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Host Lisa Sasevich – “The Queen of Sales Conversion”  
Introduces Susan Harrow 

 

Lisa:  Hello and welcome back to How to Sell to Women.  This is Lisa Sasevich, 
your host, known by many as the queen of sales conversion and the founder of the 
invisible close sales systems.  I’m just so passionate about everything that we’re 
learning during this series, the depth of each one of our master teachers is digging in to 
with their favorite strategies to attract the women client to inspire her to say yes to 
herself at the appropriate time, and even some of the no-no’s they’re sharing about.  
Some of the things whether they’ve step on the landmine themselves or they’ve had it 
done to them, right.  It’s just been so enlightening and amazing and one of the things 
that I do during these interviews is I take action sheets, I take notes for my own 
transformation and so that I can share them for quick implementation to my team.  So I 
know you’re going to hear a lot of that today because this next master teacher that I’m 
excited to introduce you to I have already learned so much from her over the years and 
every time I am in her presence or hear her speak, it just multiplies.   
 
So you’re definitely in the right place to learn how to attract, inspire and influence 
women buyers in to your business whether you’re a man or woman looking to increase 
the percentage of women that you serve.  Just know that all of our master teachers 
have been selected because they have made a huge impact, a huge difference and a 
huge amount of money making that difference by knowing how to honor and serve 
women at the highest level.  And as I’m sure you’ve already noticed, each has generally 
agreed to not only join me in this training and share their deepest secrets and what’s 
really working for them now but also to provide you with a complimentary gift, a training 
that you can use to take their work even further in to your business so the gift just keep 
on coming so stay tuned for that.   
 
Today, it’s my honor to introduce you to Susan Harrow, a top media coach, marketing 
expert and author of Sell Yourself Without Selling Your Soul, whose clients include 
everyone from rock stars to celebrity chefs to CEOs of Fortune 500 companies as well 
as entrepreneurs, coaches, consultants, speakers and authors.  She shows women how 
to double or triple their business with PR by using sound bytes effectively.  For the past 
23 years, Susan has helped clients and seminar participants shine as guests on CBS’ 
60 minutes, Oprah, Good Morning America, The Today Show, Fox News, Bill O’Reilly,  
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Larry King, The Food Network, etc.  You know her as the go-to girl for getting on Oprah, 
I’m sure.  But what you probably don’t know about her is that she was almost sold in to 
slavery to a Bedouin Sheik in Israel for 10 camels and a mule.  Introducing and 
welcoming, Susan Harrow.  Hi, Susan. 
 
Susan:  You know one thing that I love about you, Lisa, is that you bring such 
enthusiasm and such a big smile to your words.  Like we’re not seeing you right now but 
we can hear how beautiful and generous you are by your tone and by your great 
enunciation and your enthusiasm just like burst through and that’s such a brilliant thing 
for people, all of you on the call, who want to learn about publicity because that 
sometimes our very first introduction to you is only through our voice and so we really 
feel you, we really feel your presence even in your voice, even if we don’t see you.   
 
Lisa:  Well, thank you.  I have to say I am excited so I’m glad it’s shining 
through. 
 
Susan:  Well, it’s good it’s truthful too obviously.  But I mean that’s what I’m saying 
is you’re bringing true enthusiasm in the show.   
 
Lisa:  Thank you. 
 
Susan:  Yeah. 
 
Lisa:  I appreciate it.  You know and there is like we talked about making sure 
that we are making the impression we want to make and I’m very excited to be digging 
in to that with you today.  Of course there’s the strategy that it goes across from what 
you teach with PR to what I teach with selling both teleseminars, webinars, from the 
stage, wherever you are, it’s good to have a mirror to look at yourself to remember that 
you’re smiling and it’s funny, I was just watching one of my daughter’s friends in a 
gymnastics competition, very high level this weekend and I noticed that some of the 
girls would do this awesome, they’d walk on the mat by themselves, these 10-year olds 
amazing gymnasts and they’d have this great pose and smile but then they go and do 
the routine and you could see them gutting it out the whole time. An at the end when 
they took their final pose, they throw their head back and their hands and they smile.  
And my daughter’s friend actually won all the way across the board and what I noticed 
about her that was most unique was she kept that smile and that same energy that you 
felt in the opening and closing pose, she kept it through her whole routine, her whole 
floor routine.  So it was really fun that you would point that out.   
 



 

 

Pa
ge
3	

Susan:  Yeah and that’s so important in media too because you don’t ever know 
when people are turning in and just by the way, Lisa, your volume dropped off about 
half, just FYI.  Yeah, so I’m not sure if it’s your mic next to your phone. 
 
Lisa:  Really.  Okay. 
 
Susan:  And Lisa and I were just talking about like the thing that we fear most is 
like not being able to—I don’t remember what I said, Lisa, you remind me, but we can 
wiggle out of anything with words but when it comes to technology, we’re both kind of 
helpless. 
 
Lisa:  Yeah, I mean we—can you hear me better now?  I’d much rather just say 
it out loud than have anybody miss any words. 
 
Susan:  Yeah.  It just dropped off significantly but now I think it’s pretty much back. 
 
Lisa:  You know I stood up so I think I must… 
 
Susan:  Oh interesting. 
 
Lisa:   So I have to regulate that but anyway, awesome.  Thank you for letting me 
know and you know, I’m honored that you and I have now known each other for some 
years.  We have been fans of each other’s work.  We have promoted each other and 
introduced other people to each other’s work because we believe in the same mission 
and we’re both really wanting to get out there and empower and serve people and 
specifically today I think it’s fun to be able to conspire with you and really share with 
everyone about how we do that specifically with women.  So curiously just so people 
can get to know you, tell us a more about the unique transformation that you bring to the 
world specifically in that area of PR and what percentage of your clientele tends to be 
women?   
 
Susan:  So I’m just going to back up a minute because how I got in to this with 
women is I was speaking to the American Society of Journalist and Authors and by the 
way, it was the very first time I’ve ever spoken before a group so I was absolutely 
terrified and they were all experienced authors, people who had books or journalists in 
there.  And they went around the room, they asked—I didn’t know they were going to do 
this but as we were sitting down, they asked everybody, “You need to tell us a pitch, 
your pitch in 10 seconds of what you’re working on.”  And so I thought up in that second 
that I was working on Sell Yourself Without Selling Your Soul and pitched it.  And the 
thing is that everybody in the room mobbed me afterwards and said they wanted that 
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book because no one wanted to promote themselves.  And one guy actually asked me, 
“So you don’t need to be an axe murderer to get publicity?”  And that really set me in 
motion to write the book, the first and only marketing book just for women.  And what’s 
unique about that book that I think is very specific to women and many men complained 
that it wasn’t for them too, but it is for them too, and most of them don’t read the 
subheads so they don’t know.  But it was very specifically is that there was no sports, 
sales, sex or war jargon in what I was teaching to because I think that women don’t 
want to be spoken to in that kind of aggressive kind of languaging.  How we think is how 
we speak, it’s how we act and vice versa.  So that was the first big shift, it’s like in our 
language, in our thinking.  If we’re talking about pummeling and kicking ass and 
shooting down, that’s how we’re framing our world and I wanted to frame a different 
world, the world of women, the world of generosity, the world of community versus just 
cash.  I wanted to form a world where generosity was the driving principle, not 
competition and that the coopetition was healthy and great and that we can work 
together even with some of the people that we think we’re competing with most.       
 
Lisa:   Wow.  That was so beautifully said.  Peggy, can you transcribed that so I 
can just get all those amazing language, all the languaging you just used was actually 
an example of what you’re talking about happening real time.  And so you said no 
sports, sex, was it sales? 
 
Susan:  No sports, sex, sales, war or aggressive languaging. 
 
Lisa:   Yeah.  Wow and so your first book which I didn’t know that it was the first 
book really marketing, as a first marketing book specifically for women.  That’s actually 
a fun…  
 
Susan:  Yeah, I mean there was a book out at the same time almost same time, 
called Brazen Hussies and I’m going like, “Well, my book is like the exact opposite of 
Brazen Hussies.  
 
Lisa:   Exactly.  And tell me about coopetition.  Is that a word that you made up? 
 
Susan:  No, no, it’s a real word.  It’s a real word.  We’re doing it all the time in joint 
ventures because we couple up with someone.  We do a joint venture with someone 
who is in competition with us but there’s some overlap or there’s something that we 
offer that they don’t.  So we might have a lot of the same client base; however, there’s a 
difference.  Instead of trying to put them down for that for what they do the same, we 
focus on the positive difference and how we can offer that to our people because it’s not 
something that we offer but it’s still really great.    
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Lisa:   Yup.  I love it.  I don’t know how I haven’t run across that word but it’s so 
perfectly fitting for what you’re sharing about today.  Tell me the name of your book 
again so I can make sure and include it in the action sheet for people who…   
 
Susan:  Sell Yourself Without Selling Your Soul and… 
 
Lisa:   Okay. 
 
Susan:  And the subhead is a woman’s guide to promoting herself, her business, 
products, service or cause.  You know, I think I have all those words in there.  [0:11:18] 
let me put them all in but yeah and that’s when I say it’s for men too but men often times 
they overlook the subhead.   
 
Lisa:   Awesome.  Well, I so appreciate that you brought that up as a context for 
what we’re diving into here today.  So I know we kind of backed up to make sure that 
people understood really where you’re coming from and your really deep history with 
pioneering this space.  So nowadays, what is the unique transformation that people 
come to you for?  
 
Susan:  So there was a woman in one of my seminars and she said, “The only 
thing I’m good at is selling myself short.”  And I thought I wonder how many of us have 
sold their self short at one point or another and that’s pretty much every woman I know.  
And what a lot of people don’t understand is that no matter what we’re doing, we’re 
always selling ourselves at every moment.  And what people are really buying in to is 
that they’re buying in to you.   
 
And I had another woman and obviously you teach this very deeply as well, and I had 
another woman who came to me for consulting and she said, “I want to do more talks.  
I’m a motivational speaker and I see myself as really big and really powerful.”  And she 
told me about a workshop that she was in and everybody was supposed to do the 
power animal and one woman said, “I’m a bear!”  And another one said, “I’m a wolf!”  
And another one said, “I’m a tiger!”  And she said, “I’m a chipmunk.”  And she was.  And 
when I thought of her—and then she said, “or I’m a little brown mouse.”  I thought that’s 
exactly what she is, a little brown mouse.  And she had this internal perception of what 
she was and yet she live with it in a sense that the world, there was another perception 
out there for her and that she wanted to step in to the bear, the wolf, the tiger in a big 
way.   
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And everything is about that perception, how you’re perceived in the outside, how you 
feel on the inside and how those two things match and that’s what happens when 
people see you because they sum you up in less than three seconds.  So when you 
come in to a room, you and everybody has set or they’ve heard you for the first time, 
they get you in three seconds and that what we’re talking about is your presence and 
that’s something that’s often underrated and yet it’s the most important thing is your 
presence, it’s the sum of your experience and your actions and who you bring, who you 
bring to the table in that moment the second that you connect with another human 
being.    
 
Lisa:   Wow.  So when we look at attracting women clients and serving women 
clients, how can—I kind of want to go off the grid right in to where I can access the most 
powerful part of your teachings in this area—how can we ignite our presence, if that’s 
the right question to ask, to make us most powerful in that? 
 
Susan:  That’s a great question, how we can ignite our presence.  I think that one 
way that we can ignite our presence is to really sit down and do three things, and this is 
really the crux of any publicity campaign and it can also be the motivation for anything 
that you and it’s number one is what is your deepest intention, how do you want to 
serve?  What is your bigger picture, what is your bigger place in the world?   
 
And then number two is what do you want for yourself?  And to really lay that down very 
specifically and I’m talking about not just sales numbers but yes, we want those but we 
want like what do you want to do in the future?  Do you want to be speaking like do you 
want to take your Lisa Sasevich course?  Do you want to be speaking from the stage?  
Do you want to hold events?  Do you want more people in your courses?  Do you want 
people to buy your book?  And really lay down the very specific numbers for that and 
then really look at the partnership, the opportunities, the experiences that you want both 
personally and professionally out in the world.  And those can be like who you want to 
meet like who do you want to align yourself with?  The kind of people that you would 
just be so thrilled to meet, like I would be thrilled to meet Bill Clinton.  I have a big idea 
for another program that I want involving education I want Bill Clinton to be involved.  
He’s one of the people that I love to meet, the Dalai Lama, those are people that are on 
my wish list to me.   
 
And then number three is what you want your audience to take?  What do you want to 
actually inspire people to do and that’s very specific too.  I mean is it do you want them 
to go to your website, get an excerpt from your book, jump on a course?  Whatever that 
is, it’s got to be specifically thought out and really mapped out and that’s what goes in to 
your dialogue that you have both with yourself on a daily basis because I revisit my 
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intention on a daily basis.  Even before this call, I have a set intention for our call.  I just 
don’t go in to it willy nilly.  You know I have something very specific.    
 
Lisa:   What’s the intention?  
 
Susan:  My intention is… 
 
Lisa:   We want it to happen for you. 
 
Susan:  Yeah.  So my intention.  It’s both loose and tight at the same time, it’s that 
I would like to connect deeply with all of those who resonate with my message and that I 
give them what they need in the moment, that they hear something that they need that 
they can use in the moment.  And that’s what I want.  So I didn’t do the other two part 
like do I want—I could have though, and that’s really great if you want to get in to the 
habit if you’re not in the habit of doing that to set out the other two things.  I did plan 
some stories for us and left room, for spontaneity.  There were some points that I 
definitely want to get in and points that I want to be able to be free, to be spontaneous 
but also you and I have been doing this for a long time.  When you’re new, you really 
want to plan some of those key points and when you set the foundation with your 
deepest intentions, then your stories and the kinds of things that you want to 
communicate come out pure because they’re not tainted with “I want, I need, I got to 
close this sale.”   
 
Lisa:   Yes. 
 
Susan:  Does that make sense? 
 
Lisa:   Yeah, it’s just like putting your purpose, your intention first and then the 
structures and the strategies can serve that versus the other way around.  And I think 
we’re very like minded like with what you teach in the courses and what I teach in a 
Speak-to-Sell with getting your signature talk done that you need to know what actions 
you want them to take and then reverse engineer…. 
 
Susan:  That’s right. 
 
Lisa:   … to give people what they need to be able to get there.  So you have 
some stories prepared for us.  I want to know for our listeners and for myself today 
some of your favorite ways these days whether they’re time tested and true over the 
whole long term of your career or something new that you’ve come upon.  What are 
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some of the ways that you are attracting women clients in to your successful business 
these days?   
 
Susan:  You know I think that it has to do with really just people—I mean that’s a 
great question because I confess I’m not sure what it is that is exactly that.  I know it’s 
been working for quite a long time in terms of attracting people in to the business.  I 
think that what happens is that when people resonate with those kinds of deeper things 
that you talk about, people perk up and see themselves.  I mean you once said when 
we were at the Jack Canfield mastermind, you said, “Susan, we are in the business of 
confidence.”  And I said, “Really?”  I said I wasn’t sure I was in that business.  And you 
go, “Yeah, you are.”  You are in the business of helping women get confident enough in 
themselves that they can stand up, speak their mind and put out their offer in such a 
way that it feels congruent to them and to be proud of it.   
 
So I think that that comes across really clearly and there a couple of ways to do that.  
So when you’re looking at some lessons, I think that there’s a particular formula that I 
have that women can use that shows that they’re an expert without bragging, begging 
or whoring because that’s the fear that women have.  They don’t want to brag, beg or 
whore to get publicity or to be seen.  And women want to be seen to be able to tell the 
truth for who they are and I think that one of the biggest problems that women have is 
that they’re afraid to be seen.   
 
So one of the ways that I connect with women is showing how you can be seen in a 
safe way that you won’t get battered down because one of the things that—there are 
three things that women are concerned about.  I call them the three B’s and that they’re 
afraid of being called the bragger, a bitch or a ball buster.  Those are three things.  And 
yet, in business and we all are in business, one woman who was in my sound bytes 
course, she’s a project manager in Hi Tech and she said, “I want to let you know that I 
was working on a big project for my manager who just saw on the web that the project 
contract was approved and she saw the end result.  But she wasn’t aware of the hoops 
that I’ve gone through.”  And she said, “I jumped through a lot of hoops to make this 
happen and ordinarily I would have just kept quiet about it.  But I remember what you 
said I could sell myself in a situation and I ultimately sent my manager a note so that 
she would know the steps that I took to accomplish the contract.”  And I mentioned to 
hear that I was really glad that she was the approval up in the website and I was really 
happy she get to see them.”  She said, “The end result was that that manager thanked 
me for my effort, wrote up a nice note for my personnel file and gave me a big bonus.”  
So one of the things in order to be credible and we need to be visible and we need to 
start speaking up about our accomplishments and so one of the things that women 
come to me for is that formula which I’ll share with you.  There’s one simple formula 
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which is the situation-action-result.  And it’s based on the DragNet TV show thing which 
is just the facts ma’am.  So if you…   
 
Lisa:   Ahh. 
 
Susan:  Yeah.  If you say it with just the facts ma’am tone, then you’re not puffing 
yourself up and you’re not squinching yourself down.   
 
Lisa:   This is really good.  I hope everybody has got your pen out and I’m 
definitely putting it in the action sheets for you for those of you that are excited to grab 
our VIP upgrade package, situation-action-results formula.  So you’re about to share it 
with us but it’s like I can already feel myself leaning forward because what you’re saying 
just about being just the facts ma’am is already has me leaning forward because it’s 
giving me freedom like I can sense there’s something here that’s outside of the scope of 
where I would worry about bragging, which I think would be the biggest concern here. 
 
Susan:  It is a big concern.  It’s a very very big concern.  Yeah.  So the first part is 
the situation which is what was the situation or the problem, so what somebody came to 
you for.   
 
Number two is what did you do to help and this is where a lot of women leave this out of 
the equation.  They skip right to the result but we don’t know what the heck they did or 
why they’re special in what they do.  So what did you do to help?  What was your part in 
this person’s success?  What did you give them that made it possible for them to move 
forward?   
 
And then number three, what was the result of that?  Like what actually happened?  So 
what was the outcome of that and typically that outcome is shared either as a 
transformation or a concrete result.  So a transformation is the inner process.  Did we 
feel more comfortable and calm, happier?  Those are a little bit more of the ineffable like 
Albert Einstein said the most important things in life cannot be counted.  Those are 
some of those inner transformations where it’s the feeling state.   
 
And then the second part which is—and some people want that.  Some people want to 
hear about “I went from shy and folded up to being the life of the party.”  Then the 
second part is the concrete result, the numbers.  We want to hear what actually and 
you’ve used this a lot, well, when somebody spoke from the stage—I know you’ve given 
this example, they spoke from the stage and they did it before and like two people 
raised their hands to buy and you did [an after] with them, Lisa, and then half the room 
wanted to buy.  And then we can translate that, well, how much money is that in their 
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pocket?  Does that mean $50,000 to their bottom line?  So we can shape that result as 
to what would be most effective for that audience.  Is it half the room plus the $50,000?  
But it is about making it concrete and really seeable, visible to the person who’s 
listening and then what they’re inferring from that is “Oh my God, Lisa is obviously really 
effective because she created a transformation to somebody on the stage in five 
minutes flat.  Maybe she can do that for me.  I’m going to hire her.”  Boom.  Right.  So 
that’s how we think.        
 
Lisa:   And so you used this when you want to be visible and credible and you 
kind of know you need to speak up about something but you are stuck? 
 
Susan:  Yeah and you’re speaking about your own accomplishments through 
another person so you’re not saying like “I’m so great.  I got this person to make 
$50,000”, that’s not how you would phrase it.  You would just say the facts.  A guy got 
on stage who was selling a Tonka Toy and he said this line, “Tonka Toy is really fun and 
you should get them.”  And Lisa said, “Oh wait a second, let’s phrase a little differently 
about your Tonka Toy and let’s see how the audience respond.”  He says the second 
phrase and then everybody is like, “I got to have them now.”       
 
Lisa:   I want Tonka Toy.  Now I’m remembering back to an actual scenario 
where you were there and that happened.  Well, this is great and I know I want to 
everybody, this might sound really simple but I’m putting it as a number one suggested 
action in the action sheet here because what Susan is talking about is those times 
where you might otherwise shack it off, or just be like, “well,” and let it go.  This is such 
a beautiful way to do double duties both of acknowledging the transformation, the 
outcome that someone else got, that person you were helping or coaching and of 
course to get your own credibility and visibility building continuing.   
 
And sometimes it’s not even like with the example you gave us, not even necessarily 
like she had all those great things happen, she was recognized by her boss and had all 
those great results but it’s interesting, I think once you take the steps, sometimes you 
can’t even see what really could come out of it like who that boss told or what that email 
got forwarded or because you structured it that way, you realized what happened so 
you end up using the story in your next resume.  It’s just so worth the practice for us as 
women to learn how to self acknowledge and not for the benefit of bragging but for the 
benefit of showing what’s possible.  That’s usually where I’m coming from is like “Hey, 
look what I did.”  And it’s funny, I don’t know what people think but it’s not so much.  My 
ego really doesn’t need it that much at this point.  I love what’s showing what’s possible.  
I love going first and tooting the horn to say, “Look, I mean come on, I did this with two 
little kids.  You can do it.” 
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Susan:  I think that’s the real thing because that makes me happiest too.  It makes 
me happiest when people take action and get a result and then they can report and then 
they report back on that.  Even if, you know, I have one woman even write in she had 
done the free offer that we’re going to be–the free gift that we’re going to be talking 
about a similar one, so results happen in the instant and she was talking about 
something that she got local publicity in her local town for a very important cause right 
after she took my free webinar and she reported back, “Oh my God, it never would have 
happened without you because I didn’t know how to phrase the one line to the reporter 
to get them interested but after I did that, I got booked on a local show and this was for 
a great community cause.”  So those are the kinds of things that can happen that you 
touch people in your yes, sometimes it’s in your deeper programs but sometimes it’s in 
just one of your giveaways that you have in a way and that is so rewarding, that is so 
deliciously rewarding.   
 
And one of the people who took my sound bytes course he wasn’t even finished with all 
five modules.  He was on module 1 and he’s like, “Oh my God,” he wrote to me, the line 
was, “Sound bytes really work.  I can’t believe it” in the email and he said, “I used one of 
your principles and I won this big context at HP and I am now going to Las Vegas 
because I won this contest because I used this one principle in a video and I won, and 
I’m only on module one.  So I haven’t even gotten through the whole course.”  Right.  
So you’re like right on.  You just do one thing and it’s already have an effect, and that 
has then a ripple effect in the world, right.         
 
Lisa:   Totally.  So yes, I love what you shared about igniting your presence to 
attract women clients.  So number one, the steps you shared there are brilliant.  I love 
your just the facts ma’am, situation-action-results formula.  Brilliant.  I know I only get 
your for like another less than 10 minutes so I’ll work fast with you here and I want to 
give everybody your free gift as well but I want to dig from attracting women clients to 
just find out a little bit, be a little bit nosy about your own business.  What are some of 
the ways that you have found effective to inspire women clients to say yes?  Are you 
mostly I’m talking with your potential clients one on one about becoming clients.  And 
with your success, what are you enjoying these days in the way of conversation as far 
as ways?  
 
Susan:  I love the way that you talked about being nosy. 
 
Lisa:   Yes. 
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Susan:  Or curious because yeah, so mainly I have some of my clients who are 
some people are with me for a very long time where I do my the personal work with 
them because these are people who want to really build the foundation of their business 
and some of them are not ready yet for publicity.  What we do is we build a foundation 
first and that’s everything from your website to make sure everything you do and say is 
in complete alignment with what it is you’re promoting or what it is you’re offering.  And 
lots of times, I find that’s not necessarily the case, so then we dig for the gold.   
 
So case in point, I had a client, they were already millionaires and they already had 
clients, they already had New York Times bestselling books and all of a sudden, they 
got that call to be on The Today Show and she was leaving town on a Monday.  So I did 
this on a Saturday.  Read the book, pulled out some things but even though they were 
so experienced, Lisa, I looked at the website and said, “You are leaving tons of money 
on the table.  Yes, I will media coach you but first, I want to do a quick marketing plan 
and there were some things in your book that I think could be put in to a package ASAP, 
that you already have, that if your team can pull this together while you’re away, that 
you can sell.  So when somebody comes to your website, they’re not just buying your 
book, they’re the buying this whole other program that really is going to boost your 
income significantly.”  And that’s what I did. 
 
Lisa:   Awesome. 
 
Susan:  And they were totally—it was a couple.  And the man said when I asked 
him what was most valuable, the man said the marketing plan.  The woman said the 
media training.  So the both half are really necessary for that kind of success.  
 
Lisa:   Yup.  I like that. 
 
Susan:  So people may think that they’re ready for publicity even if they’re scared 
or shy or whatever, that’s fine and let’s set the plan first in really a solid form to make 
sure that when you go and when you do publicity that it has the kind of effect that you 
want.  So therefore, so I do that same thing for my clients as I do in a course that’s the 
three parts of publicity.  And that is the first part which is the Sell Yourself Without 
Selling Your Soul e-course and that is really the foundation of how you set a publicity 
plan and also how you pitch the media.   
 
And then the second part is the sound byte course which is what do you say when you 
get the call to pass the audition.   
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And the third part is how do you turn an appearance in to sales.  So it’s those three 
parts.  So when women want to do that where they want to play they really want to grow 
their business and when they said what inspires them to say yes, it’s when women 
really want to step into the spotlight of their lives and take their one seat, they may be 
scared, it doesn’t matter.  I mean everybody is scared, everybody, even my clients at 
the top level.  So let’s just put that on the table.  Everybody is scared to go to the next 
level, whatever that level is.  So it’s the willingness—what’s that?  
 
Lisa:   I include myself. 
 
Susan:  Myself too. 
 
Lisa:   Yeah, like I know that there are times when I’m being called to lead to my 
next level of reach or contribution, and I can feel it but the scary part is I usually don’t 
know how.  It’s like I start to see that it’s time but it’s so scary to get that feeling without 
knowing exactly what to do.    
 
Susan:  I love that you said that and it’s the same with me and I’m in a really big 
transition right now and the question that I just keep asking like I put it in my little dream 
head every night too is show me the next step, just show me the next step.  Like don’t 
show me the big picture.  Like a friend of mine just got divorced and she said to me, 
“Susan, I am so afraid that when I’m 60, I’m still not going to be in a relationship.”  I go, 
“Whoa, whoa, whoa, you haven’t even signed the papers to divorce yet.  Can we just 
look like five minutes down the road?  You’re like in a new apartment.  Let’s not go 
there.  Let’s not go.”  She’s 54.  I go, “Let’s not jump to when you’re 60.”  I go, “Let’s talk 
about the next five minutes, how you’re going to ground yourself, get your client worked 
on and relax a little bit and not panic about being alone for the first time.”  Right.  And so 
it’s just….   
  
Lisa:   Show me the next step. 
 
Susan:  Show me the next step. 
 
Lisa:   And it actually fits right in for what we’re talking about with conversation, 
my love.  It is the next step.  What is the next step a person, and a woman in this case, 
needs to say yes to for herself.  Right.  Sometimes, the next you do want to see the 
whole picture but sometimes it’s just show me the next action and sometimes the next 
action is your free gift or meditating.  And that’s where you and I are kindred spirits is 
empowering our clients to be able to inspire their potential clients to take the next 
action, whatever that is.        
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Susan:  I love the idea that action cures doubt.  It’s not that a new doubt won’t 
come up, but when you take the next step then you’re already in—you’re 
momentomized.  Once you start momentomize yourself, then things take a life on your 
own.  But the step after the step after the step is really important.  It’s that kind of daily 
practice…   
 
Lisa:   I love that.  That’s the best rewards I’ve heard… 
 
Susan:  Really.  Oh I just made that up on the spot.  I’m so pleased about that. 
And again, maybe a new doubt that pops up but it’s a fresh one, you know or it’s a fresh 
moment with the same doubt.  And that’s going to just not take that seriously because 
that’s just sort of the nature of—I thought this great thing that Susan Cain, she’s the 
author of Quiet, and it was like the creative process and it went something like this, “I 
write something out.  I created something fantastic.  I’m so excited I can’t wait to get it to 
the world.  I’m a piece of shit.  This is the worst thing ever.  I don’t know if this is ever 
going to work.  No, this is brilliant….”  And it goes on and on and on like that.  And I 
think that is just the nature of creativity and the nature of creation when we’re doing 
something new that that’s just to accept that as part of the process that when it rears its 
head it’s ugly and it comes slamming us in the face.  And it’s like, “Oh okay, there you 
are again.”   
 
And I come across this every single day in my aikido practice, my Japanese martial arts 
because it’s so challenging for me.  And my motto is keep training, that’s it.  Because in 
the training and in the doing that the transformation takes place.  It’s not in the thinking 
about it.         
  
Lisa:   It’s perfect.  I love it.  And obviously that must have something to do with 
how you almost but didn’t actually get sold in to slavery, by the way.  You must have 
been taking the right action because you’re here now. 
 
Susan:  I am here.   
 
Lisa:   Are we going to be able to find out about that or do they have to grab your 
free training gift to find out?  
 
Susan:  It’s not in my free training gift.  But one of the reasons… 
 
Lisa:   Well, then you better give the Reader’s Digest version because you can’t 
leave us hanging there. 
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Susan:  Yeah.  Well, the reason I put that in my bio too is just too, which is what 
we’re talking about is to not just give the standard, you gave all of my standard creds to 
know that I’m someone who’s done what I said that I do and I wanted you to get a little 
taste of my personal life, something that you wouldn’t know or that’s in my wild bio, 
something that’s going to like turn your head, perk you up.  Part of the whole process of 
both publicity and delighting people with your presence is to chime in with the 
unexpected.   
 
Like when people, the media appearances and they’re so afraid because they’re going 
to be caught off guard.  Well that is the job of the host is to actually catch you off guard 
so you’ll say something spontaneous and interesting because they don’t really want 
your planned responses.  Right.  We want you to have planned responses but we want 
them to be fresh sounding.  And we also want real freshness.  So that’s a way to like 
bring real freshness in to it and I may not even tell you about what actually happened.  I 
may just leave that to your imagination.     
 
Lisa:   It’s kind of fun having you leave it there.  So in that vein, any quick tip on 
just turn the other way because this doesn’t work with women, or this doesn’t work with 
me as far as the no-no’s and maybe from the PR perspective or just from personal 
experience, any ways you can save us from what you’ve either tried or experience 
yourself?  
 
Susan:  Well, I would use the expression ‘go with’.  Lots of times, when women run 
in to trouble, we resist against and this is a basic principle of aikido.  This is like verbal 
aikido is when someone gives you something to push against, you just let it go by you 
and you go with.  So when you offer no resistance and it’s the same thing in the sales 
process when you don’t give people anything to resist against, then they move forward 
with you.  So it can be as simple as acknowledging what someone’s doubts are like in 
the sales process.  Well, here are the reasons why you may not want to come with me.  
And those can also be things that are really important to you and I recommend that they 
are.  Like something that’s really important to me and the people who I work with 
personally is you’ve got to move fast and put in to action what I tell you.  If you’re not 
that kind of person and you go, “I want an appointment once a month,” you’re not for 
me.  I can tell you that.  You’re not for me and I don’t want to work with you.  And I want 
to be really clear about that.  So it’s much about my list of what I want and putting that in 
to the sales process too.  Like you’re going to love this if but you’re not this kind of 
person or you have these kinds of things.  So to be honest about that and not to try to 
sort of push people in to something that may not be a good fit, to me it’s all about finding 
the right match, energetically as well as stylistically because the point is that if 



 

 

Pa
ge
16
	

somebody buys your product and it’s not a match for them then they’re not really happy 
and then you have an unhappy camper instead of a happy one.  
 
Lisa:   Yeah. 
 
Susan:  And we want all happy campers.  Does that answer your question?  Is that 
what you’re trying to get at?  
 
Lisa:   Yeah, it really does and it’s so beautiful because it makes the perfect loop 
back to where we started about your presence.  And all those things, everything that 
you’ve shared, everything from your presence to taking credit where credit is due and a 
formula for being able to do that, to being realistic like to being honest and I love the go 
with instead of resist against, instead of pushing and fitting round and peg into a square 
hole.  I mean it all fits with exactly what you said about conversion which is congruent 
from the website to what you say so it’s a beautiful marriage.  We may never know what 
happened with that Bedouin Sheikh and those 10 camels but what we do want to know 
you’re able to share so much in such a brief period of time.  Imagine if we could get our 
hands in your work even deeper and we can.  So I just want to share with everybody 
that Susan Harrow has set up at Selltowomen.com/susan a special opportunity for you 
to experience a webinar with her entitled Five Ways to Double Your Income With Media 
Appearances in the next 90 days.  And like I said, I’ve had the opportunity to 
mastermind with Susan.  She’s brilliant.  I’ll let her tell you a little bit more about what 
you can find there and again, you can find it at www.selltowomen.com/susan, S-U-S-A-
N.  Tell us a little bit more about the webinar and I recommend everybody that you get 
your hands on this today. 
.  
Susan:  Absolutely.  Publicity is the fastest way to grow your business that exists 
and that is even true in the social media world today.  It’s faster than anything including 
podcasting which is probably the second fastest.  And you can start really small like with 
the podcast or with the blog because when you first start, you don’t to over ambitiousize 
yourself like going for Oprah Super Soul Sunday or The Today Show.  You can warm 
up.  You can get some practice.  You can get eased in.  So for all of you who want to 
get your offer out there, the fastest way is through publicity and even a small channel 
can make a transformation to your business overnight.  And what I’ve seen with the 
clients that I worked with personally as well as the people who have taken my courses 
is that they double and sometimes triple their income in 90 days, sometimes without 
even doing publicity.  I was working with one of my private clients who actually is a 
publicist but she wasn’t doing much publicity and she said to me and this was after and 
she was very reluctant to jump in with me as a private client, and what she said was, 
after the first month check in because I’m like, “I want you to be ecstatically happy with 
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working with me and the first month, she said I looked at my bottom line ledger and I 
had thought I had made a mistake.  I thought I had doubled or tripled it by accident,” 
because she said, “I had a ramen noodle mentality.  And what I found after working with 
you for one month, I tripled my income.”  We just made a few changes to her website 
and to some of the packages and created a couple of new packages and she 
implemented them which is that action step.  So we haven’t even gotten to the publicity 
part yet.  And that’s what’s so beautiful. 
  
Lisa:   You’re setting her up to be congruent and that’s what’s beautiful about… 
 
Susan:  Exactly. 
 
Lisa:   … in line with everything that you shared.  Wow, Susan, thank you for 
openly sharing and letting me be nosy, sharing your step by step, the lessons you’ve 
learned, the process that you’re in, your vulnerability, it’s so attractive and magnetic.  
Thank you for the free gift that you put together for everyone that wants to experience 
you on the next level even deeper.  Again it’s Selltowomen.com/susan.  It’s really an 
honor to have you in the series and I learned a ton.  I got two pages of notes ready to 
implement suggested activity action sheets for our VIP upgrade package and I do want 
to say for all of you listening, if you haven’t treated yourself yet to our VIP upgrade 
package, this is where you’ll get mp3s, all of the interviews with our master teachers 
that was originally 12, I believe we have 16 in the series now because the teachers 
have been like “I need to be in that.  I have something to say.”  You get transcripts of 
every interview.  You get my personal action sheets that I use for myself and my team, 
that summarizes the step by step secrets of each teacher and you get it all right away 
and if you grab it for yourself today, you save $100.  It’s $97 instead of the 197 after this 
training is over.  So I highly encourage you to have amazing training like this from 
Susan Harrow today in your success library forever.  You don’t know when that PR 
opportunity is going to come.  So you want to be confident, right, confident and ready.  
We are in the confidence business for sure.  So thank you everybody.  Congratulations 
on being here with us today.  Stay tuned.  Check your email for our next scheduled 
master trainer, and Susan, again just a huge heartfelt thank you for all that you shared.  
 
Susan:  Thank you so much, Lisa, for you and your work in the world and the 
beautiful community that you have created.  I know there are so many people who 
appreciate you and I am one of them. 
 
Lisa:   Ah, thank you.  Thank you.  I appreciate that.  Again, it’s 
Selltowomen.come/upgrade to be able to have the recording and transcript as well as 
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the action sheet for Susan and all of the amazing master teachers that we’re hearing 
from.  B-bye everybody and again thank you, Susan. 
 

 

   

 

 

 

   

 


