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Host Lisa Sasevich – “The Queen of Sales Conversion”  
Introduces Margaret Lynch 

Lisa:  Hello, everyone.  Welcome to How To Sell To Women live virtual training.  
This is your host, Lisa Sasevich, known by many as the queen of sales conversion and 
the founder of the invisible close sales system.  Congratulations on doing whatever you 
needed to do to clear your schedule to be on this call today.  It really symbolizes your 
commitment in getting out there and honoring and serving the women’s market.  You’re 
in the right place if you want to learn the behind the scene secrets and really favorite 
strategies of some of the top leaders in the world today that are out there making a 
difference for this sophisticated consumer, women.  All of our master teachers as you 
may know have been selected because each has made millions by knowing how to 
honor and serve women at the highest level.  Also I’m very excited that each of our 
trainers has generously agreed and created a very special additional training to share 
with you at the end of the interview about what they’ve learned and how you can take it 
further so that you can experience their individual work in the world at the next level.  So 
make sure and stay tuned for that.   
 
Today, it’s my honor and introduce to you Margaret Lynch.  I love Margaret Lynch, the 
Wall Street Journal love too.  They call her the wealth manifestation authority.  Margaret 
has x-ray vision for seeing the fears and limiting beliefs that keep success minded 
people limited in their money and their personal power.  An accomplished success 
coach, bestselling author and top emotional freedom technique often known as tapping 
expert, Margaret delivers high impact transformation that clears the inner blocks to  
wealth and success and creates the on fire enthusiasm and charisma that is key to sky 
rocketing wealth.  After 18 years of engineering management and winning top sales 
awards at Fortune 500 companies, Margaret left Corporate America to live her passion.   
 
In less than four short years, Margaret created a million dollar business using the exact 
techniques that she herself teaches.  She brings her transformational work to thousands 
of people from all over the globe through her wildly popular coaching programs, live 
events, awesome online videos—she has almost 11,000 YouTube subscribers—and 
through her newsletter which reaches over 130,000 raving fans.  She’s also the 
bestselling author of the highly acclaimed book tapping in to wealth and the creator of 
the seven levels of wealth manifestation program which had been featured over the 
place like the Wall Street Journal, Boston Globe, NBC, ABC, CBS, Fox, CNN, the list 
goes on.  So without further ado, rather than talking all about Margaret, I would like to 
now introduce you to Margaret.  So welcome to How To Sell To Women, Margaret 
Lynch.  
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Margaret: Thank you, Lisa.  Thanks for having me. 
 
Lisa:  You’re so welcome.  I love learning from you, listening to you and I’ll tell 
you selfishly I put this series together because of you know being able to honor and 
serve women is one of the things I love to do and anytime that I can learn from another 
amazing person who’s  also out there making a difference in this area, I am a humble 
student.  So I would love for people who—I know so many people already do know of 
your awesome work, but for those who don’t, can you tell us a little bit about what you 
do and the unique transformation that you offer your clients with your work?  And I 
believe you shared that your clients are about 80% of your clients are women these 
days.  Does that sound right?    
 
Margaret: Yeah.  Yup, in my live events, in my programs.  I mean it’s pretty much 
right around 80% on the mark, right.  So in general my marketing I speak to women and 
the men just come along which is what we tend to do with marketing is speak to your 
target customer and other people will show up too, which is kind of cool.   
 
Lisa:  Yeah. 
 
Margaret: But yeah.  So if I could put it in a nutshell, it’s really I work with women 
who are experts.  They’ve achieved some kind of expertise in their life.  Maybe they’ve 
been doing it for a long time and maybe they’re new to it but they are really ready to 
step up and stand out and start getting paid at the highest level in their field and being 
recognized really for the brilliance that they have.  So the transformation I always bring 
is you got two sides to it.  There’s a lot of inner work that happens when you decide you 
are going to step up and start standing out and start asking to get paid at the highest 
level in your field.  That can be, I don’t know, shall we say triggering.  And then I also 
teach them the strategies that are very specific, not for big companies but for experts, 
very specific strategies for experts who want to explode their level of visibility and start 
creating a way of getting paid in income stream that creates a career and those are the 
very specific strategies.  Now, I find that doing the inner work together with those 
strategies putting those two things together really is quite a slamdunk when you’re 
asking people to take such big steps up.  And so that’s kind of what makes me unique is 
that we go to the deep dark scary places.  And that’s why you hear that—you mentioned 
the tap, the emotional freedom technique that we use, the mind body tools in there 
because oh we go there, Lisa.   We go there. 
 
Lisa:  I think you’re not afraid to go there because you’ve been willing to go there 
yourself and do that work and I know at the level you’re playing to consistently do that 
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work.  Unfortunately, it’s not like a one time clean the house and the house is clean kin 
of… 
 
Margaret: Yes, I always if only we could just like consistently march along the road to 
success but it doesn’t happen that way.  We have little backlashes.  We have tailspin.  
We go off-roading with little patterns that we get in to.  
 
Lisa:  That’s true. 
 
Margaret: And if we have technique to shift out of those really quickly so it happens 
for a couple of days we doubt our days for example or we panic around making a big 
offer, that happens for a couple of days instead of getting off on track for a couple of 
months, that’s where you have somebody which is what I got to do, which would grow 
my business so fast because I didn’t spend a lot of time in a tailspin.   
 
Lisa:  Well, I think it’s important because you are so well known for the work that 
you do with tapping and you use it, you incorporate it so much as you’re teaching the 
ground war strategies to handle what we call the air war.   
 
Margaret: Right. 
 
Lisa:  I think it’s important for people to just have a quick understanding of what 
that is so sometimes it’s referred to as the emotional freedom technique, EFT, and then 
I think sort of a nickname is tapping.  Anything you can share that would just give 
people who have never heard of it sense of what you’re talking about. 
 
Margaret: Yeah, sure.  So a really great example of this is if I ask everybody listening 
that suddenly you need to get up on stage in five minutes and you just doubled your 
prices and now you’re going to declare to a whole room of your perfect customers, “I’m 
awesome at what I do and you should pay me this much money.”  When I ask people to 
do that, if I said, “You’re going to do that in five minutes,” and there’s 400 people in the 
audience, they would start to have fulfilling insight of their body and so you’d fill the 
mind body component really quickly come up and this is so—it happens to everybody 
but it’s so specific for women is we tend to come up against anxiety and shame.  Some 
people will say embarrassment but really the emotion under there is shame.  There’s 
something that we are worried that we’re going to get criticized for.  We’re worried that 
we’re not good enough and all of these feelings come up hard and fast before you even 
have a time to think about, “Well, is that logical for me to think that way or feel that 
way?”  And so when I have people come up against this wall, I call it, of the mind body 
reaction of shame and fear and then the limiting beliefs, I need to turn that off really 
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quickly and tapping is simply a technique where you tap on acupuncture points and 
what that has proven to do is shut off the fight or plight response in the body.  It will 
literally turn off that reaction and so where you felt fear or shame or “Am I good 
enough?  Are people going to judge me?” you now feel space and perspective.  And in 
that space and perspective, I can get people to do miracles that they never thought they 
could do.   
 
Lisa:  Wow. 
 
Margaret: Because they’re not pushing through this horrible wall of programming and 
emotion and so to have a technique like you said my background is engineering and 
that is how I think, Lisa, is like I want a technique that I can apply and get a very specific 
results very very quickly because we as women, we need to move forward more 
quickly.  We need to get going and this is a technique just lets women just zam, move 
forward really quick and I love that.  
  
Lisa:  You know that is the best, most concise and easy to understand 
explanation I’ve ever heard about EFT tapping, and maybe I think like an engineer a 
little bit too so it’s funny how many of the experts that I have interviewed have been in 
sales or some kind of technical or software company for a bigger company before they 
came out and did their own thing.  It’s just been an interesting trend on this series.  So 
you attract largely women clients.  You’re handling both the business and the inner 
work, the business strategy and the inner work side with your clients, just so that we can 
know you a little bit more personally, how and when did you discover your calling to 
really empower and serve women?    
 
Margaret: Well, I left Corporate America really kind of following like watching Wayne 
Dyer on TV.  Like I always say Wayne Dyer nuked my entire corporate career because 
once I saw him speak on the power of intention, I go, “My God, I have this intention in 
my life.”  And I started to notice what I was attracted to and he just nuked my entire life 
like two years.  But I left corporate America with a big scary stop and I wasn’t thinking 
about serving women but as soon as I started to work as a coach, so many of my clients 
were women because women let’s face it we are more open to personal development.  
We are more open to knowing that sometimes weird in our own way.  And so women 
are typically the people who will come forward and say, “Yeah, I’m pretty sure it’s me 
like I need to work on this.”  We reached a point in our life in mid-life where we really 
decide that we want to do something new, do something for ourselves and be on a 
mission.  So many of my clients were women and this is where I really started to see the 
gap where you have incredibly talented heart centered, giving, amazing people 
struggling to earn a living.  And you know American Express puts out there a state of 
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women on businesses.  They put out the article for 2013 and they really show that 88% 
of women owned businesses earned less than a $100,000, right.  I mean that is 
incredible.  That’s for 2013 and only 4% of women owned businesses earned more than 
$500,000.  And so women owned businesses are growing one and a half times the 
national average but they completely drop off the map in terms of earning especially 
hitting that million dollar earning mark.  And that is just completely wrong.  It makes me 
crazy. 
 
Lisa:  Wow.   
 
Margaret: You know Lisa, I often share that so here I am working with these amazing 
clients and thinking wow, these women do not realize how awesome they are and what 
their potential is and they’re not earning enough and then I quickly realize I was one of 
those women.  I was totally not earning enough.  And so I really had to… 
  
Lisa:  But you know maybe that’s the recent statistics.  Wow.  Thank you for 
that. 
 
Margaret: Yes, wasn’t that scary? And that’s 2013, I mean it’s literally January of the 
new year.  So being in the same position as a lot of my clients, I was like I really need to 
figure out what the specific money programming is and the specific personal power 
programming because you can’t stand fooling your personal power.  You cannot earn 
big money and I really needed to figure that out both from the sales because I was 
running out of money as a single mom and for my clients.  And when you work with 
incredible people, you will do anything for them and it just sparked my desire to really 
want to bring empowerment and more money very specifically to women who deserve 
it, really deserve it.    
 
Lisa:  So there you, right, you’re having this epiphany, Wayne Dyer, the power of 
intention, you’re moving out of corporate, you’re seeing the statistics.  It’s like you’re 
getting the reality of all this, you’re seeing what you want for yourself.  And now here 
you are, how many years have you been in your own business? 
 
Margaret: It’s barely been five years, I think.   
 
Lisa:  Okay.  So just going on five years and you’re attracting this amazing 
women clients and men, I like to say and very smart men, right from all over the world, 
for the folks listening obviously they’re attracted to this How To Sell To Women series 
because they also want to be able to attract and inspire their own women clients, so 
obviously there’s a lot of different ways to do that, what are some of your favorite and 
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most effective ways that you could share today just the top view of how you attract your 
ideal clients to your business? 
 
Margaret: Yeah and I’ll talk about some of the reasons why too, I think some of the 
psychology behind it.  
 
Lisa:  Okay.  Perfect. 
 
Margaret: And so some of the big things are that these are the three key things I 
would say about women is that women are more collaborative, right.  So now I’m going 
to make broad stereotype typical generalities.  Women are… 
 
Lisa:  Alright.  You go for it. 
 
Margaret: Right.  This is my opinion, people.  So women are more collaborative than 
men and women are not as programmed as men to be takers which means they value 
what they receive.  And this is a time in women’s life when they are looking to make a 
big change in your life which is they seek out experts.  It’s a different time in your life 
than when—we all have heard the saying when you’re in a relationship and you want to 
talk about something and your husband is shooting solutions at you while your partner 
and you’re like, “I don’t want solutions.  I just want you to hear how I feel,” okay, that’s 
not true when you’re selling to women in this eight time when they’re ready to do 
something like big and do a change.  They’re actually more solution oriented.  They 
want solutions to their urgent, painful expensive problems.  So based on these three 
things: women are more collaborative; women are not programmed to be takers, they 
really value when they receive more than men.  Sorry, guys.  I know that sounds harsh.  
And they really are looking for solution.  One of my strategies is to give amazing content 
and to give in a way that is focused on the problems that they have.  Like don’t  just be 
an expert on your content, be an expert on the problems that you solve and put out 
content that solves specific problems that are relatable to women particularly when you 
are a woman, you usually can relate yourself, right.   
 
Lisa:  Yeah. 
 
Margaret: And also put out content that brings clarity because the one point that I 
didn’t mention about women is that we are world class multitaskers and there’s a good 
side to that but one of the bad sides is that we can live in a fog with a lot of pain.  We 
can go and we can soldier on and we can do a million things and not be aware of the 
pain that we have in our life.  And so bringing clarity to women about this is where you 
are and this is where you want to be and there’s some pain in there and bringing that 
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clarity that moment of consciousness that this is costing you.  This behavior or this lack 
of strategy or whatever it is that you are selling to women that you’re not having the 
solution is actually costing you a lot of pain, a lot of struggle, a lot of money whatever it 
is, so that they can have that clarity because we just work and we do and we do and we 
have demands on us.  So putting out content that is literally bringing clarity to women, 
brining the eye opening focus to I’ve got something that needs to be solved.  They will 
thank you for bringing clarity to where they have a problem need a solution.  The fact 
that women are ready for solutions at this time in their life, they’re not just looking to 
have their feelings heard, putting out content that is very step by step oriented, right.  
Like I can get you there.  This is the step by step process.  Lisa, you are the queen of 
doing that.   
  
Lisa:  Thank you. 
 
Margaret: And then the third thing is bringing especially in one to one conversations 
when you’re selling to women, maybe asking them to sign up and work with you, is 
really inspire them with what’s possible.  Women do not get enough of that.  We don’t 
get does of inspiration on what is possible for us.  Men are much more programmed and 
socialized—I mean everyone has their limits but men are much more programmed and 
socialize to not think about a lot of limits.  And we, I mean I’m 46, my daughter’s 
generation, she’s 16, is very very different.  But my programming was more about a lot 
of the things that I couldn’t do.  Right.  And so it’s so important when women are ready 
to blossom and grow which is usually when they’re reaching out to purchase something, 
a solution to their problem to inspire them from the truth of your heart of what is possible 
for them.  That is just like crack cocaine.  It’s awesome.  It’s like giving me more of that 
and I will sign up for your program.    
  
Lisa:  That’s great. 
 
Margaret: Because we don’t get enough of it.  We really don’t. 
 
Lisa:  You know I’ve been doing some personal work on just upgrading and 
getting deeper cut at my own blessing and it’s funny I just recently put it out in an 
enewsletter and I agree with you.  I mean I think for the last five years, I’ve been 
focused more on the strategy of helping experts get their message out and now I’ve 
come to see like yes, that’s still in there but in a higher way, it’s just exactly what you’re 
saying in what you do which is get really lifting people up, showing them a higher 
perspective and opening their world.  And it’s interesting because since I put that out 
there, people are going to give.  This is how you did that for me and this is how you did 
that for me.  And then here you are putting it right into words.  See how magical you are.   
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Margaret: Super magical. 
 
Lisa:  I love that.  So when it comes to attracting women clients, your favorite 
strategies and I noticed because your videos are so highly done, they’re so fabulous, is 
giving amazing content and I want to ring the bell again on something that you said 
because a lot of experts are looking to put a lot about them and their expertise out 
versus the gold nugget here is it’s really about solving a problem that they have and 
giving them clarity and obviously you want to show your credibility in doing that but 
yeah, it’s so about them and not about you is really what I hear you saying here.  
 
Margaret: Yeah and when you’re the person who is the expert that’s selling 
something, again we’re such experts in our solutions and you got to remember you’re 
an expert in the problems so I make people start to say, when someone says what do 
you do, I make them start to practice saying the first sentence is, “I am a problem 
solver.  I solve urgent, expensive, painful problems which means I have lots and lots of 
strategies.  I have lots and lots of solutions.”  And what I love to challenge people with, 
Lisa, is to say, “Okay, so if you are an expert in these incredible solutions which means 
you are also an expert in solving very painful problems for people that they’re struggling 
with and want a solution to, and you don’t put out a lot of great content, you’re just a jerk 
because you’re just withholding things that people really want.”  And I think that’s being 
really jerky.  So put out really great content.  You know be cool and give people things 
and women are more grateful.  They understand, whether it’s a one on one 
conversation and you’re at an event and you’re like, “How can I support you?  How can I 
be a value?”  That doesn’t mean free coaching.  That means “I have this video for you 
and this video for you and I think you will really love these videos and here, go to my 
website and you will get these videos in your inbox if you opt in.”  And that is a great 
way to…      
 
Lisa:  That is awesome. 
 
Margaret: Yeah, to give and be of service.  You just have to create…  
 
Lisa:  So what is your sentence?  I want to put it in the action sheets here for the 
folks that are getting the VIP upgrade package so they have it down.  
 
Margaret: Sure. 
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Lisa:  Because each of the action guide I have suggested activities, right, so 
people can take a couple of things you said and go for it.  So you said with your clients, 
you tell them when they introduce themselves start with, “I’m a problem solver.” 
 
Margaret: Yeah, so play around with this idea thinking this way.  “I am a problem 
solver.  I solve urgent, expensive, painful problems that people want solutions to.”  And 
that’s a good reminder for people to not solve problems that people don’t know they 
have or those aren’t what you lead with, I mean we all do that because we’re going to 
show them “Well, you have this problem that I’m also going to solve for you.”  But you 
need to lead with the problems that they know they have, right.  And so it’s a reminder 
for you as the expert and for your clients that I do something that is incredibly valuable.  
“I solve problems” and when you speak that way, it really sets you up to get media, it 
sets you up to be interviewed, it sets you up to speak about, you know, to give talks in a 
way that is very clear and very focused.  These are the three big issues out there and I 
have my finger on the pulse and I got solutions to these big problems.  And that’s part of 
having that credibility and authority as an expert who gives a lot of great stuff.  Women 
are so—we really appreciate when someone gives us something of value and we are 
collaborators, so we’re willing to receive from people and try strategies.  That’s why 
we’re willing to do coaching more and we share.  We share great resources, don’t we?    
 
Lisa:  Yes, we do. 
 
Margaret: I share recipe and I share resources absolutely.  I read a good book, I 
share it.   
 
Lisa:  That’s great.  I’m with you.  I love it.  Okay, so here’s the problem for you 
problem solver, and I know you got some great solutions for this.  Let’s talk about 
inspiring women clients to say yes, right.  So you attract them, you give them this great 
content.  You are using mediums like video and web-based medium speaking.  I know 
that you use that a lot too.  So you’re showing them what’s possible.  They’re seeing the 
problem.  They’re getting some clarity.  Now comes time for them to really get in to 
action.  In my world, we call it conversion.  How do you take this interested person 
who’s on the edge of possibility and inspire them into action?  So what have you found 
is effective specifically with women in inspiring them to act, say yes?   
 
Margaret: Well I think it’s a combination of two things and this particularly when 
you’re selling high ticket although it probably works in all of the price ranges.  
Particularly in high ticket, you’re going to spend a few minutes or sometime with 
somebody really understanding what they’re gifts are and where they are now so that 
when you make a recommendation, it’s very specific to them because sometimes you 
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find out, “hey, you’re not the client for me, but I have a recommendation for you.”  And 
so speaking to women when you’re about to offer them something in a way that they 
can tell you just really listened to them, you just really heard them and you’re basing 
what you’re recommending on what you just heard from where they are but also what 
you see as their potential and you can’t just fire hose at people and walk around an 
event and say, “You’re playing small.”  Right.  It’s like “I really understand, you know, 
I’ve listened to you.  I heard what you said.  I see where your value is and this is really 
what’s possible for you.”  So when you’re selling high ticket, you want to mix in not just 
the “I can get you there.  We’re going to get there step by step and I’m going to be there 
every step of the way.”   
 
But you want to mix in what we call the transformational and the transcendent piece of 
where you are going.  And so that means it’s not just saying, “I’m going to show you 
how to do this step by step.  I’m going to give you the how to.  It’s like this is going to be 
a transformation because what you are really looking for is to…” whatever they’re really 
asking for, you know, you want to stand in your life fully empowered and on fire and 
know that you are killing it every day and that’s the feeling of enthusiasm and 
excitement is a 100% “my goal for you where I want to see you and it is absolutely 
possible for you and I’m going to get you there.”   
 
And then the transcendent would be taking it even further.  What is this really all about, 
getting there and standing fully empowered and really enjoying your life, and then what 
is this really even mean even more?  Well, what’s the legacy?  What is the bigger 
impact that you want to make in this mission when you think about the impact that you 
want to make on the planet around your family or on other people, you speak to that as 
well.  And so it’s mixing in what we call the transformational piece with the how to and 
maybe even some of these transcendent and that can be about a legacy or about really 
the bigger picture of what they want to create so that you’ve given them the dose of 
inspiration that women need that we don’t get exposed to that allows them to make the 
best decision with all of the information.  Because if you only tell me the how-to, that 
you’re going to get me there and that I’m going to start making more money, I still don’t 
have all the information because when you bring a client through that kind of a 
transformation, you don’t care what their expertise is, when you really transform a client 
which is what happens in high ticket, you are bringing them to a place, a being, an 
experience that is beyond just the solution and you are withholding information if you 
don’t really give that full picture to them about what’s possible.  And don’t do that.  
That’s mean.      
 
Lisa:  I wholeheartedly agree.  I think it’s our moral obligation.  I’m with you on 
that. 
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Margaret: Yeah, it really is so that they can make an informed decision because 
you’ve given them, you painted the whole picture.  And you are the right one.  You’re 
the right one to paint the whole picture because you are the expert in both issues that 
they have, the process that you teach and where they can go so you are the right 
person to paint that picture.  
 
Lisa:  Yeah, you have that.  You’re sitting in a unique position.  And also I think 
that what plays in with that is that there is also the aspect of you know somehow that 
person was guided to you and chose to have that conversation and the sort of there are 
no accidents piece of it.  I think it plays on both sides too.    
 
Margaret: Yeah. 
 
Lisa:  It kind of brings us to—was there anything else you want to share on 
inspiring women to say yes? 
 
Margaret: No that is what works for me. 
 
Lisa:  Yup.  I think it’s pretty clear.  I appreciate not just the transformation but 
the transcendent.  And it’s funny because it really ties together with what you said 
earlier about just the hunger for inspiration and how common it is to kind of look at what 
we can’t do or did wrong and those fit, right.  You’re carrying that theme through, both 
from attracting them to also bringing it in to the commitment, the moment of action. 
  
Margaret: Yeah.  I guess the only thing that I would add is that women often in this 
age of midlife when we’re making a lot of changes and I know it’s not 100% your clients 
are women in midlife but we’ve often come to a point where we want something new 
and different and for a lot of women, they’re stepping out of the archetype of mother 
which is an incredible archetype.  There’s beautiful things in there but it’s very limiting 
and it’s very sacrificially based.  The archetype of motherhood is a sacrificing, “This is 
my role” archetype.  And so when you inspire women for what’s possible at this 
particular point in life, it’s such an incredible opening and it’s a perfect segue from the 
role that they’ve been playing often.  You know there’s also a lot of divorce in midlife so 
remember that you’re often dealing with a woman who’s shifting an entire life paradigm.  
That makes a woman even more hungry to hear what’s possible for them.   
 
Lisa:  What’s the next archetype after mother? 
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Margaret: Well, I mean there’s the archetype of marriage, right.  So you step in to the 
archetype of marriage, of wife and then mother and then the archetype of divorce if you 
just look at traditionally, it wasn’t ever very well painted picture and women don’t have a 
lot or archetypes to step in after that.  We, the women who are on the forefront in 
creating these businesses and being entrepreneurial, we actually need to create the 
archetype of the empowered entrepreneurial women that can have it all, that isn’t 
wearing crazy rigid man suit or outsourcing her children but that is really living an 
empowered feminine life but also being an entrepreneur, right.  And that’s why I want 
that statistic of women entrepreneurs making more than a million to increase because 
otherwise, we don’t have anyone, we don’t have enough archetypes to permeate the 
consciousness.    
  
Lisa:  I love it, outsourcing their children.  I think the percentage of outsourcing 
your children is healthy, I have to say.   
 
Margaret: True and they appreciate it. 
 
Lisa:  A certain percent.  I mean you got to have some girl time, workout, those 
kinds of things but I’m with you.  
 
Margaret: Right.   
 
Lisa:  It’s not a job to completely turnover to another manager. 
 
Margaret: Right. 
 
Lisa:  So that kind of brings us right in to the topic of no-no’s.  Are there other 
things that you’ve tried or experienced that you could bring to the table and sort of save 
our listeners from going down this path when it comes to their women clients and 
potential clients?  
 
Margaret: Well, I would say the things that we all don’t like are more important to 
think about with women and the old fashioned kind of hard core sales techniques that 
we’re, you know, even in this coaching field we’re around a couple of years ago, you’re 
just seeing them start to go away now, of a coach being on stage for example and really 
like yelling at people and really harassing people and almost like belittling people.  You 
know men are more impervious to that stuff.  They’re used to being in sports and being 
screamed at by coaches and nobody really likes that style, that hard core sales push 
style, nobody loves it.  But women have an even harder time with it and they’re not 
going to tell you, they’re just going to disappear, right.  And so men have been 
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socialized more.  Again, broad strokes, my opinion.  I have four brothers I will say.  They 
have been socialized… 
 
Lisa:  You have some data there. 
 
Margaret: Right, in sports, in companies that a lot of relationships can be very 
superficial and it’s just business and I’m working my way up the ladder and that does 
not fly as well with women.  We are looking in to your eyes to see if you’re just working 
the room talking to me or you’re actually networking with me to build the relationship.  
And when we are selling to women, I don’t mind selling hardcore in that I a hundred 
percent with every cell of my body believe in the transformation that I offer but I’m not 
doing it in a way that feels like if they don’t work with me, they’re an idiot.    
 
Lisa:  Right.  Right. 
 
Margaret: Or it’s like this battle like a used car salesman.  Nobody loves it but I think 
women like it even less.  We see through it even less and unfortunately there are even 
women coaches who think that they have to hard core sell that way and people tend to 
just like disappear.  They’re not going to say anything to you.  They’re just going to 
avoid you.    
 
Lisa:  It’s so true.  It’s so true.  I think there’s something in it that when we’re 
committed like you said you don’t mind going through the wall with someone because 
you really believe in the transformation that you’re offering.  It’s just that we get attach to 
it in some way or we get righteous about it.  I think that we can cross over that line 
versus going to the wall in a committed way versus like you said they’re less than if they 
don’t make the choice that you are attached to.    
 
Margaret: Yeah and sometimes even in networking that come across, that can be 
done as like sort of diagnosing people before you really know them.  Like you’re just 
playing small and you’re like whoa, I literally…  
 
Lisa:  … permission. 
 
Margaret: I know.  I had people say that to me, “this is how you play small,” and I 
was like, “What now?  I’m just drinking my tea.”     
 
Lisa:  You have no idea who I am.  Yeah.  Just like maybe I’m not in a moment 
where I have the need to be like all out.  That happens.  It doesn’t mean you’re playing 
small.  Maybe you’re reserving your energy for something really big.   
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Margaret: Right.  Right.  I love that. 
 
Lisa:  Well, I really appreciate that and I think that I never thought of it the way 
you said it and I appreciate you kind of say hey, this is a generalization because there 
are definitely a lot of men and women listening that can get very triggered by 
generalizations in either way.  But I think that even if you are listening and you’re 
triggered by any of the generalizations made, it’s always worth it to sort of you get 
nothing form that.  So if you can put that aside and sort of go well, let me look at it from 
that perspective.  I don’t have to buy if this is the truth or not but oh you know what it is 
kind of I can see that you know I’ve seen men going crazy with each other in the sports 
field and they go get a beer.   
  
Margaret: Right. 
 
Lisa:  So you don’t see that kind of dynamic as often with women.  
 
Margaret: Right. 
 
Lisa:  Anyway, I appreciate the things… 
 
Margaret: And particularly not… 
 
Lisa:  … that you put up. 
 
Margaret: Yeah, totally, I mean as soon as we say selling to women, we’re going to 
have some broad generalizations but again… 
 
Lisa:  Right.  To be able to… 
 
Margaret: Again, my daughter’s generation is totally different but I am 46 and they 
didn’t even like have sports for us at my Catholic school.  I mean it’s just a totally 
different world.  And so the way that we set boundaries and the way that we use our 
energy in this generation is really, really different than the way men were raised from 
day one.      
 
Lisa:  Yeah.  Yeah.   For sure.  Well, one thing that we know that you have a lot 
of amazing, well there’s a lot of things, but one of the things I should say , that you have 
a lot of and are really amazing at showing people how to foster themselves as 
charisma.  And I know that when you talk about things like that we’re watching and we 
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want to see are you working the room or are you with me, authenticity and charisma 
really come up and so what I appreciate, I was looking at what you put together just for 
our listeners and participants here as far as a way that they can take a deeper cut with 
you in to your specific work is this awesome Rockstar Charisma download that you 
have for people.  And I don’t mean just like a download from the upstairs team, I mean 
like an mp3 audio download.   
 
Margaret: Right. 
 
Lisa:  So why don’t you tell them a little bit more about it.  Let me give the link 
first for people that want to follow us over to the page.  But for everybody listening, 
Margaret Lynch has put together a Rockstar Charisma program as a complimentary gift 
for you and you can get it at Selltowomen.com/Margaret.  It’s M-A-R-G-A-R-E-T, 
Selltowomen.com/Margaret.  And could you tell a little bit more about what’s in Rockstar 
Charisma.    
 
Margaret: Yeah.  This is like a fasten your seatbelts class.  It’s a training class that is 
designed to show you how to completely shift your energy, your charisma and your 
confidence whether you’re going to get on camera to make videos and there’s a lot of 
people who are great speakers and they have trouble once they get on camera or if 
you’re just going to get up and speak whether it’s in front of three people or 300, and 
you get stiff and awkward and nervous or it can also be used when you’re on one on 
one making offer, having sales conversations.  And so it’s really a crazy, we use 
tapping, we use lower chakra process that’s really going to clear out the nervousness, 
the awkwardness.  It’s a crazy class.  It’s fun.  You will be laughing but it will create an 
energy in you that you’ll be able to be more charismatic in camera or in front of people 
with confidence around realness and authenticity that will really show through.  And it’s 
proven to work.  I use it on myself all the time.  But you have to be ready to like fasten 
your seatbelt and go there for a really crazy personal development process in this class 
because it’s not like any other training class you’ve ever taken and…      
 
Lisa:  I’m in.  I mean I know I have a ton of Speak-to-Sell graduates listening so 
you guys you know your signature talk, now you want to bring that extra layer of 
Rockstar Charisma.  I’m mandating.  You guys go grab it.  It’s 
Selltowomen.com/Margaret.  I’m excited.  I love things where I can learn and laugh and 
have a good time and kind of be like oh yeah, I just grew.  I just learned.  So thank you 
for that.  And is there anything else that you want to share, Margaret?  Thank you very 
much for just really diving in deep regarding selling to, serving and honoring women 
today.  I feel like you might have one more little thing that you want to share.  I’m just 
using my intuition.   



 

 

Pa
ge
16
	

 
Margaret: I know, you know, I always say it’s like please set higher goals for 
yourself.  Please decide to play a bigger game and encourage women to play a bigger 
game.  If you are selling to women, the best service you can do is inspire and 
encourage them to step up, to play a bigger game because we’re not usually selling to 
women in their 20s, right, these are women who are experienced to a rich with fat life 
experience who are usually—we’re not usually selling to criminals, right, Lisa?  They’re 
usually heart centered and amazing people who can really transform the planet and 
when you challenge a woman you can’t just do it without knowing them at all but when 
you earn the right to actually challenge women more, be willing to do that.  Challenge 
them to play a bigger game, to set a bigger intention for themselves and you will 
absolutely help them serve the world when you do that.  Don’t be afraid to challenge 
them to step up. 
 
Lisa:  Well said and let’s look, men who are listening here Wayne Dyer was the 
one to really ring the bell for Margaret so this is the responsibility for all of us, men and 
women, really for every person in the planet specifically today we’re focused on women 
and I know a lot of women that also can say it was Wayne Dyer, it was Tony Robbins, it 
was—you know the list goes on.  So this is definitely an invitation that Margaret is 
putting out to everybody listening and I will just tell you I wholeheartedly accept, 
Margaret.  So thank you.  Alright.  Well, I just want to also give a reminder.  So first of 
all, remember Selltowomen.com/Margaret to get her Rockstar Charisma training and 
second, we still have a full day lineup and then as you’ve been seeing, we have some 
amazing bonus experts and bonus gifts that have been kind of piling in as this training 
has been unfolding so I would just highly recommend you treat yourself to our VIP 
upgrade package so you’ll get all the mp3s of every one of our teachers.  You’ll get the 
transcript so for example, when Margaret shared exactly what to say on how to 
introduce yourself, you’ll be able to just see those words right there staring at you at the 
transcript.  That’s why I had her outline it so specifically and then on top of that, my 
personal action sheets.  These are notes that I take during each of our trainers call of 
really things that I personally want to implement and then I want to share with my team 
to implement so they’re like sort of the hot, hot step by step kind of extracted, the 
cliffnotes for you and it’ll just all be at your fingertips for quick reference.  Any other time 
of year, post this training, this package will be $197 but right now while we’re in the 
training, you save a $100 so it’s only $97 for everything that I just shared above and a 
few other surprises.  You just go to Selltowomen.com/upgrade and that way if you can’t 
stay on for every single one of our amazing teachers during the series, you can put 
them on to your iPhone or your Android or whatever device you’re using and listen to 
them as you crank it out on the stair master.  That’s what I do.  So congratulations again 
for investing yourself today this time to be able to learn from Margaret and join me in 
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this series.  I look forward to being with all of you for our next upcoming amazing expert.  
Make sure and keep checking on your email as things develop.  We’ve got all the times 
plus the links to the free gift for everyone of our experts.  So again, Margaret Lynch, 
thank you so much and I will see all of you on our next interview.  B-bye everyone.        
  
Margaret: Thanks, Lisa.  Bye, guys. 
 
Lisa:  Thank you. 
 
 

 

 

 

 

 

 

 

   

 


