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Host Lisa Sasevich – “The Queen of Sales Conversion”  
Introduces Linda Claire Puig 

Lisa: Hello, everyone and welcome back to How To Sell To Women, our live 
virtual training.  This is your host, Lisa Sasevich, the queen of sales conversion and 
founder of the Invisible Close sales systems.  Congratulations on being with us today.  
We have an awesome call in store for you.  We may be getting toward the end of the 
series but we are not toward the end of the amazing insights, strategies, tips that 
today’s master teacher as well as Mary Morrissey who will be wrapping up the series 
with me next have in store for you.  So you know you’re in the right place if you want to 
learn how to attract, inspire and influence women buyers in to your business.  And as 
you may remember each one of our master teachers has agreed not only to share the 
gifts that they’ve been learning from marketing and inspiring women but also before we 
conclude, each one will share with you a special complimentary gift that you can use to 
take their teachings even further in to your business.  So stay tuned. 
 
Today it’s my honor to introduce to you Linda Claire Puig, an internationally recognized 
marketing expert who helps solo business owners develop profitable relationships and 
portable businesses that go with them wherever they want to go.  Linda has taken her 
own business abroad several times including five months in a medieval era Italian 
village.  Linda is the co-author of the six-figure newsletter which was pre-ordered by 
nearly 9,000 people before it even went on sale.  Among other services, Linda provides 
done for you ready to go newsletter articles you can use in your own newsletter as well 
as rock star training on how to set up a newsletter system that makes money.  Linda is 
also an award winning journalist and writer for the past 30 years and her articles have 
appeared in newspapers, magazines and newsletters around the world.  And I need to 
say that I’m not sure how many years it has been, I’m guessing maybe four, that I have 
been a happy client using Linda’s advice and teaching and service for my own 
enewsletter which nowadays reaches over 80,000 people in 134 countries.  So I’m very 
excited to have this time to learn from Linda today.  So Linda, welcome to the call.     
 
Linda:  Thank you so much, Lisa.  It’s really nice to connect in this way and around this 
topic.  I think you have really sort of got something that people are sitting up and paying 
attention to.  It’s a great time. 
 
Lisa:   Well, thank you and thank you for showing us how to take it on the road.  I know 
you got your focused on some really fun places when it comes to taking it on the road 
that we’ll learn more about today.  Tell us a little bit about your business, what you’re 
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offering and especially these days, what is that unique transformation that you offer, and 
what percentage of your clientele these days is made up of women.      
 
Linda:  It’s something that I noticed a long time ago that most of my clients, most of the 
people on my list, most of the people who are in communication and in community with 
me are women and about seven or eight years ago, I would have said 75%, nowadays 
it’s like 85-90% so I really noticed—and I don’t do that intentionally.  I’m different than 
maybe some of your other guests—I don’t do anything specifically intended to market 
directly to women.  It just happens that way.  So because I know it, I know how to—I 
think they’re just responding to me marketing in a way that’s natural for me that works 
for women, let’s put it that way.   
 
Lisa:   Yeah, I hear you and you’re actually not alone.  Myself included, I never come 
out and say, “Hey women, this is how to sell.”  I mean our Invisible Close brand is really 
for me and women but if you come to our events, you’ll see that the room is like 75% 
women.  So I hear you on that one for sure, for sure.  And tell us a little bit about the 
transformation of your business like what you have been offering over the years and 
where your excitement and focus is now.   
 
Linda:  Yeah.  Well, for a long long time, I have been focused on helping people, 
business owners, with their newsletters both in a done for you way and a done with you 
way, and here’s how you do it if you’re a do it yourself person way.  So I really have 
been all about newsletters.  It was a very intentional, focus on my part to be all about 
newsletters and all about the relationships that they build because they are such you 
know such a critical part of marketing to women, marketing to anybody but specifically 
women.  And so what I noticed, well, I’m excited because I’m really in my first month of 
sort of blossoming in to some expanded areas and these are as a result of requests 
from the women on my list.  I have loved to travel for a long stretches of time for most of 
my life and so I intentionally set up my business to be able to run it from anywhere.  And 
as you mentioned in my bio, about two and a half years ago, I lived in Italy.  It was a 
long time dream of mine, not to just travel there for a month or even two months, I really 
want to plant myself there and experience the culture in a deeper way.   
 
Anytime I’ve ever traveled, it’s always been with the question in my mind of what it’s like 
to live here.  What’s it like to be from here, to be one of the people from here?  So I’ve 
always have that curiosity and I tell you when I did that, when that happened for me, 
Lisa, people in every area of my life noticed a profound difference in me from that 
experience.  My business changed and grew significantly while I was there.  My best 
friend even said, “I almost didn’t know you when you came back.”  There was just such 
a profound transformation that came from me achieving that long time dream of being in 
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a culture that I dearly loved.  And so what I noticed is that from the moment I left on the 
plane to get there, all the way through till today, people have just come out of the wood 
work on a regular basis saying, “How did you do that?”  It’s kind of like they noticed.  I 
have people saying, “I noticed that shift in you.  I noticed that shift in your business and I 
want that for myself too.”  Like when Harry met Sally thing, they’re saying, “I’ll have what 
she’s having.”       
 
Lisa:   I’ll have what she’s having.   
 
Linda:  They saw.  They saw how lit up I was and how filled with something that’s very 
difficult to label but they saw it, they felt it and they wanted it to.  And so I had all these 
emails saying, “How did you do that?”  So that’s where my business is expanding to 
now, taking the relationship development of a newsletter and really expanding it to 
inspiration and possibility and helping people actually craft their businesses either from 
start or tweak them from where they are now to a business that can be run online, by 
the phone, wherever you want to be in the world.  So I’m super super excited about that 
and so are the people that I’m working with.  It’s just like it’s lighting me up all over 
again.     
 
Lisa:   I love that.  I love it too because it really represents, there’s a lot entrepreneurs 
listening that are like “I want to start but I want to go in the right direction and get it 
perfect” and you’ve done so much good for so many of us both the people having 
newsletters and the people receiving them for so many years and it’s not like you have 
to throw the baby out with the bath water.  I mean if you take a look, it really fits.  It 
really has been the transformation that was the stepping-stone to this next piece.  So I 
think it’s a great example that if you just get in motion, God can course correct you as 
you go.  And there’s no wasted parts, you know what I mean?    
 
Linda:  Yes, oh exactly.   
 
Lisa:   … led to here.  It wasn’t like some accident that has to get redone.    
 
Linda:  Yes, I love that phrase, “ready, fire, aim.”  That’s one of my favorite mantras. 
 
Lisa:   I love that.  I’m going to put it right here on your action sheet so our VIP 
upgrade people will have a reminder of your favorite mantras because I love it too.  So 
let’s talk about, even though you haven’t been marketing specifically for women, you’re 
certainly attracting a lot of them in to your business, what are some of the ways that you 
attract clients?  If you have to just pair it down to a few ways that you attract clients and 
obviously, these ways are working to attract women clients for you, what would it be?   
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Linda:  Well, I have to say that the very first one is the one that I’ve been teaching 
about for so many years and that’s newsletters.  I mean what you can do with the 
newsletter is astonishing.  The relationship that you develop and you have to do it in a 
way that really works and that is being personal in your newsletter, giving valuable tips 
and advice and also using them to build a community that you promote to then.  So I am 
still a huge, huge fan of newsletters especially once that really develop a personal 
relationship like really be you in relationship with individuals in your community.  That’s 
just hands down one of the most valuable tools you can ever ever develop and certainly 
one that has gifted me with a beautiful, wonderful community to work with.  And you 
know, trainings, yes we have a lot of opportunity for trainings, online, teleclasses, 
webinars, all that kind of stuff, very valuable ways to attract women clients but more 
than that is how you are on those trainings.  And what really works is authenticity like 
just being yourself.   
 
I think that we have gurus in the world and they’re a little bit, you know, it’s kind of like 
the old professor mentality.  They’re in ivory tower, you can’t quite approach them.  And 
so I think that that authenticity that you bring in your trainings, the warmth, again the 
relationship feeling, the feeling content, that is really really important in trainings.  It’s 
just like being with friends, really.  If you treat your trainings like hanging out with friends 
but of course you’re bringing your area of expertise, that combination of your experience 
and expertise and professionalism but combined with that very, very real authentic 
quality is really super helpful for me anyway and I’m sure it is for you, Lisa, and for 
anybody who’s interested in attracting women clients for sure.      
 
Lisa:   Yeah.  That’s great. 
 
Linda:  The other thing that I think are really helpful are, and I’m getting more and more 
in to this, I mean I love trying to inspire people about newsletters but let’s be honest, a 
lot of people think of newsletters as a chore.  So it was sometimes hard to do the 
inspiration piece there but with my new focus, it’s super easy to inspire in anything that I 
view and to create inspiring events.  Like the event that you’re doing right now, Lisa, 
How To Sell To Women, there’s a lot of people on here talking about possibilities, 
opening the eyes, opening the doors for the listeners and that kind of inspiration is very 
very essential I think to women.  We need to feel before we really go out and start doing 
so I love that.  One other thing, I don’t do a ton of videos and that’s to my detriment.  I’m 
going to be doing many more, I just have not yet reached the place where I am like 
whipping out a video camera everywhere I go but the ones that I have done have mostly 
been set in the places that I’m traveling to.  So even when I was still marketing a 
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newsletter training program, my videos were set in Italy and so I think that level also of 
sort of visual stimulation that has helped me to attract women clients as well.       
 
Lisa:   Well, with all your fun travel, it’s like everybody wants a peek, right?  Let us 
voyeur in your adventures.  So definitely doing those on site sounds like such a hot 
strategy just to connect.   
 
Linda:  Yes.  Yeah, definitely. 
 
Lisa:  Question for you on it’s so easy to say newsletters that are personal and be 
personal and connect, but not everybody knows the limits on that and where and also 
not just the limits but also the starting point.  You know like if I’ve been all about 
spouting information, how do I suddenly talk about my puppy, you know.  Is it 
appropriate to talk about my kids?  Do you have any advice…  
 
Linda:  This is such a great question.   
 
Lisa:   … connecting and attracting women clients like I’m sure you have to have cross 
this road with so many of your clients. 
 
Linda:  Oh my God, I cross it with myself.  You won’t believe this.  This is the most 
hysterical piece.   
 
Lisa:   Yeah, give us sort of the gold ends of it, right. 
 
Linda:  When I first started doing the newsletter for my company, there were two years 
where it was from my company.  You didn’t see me in there at all.  I was that nervous 
about kind of putting myself out there.  I just was really shy and reserved and I like just 
couldn’t do it.  And at some point, there was like a turning point, the decision point of my 
business where I just said, “I am going full out here.  Like no more holding back.”  And 
part of that was I’m going to do my newsletter in the ways that I know is really effective.  
I’m going to do that.  And so I just started and it was terrifying at first.  But I started 
small.  So one of the suggestions that I give my clients if you’ve been all business and 
you talk about business topics and stuff like that, well maybe you start out by just saying 
something like, “Well, you know, I’m going to give you a list of the books that are on my 
bed table that are half opened.”  Like you just let them a little bit in to you as a person.  
“Oh she’s a real person.  She’s got a bed.  She sleeps.  She’s got a bed table with 
books.”  And maybe they’re books that are all have gone through and so they learn 
something else about you, that you’re a starter and you love these ideas.  You love 
them so much that you’ve got so many opened, that you haven’t finished them.  So you 
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just start sharing a little bit about who you are.  Now you don’t have to share about your 
puppies, but I tell you what, animals and kids, that’s like the big equalizer.  So many 
people can relate to you more if they know you have a dog, or your cats.  You know this 
one person has a regular section in her newsletter that is about her cat.  Her audience 
has demanded it.  It’s like, “What, you didn’t give us any news about Max and Ruff?” or 
whatever.  So you don’t have to talk about something personal every single time but it’s 
really just about getting people to know you, to really truly be in that relationship.  Talk 
about your kid’s graduation or first day of kindergarten and weave it in to, this is where 
you start to get really skilled with it, weave it in to a teaching moment, whether you’re a 
nutritionist or a business coach or whatever.  You can weave in those teachings 
moments in to your personal notes and that makes it even more valuable.      
  
Lisa:   I think it’s so great because and that is definitely naturally something that 
started happening for us with our newsletter is whatever lens you see through, so 
obviously you see everything right now through how you’re blessing the world which is 
opening new possibilities about being mobile and going where you want to go and 
taking your business with you.  So you’re going to see all kinds of cool gadgets and 
things and things that people are doing, you know, that you will be able to point out from 
your personal life.  I know for me queen of sales conversion, I can’t not notice when 
there’s a missed opportunity because somebody doesn’t use a structure.   
 
Linda:  Right 
 
Lisa:   And I remember we had a Kabbalistic rabbi in my living room just to do an intro 
and tell us what this Kabbala thing was all about and it was so hard because here we 
are learning about this ancient old religion and practice.  I had all these thought leaders 
in my living room and the guy blew it so bad.  I mean he didn’t have a structure and we 
ended up talking about the holocaust and people were like turned off.  I mean it was 
such a disaster and of course through my lens it’s like he needs Speak-to-Sell.  He 
needs a structure.  And that is like it’s a personal thing obviously to share that I was 
looking at that in my living room but through your lens, you see things at your daughter’s 
first day of school or like you said your kid’s graduation that other people don’t see.  So I 
don’t know.  I’m passionate about that one.  I really love it. 
 
Linda:  I am too.  There was a time, my son is an actor and really kind of director, 
screenplay, all that kind of stuff, a young one in Hollywood right now.  And when he was 
in high school he was in all of the high school musicals and he was really, really good.  I 
don’t mean like mom’s proud good but really good.  
 
Lisa:   Yeah, yeah, he’s actually good. 
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Linda:  Yeah, actually good.  So I snuck—we weren’t supposed to have any recording 
devices in there but I snuck a snippet of one of his songs, the whole song, the snippet of 
the musical and I put that audio in my newsletter in my personal note, and I was just a 
proud momma sharing with my list my son’s beautiful voice in his song that he was 
singing about his mom that was his character, he was singing a song about his mom.  
And you know I got so many, oh my God, and then when I wrote about sending him off 
to college, like I wrote about that.  It was—even though I’ve been for years being 
personal in my newsletters, even still there are times when I think, oh my God, first of 
all, does anybody care?  And second of all, is this too much?  But always encourage 
people… 
 
Lisa:   Well, you know, when you really… 
 
Linda:  Go ahead. 
 
Lisa:   Go ahead.  No, no, please. 
 
Linda:  Well, I was just going to say always encourage if you’re nervous, just take a 
little step.  Just do one thing that makes you not terrified unless you’re like me and that’s 
the way you learn or but just uncomfortable.  Do something that’s uncomfortable to 
make your newsletter more personal and then just see what response you get.  One of 
my…. 
 
Lisa:   Maybe it’s the PS. 
 
Linda:  Yeah, maybe it’s the PS. 
 
Lisa:   … teach last night. 
 
Linda:  Yeah.  Whatever.  One of my clients sent a birthday announcement out on 
Friday which was her birthday and she noticed this huge bump up in open rates and 
huge bump up in engagement and she was also selling something on there but she 
really got her list activated by just that personal connection.    
 
Lisa:   That’s great.  I love it.  I mean it’s funny because we have live events and that’s 
where I really feel it because it feels almost like inequitable when I’m not reading their 
newsletter or they don’t have one.  So people come up to me and say, we’re leaving for 
Russia next week for the Olympics and I’m going with my ex and my kids on a platonic 
trip…  
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Linda:  Wow. 
 
Lisa:   Very progressive, right.  I don’t think I’ve put this on my newsletter yet but I’m 
going to.  You just reminded me.  But people will come up to me and be like, “How was 
Russia?  How did it work?” and I feel so out of balanced because I don’t have 
something to say back like how was your daughter’s graduation? 
 
Linda:  Right.  Right. 
 
Lisa:   There’s just like one-way really personal relationship going on that sometimes 
when you finally meet live, it’s like a little bit, it feels almost unbalanced.   
 
Linda:  Yes, understood.  Understood. 
 
Lisa:   I need to put this on newsletter too.  Let’s talk about… 
 
Linda:  Right. 
 
Lisa:   Oh is there anything you wanted to say about that?  Sorry, I’m excited. 
 
Linda:  No, no, I think that’s good. 
 
Lisa:   I’m just all over the place. 
 
Linda:  I know.  No, I’m good. 
 
Lisa:   I’m curious about like taking that and you may just have to look in to your own 
business for this is you take that connection that you build and that you teach people 
how to build the way that you do, and now let’s look at it from the next step which is the 
ways that you found in inspiring women clients to say yes.  We call it conversion where 
they actually step in to it and say, “Yes, I am going to go live for three months in Italy 
and take my work with me” or “I’m ready to start a newsletter.”  What have you found is 
most effective in causing that moment?   
 
Linda:  Well, we just finished speaking about one of the biggest things and that’s like a 
precursor, building that personal solid established trusting relationship is absolutely 
essential.  You have to be fearless.  I think that women more so than men although this 
is a big broad generalization, okay, I think are more afraid of promotions.  They’re more 
afraid of what people think of you, that sort of thing.  So there is a fearlessness that you 
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have to adapt but it doesn’t have to be like a male oriented fearlessness.  It’s like “I am 
so confident in the value of what I do and in its possibilities to help other people that I’m 
willing to step through this discomfort through this fear and do it anyway.”  So that is 
something that has been a journey of mine, and I think it’s almost everybody honestly, 
Lisa, except maybe not you. 
  
Lisa:   Oh trust me.  Isn’t it funny you could give that perception but you know as well 
as I do the hardest work to do is your own on yourself?    
 
Linda:  Yup. 
 
Lisa:   So you’ll be surprised what I go through sometimes just to do my own 
irresistible offer, my own preview own call.  It is the hardest to do your own work on 
yourself. 
 
Linda:  Yeah, yeah.  But having that intention to serve or the intention to transform or 
the intention to have fun, all of that stuff will help you move through that discomfort.  So 
for me where I’m really excited about right now is in the inspiration piece.  Because 
what I discovered from—I rediscover every time I travel.  I discovered that hugely during 
that almost six months that I was living in Italy and again last fall I was there, I just 
discover how much when I’m filled up and I’m lit up because I’m so filled up with joy, 
with satisfaction with just this feeling of ah, you know, oh, good is that that overflows.  
That really overflows in to my business.  It overflows on to my team.  It overflows in to 
my community and it’s really potent.  As a sales tool, it’s really potent. 
 
Lisa:   Being filled up yourself. 
 
Linda:  Yeah.  Yeah, really.  Well, filling up yourself and then passing that inspiration on 
to others.  
  
Lisa:   Yes.  Yes.   
 
Linda:  And then I think also one of the other things that I was thinking about in 
relationship to this is that respect.  Respect is really important in inspiring your female 
clients to say yes.  Respecting them, respecting their potential, respecting their 
resourcefulness, respecting their gifts, and I think that’s kind of a missed step, a missed 
piece sometimes in some of the campaigns that I see.  It’s like there can be some 
talking down to versus just speaking with.  So I feel like that respect and that warmth 
and that authenticity is really, really important for people to say yes and you and 
probably everybody else on this event will say that trust is critical and it absolutely is for 
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yes.  Trust is critical for yes.  But how do you develop that trust, partly it’s the respect, 
partly it’s that authenticity, partly it’s being opened and personal and sharing from your 
overflow.   
 
Lisa:   I love what you’re saying and I think like for everybody listening including myself 
here, I’m listening to everything Linda is saying and saying like, “Oh wow, I wonder if 
that’s something that I could be doing but not seeing.”  And you want to go back and 
that's what these action sheets are really useful for is to be able to go back and say like, 
okay, am I sharing personally?  Is there places that I might be talking down to instead of 
talking with?  And really question it all that’s the value of the sharing here.  So thank you 
for that.  I’m curious in your own business when it comes to you have this awesome 
connection you’ve shared, what are the actual tools that you use for engaging a client in 
to a paid relationship going from interested and connected to actually invested?  Do you 
get people on the phone one on one?  Are you doing that through webinars and 
teleseminars?  Do you speak live?  What are your favorite ways to really attract the 
woman prospect to become a client?     
 
Linda:  Well, if it’s the right thing that I’m selling that somebody is considering, then I 
will get on the phone.  Sometimes if it’s even a much smaller investment, I’ll also get on 
the phone.  So that definitely enhances the connection.  You always want to be mindful 
of that connection.  We women are all about connecting.  It’s like we just can’t not be.  
And so to have that connection.  Sometimes like I have a few people just recently say, 
“I’m going to sign up for your program that’s not why I want to talk to you.  I just kind of 
want to talk to you.”  They just wanted to have that connection to solidify their decision 
to invest in me.  And so definitely phone is a huge thing.  It’s one of the things that I 
think that we forget about.  We’re all about emails, well, zip off and email, but what 
about that surprised phone call.  It’s almost like this nostalgia thing.  “Oh my God, 
somebody’s calling me.”   
 
Lisa:   So you use one on one phone calls.  Yeah. 
 
Linda:  Yeah, one on one phone calls.  I love email marketing.  I just think it’s fun and 
I’m always looking to improve my abilities with that but it happens not from just sending 
some sort of super uber by this now kind of email over and over again.  It happens from 
developing that relationship.  It happens from telling stories that lead to investment 
opportunities, that lead to links clicking.  It happens—it can be fun.  It can really be fun 
to discover the creative, engaging fun for you and therefore fun for them kinds of ways 
to do that.  So I love email marketing and won’t ever stop doing that and then I love 
Q&As, that’s the other thing that I love to do.  I love Q&As from an initial kind of hit with 
me.  I’m building some Q&As maybe after a training.  I sometimes will do just Q&As just 
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like that, just come and ask questions.  And I build a lot of them in to my programs too 
because that’s just one of the places where I really sing.  I sing in that improv space.  I 
like the planning and the structure that you’re talking about the rabbi should have had.  I 
like to have that as a starting point but then I really feel like if I can, it’s going to sound a 
little woo woo but if I can just open myself up enough to become a channel for really 
good information, then that really works for me, so I love doing that part.  It’s the 
engaging with the other person that seems to draw out the best in me.  It’s that 
engagement with other people.  
 
Lisa:   I’m so glad you brought that up because I think there’s something I’m going to 
include on your action sheet for sure because Q&A for us as well like we do the more 
structured talk to get it all out, get it structured, making sure we include everything in the 
beginning is what I hear you saying but then down the line, I love to have the time 
where it’s just I’m just here like office hours.  The doors are open, come  in.  Give me 
your hard questions.  Challenge me or tell me and like you said a lot of people will come 
and say, “I’m already in.  I just kind of wanted to run my thought by you, or get your 
opinion on this.”  You can almost hear it’s not even like a real question.  It’s just a desire 
to connect.  I think that’s a fabulous tool and so congruent with everything you’re 
sharing about how you are and what you stand for.  That’s great.       
 
Linda:  Yeah and all the stuff that I’m talking about can be done from anywhere.  That’s 
the best part. 
 
Lisa:   Right.  That’s right.  Phone calls, email marketing and Q&As.  That’s perfect.  I 
love that.  You’re all about possibilities.  I got it.  Curiously, is there any—oh you have a 
really fun gift by the way.  Stay tuned, you guys, in just a moment.  She’s got a fun gift 
for those of you.  You do want to take your show on the road.  But one more question 
real quick, is there anything that you’ve seen, Linda, as a no-no or because it’s either 
been done to you or you’ve tried it and it was just sort of stepping on the landmine when 
it comes to marketing to women or selling to women?       
 
Linda:  Yeah.  Yeah, definitely.  There’s an experience that I had one time, a trusted 
colleague of mine connecting me with somebody that he proposed would be a good 
joint venture partner for me.  And because I trusted this person, I trusted that the person 
that he would connect me with would be good.  So we set it up, we put dates on it and 
that sort of thing and then when it came time for me to actually write the emails to 
promote this person, I went and I should have done this a little earlier but what 
happened was I went to his website just to check him, check the links and all that kind 
of stuff and I realized and I looked at the copy that he had provided also and I realized, 
in fact, that was probably my first clue that something might be off was the copy.  I just 
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realized I can’t do this.  I cannot do this to my list.  This is not in any way shape or form 
something that they would feel comfortable with and more importantly, they might even 
worry that I’m not who they thought I was because of that.  So that trust factor might 
have been broken.  So I actually called and cancelled the whole event.  I hadn’t ever 
done that before and so it was a little bit—it felt a little bit funny but I was really so clear 
on that.  So what I was seeing on the copy was it seemed the opposite of authentic, not 
fake but just not really super sincere, like fake sincerity, that kind of a thing.  So I think 
women are really really capable of detecting fake sincerity.  And so there was that and 
then it just there was nothing meaty and substantial and yummy and juicy that would 
appeal in that way.  It was all very dry and kind of like here, have it, like if you imagine 
your palm just going [hoom] like that.  So that definitely doesn’t work and because I’ve 
been working with people and their newsletters for years, I’m on a gazillion people’s 
email list not so much always to learn from them but to see what they do.  And so I see 
a lot of, it’s really unfortunate, I think some of these people could be so much more 
successful if they really cared enough to develop an email relationship with me but I’ll 
see every once in a while like once or twice a year out of the wood works will come this 
people that all of a sudden have these things for me to look at and these things for me 
to—but then I don’t hear from them for the rest of the year and that doesn’t feel good 
either.  That’s like okay, you just want something from me.  Like you’re not interested 
really in this back and forth.     
 
Lisa:   They’re sort of hitting people with promotion… 
 
Linda:  Yeah. 
 
Lisa:   It’s supplicating people with promotions when you haven’t been staying in 
touch.  
 
Linda:  Yeah, that’s exactly it.  
 
Lisa:   Yeah.  I got you.   
 
Linda:  Yeah. 
 
Lisa:   That’s good.  I think it’s so critical.  It’s one of the first things like even when 
people get out to speak, they think, “Why do I need a newsletter?”  But you’re getting all 
these new leads, all these new followers, these are humans and you can’t just put those 
in a box and just hit them up when you want to sell something.   
 
Linda:  No. 
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Lisa:   You’re providing value all along the way and yeah, that’s a great no-no.  
 
Linda:  Yeah. 
 
Lisa:   Anything else? 
 
Linda:  And I think it’s not knowing your audience.  When I am aware that somebody 
just doesn’t get me because they haven’t taken the time to get me, that is I don’t know, 
it’s a little harder to nail down exactly but what I’m trying to say is that when you know 
your audience, when you really deeply know what keeps them up at night or what 
they’re just thirsting for, and where they’re stuck and all of those kinds of things, when 
you know that, then you can provide that for you.  If you are providing something else 
other than what they’re worrying about or dreaming about, then you’ve missed the 
connection opportunity because they think, well, it’s clear that that person doesn’t get 
me.    
 
Lisa:  Totally.  
 
Linda:  So I think that that’s, if you put that in to the practice of putting stuff out there but 
not really knowing what your audience is wanting and needing from you then that’s a 
practice to avoid.   
 
Lisa:   Beautiful.  You’re so congruent.  I love that your message regarding whether 
you’re sharing the possibility of staying connected to a newsletter or being able to stay 
connected while you live your own dreams and inspire other people to do the same, 
your message is just so solid and it always has me like I wonder what Linda is doing?  
Where is she?  And you know that’s what you want, I’m engaged.  So I appreciate you 
just modeling it live for us here and I know there’s folks that would love to really know 
more about how you have taken your business on the road and been able to live 
months at a time, instead of just wondering what it’s like.  You’ve been able to actually 
do it as far as living abroad and having the freedom to go where you want.  So if 
everyone would follow me, Linda has a surprise for you.  This is something 
complimentary that she put together for you for being on this series and to help you take 
your work further, you can find it at Selltowomen.com/linda, it’s L-I-N-D-A, Linda with an 
I.  Selltowomen.com/linda and what you’re going to find if you’re taking you and your 
business on the road checklist.  This is for you travel hungry entrepreneurs out there.  
Listen up, Linda is going to tell you a little bit more about what this tool can do for you, 
what it is.   
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Linda:  Well, I think what it is the best way to describe it is it’s kind of an overview of the 
personal and the business pieces that you need to think about, plan for and ultimately 
check off before you can take your business on the road.  So it’s partly a packing list but 
it’s not just a packing list.  It’s like how do you pack up your business list.  So it’s got a 
lot of different things either you can say as you look at it, you can actually check off, 
yes, I’ve got that in my business.  Yes, I’ve got that in my business.  Oh nope, I think I 
probably need to focus on that.  So it’s got that part and then it’s got the other things 
that you sometimes don’t think about when you’re looking at a big travel experience.  I 
like to call it big travel, that travel that takes you out of your comfort zone for longer 
periods of time, so things that you might not think about you know like health insurance, 
just for example.  What do you do about health insurance?  So this is really a checklist 
of things that you need to think about, make decisions about and plan for both in your 
business and your personal life.    
 
Lisa:   I love it.  I love the whole idea of big travel.  It’s very cool.  So this is brilliant for 
all of us to get our hands on because you know we all go through different phases of life 
and it’s great to be ready when that invitation or that moment for you hits.  So you get 
Linda’s taking you and your business on the road checklist right now at 
Selltowomen.com/linda, Selltowomen.com/linda, and for those of you that were coming 
in to the wind up here, we have our next guest Mary Morrissey, our elite teacher in 
personal development, someone I just love to listen to.  Well, hello, there’s a personal 
touch.  Talk about sharing your personal, there it is right there.   And as we wrap up, I 
know that you all have had the gift of being able to listen for 24 hours after each 
interview and try to catch up, but hey there’s been 18 of us over the last 3 days so if you 
want to give yourself this gift of having all of these morsels in your success library 
forever, you can go to our VIP upgrade page which his at Selltowomen.com/upgrade, 
and you can have all 18 interviews including mine of our master teachers in mp3.  You 
get the transcripts and you get my personal action sheet that summarize the step-by-
step secrets of each teacher, at least from my point of view.  It’s kind of the cliff notes 
that we’re going to be immediately applying and also my directions to suggested actions 
for my team.  So you can get all that plus the links to the free gift to every one of our 
teachers.  Again, it’s Selltowomen.com/upgrade and it’s for less than half price and it 
will be when the series is over.  So it’s $97 now, it will be 197 after the series is over.  
So I just want to congratulate everyone for the investment you made in yourself and 
being here today to hear Linda Claire Puig and her amazing tips for personally 
connecting for building trust and really for being able to live the life that you dream, 
design it your way.  So thank you, Linda.  Thank you for taking your time and reaching 
deep in your heart today.  I really appreciate it. 
 
Linda:  You’re welcome.  My pleasure. 
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Lisa:   And also thank you for the great service that you’ve provided to us for all of 
these years.  It’s been such a key tool to our own personal connection so I wanted to 
say that as well.  And so for everyone listening, you can grab Linda’s tips again at 
Selltowomen.com/linda.  You can also get the whole upgrade package right now and 
save a $100 at Selltowomen.com/upgrade.  So I’ll see you all in the next hour with Mary 
Morrissey and go get a drink of water, stand up, run around and come back and join us 
for just a powerful closure to this amazing event.  Thanks again, Linda.  Have a great 
day. 
 
Linda:  Thanks, everyone.  B-bye. 
 
Lisa:   Bye. 
 
 
 

 

 

 

   

 


