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Host Lisa Sasevich – “The Queen of Sales Conversion”  
Introduces Nan Akasha 

Lisa: Hello, everyone and welcome to How To Sell To Women, our live virtual training 
showing you exactly proven ways on how to honor, serve and inspire women to say 
yes.  I’m very excited that we have collected such an amazing group of both men and 
women entrepreneurs who have been serving women clients across the globe to the 
multi-million dollar level for many years and have come to this series to share with you 
some of the things that they’ve learned, some of their favorite strategies and really to be 
in partnership here to make sure that all of us are growing in the area of serving this 
influential and sophisticated market, women.  So congratulations on being on this call 
today.  I know that it took commitment.  It took time and I can tell you from the amazing 
interviews that we’ve been having and I know that you’ve been with me, wow, it’s 
definitely been worth every minute of my time to learn from these amazing experts.  And 
the exciting part is that each one of our master teachers has generously agreed not only 
to share what they’ve learned and their best secrets and strategies but also before the 
end of their interview, each one will be providing you with a gift that you can use to take 
their individual training even further in your life and in your business.  So again this is 
Lisa Sasevich, known by many as the queen of sales conversion here both as your host 
and as a humble student today learning from the amazing casts of master teachers that 
we’ve assembled. 
 
So today it’s my honor to introduce you to Nan Akasha.  Nan is a bestselling author, is 
known as the secret weapon for flipping your switch and re-wiring entrepreneurs and 
professionals to make quantum leaps in power, voice and money.  As a renowned 
success, mindset and business mentor and a speaker, her x-ray vision and innovative 
strategies translate in to accelerated clarity, performance and profits.  Nan has an 
uncanny ability to get to the heart of what’s blocking you or your organization from high 
velocity success.  She’s been featured in fast company magazine as a top 20 business 
leader to watch and awarded the women in e-commerce award from We Magazine.  
Nan’s work is real, it’s relevant to the current economy and her powerful Flip Your 
Switch signature series of programs is the foundation to success in leadership, business 
and profits.  And what’s exciting is not too long back, Nan has really embarked on a new 
movement that she calls the New Feminine Economy and I know we’ll be learning more 
about that because obviously it’s matching perfectly with our topic of how to sell to 
women that we’re here exploring together and expanding together today.  And by the 
way, Nan lives in Austin, Texas with her partner Chris and her twin girls, Emily and 
Sierra, and their cat—hope I say this right—Kilala.  By the way, I have a Sierra too.  So 
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Nan and I obviously have more than a few things in common.  So, Nan, welcome to the 
call.  Did I say your cat’s name right?   
 
Nan: Oh yes, Kilala, yes.   
 
Lisa: Kilala.  Does that have a specific significance? 
 
Nan: Yes, my kids love anime and so it’s Sierra’s cat.  It’s a Japanese character or 
something.  So we went through many many things and they were very long, so we 
ended up with that.  
 
Lisa: Awesome.  Well, I’m thrilled to have you here and obviously I can share a little bit 
about what I know of your background but we’d love to her directly from you.  What 
would you say is the unique transformation that you offer women with your work? 
 
Nan: Well, you know, in your introduction you kind of went in to all the technical 
business coach dada dada da, but what I really like to think about is that I help women 
make money blissfully, and then being able to enjoy it and feel like they deserve it and 
keep it and grow and share it, and use it as a tool to expand their own personal, spiritual 
growth and their business and to make an impact in the world.  And really by doing 
three things, by helping them be themselves, so one, they have to discover that.  They 
have to decide that they’re willing to accept themselves.  And then they really tap in to 
that true power, two, by doing what they love.   
 
So again, discovering what it is that’s really their mission and their passion and then not 
taking no for an answer, actually saying, “Even if I don’t see everybody else doing it the 
way I want to, I can do what I love; and then three by actually staying feminine, and the 
reason I say that is that I’ve had businesses for 28 years.  So I’ve been in real estate 
investing.  I’ve been in fashion design, coaching, healing, all different kinds of fields and 
as a lot of us women know, most of the businesses, there were no other women, right.  
So we have to really bring that male energy up, we have to really be put on that big old 
[panties] and go out and promote ourselves and talk and really do that outward action, 
it’s that very male energy.  And a lot of the women entrepreneurs that I meet, they’re 
more overdeveloped in that area and they really suppress the self care, they don’t really 
own their feminine power and energy.  And so it’s not about things I mean in like you 
know we’re unless you want to, but like actually owning that you can be feminine, you 
can bring your feminine energy up to the level you’ve developed that male energy for 
survival and then you can blend them and you can learn to play with them and this 
allows you to be more of yourself.   
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And so we do that through three real things: number one, I work with people around 
money and that’s a value conversation.  So I love the topic of money because it makes 
it so easy to see what’s going on.  And it’s something that is emotional and convoluted 
and we have a terrible relationship with.  People kill for it.  It’s just crazy.  And it’s 
directly related to self sustain, to your self-image and your perceived value that you 
have.  So I find that if you want to uplevel your business, go from a $100,000 or to 
$250,000 or you want to start a business or whatever your passion is, if you don’t take 
care of that piece, then no matter what point of success you have, then you’re going to 
make money blissfully, know that you’re going to have the guilt and the programs and 
the blocks and all that come up.   
 
The next thing is that I really like to work with your mind.  So I’m a hypnotherapist.  I’ve 
been doing that for 16 years.  And I did something I call high income hypnosis.  So I 
take 28 years of energy work and spiritual healing, combine it with natural level 
hypnosis and I can take people on a journey to go pass the conscious mind and deep in 
to finding out what is the block that’s keeping them from their next level or finding that 
client or owning their value or charging their work or whatever it is.  And then we really 
work with helping people master their mind because especially in businesses, it’s 
attached to series of challenges and solving problems and pushing yourself out of your 
comfort zone.  So you’ve got to get to where you cannot listen to what I call the poor girl 
in your head.  Right.  “Oh you’re not good enough and you’re not worthy and they’re 
never going to pay you that,” and all that conversation that comes up and your parents, 
my dad and my ex used to be in my head making all my buying decisions for me and 
you know we kind of [0:08:37] in our head.  So I find that that again you can create 
success from how to and from strategy but you can’t sustain it and maintain it to grow it 
until you really  master that inner part of you.  And then three of course, we do strategy.  
So we want to build the lifestyle business, so we’ll look at how many months you want 
to work, how many weeks, how many days, how many hours?  What kind of lifestyle 
you want?  You want to be home with your kids or do you want to travel, and then we 
work backwards in to your monetary goal and then we create a distinction plan and a 
strategy for you to reach those goals.  So that’s kind of the overview.     
  
Lisa: Great.  Okay.  And tell us a little bit about was there a time when you personally 
discover your calling to empower and serve women by way of kind of getting to know 
you a little bit better.  
 
Nan: I was a big people pleaser like a lot of people, like a lot of women.  So I grew up 
and I was constantly, this is of course in retrospect.  I didn’t have this awareness 
because I’m so interested in mindset and beliefs I’ve done a lot of work and what I 
realized was that—I was adopted, I was adopted —I didn’t feel like I was an outcast or 
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anything but my family, I was nothing like them.  And so it was, “You’re too happy.  
You’re too loud.  You’re too outgoing.  You’re too trusting.  You’re too, too, too, you 
know.”  And we get that programming as a kid, everybody gets some version of “I’m not 
good enough,” and so I took it really to heart because I have this sense that I was kind 
of there by permission and I really wanted to win that approval especially from my dad, 
so I became a massive overachiever and a big athlete and I was all basketball, [went to 
college and got good grades], and all these stuff and I was basically taught that the very 
typical mid-western thing work hard, pay your bills on time, tell your dad the truth and 
everything will be find.   
 
And the harder you work and the more you suffer, the better person you are.  So I went 
out and I did that.  I got at a college.  I got a degree in design, fashion design and 
moved to LA, worked for a couple of companies for about a year and started my own 
business.  And we exploded.  We did like a million dollars in sales the first year.  We 
were selling to department stores.  We have stores on Fifth Avenue, catalogs, 
everything.  But three and a half years later, it’s closing the company and I was so 
devastated.  I couldn’t figure out what happened and I was like but I did everything I was 
told.  I worked.  I mean that’s all I did, I worked like 18 hours a day, right.  So it was that 
beautiful complete deconstruction of my life and my belief system, then wait a minute, 
why didn’t that work, and it was interesting because it was really the beginning of 
becoming sort of an expert around money because I thought and I realized people didn’t 
pay you.  So at the end of ‘80s, all the department stores bought each other and went 
bankrupt and most of the small stores couldn’t pay either and I had to close.  I had over 
$400,000 that was owed to me and I couldn’t collect any of it.  And I put everything back 
in to the business and lived off my credit card.     
 
Lisa: Wow. 
 
Nan: So I was sitting there and just feeling like a … 
 
Lisa: I know those hard times make you such a better mentor and also help you steer 
people to avoid things that were blind spots for you earlier but now obviously, you’ve got 
the vision to be able to see so clearly.  
 
Nan: Yeah.  That’s why I love business because it’s such an accelerated path of 
growth, right. 
 
Lisa: It’s the best personal development workshop on the planet, right. 
 
Nan: Absolutely.  Yup, absolutely.  Absolutely. 
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Lisa: Let’s look in to… oh go ahead, sorry about that. 
 
Nan: Oh I was just going to say what that did was it really spurred me to look for 
something different and I started—the question on my head was how do we create our 
reality?  And my first website, I still have the URL, was CreateYourOwnRealityNow.com 
and I kept asking that and so from that point on, what I wanted to do was find out how is 
it that we can get the results we want and I started several other businesses.  I had a 
daughter who died then I adopted my twin girls and I went through a divorce for three 
and a half years and I went from owning 80 properties, living in a million dollar home, 
thinking I was set for life, and to three and a half years later being bankrupt and 
homeless.  And when I came out of that, it was—I had my real estate investing 
business.  I also coach other real estate investors.  But what happened, what I realized 
these are the things that we deal with as women when we’re in the work place and 
we’re not necessarily the majority and two, we’re dealing with family things, right, and 
women have a tendency to do that poor girl-rich bitch paradox, right.  So that’s what I 
really wanted to fix because being a people pleaser didn’t serve me and then shutting 
people out…   
 
Lisa: Well, what is the poor girl-rich bitch paradox?  What is that? 
 
Nan: So the poor girl-rich bitch paradox is the thing where typically women have the 
feeling like they don’t want to step forward and speak up.  They want to, “No, you go 
first, I’ll stand in the background.  I don’t want to annoy anybody.  I don’t want to be 
pushy.”  I mean, right sales, I mean you teach on sales women don’t promote 
themselves.”  And we’re taught not to be vain and to say “we’re great”.  I mean trying to 
sell my clothes in fashion design like, “I designed this, isn’t that great?  You should buy 
it.”  All of my programming just screamed.  So that paradox is what—women are afraid, 
“Well, if I do speak up and I do influence and I say what I want, then I’m a bitch.”  And 
so women are really taught in that and I found through every business I had, through 
the relationships I had, the different ways that I dealt with what I’ve been told what I 
should be and then trying to figure who I was, so that struggle between who you were 
design to be which is great and who you were told you are, that’s where I want to help 
women bridge that gap and really understand that right now more than ever, we’re all 
standing on the [0:15:24].   
 
All those statistics that you talked about, right, we make all the buying decisions, there’s 
more women in the workplace on and on and on, and yet we aren’t making an impact 
on how we do business as much as we should or serving our lives [0:15:38] better and 
taking care of women better and all of that.  So it sort of comes together in owning the 
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fact that letting that poor girl in your head tell you you’re not good enough and don’t 
speak up, you got to resist that and own the fact that hey, if somebody thinks you’re a 
bitch, that’s fine.  You don’t have to be a bitch but you have to come to a place of 
acceptance of who you are because you’re here for a reason.  I say you’re here on a 
fully funded mission and it needs to come out.  So [0:16:13] to move on to another…   
 
Lisa: I love that.  I love that.  You’re here on a—well, so obviously because of your 
own past and all the things that you’ve not just survived in but learned how to thrive 
because of, you have this dedication and this passion for serving women clients and 
within the context of our topic today that includes leading to attract them, right.  Leading 
to be able to have them find you and have the right people find you.  So what are some 
of the ways, Nan, that you found now from your experience and in your current business 
that are some of your favorite ways for our people listening who—we have men and 
women listening who are doing business with women and want to attract more women 
clients in to their business, so what are some of your favorite ways to attract the woman 
client?  
 
Nan: Well, for me it’s speaking, whether it’s virtually, via video, via live stream, or in 
person, that’s just what suits me because what I find works the best in attracting women 
is giving them an experience of sacred space to completely discover who they are and 
give them an experience and a breakthrough.  So even when I speak, even if it’s for 30 
minutes, I take 5 to 10 of that and I take people through a hypnosis process.  And 
they’re having an experience that’s so tangible.  And so that’s really best done in person 
because of that magnetic energy that connection.  And I think you’ve got to own be who 
you are, being yourself.  Don’t try to hide things that you don’t think are perfect about 
yourself because the number one comment I get when I speak or when people come 
and talk to me or become my clients is you’re so vulnerable, you’re so open, you’re so 
real.  And so I think that I like the speaking in terms of specifically like as a strategy but 
whatever it is you’re doing, I think the key to being attractive to the dream women clients 
that you want is really being authentic because women have that intuitive deep level 
even if they’re not consciously aware of it, they feel it.      
 
Lisa: Right. 
 
Nan: And so you need to be really authentic and open about who you are or they’re 
going to have that resistance to, hmm, there’s something in [0:18:44] funny.   
 
Lisa: Yeah, yeah.  It’s true and it’s funny I was talking to someone else who also 
speaks on stages and I know many of the folks that have been sharing, we love to use 
that real connection, that speaking whether it’s through video, live or virtually and this 
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one gentleman I was talking to is saying even if there’s people in the audience that they 
don’t totally know what they’re feeling but they’re feeling something, it’s that kind of 
funny something is off feeling because the speaker is not being authentic and real, that 
it can affect the whole room.  So it’s not just the people that get it out but sometimes 
then the next person sitting next to them gets this kind of funny, “I’m not sure about this 
feeling” even though they may not even be able to identify it or identify the source.  So I 
appreciate that you brought that up.  So you like to speak to attract your clients and 
particularly your women clients.  Is there anything in particular when you’re speaking 
that has you be able to move someone from just sort of an unsuspecting audience 
member to actually becoming a potential client for you?  
  
Nan: Yeah, I think the thing is you speak a lot so when you first get on a stage 
especially if people are real familiar with who you are, it’s a natural human thing to kind 
of leaning back looking at you, they’re kind of checking you out, okay.  And there’s a 
little bit of like “Okay, I don’t really trust you yet.  I’m checking you out.”  So I mean I love 
humor by far.  It comes natural for me but starting with story and usually one of my 
stories people just, all of that drops away because depending on if I’m talking about how 
to change a belief for example and I’ll say to people, “How many people here really 
thinks it’s difficult to change a belief?  I mean it’s hard.  It takes a long time.”  Yeah, 
yeah, people are raising their hands.  And I said, “But you can change a belief in a 
second and effortlessly.  Because when my daughter died, I can promise you I have a 
whole bunch of beliefs that died that second and a whole bunch of new ones that were 
born and it took no effort whatsoever.” 
 
Lisa: Right. 
 
Nan: Well, all of a sudden they’re like, “What?”  Right.   
 
Lisa: Yeah. 
 
Nan: And that’s an emotional one that even if I don’t go that direction, if it’s like my 
divorce of just anything that really lets them know you’re not perfect, you don’t think 
you’re better than them, right.  Hey, I’ve had all these so when I started speaking, I had 
my real estate investing company and I never got to a speech class, okay, so you could 
never convince me I would have been a speaker.  I was terrified and I love real estate 
investing so much and I was so good at it that the local REO, 500 people, they asked 
me to start speaking and I didn’t have anything to sell.  I just would teach what I did and 
the first time I got off the stage, three people came up and said, “I want you to coach 
me,” and I said, “I’m not a coach.”  But they said, “But if you can go through all that 
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adversity and all that hardship and can get to be successful at this, I know you can help 
me do it.”     
 
Lisa: Yup.  That’s awesome. 
 
Nan: So it’s that lading. 
 
Lisa: Yeah, so I think you know what we call that in our Speak-to-Sell program is 
creating not just the credibility but the vulnerability, right, and it sounds like you’re doing 
that using humor and using personal stories really early on.  Anything else you like to 
use—so you take your clients, do you do one on one coaching or group programs, 
online programs?  How do you deliver your service real quick?  Just so I can know the 
best way to dig in with you.    
 
Nan: Yeah, I do both.  So I have the League of Extraordinary Women which is a $97 
community and then we have the Bliss Business Goal which is a group program, a 12- 
month program, for 24 women.  And then I have several levels of private clients and I do 
VIP days.   
 
Lisa: Okay.  And so what are some of the ways that you attract, aside from speaking, 
maybe your second favorite way that you get new women exposed to your work? 
 
Nan: Well, I think one of the things I love to do is write and so I’ve had my business 
online for about 8 years, so I blog a lot, I write a lot and I have one book that came out a 
few years ago, that did the Amazon bestseller thing, but I put out a lot of content and so 
it’s very inspiring and I like to take any topic so if there’s somebody who commented or 
sent in a comment on or testimonial or something or I talked to a potential client and 
they bring up a particular challenge and I know this, well, a lot of people I’m talking to 
this week are mentioning that they really have a hard time in December or they’re hitting 
the wall of resistance and they got sick and moving in to the new Year.  And then I’ll say 
okay, that seems relevant right now and I’ll start talking about it.   
 
Lisa: Yup. 
 
Nan: And writing about it and sending out emails and stuff like that. 
 
Lisa: And you’re writing through and putting that out through your blogs, right. 
 
Nan: Yeah, so through the blog and we have email and… 
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Lisa: … relevant topic. 
 
Nan: Yeah.  And then we do—I’m not the greatest on social media because I just find 
that it takes a lot of my time but I do find that Facebook is really great for relationships.  
So we’ll put out links to that and Facebook ads actually have been working very well I 
think for a lot of people recently so we’ve been bringing people in to a live stream that 
we put on a replay.  I’m really fond on the live stream.  So the live stream we have, we 
have that available twice a week for people to hit the replay and we run a Facebook ad 
to it and that’s actually been a lot of fun because a lot of the people come through that. 
that I’ve been coming in this week in to a strategy session.  So it’s sort of like oh, new 
people, new year.    
 
Lisa: Awesome.  So that’s another strategy is you’re using Facebook to bring people in 
to one on one phone conversations.  Yes? 
 
Nan: Yeah, well, what they do from the ad they go to the new feminineeconomy.com 
where they can sign up to see the live stream for free and then they’ll get and there’s a 
pop up on the website to talk to me but they’ll also get an email.  And Google Hangouts 
are actually becoming something that we’re playing with and we’re going to do more of.  
I used to do a radio show.  I used to do an online TV show and I’m playing with doing 
another podcast but the Google Hangouts I like.  I can do one spontaneously.  I can do 
one just for my group.  I can do interviews on them.  And so I’ve done it a couple of 
times.  I’ll go, “It’s happy hour wit Nan.  [Exactly at 4], I’ll be on Google Hangout.”    
 
Lisa: I like it.  Well the one thing that I’m noticing is with everything you’re mentioning, 
it comes back to that core thing that you really like to do which is to speak.  And it 
sounds like being ready to be able to speak, whether it’s jumping on a Hangout or being 
on a live stage, is serving you really well.  And also that ability you’re sharing about 
humor and your stories, I mean that’s probably serving you really well and your writing 
too again for attracting those women clients.  And once they’ve come to you, what are 
some of the ways that you have found effective in inspiring women clients to say yes?  
 
Nan: Well, what I love to do is to be an incredible listener and it’s kind of humorous 
because I didn’t use to pay [lala lala].  And I had a real estate investing career, actually I 
had mentor who said, “You’re losing sales because you talk too much.”   
 
Lisa: Wow, that’s powerful.  Yeah. 
 
Nan: It is.  It was.  It was very powerful and it was very difficult to shift, but once I did it 
made all the difference in the world.  You said it’s about them, it’s not about you.  So if 
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they ask a question then zip your lip and don’t say a word until they answer it.  If you 
can make an offer, zip your lip and don’t say anything until they respond.  So I practiced 
that really well. 
 
Lisa: Wow. 
 
Nan: So now what I find is that if it’s a one on one conversation like a strategy session, 
it’s really leading themselves them on a journey of self discovery and women, that’s kind 
of how we shop right. We’re discovery oriented shoppers, not so much like “I need that 
pant there” and go in and go out.  You go, “Oh look at this one or maybe that one.  I 
want some black pants but I should look at three more rather black pants than just buy 
this one.”  
 
Lisa: Totally. 
 
Nan: Yeah, so really taking them on that journey of self discovery and I just for me I’ve 
done so much personal work on myself and I’ve had these different businesses where I 
learn how to ask people uncomfortable questions that I can take people instantly, in 
fact, sometimes people get on the phone with me and start crying before we talk.  It’s so 
funny.  They’re like, “I don’t why I’m crying…” 
 
Lisa: That sounds like you really mastered the art of listening powerfully.  I think that’s 
representative of your transformation in that area.  
 
Nan: Yeah.  So taking them on that journey so you have to be the guy, you have to 
stay in charge sort of above the conversation but taking them deeper and continuing to 
ask them deeper questions.  So what I find is important also whether you’re selling from 
the stage but having them get past their standard response, go deeper than what their 
usually answer is.  I’ll keep asking particular question.  I’m very interested in people’s 
blocks because that’s what I like to work within their mind.  A lot of people are like, “I 
don’t know.  I don’t know.”  And that’s where they’re stuck.  So even in a 15 minute 
conversation, I can take them past that “I don’t know.”  And now it’s like you unleash this 
part of them that’s like, “Oh yeah, that’s what I want and that’s how I feel,” and I really 
ask them questions that are not that comfortable like a lot of women have the husband 
problem, “Oh I don’t want to tell him,” or “I don’t want to tell him I’m spending the 
money,” or “I don’t want to ask him,” or “He won’t agree with me” or whatever, and then 
to really get them to see okay, so how can you take what you really want and not let this 
really sacred relationship stop you and skirting over those issues?  And because I deal 
with money and every conversation where you’re selling something comes to money, 
and that’s the place where a lot of people kind of get like oops, uncomfortable, but that’s 
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my favorite topic.  So being able to say people don’t know what they are or they’re 
frustrated because they made money and then they lost money, but continuing to really 
let them look at the patterns that they’ve played out by saying, “What’s the challenge 
now? Will make $3000 one month, $10000 next month?”  Okay, when was that pattern 
there before?  But authentically allowing them to really discover what they truly want 
because I found that most people don’t let themselves want what they want and then 
showing them that it’s possible.  Go ahead. 
 
Lisa: Yeah.  Yeah.  I mean what I’m hearing you say is as far as like when you’re 
getting in to that mode where you really want to allow the space for that woman to say 
yes, I’m capturing my action sheet notes to summarize it in and really be able to utilize 
what you’re sharing right away in my own business as well, I can totally use that as you 
can hear, be an incredible listener.  I know that the better listener somebody is when I’m 
talking, the more they pull out of me.  I love what you’re saying about the journey of 
discovery and the way that that unfolds for women and honoring that and the last thing I 
heard you say is really listen for where they’re stuck and they’re saying “I don’t know, I 
don’t know,” and then be willing to ask those uncomfortable questions.  So those are 
great, Nan.  Thank you.    
    
Nan: Yeah. 
 
Lisa: And then my final question here for you and I know you have something special 
you want to give to everybody that’s listening today is what have you seen or 
experience that is just a no-no, it just doesn’t work when it comes to honoring, serving, 
inspiring women? 
 
Nan: I think it’s not what I would have thought I would have said a few years ago but 
now I think it’s really trying to be liked.   
 
Lisa: That’s so good. 
 
Nan: It’s like you can’t really create—I teach something called sacred sales solution 
and it’s how to create a space, you have to create that space that that potential client 
feels drawn to step in to and inside that space, they have to open up like we were just 
discussing.  But if you’re too attached to their story and you’re too worried about them 
liking you, then you can’t really hold the space where they’re allowed to be whatever 
they want and you’re not attached to the outcome.  This is one of the things that I coach 
clients on is that conversation because you can get this rapport and you can find all 
these great stuff, and they’re like, “I love you.  I want to hire you.”  And then you say, 
“Okay, it’s $10,000” and then they freak out and that’s where a lot women don’t know 
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how to talk and that where they’re afraid of holding a stronger space.  So coming from 
that people pleaser background, I think you make great friends but they don’t hire you.         
 
Lisa: What do you do?  I mean I have to ask you this quick but what do you do if you 
get in to that mode?  I mean I know there are certain people where I do get in to that 
mode and it’s like worst me shows up, you know.  And so I tend to just stay away from 
those people but what if you’re like you know that you’re like trying to be liked mode, I 
mean do you have a quick tip for how to shake that off and get in to a better space?  
 
Nan: Well, like I said I practice creating that space going in and what I imagine is I 
imagine pulling all my energy back in almost like I have a fishing rod.     
 
Lisa: Okay. 
 
Nan: And I pull it in from the past and the present and get very present in to all inside 
of me or inside this pillar of light that’s kind of casing who I am.  And I pay very much 
attention to both my energy and my reflexes so how my stomach is feeling and I can tell 
if it’s starting to go outside of that and like keep myself and my space, breathing down in 
to myself.  The other thing is I really spent many, many years to be able to speak on 
stage saying or to approach people or talk or sell to say, “You know, I’m here for a 
purpose and if there’s somebody in this room that needs what I have and if there’s 
somebody in this room that I have something for, and it doesn’t matter whether they’re 
the president of the United States or a two-year old child, we’re all beings.  And it took a 
long time for me to get to that place but a lot of it is mastering your mind and I’ll tell you 
the best technique that I have for when you’re in a conversation and you’re buying in to 
their story, you’re starting you’re fearing that cord roll in your head going, “Oh no, they 
don’t have any money.  They can’t hire you” or “Don’t say that, they’ll get upset with 
you,” or whatever those little gremlins are saying.  I imagine that in this you can really 
relate if you’re a mom, right.  You’re driving and your kids are saying, “Mom, mom, 
look,” or my kids are trying to show me something and they’re like, “Look at this cat.”  
I’m like, “I’m driving,” right.  So you’re not wrestling with it.  You’re just like, “Not right 
now, honey.  Not right now, honey.  I have to keep my eyes directly on the road.  I can’t 
turn and look at that right now.”  And if you do that anytime you’re in a place where you 
need to focus but you feel those voices or those emotions coming in and trying to pull 
you off center, you can just be like, “Not right now,” and then you stay focus, not right 
now, staying focused, so you don’t get  about it.              
 
Lisa: The thing that got me is when you said remember there’s a higher purpose.  
There are just certain individuals for some reason I’ll find myself in that trying to be liked 
space, it doesn’t happen a lot but when it does, it’s just like, “Oh, how do I get back to 
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like me,” and I like what you said you kind of pull your energy in, pay attention to it, 
breathe deeply and if I can connect with the higher purpose or sometimes it’s even a 
shared purpose, we’re in a certain place.  That’s great advice.  I definitely can take that 
to my spiritual bank right away. 
  
Nan: I’ll share a quick little quote from the Tao that Wayne Dyer translated that I use a 
lot and it’s “I come from greatness, I attract greatness, I am greatness.”  And there’s 
something that for me that will always remind me of come back in to yourself.  I come 
from greatness.  So that person comes from greatness and so do I.  So here we are, 
let’s play.   
 
Lisa: I love it.  Well you are great and you’ve given us great and immediately useful 
teaching today and obviously I can feel that it’s very from the heart and it’s from your life 
and from love.  So thank you so much for that and I know that there are people listening 
that would love to learn even more from you so I want to let everybody know that if you 
go to Selltowomen.com/nan, N-A-N, so it’s Selltowomen.com/nan, Nan has generously 
created really specifically for you guys a couple of free gifts to get you started in a deep 
way in her work.  Let her tell you a little bit about them but I love it.  I mean one of them 
of is What Women Want And How To Sell It To Them.  How perfect could that be.  
That’s a video series.  And then she’s got this awesome CD training on how to access 
your feminine power around money.  And they couldn’t blend any better with the topics 
and the specifics that you shared with us today.  Is there anything else you want to say 
about those two gifts that are waiting for our listeners?  
  
Nan: No just to let you know like I said I’m very into experiential learning so I’m not a 
fan of just like here’s a whole bunch of information, now go and figure it out.  So the 
audio is 70 minutes but a part of it is talking about the whole paradigm around money 
and the old way of making money and so on and then there’s an encoded guided 
process to transform your old masculine money paradigm, install a new one and then 
there is also an encoded daily routine that you could use every day.  It’s like 3-5 minutes 
so it’s very easy to include in to your day for flipping your new paradigm programming 
on before you go out to the day and really accessing that powerful money mindset and 
that power that it gives you something to transform from who you are and then to 
continue to use on a daily basis.  So I like to create that because we all need that 
support.  So check it out. 
 
Lisa: Yeah.  I love it.  And I think what’s awesome too is and I want to remind all of our 
men that are listening Nan’s gift it says Your Feminine Power on Money but it’s not just 
for women, right.  Men and women, both possess masculine and feminine power.  And 
really this whole theory for those of you listening that have men in your lives that are 
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looking to attract more women clients.  I mean Wal-Mart’s major budget is to attract 
more women clients.  This is not just for women.  Most of the big companies today are 
scratching their head trying to figure out how can we really appeal to the women client 
because in many cases she’s carrying the purse strings and she’s making the decision 
for the joint household income.  So she’s making money and then she’s being entrusted 
with the joint income generally in a large percentage of the time with buying decisions 
for both the man and the woman that are contributing to the total household income.  So 
for those of you that want to invite men on to the series, please do send them to 
Selltowomen.com and for Nan’s gift and really most of the gifts that have been offered 
by or trainer, remember that in this series, we are interviewing men and women who 
have made millions serving to women and this is to serve both men and women 
entrepreneurs who want to learn these deeper strategies on how to attract, inspire and 
influence women buyers in to their business.  So thank you for that, Nan.  Again, for 
Nan’s gift, you go to Selltowomen.com/nan.  Stay tuned for our lineup of who’s up next.  
Also some of the surprises that we’ve added.  Just make sure to keep your eye on the 
emails coming from us frequently during this three-day series.  And remember, get 
yourself the VIP upgrade package during the series.  You’ll save a $100 by not waiting 
until the end and in that way if you have to miss someone live, you’ll have the whole 
series.  You get the mp3 recordings of every interview including our bonus special 
guests.  You get transcripts, so the cool thing they said like some of these things that 
Nan is sharing on the no-no’s, inspiring women to say yes, you can go back and find 
those easily for quick implementation and then my downloadable action sheets.  These 
are my own notes where I take the key points and strategies, summarize them on one 
page and it’s really a fast and easy way for you to have everything in your finger tips 
and also be able to reference it with team members if there’s something you want to 
apply.  That’s how we use them in my company.  So that’s available $197 after this 
training series is over but during it, you can save a $100 and get it for just $97 now, the 
whole thing.  And you can get that at Selltowomen.com/upgrade, 
Selltowomen.com/upgrade.  So again, a big hurrah to you for investing in yourself today 
by taking the time to really dig in and learn from a renowned expert on serving and 
inspiring the women’s market.  Thank you, Nan, for sharing so deeply with us and for 
going in a little different direction than we might normally go but being willing to open up 
and share your favorite things and what’s really working for you as you accomplish your 
mission.  So it’s great to have you…    
  
Nan: Oh thank you. 
 
Lisa: …. better. 
 



 

 

Pa
ge
15
	

Nan: Absolutely.  Thank you so much.  I’m so honored to be part of this and thank you 
for what you’re doing too.   
 
Lisa: Oh my pleasure.  I’m learning right along with everyone and I’m happy to be 
sharing my own secrets too.  So we will see you all on our next amazing interview and 
again thank you, Nan.  Go to Selltowomen.com/nan for her gift and you go to 
Selltowomen.com/upgrade for the entire upgrade series.  Alright.  Have a great day 
everybody and I’ll see you in the next interview.  
 

 

   

 


