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Host Lisa Sasevich – “The Queen of Sales Conversion”  
Introduces Roger Love 

Lisa Sasevich: Hello everyone, and welcome back to How To Sell To Women. This 
is your host, Lisa Sasevich, and I have to say I can barely believe that we’re only 
halfway through the first day with all of the amazing value that we have already received 
from Steven Dinan, from Susan Harrow, and of course I shared a couple of secrets 
early this morning myself. 

Welcome back. I’m very proud of you for making the time to be here today so that you 
can really expand what’s possible in your business with honoring, serving, attracting, 
and inspiring your women clients or potential women clients, to say yes to themselves. 

As you know, all of our master teachers in this series have been selected because they 
have made a huge difference, and a huge amount of money, by knowing how to do this. 
And they are here to share what’s working best for them right now. Plus, each one has 
generously agreed to provide some free additional education with their own training, 
that you can take further after this interview. So make sure to stay tuned for that.  

Today, and right now, it is my honor to introduce you to Roger Love. Roger is 
recognized as one of the world’s leading authorities on voice. No other vocal coach in 
history has been more commercially successful in both the speaking and singing fields. 
He has vocally produced more than a hundred million CD sales worldwide, written three 
top-selling books, created the bestselling audio programs Vocal Power, and The Perfect 
Voice, and appeared as a regular in three major TV shows. 

Roger is the voice coach for the stars of the mega-hit show Glee, and Roger’s methods 
are also taught on the hit show The Voice. Roger’s vocal coaching for Reese 
Witherspoon and Joaquin Phoenix for the film Walk The Line helped the movie win 
three Golden Globe awards, one Screen Actors Guild award, one platinum selling CD 
award, a Grammy award, and an Academy Award. 

Roger’s efforts on the hit movie Crazy Heart helped Jeff Bridges win an Academy 
Award for Best Actor. His singing students range from The Beach Boys to John Mayer. 
His acting clients are celebrities such as Keira Knightley, Angelina Jolie, Steve Carell, 
and Will Ferrell, and many many more.  
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Roger coaches professional speakers such as Anthony Robbins, Brendon Burchard, 
John Gray, Glenn Beck, Suze Orman, and many many more. And today we get the 
benefit of learning from him. So I’m very excited to introduce to you Roger Love. 

Hello, Roger.  

Roger Love:  Hello, Lisa. Thank you for that very very lengthy and elaborate bio. 
I’m sorry that you had to read all of that. 

LS:   Well, it’s just so hard to keep my attention on the words when I was 
so self-conscious about my voice, given that I have this amazing master called you on 
the line today. Thank you for being generous with anything you want to share, and I 
really am open at any point during this interview, as you’re teaching us, to be used as a 
subject. I will put myself out on the block for the good of all. 

Roger, thank you, with this amazing lineup of huge difference makers that you serve, 
and being a huge difference maker yourself, I really appreciate your time today and your 
willingness to dive into this specific topic area. Let’s start with how and when did you 
discover your own calling to empower and serve women. 

RL:   Well, when I was 16-years-old I was just interested in singing. 
That’s it. I was singing and writing songs, and singing was my whole world. I got a call 
from my voice teacher, who at that time was the most famous voice teacher in the 
world, and he said do you want to come over after school and teach a few lessons. And 
I said well that sounds like a lovely idea, but there’s one major problem. I have no idea 
how to teach. I’m a good student, but I’ve never been trained how to be a teacher. 

He said don’t let that stop you, just come on over and see what happens because I’m 
going to pay you $100 an hour. That’s all I needed to hear, $100 an hour. I showed up 
the next day at his studio, and my first day as a voice coach, and this time it was a 
singing coach, my first day, first student Brian Wilson of The Beach Boys, and Earth, 
Wind and Fire, The Fifth Dimension, and Madonna, and the Jacksons, and Luther 
Vandross and Stevie Wonder.  

These incredible artists. As you can imagine, here I am 16-years-old, not a clue of what 
I’m doing, but somehow I managed to just work it out and through sheer passion alone, 
and six months later when he came back from Canada and he wanted to take over his 
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studio, every single one of his students decided that they wanted to stay with me. 
Because we all found that I had an ability and a passion that could easily change 
people’s voices.  

So even from then what was happening was about two-thirds of every student who 
came in wanting lessons was a woman. I’m sure there are incredible psychological 
reasons as to why women are more eager to do self-help, empowerment, improvement, 
or seem to be much more enthusiastic about stepping up for those challenges, but I will 
just say as a young person it was very very common for a lot more women to say oh, 
there’s something else I can learn? Awesome. Who can I learn that from? Great, I’m in. 

And whereas so many men, then and still, were like okay, this is what I was given, now 
let’s try to make the most of it. But I’ll just tell you, like I said early on, at least 75-80% of 
all the students I worked with were women. It’s really thrown in with all of those 
incredible women and women wanting to get better I would just say that, like I said, 
more women wanted to learn how to sing. And as I moved over the years from just 
being a singing teacher to someone who started working with the speaking voice and 
with influence and presentation, I haven’t seen those numbers change. I still get more 
calls from women than I do men. 

Maybe you can explain that to me. Is that what you see in your business? 

LS:   I actually do, and I have to say I’ve been a product of personal 
development, self-help, call it what you will, since I was 19-years-old. And always, in the 
rooms that I’ve spent hours in developing myself, I’ve seen a majority of the clients be 
women. I don’t know if it’s because we are just with that mother-female gene, whether 
you’re an actual mother or not, we’re just more open to . . . I’d say a chameleon, but in 
the good sense. Like being willing to change and shift for what’s needed. Or also 
because we second-guess ourselves more and we’re more open to getting outside 
feedback. 

But yes, I agree. I have seen that in my own business as well, and it’s also been 
consistent with what the guests that we’ve interviewed have experienced. 

RL:   In my own experience I love women. Okay? Love them. I’ve been 
married 24 years, and anyone that’s married 24 years to the same woman, I consider 
myself a relationship expert. 24 years to the same woman, I am an expert. I’ve taught 
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plenty of relationship experts, like John Gray or Dr. Laura Schlesinger, and I’m going to 
say that 24 years of hands-on and hands-off experience puts me on the top of the list of 
feeling like I really understand women. 

And I will say that my particular personality, which is very open, when people work with 
me they don’t spend any time peeling the layers off of the onion that is Roger Love. I 
step in front of them, I’m with them, and they see right into who I am, what my passions 
are, what my desires are. I don’t hide anything. I wear all of my feelings on my sleeves. 
Not one, both sleeves. And it seems to work very very well with women. 

I think that’s important too. I think it’s just my personality goes, I get hugged a lot. 
There’s nothing wrong with that. 

LS:   Nothing wrong with that. I like how you say married 24 years to the 
same woman. Because some people say they have a collective 52 years in a certain 
industry, but they’ve had three different jobs. I think that’s a very important distinction, 
and yes, it definitely shows that you’ve got a level of expertise in the area. 

I like what you say about you being very open, it’s all there, no big layers of onion to 
peel with you. I’d love to know more, like how you would define the unique 
transformation you offer in your business, and specifically to women with your work. 
And I’m curious if it actually connects with that, showing people how to be that way. 

RL:   Great. I’d love to teach that right now. 

I spent about 17 years just being a singing teacher. A lot of singing, stars would come to 
me and they would be having issues like they made records, they made CD’s, and now 
they’re in performance and it doesn’t sound as good. Or they were getting hoarse or 
they were having problems. But the bottom line is from 17 years with working with 
singers I had become very very good at helping singers get up on stage, deliver their, in 
this case songs, and influence their audiences. 

Because think about it. A famous singer, your favorite singers, they have incredible 
influence over millions of people. Madonna, in her heyday, had everybody dressing like 
Madonna and wearing their hair like Madonna, and doing dance moves like Madonna, 
and whatever she said it was like gospel. That hasn’t changed. 
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People raise up celebrities to very very high pulpits, and especially singers. And when a 
singer gets up on stage, again, they’re delivering songs. But what are songs? Just 
melodies and lyrics and stories.  

So 17 years into this journey of me helping people be onstage and influence millions of 
people, speakers started coming to me. Like Anthony Robbins and Suze Orman and Dr. 
Laura Schlesinger. And they said well, you’re good with singers, can you help me with 
my voice?  

And in the beginning I turned all of them away. Because I said I’m just a singing 
teacher. I wouldn’t want to take your money. But they kept calling, and they were like 
look, we just aren’t happy with what else is out there, why don’t you work with us. And I 
was like eventually the people got so interesting that were calling, so I said okay, great, 
I’m going to put together a system that offers speakers, presenters, communicators, the 
same thing that I offer my singers.  

So I went from the standpoint of trying to break down everything that I knew about 
singing and performing, and how it would relate to just speaking and selling, presenting 
and communicating. And I’d like to give you a little lesson on what that is and what 
people that are listening to us today could take away and immediately make those 
changes.  

I say that when you get up on stage, or when you go to speak in front of anyone, 
whether it’s video or on the phone or anything, the second that you start to speak 
people are making value judgments about you. They start asking questions about you, 
and they don’t know you so these questions are quite random. They are thinking hmm, 
why’d you wear that dress. Wonder where that person went to school, or is that person 
married, does that person have any kids, how much money does that person have in 
the bank, what’d that person have for breakfast. 

The questions can be absolutely ridiculous. Is that person, did they color their hair? Why 
did they color their hair? The most random questions. Because they’re trying to get to 
know you, because you’re speaking now and they’re trying to decide whether they want 
to listen to you and if they car at all. 

So they ask themselves all of these questions, and worse than asking the question, they 
start to answer those questions. But they don’t know you, so they’re answering the 



 

 

Pa
ge
6	

question oh, well he probably went to this school. Oh, she probably picked that dress 
because of this, and that. So they’re answering questions, which is even more 
ridiculous, because they’re usually wrong. 

I came from the standpoint of what could I do, how could I help people present 
themselves so that they would have control over what other people were perceiving 
about them. If they wanted to come across as the smartest people, how would they 
need to present themselves to be perceived as the smartest. Or the funniest, or the 
tallest, or the sweetest, or the kindest, or the most grateful. 

I worked backwards. And I realized that tonality, the sounds your voice makes aside 
from the words, affects whether or not anyone believes you infinitely more than the 
actual words you speak. 

In other words, we grew up in a culture that said if you have the right words to speak, 
and if you spoke those words, you would be perceived a certain way and you would 
achieve a certain outcome. But unfortunately that’s just not the way communication 
works. And I’ve been touting for my whole life that the sounds you make, aside from the 
words, is what ultimately depends on whether or not anyone believes you at all. 

So I take tonality and I break it down into the same components that music has. And 
they go like this. Pitch. Where are you speaking? Are you speaking up here all the time? 
Is it really really high, all the time? Is it really really low all the time? Where’s the pitch of 
the voice. Is the song you’re singing down low, or is it really high, or is some 
combination?  

Pace. When you speak, do you speak fast? Do you speak slow? When you listen to 
music, and the music goes fast you start to get excited and your blood pressure starts 
raising a little bit and pulse starts raising. You start to get little butterflies. Well, music 
does that. So when you’re speaking to somebody what are you doing with your pace? 
When should you speak fast? When should you speak slow? How fast, how slow? 

Melody. When you listen to a song there’s a melody. The notes go up and then they go 
down, they’re up here for awhile and then they go higher and you start to get excited 
again, and then they come down here and they calm you. So all great songs have great 
melody. But when people get up to speak suddenly they become a broken-down piano 
with one note. Well, I’m speaking to you right here, I’m the most exciting person in the 
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world even though I only have one note because when I really really get excited I’ll go 
up to this note. Oh wait a minute, then I come back to this one.  

And when you actually take the sounds that people are making when they’re speaking, 
you’d realize that they hardly have any melody. They don’t go up or down like a good 
song. They hover around a few notes that they feel super comfortable with, and that’s a 
big problem. Because basically, would you buy a song that just went on the same note 
over and over? Of course you wouldn’t. 

So melody, pitch, pace, tone. How airy are you supposed to speak? Are you supposed 
to sound like Marilyn Monroe? Or are you supposed to sound like a squeaky hinge? Lou 
Rawls, or Barry White.  

Pitch, pace, tone, melody, and volume. My last component, volume. How loud are you 
supposed to be? When are you supposed to be loud? When are you supposed to be 
soft?  

And so I’ve taken these components of tonality, which I call the building blocks of 
tonality—pitch, pace, tone, melody, and volume—and I chunk them in a way, and I 
teach them in a way, that people can understand. What are the variables of volume? 
What are the variables of melody? What are the variables of tonality between air and 
not? 

And by helping people hear the way that they sound, and then changing those 
variables, I literally can control the perception of people listening. Does that make 
sense, or did I lose you when I said hello? 

LS:   I have to say, just in you teaching it, it’s so entertaining, engaging, 
and rolling. So obviously applied the correct way in our world and our businesses, from 
stages, telephones, you can already just feel from your teaching how impactful it is. 

RL:   And look how we’re taught the wrong things. We grow up in school 
and we are taught that when we get to a comma or a period we’re supposed to go 
down. So let me give you an example of that. I’m speaking and then I get to a comma, 
and then I’m speaking for awhile and I get to another comma. And then, God forbid, I 
get to a period. 
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When I get to a comma, what did I do? I suddenly got softer. And I got lower. Music 
doesn’t work that way. The Sound Of Music doesn’t go up and then down, because if 
they did that you wouldn’t listen to the song. And what happens is when you go down in 
volume, or in pitch, when you get to a comma, you’re basically saying to your listeners 
I’m done. Oh wait a minute I’m not done, there’s more that I want to say. Oh wait a 
minute I’m done. 

Oh wait a minute, there’s more, please listen to me. Don’t leave, you don’t have to go to 
the bathroom right now, there’s still so much more I want to say.  

So I teach my people to go up or to stay on the same note when they get to a comma or 
a period. Let me demonstrate that. I’m speaking to you and I get to a comma, and I 
went up. Which tells you that I’m not done. And then you wait for the next thing that I’m 
going to say. And I could leave big pauses in between, and you still know that I’m not 
done. And then maybe when I’m really done I’ll do the same note.  

Using the power of music and what I understand about music, because that’s my 
background, and using what I understand about melody, if we just stopped going down 
and getting softer when we got to commas and periods, the audience would know when 
we’re really done and they would hang on the next words we were going to say, 
because it would become perfectly obvious that you’re not done. 

Because when I go down in commas and periods, the audience goes down with me in 
energy. Just something as simple as going up, as if it was a question. There have been 
all these amazing articles I’ve been reading over the last few months. Wall Street 
Journal came out with an article recently talking about this system called up-talk, and it 
got associated with valley girls, like in the San Fernando Valley in California how they 
started going up at the end of a sentence. It started getting a bad name in the 70’s, and 
it was called up-talk. 

For years researchers thought that going up when you get to a comma or a period 
made you sound insincere or nervous, or noncommittal. But now, after I’ve been 
screaming the opposite for the last 20 years, now research says exactly what I said, that 
it engages the audience.  

When are we taught to go up for a comma, right? So if I say to you, do you like 
chocolate ice cream? It’s perfectly acceptable for me to go up on scream. Do you like 
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chocolate ice cream? A question mark. We’re taught to go up for a question mark. So 
what happens when you ask a question? Somebody who’s listening they begin to 
become engaged because they think that they may have to answer that question. 

When they hear the melody go up, subconsciously the listener says uh-oh, I better pay 
attention because I think he just asked me a question. So I’m literally playing on the 
subconscious melodies that people have become accustomed to, by having it go up, 
and then they stay focused on me because they think maybe I’m asking them a 
question. Or at the very least that they need to be engaged and remember what I say in 
case I ask them a question in a second. 

Do you understand how simple melody is? 

LS:   I’m excited. I take these action sheets while we’re talking so I can 
summarize key points for our folks who grab our VIP upgrade package because they 
want your transcript and your audio and the whole thing, and these are notes for me. I’m 
leading a free call tomorrow and I’m like wow, I can start to put what you’re teaching 
today into my business right away. 

I happen to be from the San Fernando Valley and I went to school at the same time that 
Frank Zappa and Moon Unit Zappa came out with that song, so I may have a little bit of 
advantage. Plus I think some of the personal development seminars I used to 
participate in also had a big habit of, what do you call it, up-talk? In the way that they 
would enroll and engage people from the stage. 

RL:   What you learned is that, first of all, you have a lot of melody in 
your voice, and you learned that if you just stayed on one note you were boring the heck 
out of yourself and the listeners. So up-talk and melody is necessary because here’s 
one more thing. When you just basically sound the same and you hit the same notes 
over and over and over, the audience thinks they know what you’re going to sound like 
next.  

When the audience thinks they know what you’re going to sound like next they think 
they know what you’re going to say next. When the audience decides they know what 
you’re going to say next, you’re done. Because they’ve decided they’re smarter than 
you are. And they don’t have time for your little brain to finally get to the point. Their fast 
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brain has already got to the point. They’ve heard what you said and they figure what 
you’re going to say next, and so that’s a bad interplay between people. 

Also volume. Let me talk about volume for a second. People have no clue how loud 
they really should be. We’ve become a world that is used to getting volume from my 
mouth to the phone’s receiver, to the microphone in the phone, and that’s about as far 
as our volume travels. Then if we get up on stage or if we’re put in front of a video 
camera and given a microphone or something, we figure that it’s the microphone’s job 
to take our voice, our message, and deliver it to those audience members. 

One of the things that I do when I lecture on big stages, as many as, let’s say 7,000 
people, I turn my microphone off and I lecture for about 10 minutes with no microphone 
to 7,000 people. And every single person in that auditorium hears every single word that 
I say. 

Why? Because I’ve realized that there’s a particular volume that all of us need to 
achieve, that most of us are not doing. And when you find that volume your voice 
carries three inches away from your mouth into a mouthpiece, or hundreds and 
hundreds and hundreds of feet away to the back of an auditorium. People just speak too 
softly. That’s that. 

You need to speak louder. 

LS:   I bet you have everybody at the edge of their seat when you do 
that, because it is so not done. And they probably hear and comprehend everything 
you’re saying even better than when it’s just being plugged right into their ear with no 
wow factor attached to it. 

RL:   Yeah. It’s not real when it goes through the microphone and it 
comes out a bunch of speakers. It’s real when it comes out of my mouth. And because 
I’m trying to be genuine and honest and have people get to know me and feel me, the 
vibrations that are coming out of me, the sound waves that are coming out of me, I want 
those actually to hit people. So I’ve got to be able to create volume. 

Here’s something else that our friends can work on. You’re supposed to breathe and do 
a thing called diaphragmatic breathing, which means you’re supposed to breathe in 
through your nose every time you breathe. Most of us don’t. We breathe in through our 
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mouths. And if you take a big breath in with your mouth, do it with me, you’ll feel 
dryness in the back part of the throat when you breathe in through your mouth. 

We are set up from birth to breathe in through our noses, because there are filters in 
there called turbinates, and when air passes through those filters it becomes moist air. 
So if you want to speak all day and night, if you want to present, if you want to influence, 
you have to keep your voice healthy. The number way to do it is by breathing in through 
your nose. Because as the air passes through those filters, those turbinates, it becomes 
moist air, and then it doesn’t dry out your throat. 

We’re talking about volume now, so you breathe in through your nose. You pretend that 
you have a balloon in your stomach. So instead of raising your chest and shoulders as if 
you were Superwoman, you let your stomach, where your belly button is, come forward. 
So you inhale and you pretend that you have a balloon in your stomach so the stomach 
comes forward, and then you exhale and the stomach comes in. That’s called 
diaphragmatic breathing. 

The reason I bring this up is because if you want to find your perfect volume level, the 
only way to do it is to learn to speak while your stomach is coming in. So you first have 
to breathe in through the nose, stomach comes out, and then while I’m speaking my 
stomach comes in. It’s like an accelerator pedal on the car. It helps push the air back 
out to my vocal cords so that I can make the right sound, the right volume, and influence 
people the way that I’m supposed to. 

Most people, when they speak, their stomachs aren’t moving at all. When your stomach 
isn’t moving you’re holding your breath. How many women and men are out there 
talking like this and they’re holding their breath and they’re going into that squeaky 
hinge sound, especially when they get to the ends of the words and the sentence. 
That’s because they’re running out of air. 

If you want the right volume you have to learn how to breathe correctly. Does that make 
sense? 

LS:   Yes. In fact, I want to say something so I can be practicing this as 
you’re saying it. I’m pulling my stomach in so that my voice comes out. 
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RL:   Say this. Roger wants me to only speak while my stomach is 
coming in. 

LS:   Roger wants me to only speak while my stomach is coming in. I 
love it. 

RL:   Let’s look at a particular stereotype for a female voice. For an 
example, let’s say that woman works with a lot of men, and is in situations where she’s 
presenting to men, or lots of men are listening to her. 

LS:   That applies to a lot of us listening, yes. 

RL:   Okay. Now, what does she do to be taken more seriously to a lot of 
men? Does she lower her voice down there, in her chest voice, which is what we call 
the bottom part of the range. Are you supposed to, if you’re a woman, go down into your 
chest voice and try to sound more like a man? Does that indeed make men take you 
more seriously if you go down lower and sound more like they do? 

Or, do you go up higher into what we call a middle voice, or even a head voice up there, 
which are the two voices that are above chest voice, to find the most feminine part of 
the speaking voice. Do we purposely become more feminine so that we separate 
ourselves from the men, but the men deal with us as wow, that’s a woman, and we use 
the femininity part of it to step up and be different and be listened to. 

What’s the answer do you think? 

LS:   That’s a great question. I tend to go deeper, maybe to resonate, 
and because I think that there’s credibility there. I don’t know if it’s right, it just feels 
instinctual. 

RL:   You’re partially right. The answer is that men and women are 
supposed to primarily spend about 60% of all of their speaking sounds in chest voice, 
down low, and that men and women are supposed to use chest voice primarily.  

Any time you hear a woman speak like this where there’s no bottom she’s not using her 
vocal cords in the right way anyways. There’s nothing natural about a woman that has a 
super high voice. All women are supposed to speak in chest voice. 
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But the caveat to that is you are supposed to use plenty of middle voice, which is the 
next voice higher, and then the head voice to create emphasis. So men and women are 
supposed to be in chest voice right here, and then they’re supposed to quite often go up 
to head voice, where I was down here chest, and then head voice comes in all the time 
and middle voice, that place in between.  

As a woman I even should have more of an understanding of the middle voice and the 
head voice, those two areas that are higher than most women speak. We should utilize 
them more, because when you’re speaking and you want to show people what’s 
important there’s only a few ways to emphasize certain words and be taken seriously.  

So it goes like this. If I want this to stick out I either make it louder or softer, or I make it 
higher or lower. And then that’s it. If I’m talking to you and I say I love my dog, I hate my 
dog, you don’t know whether I love my dog or I hate my dog. If I say to you I looove 
chocolate, you think maybe that guy likes chocolate because I made love louder. So 
volume counts. 

And it’s not just louder. I looove chocolate. I made love soft, oh my god I love chocolate 
so much. But the change in volume brought attention to it. So, volume changes. 

The other way to add emphasis is melody changes, I go higher or lower. I love you, me 
going higher on love brought attention to it. It made you listen to it. Or I go lower, I love 
you, I just love you so much.  

LS:   I love you too. I love you, your teachings. You’re providing so much 
value. I know I only have probably five more minutes with you, or something close to 
that. So I definitely want to hear the end of this point and I want to make sure we get 
into a couple of things. 

RL:   Okay, let’s go to the next thing. The end of this point is if you want 
to be a great influencer, if you want to sell to women, or you want to sell as a woman, 
you have to own chest voice, down low; head voice, up high; and then middle voice, in 
between. And so you have to be able to access all of it. With that kind of range, what 
couldn’t you say? 
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LS:   I don’t know. Is that a question? I know that I don’t have much in 
the head voice range, so that’s what I’m taking away here. I’ve got the chest voice and 
the middle voice I think, to some degree. But I rarely use that high voice. 

RL:   I loved that when you said rarely. I think it’s great. You’re a beautiful 
woman, and clearly you’re a strong woman and successful and you’re an absolute 
powerhouse, and you use melody already. It’s just your piano is shorter than my piano. 
My piano has 88 keys, and believe me there are emotions that happen on some of the 
higher keys, and there are emotions attached to the lower keys. That’s why when you 
go to a scary movie and you hear the scary music you’re like I’m scared. Nothing’s even 
happened yet, you haven’t seen anybody be decapitated. 

Or you go to a love story and the melodies are lilting and so long. Music moves people. 
And I say to you hey, there’s 88 black and white notes on the piano, maybe we should 
have some more. 

LS:   I’m excited to get into that. 

Roger, I have a feeling it’s going to tie directly to what you’ve been sharing, because 
obviously everything you’re sharing are ways that we attract clients, attract women 
clients, the tone of our voice, our melody, our pitch, the pace. You have such a 
successful business and you’ve attracted some of the top women, Angelina Jolie and 
Suze Orman, somebody who I am just a huge fan of the difference she’s made. What 
are some of the ways that you attract women clients in your business? 

RL:   Well, I’d say word of mouth. When people come, biggest way, word 
of mouth. I say that when people say do you have any business cards, and I’m like no, 
I’m a voice teacher. I use word of mouth. Why would I want to use word on paper? 

When people come in and take a lesson with me, or when people watch me on video or 
they listen to audio, what they realize right away is that I’m a team player. That when 
someone takes a lesson they need to understand that they are not alone, that they 
come in . . . it’s like people think they have to be great when they come in to take a 
lesson and they’re apologizing for not being good enough speakers or good enough 
singers, and I’m like what are you? Crazy? I’m the teacher. I’m the one that gets paid. 
You should just walk in the door with a desire to be better and I’m the one that should 
be nervous. Because if I want to get paid I better do an incredible job. 
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I am honest and open. And when somebody studies with me they realize that they are 
now not alone. That together we can accomplish anything. And literally I don’t waste a 
lot of time teaching people with things that they can’t immediately feel the difference of. 
So I get right to doing things that people sound better and they feel better, and it 
changes their physiology and it changes their mindset.  

The changes are so immediate that they literally think this is better than going to a 
shrink, better than going to a good restaurant, better than having sex quite often, and 
it’s become such a positive experience that they go back into their environments and 
they’re like I just had a voice lesson. I had no idea what a voice lesson was, but I just 
really had a good time. 

LS:   That’s true. Honestly, in my own circle, I know that greats like 
Anthony Robbins and Brendan Burchard called you in desperation and you have literally 
been able to give them the magic they needed to be able to keep going. Because our 
voice is our instrument. And so what you’re teaching and what you do are literally life- 
and lifestyle-altering.  

It’s true. Word of mouth. Your reputation precedes you. Probably more than many 
people that I’ve met. 

RL:   Thank you. The truth is that the voice is supposed to last 24 hours 
a day without ever getting hoarse or losing it. How I got Brendan, how I got Anthony 
Robbins, was their voices weren’t lasting 24 hours. They weren’t even lasting 10 hours. 
And so I had to show them how to get it, and it’s no big deal. 

In some cases they only had to practice for five minutes. Gwen Stefani, the singer, 
came into me and she was going out on tour the next day and she said I’ve never been 
able to do a long tour without losing my voice every third night and I can’t sing and I 
have to cancel shows. I gave her some exercises, the same kind of exercises that I’m 
going to give on the free product that I’m going to give to the people that are listening to 
this. And she went out on tour with her group, No Doubt, and she came back a year 
later and she said Roger, you changed my life.  

And I always love sentences that start with Roger, you changed my life. She said I 
practiced every day and my voice is never better. I never canceled one show, I was 
amazing.  
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I said well, how long did you practice every day? Because I’d made a tape for her that 
was about 15 to 20 minutes long. And she said I practiced every day for four or five 
minutes. What would have been my normal reaction? That’s not enough. But of course 
that would have been stupid, so I said perfect. 

All she did was practice for four minutes before she went on stage, and the right 
information and the right exercises kept her on tour for a year. Perfect. 

LS:   Awesome.  

Well, Roger, you have changed our life today. So I’m really glad you like to hear that. 
And I know that there are people listening that would definitely like to get their hands on 
these vocal exercises, and also to hear you discuss in more detail how we should sound 
when we’re selling to women.  

I want to take a minute to make sure that everybody goes, right now, straight to their 
computer and gets over to www.selltowomen.com/roger and make sure that you grab this 
awesome online video of Roger. Again, discussing in more detail how you should sound 
when selling to women. And also he’s including some vocal exercises for both men and 
women that you can start doing right away. 

Because yes, our voice is supposed to last 24 hours. I didn’t know that, but that’s really 
good news for me, I have to say. 

Is there anything you want to say about what they’ll find on that page? And then also 
any no-no’s that we should keep in mind. We’ll close with that. Any no-no’s we should 
be keeping in mind when we’re out there looking to sell and influence our women 
clients. 

RL:   I’m going to teach them more when they go to that page and they 
go to that video. I’m going to teach them more about what are more ways to attract 
women clients, and what I’ve found most effective in inspiring women clients to say yes.  

When you’re trying to sell to women what’s the end result? It would be nice if they said 
yes, and then they wrote out a check. And if you were a woman and you were trying to 
sell to men, what literally makes a woman more prone to say yes, I’m going to go into 
that. I’m also going to go into what doesn’t work with women. What are the ways that 
you’re presenting yourself, your products, your ideas, your concepts, and you’re doing it 
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incorrectly so that the women are perceiving you misaligned with your product and they 
don’t like you, and they don’t want to take you home, and they don’t want to take your 
products home. What are you doing that isn’t working. 

I’ll go more into detail on those things. 

LS:   Okay. We’ll save all that for your next date with Roger, which again 
will start when you go to www.selltowomen.com/roger.  

And also just a reminder, Roger provided so much value and I’ve been taking copious 
notes on our action sheet. For those of you that want to treat yourself, remember we 
have our VIP upgrade package where you will get the MP3’s of all of our master teacher 
interviews, I believe now we’ve got 18 teachers in the series that are just like Roger, 
prepared and ready to share with you what’s really working to be able to honor, inspire, 
attract the woman client. 

We have transcripts of every interview so that if there’s something specific, like for 
example today Roger gave us some amazing breathing exercises. You can go literally 
straight to the transcript, be able to find what he said, highlight it, and do that without 
having to sort through on the audio.  

And then my personal action sheets that summarize the step-by-step secrets of each 
teacher. Because hey, I’m like you, I’m here as a student. I’m planning to implement 
them in my own life. In fact I’m pulling my belly in as I speak right now. So you’ll have 
the action sheets not only for you, but to share with your team so you can really get 
these things going in your business right away. 

You’ll go to www.selltowomen.com/upgrade to save $100 on this VIP upgrade package, 
right now today, during the series. It will be $197 after the series is over, but right now 
today during the series it’s $97 for the whole VIP upgrade package. We have some 
surprises tucked in there for you too. So you’ll have to go to 
www.selltowomen.com/upgrade to take advantage of all that. 

Once again, specifically to go further with Roger’s work, you want to go to 
www.selltowomen.com/roger.  

Roger, thank you so much for digging deeply and really sharing secrets that so many of 
the people that we love to watch on TV and listen to, that they have learned from you. 
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And I just want to thank you for keeping all of those amazing entertainers and change 
agents going so that we can get all the benefit of what they do. I appreciate you. 

RL:   Thank you so much for saying that. Can I say that I have been a 
huge fan of yours for years? I’m sorry and embarrassed that we haven’t hooked up until 
now, but let this be the beginning of a relationship that you and I have that we can help 
each other, and that we can help millions of other people. But I just want to say how 
proud I am of you, the work that you do. What an incredible woman you are. I’m your 
biggest fan already. 

LS:   Wow. Well, I accept your invitation. Yes. Let the games between us 
begin. 

Thank you, everybody! 

 

 

   

 


