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Host Lisa Sasevich – “The Queen of Sales Conversion”  
Introduces Natalie Ledwell 

Lisa Sasevich: Hello everyone, and welcome to How To Sell To Women. This is 
your host, Lisa Sasevich and I’m thrilled to have you here today. As you know we’ve 
been having some amazing amazing insights with our master teachers and these 
interviews, and today will be no exception. Congratulations on doing whatever you 
needed to do to be on this call today. This will definitely be one that you will be thanking 
yourself for making the time, for a long time. 

You’re in the right place if you want to learn how to attract, inspire, and influence women 
buyers into your business. And this is for you, whether you are a man or a woman 
looking to increase your reach with the sophisticated consumer, women. As we know, 
not only is she holding quite a few of the purse strings these days, but also making 
decisions for many of the joint family incomes out there.  

As we’ve seen, some of the biggest companies out there are really directing their 
marketing budgets toward the women client. It’s very smart of you to be here just 
increasing your knowledge on what’s really working, and also what’s not working so you 
can avoid that. 

All of our master teachers have been selected because they have made millions by 
knowing how to honor and serve women at the highest level. What I love is that each 
one has generously agreed not only to join me today and share their top secrets and 
their favorite strategies today for attracting the woman client, but also before we 
conclude each of our master teachers is going to share a gift with you that is highly 
valuable and that you can use to be implementing their particular work into your 
business right away. 

Today it’s my honor to introduce to you Natalie Ledwell. Natalie is a bestselling author, 
speaker, The Inspiration Show host and founder of Mind Movies. Natalie and her team 
have reached over 1.3 million people around the globe, empowering them to use the 
same success principles she used to crawl out from under $120,000 of credit card debt 
to build a multimillion dollar company in four short years during the worst economic 
crisis we have seen in our lifetime. 



 

 

Pa
ge
2	

Now, Natalie lives a life beyond her wildest imagination. She lives in endless summer 
between her new home here in San Diego, California, and her previous home in 
Sydney, Australia. She travels the world and continues to inspire others to dream big 
and live large through the example that she sets with her own life. 

Welcome today, to How To Sell To Women, Miss Natalie Ledwell. Hello! 

Natalie Ledwell: Hi, Lisa. Such a great introduction. 

LS:   Well, there’s certainly enthusiasm. That I know you can feel. I’m 
very excited to learn from you today and hear what you have to share with us today. 
And I just have to say, I adore you. Every time I’m anywhere where you are your energy 
is so fabulous. You carry such an amazing light with you, and I’m excited for all of our 
listeners to be able to have a piece of that with you today. 

NL:   Excellent. Thank you.  

LS:   Let’s dive in. For folks that are just meeting you for the first time I 
would love for you to share a little bit more about the unique transformation that you 
offer women with your work, and how and when you discovered your calling to empower 
and serve women. 

NL:   Yes. Well, that’s actually an awesome story how I actually got into 
this line of work. Because part of the transformational work that I do is teaching about 
the law of attraction. How I’ve applied it is a perfect example of that.  

Back in 2006, my then-husband and I were what you would call serial entrepreneurs. 
We’d owned so many businesses together. We had a nightclub at one stage, had the 
first [inaudible] charging company, we had coffee franchises. You name it, we were into 
everything. We were always looking for that business that was going to create the life 
that we wanted. 

Then in 2006 we saw a movie called The Secret, which introduced us to the law of 
attraction. And then not long after that we actually were involved in a network marketing 
business at the time, and a friend of ours who was also in that business showed us this 
little movie that he had created. Which was a combination of affirmations, photos, and 
music. It was like a digital moving vision board. 
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Because we’d seen The Secret we knew the power of being able to visualize. These 
little movies were like the perfect thing to help us be able to do that. It wasn’t long after 
that that our friend said look, I’ve got this idea of setting up a website with the 
instructions so that people around the world can create these movies for themselves.  

The cool thing about that is I think Glenn didn’t even know how to turn a computer on at 
that stage. I only used the computer for bookkeeping, never spent any time on the 
Internet, had never heard of YouTube, never heard of MySpace, Facebook, anything 
like that. But we knew that these movies were very powerful and very effective. 

It was really interesting, because at that time, because of this network marketing 
business, Glen and I, the mind movie that we had created for that business included 
affirmations like I get to make a difference in the world, I get to speak on stage, I get to 
help people create an income, I get to travel the world, I get to work on the beach on the 
laptop if I want to. All these type of things. 

And it wasn’t until we had the success of setting up our website, putting a little video on 
YouTube, and having all these emails coming in from people around the world going 
this is completely changing my life, that I looked at the business that we were creating 
and realized that oh, these affirmations I wrote for this network marketing business, 
which I was convinced was going to be the vehicle that would create the life that we 
wanted, it ended up being Mind Movies in the end. 

As you mentioned in the introduction it took us three or four years to build a multimillion 
dollar business from an $800 investment. They put the website up for us for $800 and I 
think I spent $1200 on a camera putting this video up on YouTube.  

LS:   Isn’t it amazing, Natalie, how you got into action with something 
and it led you right to that thing which you never could have even imagined had you not 
just started moving forward. 

NL:   Exactly. And that’s the thing. When you are very clear about the 
end result, or the vision that you want to end up in, like those affirmations that I was just 
talking about that we had in our mind movie, they could apply to millions of different 
things. But as long as you’re focusing on the end result it’s interesting how the way that 
you think things will manifest, the way that you think your life is going to lead, or the 
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vehicle that you think will get you there, never normally turns out to be the way that you 
see. 

When it comes to the law of attraction you need to be open to these different 
opportunities. That’s why it’s not important to know the whole plan and know exactly 
what you need to do to get there. All you need to do is start taking action and creating 
that momentum. As soon as you do that things start to fall into place for you. 

The way that you get there never normally ends up being the way that you think. 

LS:   Boy, can I agree with that wholeheartedly. Absolutely. 

Would you say that nowadays, how would you define the transformation that you 
provide to your clients, and what percentage of those clients are women? 

NL:   We’re now community size. Our email database size is over 
600,000. We have predominantly women, I would say 70% women and 30% men. Most 
of our clientele are women, and the average age of the demographic on our email list is 
50. 

We’re communicating with women who, perhaps, have their kids gone off to college, or 
they’re looking at getting into doing something else. A lot of the women that I deal with 
are just coming across this information for the first time. It’s like it’s very new to them.  

Through Mind Movies, which is a really great way for people to get started and 
understand the basic concepts, because Mind Movie is really just a tool to help you 
visualize. Unless you can see the life or the business or the career that you want in your 
mind first, unless you can see it in your mind first and still be in motion of having already 
achieved that, it’s very difficult for you to manifest that. Mind Movies is a fantastic way 
for people to get introduced to that. 

But I actually birthed two babies last year. I don’t have children myself, so my babies 
are really my work. One of those babies that I birthed last year was a course called The 
Ultimate Success Master Class. It is a 12-week online curriculum. We’ve built an 
incredible technology platform which helps deliver this information.  

But The Ultimate Success Master Class basically empowers women with the basic 
success skills that can be applied to any situation. Now, the cool thing about this course 
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is that when most women enroll in the course, [inaudible] figure out what their number 
one goal is and what they’re going to achieve within the 12 weeks. The majority of 
people set a monetary goal, because it’s very easy to measure. But the really cool thing 
is that by the time they graduate, by module 12, it’s really interesting how, I’d say a lot of 
people reach their monetary goal but there are so many other side effects, so many 
other benefits that they are actually able to create as a result of this. 

Women are repairing the relationships they have with their mother. They’ve got better 
relationships with their husbands. They’re just feeling more confident. Even those who 
don’t reach their monetary goal, a lot of the feedback I get is I didn’t get there but I just 
know I will. Because I know now I can hype up the skills to be able to apply it to 
anything. 

That’s more of the work that I’m doing now, and it’s not specifically law of attraction, but 
it’s encompassing everything from sleuthing out what your limiting beliefs are and how 
to get through those, how to go through challenges in your life, figuring out who you are 
and what you stand for and what your core values, and just putting it all together in a 
very easy step-by-step, like a bite-sized deliverability kind of a platform to make it easy 
for anyone to apply it. 

LS:   I love what you said about not just being able to have the vision, but 
you slipped this in there really fast, but I’m starting to see even in my own life that this is 
such a key. That not only do you need to be able to see it in your mind’s eye, but to feel 
the emotion of achieving it. That sounds like that’s been such a powerful key to what 
takes what you’re doing with your work and also with the work you’re doing in Mind 
Movies, to that next level. 

NL:   Emotion is the language that the universe understands. Because 
emotion is energy. It’s vibration. Think of it like this. We do a lot of work with Dr. Jonas 
Spencer who, very scientifically and logically explains how the law of attraction works. 
This is kind of what he teaches. 

He’s like okay, in your subconscious mind you are playing this movie, or this mind 
movie, in your mind, which is the vision of the life that you want. Now, when you start to 
feel the emotions of what it’s like to already have achieved that, to already be living that 
life, you start to vibrate at a certain vibration. 
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What happens is that vibration then goes out into the cosmic field, or out into the 
universe, and then those things that are a match to that vibration that you’re sending out 
will then start to move to you through the quantum field.  

Basically that’s the scientific explanation of how the law of attraction works. One of the 
main keys that a lot of people miss is that energy and emotion is a very important key in 
that, and that’s why with a Mind Movie, why they’re so powerful. Because reading your 
affirmations is one thing. Seeing images or photos that actually enhance those 
affirmations is another. But when you add music, and it’s a song that you absolutely 
love that every time you play it you actually feel your energy raising anyway. So with 
your affirmations and photos you have this really powerful visualization tool that makes 
it very easy for you to get into that vibrational match to those things that you want to 
attract into your life. 

LS:   That’s great. Yes. It explains my own pull toward music at a whole 
different level beyond enjoyment.  

Natalie, obviously there’s so much more you can teach in the depth of your expertise 
around the law of attraction, and now what you’re doing with empowering women with 
these success skills. I’d like to dig into sort of the behind the scenes. You obviously 
ramped up very quickly, you know how to do it now, you’ve got a great scope of all the 
different possible ways that are out there to attract women clients. What are some of 
your favorite ways that you like to use and that you would recommend for our listeners 
who want to attract more women clients into their business. 

NL:   With Mind Movies, up until this year, our main source of marketing, 
or the main source of attracting clients, has been through affiliate marketing. With 
affiliate marketing we have JV partners who also have email databases themselves. 
They normally have a product that’s very similar to ours. And so they will send out 
emails to their database promoting us, and we do the same for them.  

So we actually have two income streams coming through the business. One is through 
people promoting our product, and the other is through us promoting their product to our 
community as well.  

With our marketing I think the reason we were so successful and grew so quickly is 
because we approached it old school. I think for a lot of people they hide behind their 
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website or their email, and because their business is online they don’t realize that this is 
a business. Even though we knew nothing about Internet marketing when we got into 
our business we knew a lot about business.  

For us it’s all about building the relationship. Always about building the relationship. 
Trying to get face-to-face with people. Every year we throw a big party so that all of our 
JV partners have the opportunity to get together and see each other face to face and be 
able to build those relationships beyond the email. 

We always approach it from the fact that whenever we do a campaign or do anything 
like that it’s always in the interest of our partners. We make sure that they always make 
money. We make sure that if we’re getting them to promote anything we’ve tested the 
bejesus out of it so that we know beyond a shadow of a doubt that it won’t fail. It actually 
will be successful for them. That’s a really important thing. 

That’s kind of how we built everything in the beginning. But last year, I was talking about 
the two babies that I birthed, the other baby that I birthed was my book. The thing is we 
were looking at different ways to be able to attract clients that was offline. So it was time 
to seek outside the square. 

I had the idea of writing a book and thinking well, that’s an offline way. A lot of people 
look at books as a business card, but for me it’s like well why can’t it be a sales funnel? 
Why can’t it be the beginning of a sales funnel? There’s no reason why we can’t do that.  

It was really interesting, that whole journey, because I’ve never written a book before. 
I’m a very logical thinker, so I had this whole outline of this book, which was a how-to, 
how to apply the law of attraction, how to apply these success skills. When I found my 
publisher, my publisher said to me look, you should be writing fiction. I’m like I don’t 
even read fiction. How am I going to pull that off? I didn’t know how to do that. 

Through a series of events I actually ended up doing an interview with a guy who did 
this movie called Finding Joe, it was a tribute to Joseph Campbell, he was talking about 
the hero’s journey, the 12 step hero’s journey, which is a formula of writing stories. 
Which, in the end, was the formula that I ended up following with my book. 

The interesting thing with the book is that it is fiction, it is a story. But I made sure that 
when I wrote the story it was the main character is someone that women can relate to. 
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The majority of women can relate to. Her name is Katherine and in the beginning of the 
book she’s overweight, she’s divorced, she’s in a business that she hates and a career 
that she hates, and she’s having financial problems. 

I wrote the story in a way to . . . 

LS:   You’ve got it all going on. 

NL:   The advice was if you write fiction you have the poetic license to be 
able to include the whole population. Even though the main character is female, I do 
have a lot of men that have got back to me and said look, I really identify with all the 
things in the story. 

But the other thing, and this is the way that we started to use it as a sales funnel, where 
we’re thinking outside the square, at the end of each chapter there is a URL or a QR 
code. So the reader then gets to the end of the chapter, goes through to a video of me, 
which I call Inside The Chapter. 

The Inside The Chapter videos are actually explaining what the character’s going 
through, what the life lesson is, how to apply it through my personal experience, and 
how they can implement this lesson in their own lives.  

I was able to combine how-to with fiction. And of course at the end of each video there’s 
a free Mind Movie or some kind of worksheet or something. Some tool that’s going to 
help them to be able to implement that lesson. And of course they need to opt-in and 
send us their email to be able to get that tool, so we can send it to them. So it’s a way 
for us to be able to build another list that has more fresh blood coming into the 
community, but from an offline source. 

As you know, my book went bestseller on Amazon at the end of last year. Between the 
Kindle version and the hard copy version now we’ve sold nearly close to 10,000 copies. 
It’s ended up being a very good way . . . 

LS:   What’s the book called, Natalie? What’s the name of it? 

NL:   It’s called Never In Your Wildest Dreams.  
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LS:   I like that. 

NL:   It’s been a really successful way for us to be able to look at ways to 
be able to attract traffic, but from an offline source. 

Another thing that I wanted to share with everyone, because Facebook is getting a lot of 
traction at the moment. One of the cool things that people may not know about 
Facebook, and this is a very cost-effective way to be able to market on Facebook, the 
Facebook ads. 

Because here’s the thing. I know a lot of people have tried it, a lot of people have had 
experts, and I say experts in inverted quality, come in to help them with their Facebook 
advertising. And you can lose a lot of money. It’s like pay-per-click, if you don’t really 
know what you’re doing there you can throw a lot of money into those ads with very little 
result. 

But now we’ve just discovered, and if you’re listening to the call make sure that you 
have a pen and paper ready for this because I’m going to share a little secret that not 
many people know about. You can actually import a portion of your customer list into 
Facebook and it will shoot back as many leads as you need, or as many leads as you 
ask for, that are a direct match to the customers that you have on your list. 

We know that through testing and measuring everything that we do, that our customers 
are worth 11 times more to us than just leads that we have on our list. To be able to do 
something like this is an exceptionally powerful way to really make sure that the 
advertising and the marketing that you’re doing on Facebook is very targeted.  

LS:   This is really, I think, very timely. And, as you know, just a huge hot 
subject right now. And you’re right, people are paying a lot of money for Facebook 
expertise and not everybody’s winning big with it, but some people are. I want to dig in a 
little bit here.  

You’re sharing that you can import a portion of your current customer list, so we’re not 
talking about your opt-in list, we’re talking about your paid clients, into Facebook and 
have it shoot back leads that match with people who are actually your customers. Yes? 
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NL:   Yes. That’s right. So when you advertise, then your Facebook ad 
will show up on the sidebars of the lead that Facebook had matched for you. 

LS:   When you share that you know that your customers, you said are 
11 times, can you share a little bit? I didn’t totally catch that statistic and what you were 
referring to by that. 

NL:   Okay. We know that our customers, because once somebody 
already buys one of your products and you have a relationship with them, they are more 
likely to buy down the track as well. 

We know that with our customers we look at our leads list, and then we look at our 
customer list, we earn 11 times more out of the customer list than we do out of the leads 
list. 

LS:   So if you were to mail to specifically your customer list, and then 
mail the same thing to your leads list with the customers removed, that you would have 
11 times more revenue from the customer list. Do I have that right? 

NL:   That’s right. 

LS:   What you’re encouraging people to do is to match, to take that 
customer list through Facebook to get leads that match as closely as possible to that 
profile. 

NL:   Yes. How you specifically do that is that you need to use Google 
Chrome. Within Google Chrome there’s an app called The Power Editor. If you into 
Google Chrome and download the Power Editor app, that’s the plugin that you use to be 
able to import your customer list into Facebook. 

LS:   Awesome. I’m definitely going to include this in the suggested 
actions for the action sheets that go along with your interview, because this is obviously 
something people can take action and go and download and do right away. Thank you 
for that very specific advice. 

On the larger scale I love how you say look outside the square. We say look outside the 
box, but I like yours better. I think it’s so cool that you came in and got the advice from 
an expert to go with fiction. That is so far outside the square. But that you got it and you 
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did it and I’m a big fan also of the hero’s journey and I’ve just started last year really 
looking at my own, being able to articulate it. 

I can imagine that that’s also been, as far as going not only outside the square, but also 
it probably did something for you in your own personal growth and development to have 
to look at your story, dissect it, create these characters. And all the while magnetizing to 
you the ideal women clients that are attracted to what you’re doing and the expression 
that you’re sharing there. 

What I love is they’re total opposite ends of the spectrum, but they’re both so good. 

NL:   I’m warning you today. I have some specific marketing things that 
we can use, and I have some more of the psychology. Different things that are not the 
norm, that we’re always trying something different. I think that’s the key. 

Especially with online marketing. Things change so quickly. Even though we’ll do a 
campaign for Mind Movies in the beginning of the year, and then six months later we’re 
like well, let’s just roll this campaign out again. It’s the same. Marketing doesn’t work six 
months later. And so it’s really important that you really keep on top of that.  

And testing. Testing, testing, testing. We’re very fortunate in the way that we have a 
great team that can actually make sure that we are testing all these things. And we test 
everything, from font size and color to color of the buttons to different offers. You name 
it, we test everything. 

Like I said, our reputation, which is the reputation that we have really worked hard to 
build, is that if we have someone who is promoting one of our products they know that it 
will be successful for them. Especially in the online world. People are expecting when 
they send out an email to be earning a certain amount of income per email. And they 
know without a shadow of a doubt.  

We’ve actually postponed campaigns, and I call them campaigns rather than launches 
because launches have such a negative connotation for us. But we will actually put a 
stop to a campaign until we’ve made sure that all the testing and everything is right, 
before we’ll even roll it out to our JV partners. Which I think is very important. 

LS:   Yeah. You guys are so known for having great knowledge and 
respect, and you’re really leaders in the industry for showing people standards and 
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practices for JV and affiliate relationships. And we’re learning a lot from you right now 
too, so I really appreciate that. 

Which kind of brings us right to the next question, unless there was anything else you 
wanted to share on attraction. The natural next question is okay, we’ve attracted them, 
what have you found is effective in inspiring them to say yes? So the whole piece on 
conversion. Any tips and ideas for conversion, either on or offline? 

NL:   Yes. It’s a three step process. First of all, you want to know what it 
is your customers want, so what your list wants. So we survey our list on a regular 
basis.  

First of all we try and figure out what it is they want. Number two we always try to create 
and maintain a relationship. Then number three we go through the sale. 

So let me go through the three different areas. I’ll give you some tips and things that we 
do in each of those areas to really help to get women to say yes and to get them across 
the line. 

With our surveys, a lot of people do surveys. We do them at least once a year and 
Survey Monkey is probably the best software out there to be able to do that. The thing is 
you can’t just send out a survey and expect them to go look, a survey, please fill it out 
for us. You need to give people an incentive to do that.  

Whenever we do our surveys we always offer a free gift. Normally it’s an audio or 
something that’s worth maybe between $47 and $97. When we talk about the survey 
we’re not talking about the survey itself. We’re talking about how amazing the gift is. 
When people go through and answer the questions for us, and again you want to try to 
keep it as simple as possible and really direct the questions so that it’s not taking them 
a lot of time to complete the survey, but you don’t send them out the email telling them 
I’m doing this survey. You sell them on the free gift that they’re going to get. 

We do a lot of asking about different products, about what it is that they’re looking for. 
And it’s really interesting because even when you think you know what it is that you’re 
going to ask them, it’s surprising how it’s not exactly what you think when you do the 
survey. Like it’s always something different for us, and it changes quite a bit. Which is 
really interesting, because it’s not like we have 600,000 people on the list that have 
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been on the list for the last five years. The list is always changing over and there’s 
always new people coming on and dropping off. That’s just the nature of how this works. 
It’s really interesting that you do them on a yearly basis.  

One of the questions that we asked in the most recent survey, because I did an 
Inspiration Show, one of the most interesting things that we got from that is one of the 
number one things that they wanted to hear more about is how to achieve financial 
freedom. 

Now, this is the first time that that’s ranked so highly with our list. Normally it’s not about 
money. They want to know how to get rid of their limiting beliefs and how to apply the 
law of attraction, but for now it’s like the two major things is that they want to find what 
their life purpose and their passion is, and they want to figure out how to achieve 
financial freedom. Which is not normally ranking high for us, so it was really interesting 
to find that out this year. 

When you do your survey, here’s something that we did. We actually tried it with a 
couple of our different products, but it was game busters with our Mind Movies Matrix 
program. When everyone gets to the end of the survey and they go through to the page 
that has the free gift, don’t waste the opportunity and not have an offer on that page.  

We tried it for the Ultimate Success Masterclass, or USM we call it, that product. The 
product was $597, so I think it was a little high and it didn’t really work exceptionally 
well. But when we did for the Matrix product, which was only $197, we made nearly 
$20,000 from only 3,000 people filling out the survey. Just because we had an offer on 
that page. 

Make sure that you don’t lose that opportunity. 

LS:   And those are you action-takers. Those are the people involved. 
That’s so brilliant, because of the subset of people that you’re already attracting with the 
survey. 

NL:   Exactly. And also with the survey, remember you’re giving them the 
feeling that your opinion matters to us. So they’re sort of in that vibration anyway. 
They’re like well, they really want to hear what I have to say and they value my opinion. 
So they’re sort of in that mode and then when you have the offer there at the end and 
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you’re already giving away free gifts, it’s a fantastic way for you to be able to create 
some income from that email as well. 

LS:   I want to ring the bell here and say you guys, this is a hot hot tip. 
One of my things is I love to take on action and get a whole bunch of results from that 
one action. My clients tend to love the same, so I know that they are listening going yes! 
Because obviously you’re getting the survey so you’re getting all the benefit of that, like 
you said, you’re already having people in the mode of feeling and knowing that you care 
and you want to hear. And why would you just give the free gift? It’s a brilliant idea, let’s 
also have an offer on that page. It sounds like that’s paid off really well for you. 

I love that. That’s definitely going on the suggested action list too. Thank you for that, 
it’s really great. That’s something, to know what your list wants. 

NL:   The next step is to create and maintain a relationship.  

I think there’s a new buzzword that’s been banted around quite a bit lately, is being 
authentic. I have found that some people have had different definitions of what that is. 
But to me being authentic is really just about being real. With us a lot of our 
communication with our list is through email, and now whenever I write an email to the 
list I’m always including some kind of personal experience I’m going through at the time. 

I’ll talk about the different books that I’m reading right now. I’ll talk about some 
conversations I’m having. I’ll talk about experiences or things that I know that’s 
happening in the world around me. Because I think it’s really important that if you’re 
going to create this relationship people want to feel like they know. Because remember 
they’ll buy you before they buy your product. Email is a way to be able to do that.  

With your emails, our ratio I think is like four offers and then one content, four offers, 
one content. Even when we’re sending offers it’s not like we’re selling in the email. The 
point of the email is just to create enough curiosity for the reader to click on that link. 
Then when they go to whatever page it is after that, that’s where the selling happens. 

The point of the email is really just to create a relationship, and to get them to click on 
the link. I find it’s really important that you spend that time and really talk about personal 
things that are going on with you. Obviously you share as much personal stuff as you 
want, but that’s a really good way to create that relationship.  
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The other thing that’s really good, we found by accident, this is back in the days when 
we had no idea what we were doing, video is an incredibly powerful way for you to be 
able to build that relationship faster, as well. We got to a point where, especially with a 
slice of our business, every time we send out an email, because of the business side, 
we expect to earn a certain amount of income per email. Sending out content, we know 
that when you send that content that really helps to build that relationship more. So it’s 
like do we sacrifice $20,000 to send out a piece of content? How can we still keep this 
regular relationship going through video and not lose income? 

I’ve come up with the idea of doing The Inspiration Show, which I do two shows per 
week. Most of my shows are recorded through Skype. And if you do these there’s a 
piece of software that you can download called Call Recorder. With Call Recorder you 
can record videos through Skype. You can do it so that it’s just you on screen, it’s just 
them on screen, you can split the screen in half. You could be the little box and they 
could be the big box. You get to choose how you do that. So it’s a very cost-effective 
way to be able to do these interviews, which are going to be of interest to your list. 

Doing The Inspiration Show was a really good way for us to be able to have this regular, 
free content. You don’t even have to opt-in to see these videos, so that we could keep 
and maintain that relationship. 

Of course now, Google Hangouts is the new latest shiny object that everyone’s getting 
involved with. It really pays for you, and I’m actually moving into this now, it really pays 
for you to do some research on using Google Hangouts if you’re choosing to 
communicate with your community through video.  

Because now, Google Hangout videos rank very highly, organically, on SEO Google. 
You can have the videos on your own page, as well as through YouTube. And there are 
so many different ways that you can leverage your efforts so you’ve got this one video 
that you do that has about three different points where people can find it. And then be 
attracted to you and join your list and become part of your community. 

I’m actually just getting into all this now. We actually have someone who’s come on 
board that’s going to help us with this. But if you’re going to the effort of recording 
videos anyway, make sure that you check out Google Hangouts as well because that’s 
a really good way to leverage your effort anyway that you’re doing. 
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LS:   I think that whether you’re writing and you’re leveraging putting 
something in your ezine, your blog, then turning it into Tweets and press releases, all 
that that probably many of you already have gotten smart on, I love what Natalie’s 
talking about which is hey, let’s remember to do the same thing with any video that we 
record. There’s a lot of great options you’re giving here.  

I’m going to check out the Call Recorder tool. I haven’t used that myself. But how 
powerful to be able to just pop out a video sitting in front of your own computer using 
Skype, whenever you need. We turn my house into a video studio every once in awhile, 
but that’s a lot of work. The more personal, here I am, this snippet in time, that’s 
powerful as well. 

I don’t want to leave out the most important for this group, which is the sale. 

NL:   Yes, the sale. 

LS:   Especially for that woman client. 

NL:   Yes.  

When you’ve gone through those first two steps and you’ve already built this 
relationship, they already love you, for use we used to do the formula where you do 
your three lumps of content videos and send that out. We always found that was very 
taxing on our JV partners because you’re expecting them to mail four times for you 
when they have their own busy schedules. 

Now what we’ve found is the most effective way for us to present the sale is through 
webinars. You’re only asking your JV partners to mail once, maybe twice, and then you 
have your webinar. Webinars, again, we test everything on this, so it was really 
interesting. 

What we have found, if I’m partially to camera and slides, that seems to work the best 
for us at the moment. So it’s not all slides, it’s actually a little bit of both. That way they 
make their connection with you. You definitely want to be using slides because if you’re 
testing pricing you want to make sure that you’ve got different slides up there so that if 
you’re halfway through a campaign if you need to make some tweaks it’s easy for you to 
edit the video, or edit your webinar by using those slides. 
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We test everything from how soon we introduce the product in the webinar, when 
people are dropping off, whether it should be just a one-off fee or whether we do multi-
pays. We test all of those kind of things. We even test the length of the webinar, as well. 

The point of the webinar is, number one, so that people can connect with you. You give 
them some fantastic content that is solving a challenge that they’re facing. Of course 
then you’re going into the sale towards the end of that. 

LD:   That’s where you get your signature talk done, right? So it’s all 
ready to go and reverse-engineered. That’s where I like to have some fun. 

The webinars you’re using so that you’re not taxing your JV partners quite as much. I’m 
imagining that you get them kind of locked and loaded and the JV partner can mail at 
any time so it’s not so much like a launch or campaign? So they’re more evergreen? 

NL:   Yes. Everything that we do now is evergreen. Of course if you’re 
doing a campaign and you’ve got JV prizes and all that kind of thing, there is that whole 
united front, that whole benefit of when a lot of people are mailing for you at the same 
time and there’s a little buzz around what’s going on. A lot of JV partners would prefer to 
mail then, but we actually have some of our partners that will mail the same webinar. 

Let’s say that we’re teaching USM. The webinar is not about Ultimate Success 
Masterclass, it’s about working through limiting beliefs and getting rid of your blockages. 
That’s what the webinar’s about, so it’s all about the information.  

With Matrix it’s all about getting into that abundant mindset. So it’s not about the product 
itself, it’s about you’re pitching the content. That’s what you’re really pitching. And that’s 
why it’s easy for your JV partners to mail that, because what they’re doing is doing their 
community a service giving them this information on whatever it is that the content that’s 
in your webinar. 

That’s really important. 

LS:   Are you saying, just to clarify, that you found that it’s worth what 
you might lose on the hype of the launch and the prizes you gain in the fact that people 
can do it at their convenience and when it fits best? I want to make sure I’m 
understanding. 
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NL:   Yeah. What I’m saying is that the way that we’ve set up all our 
webinars they are evergreen. If a partner can’t get on for one of the campaigns they 
lose the benefit of that united front and all the buzz happening at one time. But they still 
get an amazing result anyway. 

LS:   Yes. And they can still participate and be your partner. 

NL:   Of course, exactly. 

LS:   Where sometimes it just doesn’t work if it’s not lined up with 
something that your partner has got going on for themselves. 

NL:   That’s right. And with the webinars, as well, we have the live 
webinars are all links. People will register for the live webinar. If they don’t make the live 
webinar, which of course it depends on what your percentage is. I’m not quite sure what 
our percentage is right now, but I thought it was around the 40% turn-up. You always 
make sure that you follow up on the ones that didn’t make it to the live webinar and let 
them know they can go to a replay. 

And then for those of them that didn’t make it to the replay, make sure that you send out 
a highlights video of just the highlighted parts, the most important parts of the content, 
with the pitch at the end. 

You want to make sure that you’ve got at least three bites of the apple to make sure that 
they all are getting in front of that information, and in front of the pitch. 

LS:   I like that. That’s sexy. Double star next to that one here, that’s 
really good. 

What have you found is the ideal length for your webinar, with your testing? Is there a 
range that you guys are finding is most effective right now? 

NL:   You know what? I think it comes down to the price point. We’ve 
found that with our $497 product, around an hour is enough. But with our $697 product 
we go for about an hour ten, an hour fifteen. So we go a little bit longer. 

LS:   You’re finding it’s like they fly in relation to each other, a higher 
price point might require a little bit of a longer webinar. 
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NL:   Yes. Absolutely. 

LS:   Okay, cool. Wow. Natalie, brilliant, brilliant. I feel like I could just 
keep you on the phone all day because your strategies are so right now and the fact 
that you guys do test everything makes them so credible. 

Just quickly, before we wrap up, and also I know you have a free gift for people so I 
want to get there right away, is there just anything like that one thing you just want to 
shout from the treetops and say don’t do this? Like this is such a no-no with women, 
either because it’s been done to you or maybe you accidentally stepped on that 
landmine yourself. 

NL:   The only thing that I find that is not working these days, and it 
doesn’t bother me, is that old school ra-ra-ra buy now. All those old techniques are 
really not working anymore.  

Here is what I discovered just recently, is that even though as women we all have our 
own unique situations that are happening in our life, we all have the same fears. We all 
have the same doubts. We all think the same things, even though our situation may be 
wrapped in a different package we all are on the same page. And I think the more that 
you can share, even as a transformational leader I would never for a minute say that I 
know everything. I am still going through the process of learning a lot about myself and 
moving forward in that way. 

But the more as women we can share that experience with each other, I think the more, 
as a leader, the more women that we can reach and really help to transform their lives. 
That whole buy now and blah blah blah, all this kind of stuff, that old BS way of 
marketing, I just find it’s just not effective anymore. 

I don’t think there’s any woman that would be listening to this call that would be enlisted 
in that style of marketing anyway. All I can say is the more real and authentic that you 
can be, the more people will buy into you and be attracted to you, and the more that 
you’ll be able to make that difference in the world that you’re looking to make. 

LS:   Awesome. Yup, all about connection and invitation these days I 
think, versus pressure and pushing and false scarcity and all that good stuff. Thank you. 
I align with you there.  
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You have such a beautiful energy and so much wisdom. How can our listeners today 
learn more about your work? I know that you’ve set something up. I’m going to tell them 
the link and maybe you can share a little bit more about the awesomeness that’s there.  

We have www.selltowomen.com/natalie as a place that you can go right now to get some 
amazing amazing free gifts from Natalie to be able to dive deeper into what it is that she 
offers. You’ve gotten such a beautiful sampling today. Do you want to tell them a little bit 
more about what they’ll find there, Natalie? 

NL:   Yes. On that page I want to gift you with six pre-made Mind Movies. 
These Mind Movies are already done for you. We have one on attracting the perfect 
guy, attracting the perfect girl, wealth, business career, spirituality, and relationship, 
those family and friend relationships. 

With these Mind Movies you can download them straight away. The cool thing about a 
Mind Movie is that you can actually download it onto your phone as well, so you can 
actually carry them around with you. Once you start watching these Mind Movies they 
instantly help to put you into that vibrational match to the wealth that you want to create 
or the relationship that you want to attract, or the health that you want to attract into your 
life. 

I’d like to give six of those to you for free, just to download and start using straightaway 
to start precipitating a positive change, today. 

LS:   Wow. I just went there and opted in myself and I can see exactly 
where I’m going to start. This is beautiful. What a wonderful gift, early in the year. 

Natalie, thank you. And everybody, you want to go to www.selltowomen.com/natalie to get 
these six brand new pre-made Mind Movies that you can use right on your phone, right 
on your computer. There’s even an awesome way for you to share them the way we 
love to do with people that we love.  

You can hear me back here taking copious notes, and those are for not just me and my 
team but they’re also for all of you listening. If you decide, and really if you hadn’t 
decided already this ought to push you over the edge today. Natalie gave so many 
specific links, specific websites, specific strategies. All of that is, of course, recorded 
and transcribed, plus our action sheets, one of my personal zones of genius is to be 
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able to really capture things and put them into an organized fashion that you can 
implement right away. And Natalie’s clearly good at that too, so double power there. But 
you’ll get our action sheets so you can both take this back to your team, and also just 
right back to what she’s sharing, right into your personal life, and have some steps to 
take right away. 

To be able to have this in your success library forever, along with all of our other master 
teachers and the amazing things they shared, so if you’d like to take advantage of our 
VIP upgrade it’s really easy to do. You just go to www.selltowomen.com/upgrade. The cool 
part is that if you do it during this series, if you do it today, you’ll save $100. It’s $197 
after the series is over, but only $97 today. 

You can get your hands on the whole thing, plus a lot of other fun surprises that have 
been popping up there, which you’ll see when you go to www.selltowomen.com/upgrade.  

Natalie Ledwell, I just want to thank you so much for all of the pre-thought that you put 
into this, the love, the care, the respect, and the specifics. I’m excited that not only is it 
going to make a difference for everybody listening, but the ripple effect. All of the people 
that they get to touch because of the things that you shared. Thank you for your 
partnership here and I will look forward to seeing you around San Diego. 

NL:   Yes, absolutely.  

LS:   All right. Bye bye, Natalie. And everyone, we will see you on our 
next amazing interview. Grab a drink of water, stand up, do some jumping jacks, and 
get ready for even more inspiration on how to sell to women. 

Thanks everyone. 

 

 

   

 


