soul In Your Business And 
Money In Your Bank. There were experiences where I had people literally emailing me, 
the subject line would say you made my coffee get cold. Because the book would show 
up as they were drinking a cup of coffee, they’d open the first page, and not stop until 
they finished the book two-three hours later. 

For someone it was literally “you made me burn my toast”, I burnt my dinner. It was 
weird, all these emails I was getting. But people felt so understood and were finally 
getting a dose of what they needed in that book, that I decided to actually create an 
event around it. So I did an event called The Freedom Formula Experience in 2009. 

In Christine style, it was probably the first time I ever really sold from the stage. I 
brought my heart, my authenticity, and they were there because they read the book. 
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They wanted this freedom formula, they wanted to learn about how to put soul in their 
business and money in their bank. And through a guided meditation process, giving 
people an experience, like I actually ended up selling just over half a million dollars of 
coaching out of that event, where people were going to go on a year-long journey of 
working through The Freedom Formula with me. 

That event didn’t exist before the book existed. And before I saw that whoa, people 
were having these really visceral response to the book, and wanted more. There were 
only 100 people in the room. When you can pull out a half million dollars from a room of 
100 doing a guided meditation, you know that you’ve kind of hit the nail on the head. 

LS:   Yeah. We would call that a $5,000 per head average in our Event 
Profit Secrets lingo. 

CK:   Yeah. I love that you have lingo. I have no lingo. I hear you talk I’m 
like oh my gosh, she’s got it all down. 

LS:   There’s no lingo for what you’re doing, Christine. It’s a huge 
accomplishment, something to be very proud of. Obviously per head average is 
representing the amount of money you made per head on an average, but for me that 
represents the amount of transformation that people received and got and are putting 
into their future. That’s what those dollars were representing for you. That’s so 
awesome. 

CK:   Yeah. I so often say that a book is just a beginning. Because the 
clarity that you have to develop, the courage that you have to develop, and the 
confidence you develop through the process itself, is what made it possible for me to 
stand on a stage and have people really jaw-dropped. Some of my colleagues, like 
Fabienne Fredrickson was there and David Nagle was actually speaking one day. Ali 
Brown was there for part of it. 

It was just like this jaw-drop, like oh my gosh. And writing the book was the beginning of 
that whole thing. And again, that room too, 95% women.  

LS:   I wasn’t there, but our whole industry was so proud of you. 
Everything you did around that. I can only imagine with all that you’ve learned and the 
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presence that you have now, for your next book in 2015, how you’ll be able to bring all 
of that at a whole new level. I’m excited to watch it unfold. 

And I know that our listeners, there are folks here that would love to be able to take a 
step further with you. You’ve helped so many authors, unknowns and top sellers, and 
you’ve learned a lot about how to package, how to position, and how to go about it. I’d 
love to tell our listeners about how they can take that next step. They know that you’re 
coming with a gift where they can take your work further. 

I’d love for everybody to follow us over to www.selltowomen.com/christine. Christine has a 
really special gift that she put together called “Back Cover Secrets of Top Selling 
Authors”, and it’s for you while you’re here participating in this series. Can you tell them 
a little bit more? I can see people are opting-in right now to grab it, but can you tell me a 
little bit more about what they’ll find there? 

CK:   Absolutely. It’s an action guide that I’ve put together, it’s directly out 
of my Get Your Book Done ebook, and my Get Your Book Done coaching program. It’s 
to help you, if you feel like you have that book inside of you.  

So many authors, this isn’t the same for fiction, but if you’re writing non-fiction, a book 
that’s going to help you build platform, grow your business, share your wisdom, your 
philosophy, with your community and your prospective clients, when you’re writing a 
non-fiction book I always tell my authors one of the most powerful exercises you can do 
is to actually write your back cover copy before you write a word of your book. 

It forces you to get clear. To get to where we talked about your personal essence. Well, 
the back cover copy really invites you to discover the essence of your book. What is the 
heart of it, what’s the soul of it, what’s the transformation that people are going to get, 
what’s the promise of this book? 

I put together an action guide here that’s going to actually tell you, sort of step-by-step, 
exactly how to go about creating that back cover copy and the different components that 
you want to have on it. In and of itself I have people who do this process and are like oh 
my gosh, after writing my back cover copy I feel like I can just write the book. 
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There’s so much clarity and confidence that comes. And it’s fun, it’s a really fun process 
to do this. I would encourage you all to head over there and grab that free action guide, 
Back Cover Secrets of Top Selling Authors.  

I’ll just also say, Lisa, that when you do that, you’ll get the action guide via email and on 
the next page after opting-in for that resource you’ll also discover my Get Your Book 
Done ebook, which has all of the content of my thousand dollar program at a fraction, 
literally a fraction, of the price. So if any of you feel like oh wow, maybe I want to take 
this on, go at least get the free resource. Some of you may want to consider taking a 
look at that next page and actually getting my system and my unique way of taking on 
writing a book as a transformational journey that really will change your life. And change 
your business. 

LS:   I think it’s brilliant how you’re approaching it. We see the same 
effect with Speak To Sell. When people get their speaker outline done, sort of the blurb 
with the three bullets they’re going to cover, I think it’s a very similar effect. All of a 
sudden the whole thing can pour out. I’m excited about this. I highly encourage you 
guys to go now to www.selltowomen.com/christine. 

Christine does lay things out in a very clear and easy to follow manner. This should be 
something that, like she said, you can enjoy. An enjoyable process that can really help 
you advance your platform and your promise. 

I have to say, it’s been such an amazing day. Everyone from Ali Brown, Jeff Vacek, Nan 
Akasha, Blair Singer, Christy Whitman, Christine Kloser, and that’s just today. You guys 
know we had Roger Love and Stephen Dinan and Natalie Ledwell from Mind Movies 
yesterday. Tomorrow we’re opening the day, first thing 10 am Pacific, with Margaret 
Lynch, who is one of my favorite women marketers out there today with her incredible 
transformative work, both personal development and business. All the way through the 
end of the day with Mary Morrissey, one of our transformational leaders of this century, I 
really believe. 

It’s going to be an amazing day, and I know that some of you are here for every 
interview and it’s awesome. And if you’re hearing things, like you did here with Christine 
today, so much, my action sheet for her is like a page and a half of notes for both myself 
and my team to be implementing, and you just really want to have this in your success 
library either because you missed a few sessions or you just want to hear it again, just a 
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reminder that if you go to www.selltowomen.com/upgrade you will get the transcripts, the 
MP3 recordings, and my personal action sheets summarizing the step-by-step secrets 
of each teacher, for $100 off of what it will be the minute this series ends.  

It’ll be just $97 today, while you’re in the series. As you can hear, just on one interview 
alone with Christine, it makes it all worthwhile being able to hear that again and just get 
yourself connected to the importance of presence. Which, Christine, I have to say, you 
just represent that so tangibly. Not just in what you’re talking about, but it’s really my 
experience of being with you. 

Thank you for being with us, giving us your presence, wrapping up day two of How To 
Sell To Women so beautifully with me, and getting us really fired up for day three. 
Which is tomorrow. And again, it’s www.selltowomen.com/christine to access her free gift, 
Back Cover Secrets of Top Selling Authors. 

It’s www.selltowomen.com/upgrade to get $100 off on the entire package so that you can 
have it in your success library going forward. 

By the way, if you have missed some of our other awesome teachers, when you get the 
upgrade package all of their free gift links will be available to you there, so it’ll make it 
every easy for you to go in and be able to stay in further contact with those that you 
want to continue learning from. 

It’s a big day here at How To Sell To Women. Christine, thank you for your generosity of 
heart and of time. It’s awesome being with you. 

CK:   My pleasure, Lisa. Thanks for inviting me to participate. 

LS:   I love that we reconnected early this year. What a great way to 
start. What a great way to ignite 2014.  

And for everyone else, thank you for being with us. We will see you tomorrow morning, 
10 am Pacific, for Margaret Lynch. Grab a pen, she’s got a lot to teach. That woman 
has been on an amazing path, and every time I talk to her I learn. 

Thank you, everybody. 


