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Host Lisa Sasevich – “The Queen of Sales Conversion”  
Introduces Wendy Stevens 

Lisa Sasevich: Hello, and welcome back to our How To Sell To Women live virtual 
training. What an awesome kickoff we had to our morning with Margaret Lynch, and we 
are continuing in day three with this powerful lineup of master trainers. Make sure 
you’ve got your pen ready and your full attention. 

This is your host, Lisa Sasevich, the Queen of Sales Conversion, and founder of The 
Invisible Close sales system. Congratulations on doing whatever it took to be here again 
today on these calls. It really symbolizes your deep commitment and investment in 
yourself and those you serve.  

As you know, you’re in the right place today to learn how to attract, inspire, and 
influence women buyers right into your business. 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. Each one has generously agreed to join me during this training, pull 
back the curtain, and share their gift of what they’ve learned, on the course. And also, 
before we conclude just a reminder, that each one will share a very special 
complimentary gift with you that you can use to take their teaching even further. So 
make sure to stay tuned. 

Right now it is my honor to introduce to you Wendy Stevens. From coaching Division I 
championship sports to achieving multiple seven-figure success as an Internet 
marketer, Wendy Stevens is one of the premier Internet income coaches in the world 
today. An internationally recognized speaker, marketer, and mentor, Wendy has trained 
and inspired thousands of entrepreneurs in the direct sales and network marketing 
industries. 

A former All-American in lacrosse for the NCAA Division I national champion University 
of Maryland, Wendy became the first coach of the women’s lacrosse program at 
Vanderbilt University, building them into a nationally ranked powerhouse in less than 
two years. 

Today Wendy Stevens is the CEO of Local Guerrilla Marketing. She recently co-
authored Guerrilla Marketing Remix: Best of Guerrilla Marketing, with marketing legend 
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Jay Conrad Levinson, and continues to coach budding entrepreneurs around the world. 
She uses that same drive for excellence, peak performance principles, and passion for 
coaching to mentor entrepreneurs into achieving championship-level success and 
prosperity. 

And she happens to live where I was born. Not in the same house, she’s got a much 
more in place, but in Miami Beach. And she’s a proud mother of her kids Bo and Haley, 
two 20-something’s that are out there tearing it up  just the way Wendy has. 

And I do have to say, I’m going to hold her back for one more minute here, one of the 
reasons I invited Wendy here—there are so many—is that her platform, she really is an 
expert on specifically guerrilla marketing to women. And so being the Queen of Sales 
Conversion I’ve met the queen of marketing to women and I just am very excited to be 
her student today and be able to just bask in all the strategies that are really helping her 
to bring in amazing leads, have ton of sales, make a ton of profits, and I know she’s 
going to share generously. 

Thank you, Wendy. Welcome! Thank you for being here. 

Wendy Stevens: Yeah. Lisa, thanks for having me. I was just thinking I feel like your 
favorite bookend. You’re my favorite bookend. You’ve got to have enough traffic, and 
then you’re the queen of converting them so it works for me. 

LS:   Yeah. It’s a perfect marriage, I have to say. We have so many other 
great ways that we’re connected, you guys should know. Wendy and I are getting the 
opportunity to work really closely together. She is killing it in our Sales Authenticity and 
Success Mastermind program, taking her strategies and our strategies and putting them 
together. And just really having record breaking, breakneck speed success in being able 
to help other people.  

And it’s funny, because those of you that were with me yesterday, we had Ali Brown on 
first thing in the morning and I participated in her high level mastermind. We have sort of 
like this amazing chain of women supporting women, lifting as we climb and being 
awesome together. Wendy, love what you’re doing and am honored to get to 
experience it at close range.  
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WS:   Yeah. Lisa, look at this. You’ve got the hand off of the baton from 
Ali. I haven’t even met Ali Brown yet. I’ve had the privilege of you bringing one baton, 
then you passing me. That’s legacy success. One successful woman entrepreneur, one 
at a time, around the globe. That’s what you’re up to and that’s why I’m here, Lisa. 

LS:   Let’s make sure people totally get a clear picture of what you’re 
focused on and the transformation that you uniquely offer with your work. And 
specifically with your focus around marketing to women. 

WS:   Sure.  

Well, you know, Lisa, I actually really kind of stumbled into where I am. I’ll have to say, if 
I’m authentic, completely by accident. I was very much the broke, struggling single mom 
about 90 days from losing my house. I did not have, Lisa, any traditional business or 
marketing background at all.  

The short version of the story is I came home one day, musing along, trying to figure out 
how to balance and juggle it all. And I remember the VP of sales at a company I was 
doing some training for said to me, I was leaving early to pick up my daughter who was 
sick, pick her up from school, and actually said to me you know, if that happens again 
you might want to find somewhere else to work. 

At that moment I reached down and grabbed the dirt and just said as God as my 
witness this is never happening again. That was exactly the moment I made a decision 
to figure out way to be able to come home full-time with my kids. That’s how I backed 
into the online marketing world. 

I was looking for a way to not have to travel and be away from my kids. So I bumped 
into not one but two of the top Internet marketers in the country, and I jumped in. In 
platforms just like this, with experts that were very generous with their knowledge and 
expertise. I started to learn a little bit at a time, and that’s why it was so important to me 
to be able to show up and give back a little bit. Which has been your hallmark as well, 
which is why I’m so [inaudible 6:50] on what you’re doing. 

LS:   Awesome. Thank you. You have really been getting out there with 
just the hottest strategies for being able to track and market to women clients. I know 
you particularly are showing up super big in the stage of podcasting and video SEO, 
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which I’m really glad to have you share kind of how that particular [inaudible 7:18] the 
woman client and attracting her. What would you say, Wendy, in your current business 
that you’re doing now, do you market directly to women or do you market . . . 

WS:   I do. Kind of all people, and women happen to show up. 

LS:   How do you position yourself? 

WS:   I do position myself. In fact, my podcast is positioned at guerrilla 
marketing to women. In the past of working towards and empowering that group of 
women I have some very successful men that end up coming along, just like you do. I 
know, I’ve met them in your Diamond program.  

So I do focus on that because I am that mom that was really struggling, and I wanted to 
be home more than anything. The fact is, because I had so many people show up 
generously in my life, I wanted to make sure I gave back to that specific group of 
people. Because there’s so much on us, oftentimes, of women.  

Whether we’re still a part of care-taking our parents, our brothers, our sisters, our 
husband, wife, partner, whatever, children, you name it, there’s so many extra 
responsibilities, oftentimes, that we have in terms of our community, schools, families, 
and work. So often we’re preparing a proposal, maybe for a board, showing up for a 
fundraiser for our children’s school, sitting down maybe to do a little special tutoring or 
wipe a tear. There’s an awful lot tugging on our skirt sometimes, so it’s bringing home 
the bacon, frying it up in the pan, and definitely taking care of our relationship in 
between. 

So for me it was about giving back. So yes, I do position myself to market directly to 
women. In the path of that I have men that get it, and very successful male business 
owners that come along the way. Because they get it. 

The statistics are all out there. We know women total 85% of all consumer purchases. 
But what’s really stunning now is the demographic of baby boomer women controlling 
three-quarters of the nation’s wealth by 2016 according to MetLife. Even bigger trends 
are coming along and I’ve definitely found that podcasting, where women are so busy 
and multitasking and juggling so many different things, podcasting has a way. Because 
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the rise of the smart phone, to reach out and drop into that iPhone, that Android, and go 
with that mom or woman, career, single, grandmother, doesn’t matter.  

We’re all more mobile than ever, just busier than ever. So we can save time for that 
woman and help her save money, oftentimes, in the way that we serve in our 
businesses. Reaching out and connecting them through a podcast, and then through a 
combination of video, I have not found anything more powerful than the combination of 
those two. Even if it’s in support of some more traditional methods. 

LS:   It’s funny. Someone that we heard from earlier in the series, on day 
one, Natalie Ledwell from Mind Movies, we went for a walk. She happens to live in San 
Diego too. About a week ago, and we sat down and had some oatmeal at this little 
place before we finished up. What was really great is we were sharing what books we’d 
been listening to. 

It’s like the audiobook club. We were both saying oh and I love listening to this one 
because the author reads it, and then this one there’s a dialog, there’s two people. I 
know for myself I can really relate because my time for consuming and learning 
information is usually like a power walk a couple days a week. I’m in front of my 
computer screen a lot. My eyes don’t want to read. I want to hear and feel and be 
moving my body as I’m taking it in. 

So I can imagine that, particularly with women that are trying to strike a work-life 
balance and fill it all in, that this idea of podcasting and reaching people that way is 
really taking off. I would love to know more about what trends are happening with 
attracting women clients, marketing to women clients, both now and what you think it’s 
going to in the future. 

WS:   Yeah, absolutely. And I love Mind Movies. I have a Mind Movie 
from seven years ago still on my iPad. Every time I’m in a plane I go through that as an 
exercise in visualization. 

The point is that’s a great example, a Mind Movie, because one of the powerful things 
about Mind Movies is you can actually create the mind movie with images from the past 
of things that have actually happened, and then tie them in with images. Because I 
know you and I are going to keynote at that seven-star hotel in Dubai, I’m teasing for 
that. The point is you can trick your brain. 
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We know from Dennis Waitley, who coached Olympic athletes, the mind can’t 
distinguish between fact from fiction. Really. Not in the mind. So the mind movie, and 
I’m going to tie this in to video marketing and podcasting in just a second, because 
when we can condition our brain to accept a reality that is actually just a vision in the 
future. If we have enough repetition we can do that. 

The power of that and the way you can connect this when you’re marketing to women, 
is that our ability to build a relationship with a woman is unbelievably enhanced through 
video. We’ve all heard of that right? Four out of five people who watch a video online 
take some form of action. 

What if we create a real connection? Think about kind of a Hallmark moment in a video. 
Whenever we can create something real and authentic, and actually make a connection 
for that ideal customer or client. I’ve seen that masterfully take place, magic, in your 
room with the mastermind, etc.  

And that is really where we have the opportunity. Whether we’re a local business owner, 
I don’t care if you have a knitting store, when you can do a simple podcast or even just 
posting simple videos, your signature story on YouTube, making a real connection, is it 
really just about spindles and yarn and some needles? No. It’s about presenting that 
sweater to your granddaughter under the Christmas tree and she cries.  

There’s some really fabulous ways to bring that woman home to her connections that 
are important and matter to her. So if she’s hanging out in fishing ponds out there 
online, nine out of ten women when they actually go to a blog and they’re getting a 
recommendation about a product, nine out of ten of them the reviews and feedback they 
get from the blog influences their final decision, either yes or no. 

There’s some really powerful things to be able to include, and that means if I have a 
brand that I’ve got some positive recommendations or referrals on my blog, I want to 
include references to that in my marketing. Because women really, there’s three specific 
things that are important to all of us at some level, but they’re very important to us as 
women. 

One, we want to know what’s real. Right? We’re all tired of the over-hype and the over-
promising and the under-delivering. Really being real and authentic about what it is our 
products or service can actually achieve for that client is so important. And to be very 
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real about it in a sense that we’re not using that used car language is so super 
important.  

One, is it real. Two, is it actually going to help me? If you’re going to help me save time, 
be with my family more, be with my relationships the same way you multitask and you’re 
listening to books, if I can make it easy for my ideal customer or client to consume my 
content, what that means is you better make sure, number one your website better be 
mobile responsive.  

If your website isn’t mobile responsive run, don’t walk. Go get it done today. That is 
such an important massive transition that’s taking place. Everything’s moving mobile, 
including shopping, etc. And women being time-starved and having to do more with less 
oftentimes in this economy, that’s something that’s super important. 

Next, can I do it? Can I do, Lisa, what you’re offering to teach me? Can I really learn 
how to run a teleseminar and build a business at home with my kids. Well, you and I 
both know that’s totally possible. But she’s got to see that in the video, needs to feel it in 
the connection of other women being successful doing it.  

And then third is are you going to help me? There are lots of men that are like I can do 
it, they can ride off into the sunset and make it happen. Women are more likely to do 
that in community and in cooperation. It doesn’t mean that guys don’t cooperate, they’re 
just uber-competitive and built to go out there and get it done.  

When we can offer the support and connection of the community, whether it’s a forum, a 
Q&A session, an opportunity to meet with another group of women to work on the 
practical application of that service or product, now we’ve really got a home run. Those 
three things are really important, whether we’re manifesting that in video or whether 
we’re giving her a voice to give us feedback through a podcast. Because, in fact, more 
than 90% of women have raised their hand in the air that they like to participate in some 
kind of advisory form. Whether it’s a forum or an expert panel, they want to be able to 
share their opinions and their feedback. 

LS:   I’m wondering if we should back up and maybe even define what 
you mean by a podcast. There’s people that have a smart phone, but may not have 
found their way. And what you mean by video SEO, because we have people from all 
over the world with all different kinds of [inaudible 17:47], not everybody’s in our savvy 
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Internet marketing space. I want to make sure everybody can experience and tap into 
what you’re finding is this most important trend right now. 

WS:   Yeah. I know exactly what that’s like. I didn’t know the difference 
between an SEO or an IPO. I really truly didn’t know the difference 10 years ago. So a 
podcast, very simply, is an audio recording.  

An audio recording can be where it’s simply the host, I’d like to say it pontificating. 
Maybe just talking about a topic. This is a recording that then streams online in some 
format. The most popular place to be able to go and subscribe to a podcast is on 
iTunes, of course. There are more credit cards, 600 credit cards, 600 consumers, 
registered and ready to buy in iTunes. 

LS:   You mean 600 million, or 600,000? It’s more than 600. 

WS:   600 million. That’s more than Amazon. Bigger marketplace. 

You can either go and subscribe to a free podcast, there are also paid subscriptions. 
The majority of which are free, but you could go and consume for free. You could also 
launch one for free or paid. You can go either way. 

So a podcast is recorded audio. You can also do video podcasts, so there are two 
different ways. By far the most popular right now is a straight-up audio. 

Now, option number two is actually a video podcast. Right now, by far there’s much 
more audio content available than video podcast. But statistics definitely show us that 
video podcasting is hugely on the rise. But consumption of podcasts is by far much 
more dominant in the audio format. 

LS:   Gotcha. Because it’s just easier, right?  

WS:   Yeah, it’s easier to consume. There are a lot of people that are very 
excited about doing it and are producing more video podcasts, but then they’re stripping 
out the audio. For those who don’t know what that is it’s purely just pulling out the audio 
where someone can simply listen to a video podcast, rather than watch it. 

It’s exactly what you said. Your eyes get tired and worn out and if little Johnny or little 
Jeannie need dinner you can only spend so much time in front of the computer itself. 
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But, when I’m running Bo and Haley to their events and I can just have my earbuds in 
my ears it’s much easier to take in audio. So that’s clearly why that trend continues to 
really burgeon and grow. 

LS:   Yeah. It’s why we’re doing this on audio, and I still use 
teleseminars. Six-Figure Teleseminar Secrets is building one of our top-selling 
programs because we sell to women. We never just say women, but we attract mostly 
women, and very smart men we like to say. I know that my gals are running around, 
they’re at Target, they’re listening to my thing because it’s in the afternoon or they’re in 
London and it’s the middle of the night or morning.  

And so I really get it why it’s important that even if you’re going to do the video that you 
also offer the audio version. Which I think is a really smart tip that you just handed us. 
And can you give us the 101 version of what that means? You said earlier that when 
you use a podcast and couple it with a video SEO, not everybody knows what that 
means. It may be a second step after starting a podcast, but at least can you paint a 
picture? 

WS:   Absolutely. Because this is much more simple than it sounds. I’m 
going to give you the it’s so simple a cave-woman could do it version. 

The number one thing that I’ve found for new entrepreneurs is not paying attention to 
their own online presence, first and foremost on their name. Secondly on the name of 
their thing or their business. It’s not super difficult to do. In fact, I put the ABC road map 
on how to do exactly that in the gift that we’re giving the participants of How To Sell To 
Women. 

First and foremost it’s simply how do I take my name, so if I’m Josephine Smith and I’m 
launching a new business, I want to go out when someone goes to Google. Because 
when I talk on your teleseminar or at a local hotel, 80% of the people are going to go 
look up my name or the name of my business or my product right after that event. Think 
about it. We Google date. It happens all the time. 

You want to go out on your video, in simple video SEO’s, to pay attention to your name 
lining up, kind of like a sniper gun, you want to have your name in the title of the video. 
Then three times at a minimum in the description, and then to make sure the relevant 
tags—all that means is the third box down on YouTube and I’ve got a road map that 
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shows you exactly how to do it—to make sure you have your name repeated in all three 
areas. Title, description, tags. 

Then, don’t forget, the name of your product. If it’s Six-Figure Teleseminar Secrets, in 
fact, Lisa, you did a great job on this, I know your team did too, if you go look at the 
word teleseminar. Lisa’s right there and you can look at the recipe. Title, description, 
and tags. And again the gift walks everybody through all those details. 

It’s not as complex as it sounds. You just have to sit down and pay attention. 

LS:   Actually I’d love to say we did a great job, but, Wendy, you did a 
great job of getting teleseminars way up on the top of the search engine. Usually I like 
to wait till the end of the interview, but this is perfect timing. I want to keep asking 
Wendy some questions because she’s also just a master at inspiring clients to say yes, 
but let me just tell you. 

If you want to go over right now and just make sure to grab Wendy’s free gift, 
www.selltowomen.com/wendy, you’ll see that there’s no accidents here. She has put 
together Killer Video SEO Strategies To Grab Page One of Google, for you. I think I’m 
going to keep asking you more questions knowing that everybody can take it even 
further with you at www.selltowomen.com/wendy, Killer Video SEO Strategies To Grab 
Page One of Google. 

Anything you want to say about the gift before I take us even further? Because it is a 
great gift. Wendy used these strategies for us when I was launching Six-Figure 
Teleseminar Secrets last year. We use them for our Speak To Sell program, which now 
has over 2300 buyers around the world. She knows how to do it, and she knows how to 
show you how to do it. This is super generous. 

WS:   You know what? The reality is when someone looks up this event 
they’ll find those exact strategies. That’s how real and tangible what you share here is. 
Part of the point in just sharing this is look, I know Lisa and I know it’s your commitment 
too, the more entrepreneurs, the more women we help be successful, come home full-
time to their kids, really really make a difference around the planet with their expertise, 
then we can get on to solving bigger things in this world. And that’s what I know you’re a 
part of, and that’s why I’m here. 
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LS:   Awesome. I feel your partnership.  

And you know, one of the things that I admire about you is that you know how to sell. As 
I shared in your introduction you’ve inspired thousands of entrepreneurs in the direct 
sales and network marketing world prior to stepping into this iteration of Wendy 
Stevens.  

With all of that, and I know the network marketing world does also tend to be largely 
women, what have you found effective in inspiring women clients to say yes? I want to 
hear what works, and then a few minutes on the no-no’s. 

WS:   Definitely one of the biggest things that I’ve found for women to say 
yes is first ask. Right? Ask and find out. It doesn’t matter if I’m using Poll Daddy or 
Survey Monkey, or I’m in a strategy session, what matters is I actually discover. Go 
through that discovery process of what is the pain or problem that my customer or 
client’s looking to solve. 

When we learn what that is, of course that comes out in our copy in our email, it comes 
out in our copy in our mobile friendly website, all of those different places. Because 
really what we want, and what I’ve found effective, is for my female client to say that’s 
me. I see myself in that.  

Maybe it’s a parenting ebook or something. Boy, I just can’t take it when little Johnny 
falls down in the grocery store floor and has a fit. And now I see the transformation of 
these examples of these six testimonials of these women who now have transformed 
families because of the tactics in this parenting ebook.  

That’s a simple example, but when she says ah-ha, that’s me, I see myself in this, that’s 
why telling stories so that people can see themselves in what’s happening in our 
products or service or transformation, is so mission critical. That’s for sure. 

LS:   For sure. I wholeheartedly agree. And I love what you said about 
bringing up the this is so hard. And I know there’s men and women listening, men or 
women, just remembering that they know what matters to them. So I love that you’re 
bringing up Poll Daddy, or any survey tool, Survey Monkey, and ask. Ask your ideal 
client group what their pain or problem is. It’s such a simple point, but so many of us are 
out there guessing. 
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They’ll tell you what they want, and if it’s in your wheelhouse to provide it you’re going to 
just have so much more confidence going forward in knowing that what you’re coming 
to market with is what they’re desiring.  

Is there anything else you want to share about attracting or converting women clients, 
before we go to the no-no’s? 

WS:   Yeah, absolutely. The other thing is if I’m in a prospecting 
conversation or I’m interacting live with customers or clients, for any of us out there that 
are in those one-on-one conversations, be sure to actually mirror back. Meaning say 
back to your customer or client what you think you heard them say. 

Because oftentimes, I know as I’m training different business owners or salespeople 
and myself, I pick up times when I’ve totally missed my client. And then when they let 
me tell you what I really meant, and they come back and say it, and then I’ll reflect back 
to them. Okay, so I think I heard you say. And then they’ll go that’s it! Exactly. 

When I hear their voice go up and their enthusiasm change, now I know that I’m on it. 
Those two things first. 

One, I need my ideal client or customer to see themselves in my marketing. Then when 
I’m communicating, connecting with them I need them to get that I really understand 
where they are. Because then it’s about finding out how committed they are to then 
soling that pain or problem. And offering for them to choose. 

That’s one thing I love, absolutely love, about your training, is that it’s never about force. 
It’s always about providing environment where someone can make a powerful decision. 
I think when we really let people know hey, I’ve been there, I know how to feel, felt, 
found, the old adage of feel, felt, found, I know what it’s like to be where you are. I know 
what it’s like to feel the feelings of the pain that you’re in. And this is what I’ve found in 
the people, not only for myself, but the people that I’ve helped. Is that the way you’d like 
to feel? 

And again, I’m going to let my customer or client see that possibility for themselves, and 
then allow her or him to choose powerfully. I’m going to be the cheerleader in the stand, 
and literally say back to them hey, you mentioned to me that you don’t want to stay in 
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the problem of little Johnny throwing that fit in the floor. Is that correct? And what’s the 
impact if you don’t do this?  

And go ahead and let the silence fall and let them sit in the mire of where they’re stuck. 
And then show them the examples and the testimonials and the people you’ve helped, 
and that they can see that transformation for themselves.  

The final thing that has really crushed it for me, particularly, and I collect and call it 
guerrilla followup even though it sounds a little bit aggressive, I might continue to follow 
up with that customer or client seven different touches. According to SalesForce.com 
80% of sales actually take place after the seventh touch. 

Now, where I made the adjustment, is that in my followup sequences I am using more 
testimonials, references, referrals, video, and audio by the way, that my ideal clients can 
hear, touch, taste. Because they need to hear from the people I’ve helped, not me. Not 
me anymore. Now it’s all about them. 

Is it real? Can I do it? And is Wendy Stevens, or Lisa Sasevich, really going to be the 
person that can help me get there? When you can answer that question for yourself 
about your ideal customers and clients and put it in seven followup touches, now we’re 
really going to be building a long-term, sustainable business. And I love that that’s 
what’s being taught in the Sassy community. 

LS:   I appreciate that you’re looping back around, because earlier when 
you talked about building relationship and how you can enhance it through video, you 
said there were three things that are important to women. I’ve got all this on my action 
sheets for you guys, and one of them is are you going to help me. 

It’s so funny, Wendy, because I was intuitively sitting there thinking should I ask her how 
you show that you are going to be there to help? And you looped back around and you 
offered this strategy that one of the ways to do that is to make sure you’ve got a 
followup sequence, seven touches. Make sure that they see it’s not just a one day, you 
are going to be there.  

I think what I heard you say, I’ll try one of your strategies right now on reflecting back, is 
that that is how you show them. The tone, the message in those additional touches, is 
showing them that you’re going to be there and you’re going to help. 
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WS:   Exactly. And then one last great, this is in your vernacular, a leg up 
yoga move.  

LS:   That’s an advanced move on our Mastermind campus. We call 
them leg up yoga moves. 

WS:   I can’t help it, I love that. But this is a really great one. And that is 
after you’ve had a quarter where you survey those new sales, and I offered a half day 
VIP virtual experience with me on any area of marketing or business, I always offer 
something when I’m asking for feedback. And what I asked, and these were only people 
that bought after I’d met with them. In other words it was something in the followup 
sequence that caused them to buy. 

Now, we all can look in Infusion Soft or whatever tracking device you use, and if you 
don’t have one this is a great way to start. And that is to simply find out which 
testimonial was it, what was it in the email, or which video, or which testimonial was it 
that jumped out to you. And it shocked me.  

I have a specific client named Wendy in North Carolina I’ve worked with, and part of her 
testimonial was I was afraid, I was scared, I couldn’t afford to make a mistake, and 
Wendy came through for me. Like nine out of ten of the people told me that that 
testimonial was the tipping point for them. 

And I wouldn’t have known that unless I asked. 

LS:   At what point did you ask? Because that’s really great. I know you 
do a lot of that, putting out testimonials, paid studies. But how do you know which one 
you should be really featuring? When did you ask? In what point in the process or were 
you just asking as you talked to people? 

WS:   Well, I actually waited. As you know, Lisa, I launched a new 
business this fall. So I did it actually over the holidays. But I also asked how else could I 
serve. 

LS:   Were you having one-on-one conversations?  

WS:   No, no, no. I’m sorry, Lisa. I recorded a video and I sent it out to 
this list of new clients and asked for their feedback. 
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LS:   Cool. I love that strategy. That’s a great strategy. 

WS:   It was very cool. I was very surprised. 

LS:   Real quick, Wendy, and then I’ll make sure to make sure people jot 
down and go to get your Killer Video SEO Strategies To Get Page One of Google. Any 
no-no’s, that either you accidentally stepped on a landmine that you want to save us, or 
you’ve seen it done, or as a woman had it come at you. Any no-no’s? 

WS:   Absolutely. Yes. First. Don’t use pink. That’s definitely one of the 
biggest mistakes. 

LS:   No one’s said that yet. 

WS:   Yeah, to just go pink in things that you’re marketing to women is a 
huge mistake.  

Second, don’t assume anything. Particularly with a woman. When you’re inviting her to 
give you feedback, rather than just making an assumption, we really have a powerful 
place to really connect.  

Think about it. 90% of women would like to be on an expert panel or forum or give 
feedback. That’s telling us something big, Lisa, right there. 

LS:   Back to your theme on ask. You really want to ask, don’t assume. 

WS:   Ask her. She’ll tell you. 

LS:   I love it. That’s good. You can hear my action sheet just filling up 
with all your great advice. These are my favorite kind, simple and easy to apply right 
now. 

WS:   Actionable. 

LS:   Yeah. Like all your training is. Actual, on the court, real world. 
Division I level coaching. For everybody listening obviously there is this gold here. 
Wendy has generously offered to walk you through, step by step, how to understand 
and get on the court with Killer Video SEO Strategies To Grab Page One of Google. 
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There are lots of people, human beings, waiting for transformation with credit cards, just 
looking for you there. 

And to get that you’ll just go to www.selltowomen.com/wendy. I would grab it right now, 
while you’re here.  

Then, as a reminder, I have taken my action sheets here so I’ve got awesome success 
activities. That’s one of my gifts, to kind of break everything down. These are my 
personal action sheets that summarizes step by step by each teacher. You’ll get those 
MP3 recordings, because as we shared a lot here today we know you like to listen while 
you’re moving around, or you’d like to hear it again, or maybe you didn’t catch all 18 of 
us and the gifts we brought to you during the series. 

The transcripts, you can go back and highlight, take notes on the top teachings from 
each of our teachers. As well as every one of our teachers put together an incredible 
free gift. If you missed any of them when you do our VIP upgrade you can go back and 
make sure to capture them all. 

You go to www.selltowomen.com/upgrade and the fun part is that if you do it now you save 
$100. It’s only $97, less than half-price. If you wait till after the event is over it’s $197. If 
you already know, or you didn’t make every single one of our trainers, you can just 
invest in yourself with this awesome series in your success library forever. 

And again, it’s www.selltowomen.com/wendy to grab her Killer Video SEO Strategies. 
Whether you’re an expert Wendy can take you further, and if you’re just getting started 
it’s really smart to just immerse yourself in the step by step strategies because this is 
the trend and you want to understand what’s going on. You want to be able to speak the 
language. You might find you’re more ready to take advantage of this and 600 million 
credit cards waiting for you on iTunes than you thought you were. 

Wendy, thank you so much for always just giving giving giving. You’re going to be 
followed today by some more amazing teachers, Eric Lofholm, who’s a master sales 
trainer. Nicola Bird who created JigsawBox and also has a new movement she wants to 
tell you about. Linda Puig, who’s helped so many of us get on the map with our own 
newsletters and appeals to women and men, but I’ll tell ya, primarily women. And then 
ending the series with Mary Morrissey, who’s just a legend in the personal development 
world with her Life Mastery Institute. 
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More to come. Wendy, thank you for giving it all. You always show up fully ready to 
play, with your own tested strategies that you’re actually using on the court right now 
and that’s what I love. You’re not talking about it, lady, you’re doing it. Being an 
example. 

WS:   Lisa, thank you so much. My pleasure. Loved it. Thank you. 
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LS:   And now, with great pleasure, I’d like to introduce our sponsor. A 
survivor of clergy sexual abuse, Esther Hatfield Miller transformed from victim to 
survivor and emerged as a thriver. Using her uniquely crafted five-step Heal Yourself 
System: Moving From Chaos To Calm, Esther now teaches others how to do whoop-
ass healing on their trauma from sexual abuse, child neglect, domestic violence and 
victimization, and to live a powerful, calm, and drama-free life. 

Educated at the University of Southern California, New Mexico State University, Texas 
Tech University, and California State University at Northridge, Esther tweaked and 
implemented university-level strategies, tactics, and processes to begin to heal. Esther’s 
personal journey has been featured in media and press events to include New York 
Times, The Wall Street Journal, USA Today, the L.A. Times, the Orange County 
Register, Huffington Post, ABC, CBS, NBC Television, Fox News, Sky News, 
Telemundo, and other venues throughout the world. 

Esther has been actively speaking with media outlets, speaking on behalf of those 
victims who still haven’t found their voice. She’s been involved in speaker series at 
colleges and universities, lecturing about the crime of clergy sexual abuse and the 
process of grooming. Her continued goal is to raise awareness to prevent future sexual 
abuse and restore justice for all victims. 

Esther is a grandmother of three, mother of two adult daughters, and wife of one. You 
can find Esther briskly walking the dog beach at Huntington Beach, California, along 
with her hubby Bruce, and sometimes even with her malty-poo grand-dog Harry 
Connick, Jr.  

Esther, welcome to the call. Thank you so much for being our sponsor for How To Sell 
To Women. I’m honored and I’m so inspired by the work that you’re doing. 

Esther Miller: You’re welcome. You know, Lisa, there’s a quote people listening 
might really be able to jump start their own transformation, and it’s this. Metanoia, it’s 
the journey to changing one’s mind, heart, self or way of life.  

That pretty much sums it up. 

LS:   So the term is metanoia. Yes? 

EM:   Yes. 
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LS:   Wow. I’ve never heard that term before. Tell me one more time. It’s 
the journey? 

EM:   Of changing one’s mind, heart, self, or way of life. 

LS:   Wow. That’s so powerful. I don’t know how that word has escaped 
me for all these years. I’m including it now. Wow. Tell us how metanoia related to the 
work that you’re doing in the world and the unique transformation that you’re providing, 
primarily for women. 

EM:   Well, one of the things that I teach in my modules and my private 
one-on-one clients is that I use humor, whimsy, and insight to mentor sexual abuse 
victims to move move from chaos to calm. So it’s a process, back to metanoia, of 
changing their mind, their hear, their self, their way of life. You can’t get from chaos to 
calm unless you do these things. 

With me they learn to do self-healing. They learn to deal with their trauma triggers. They 
learn to have a powerful, calm, and drama-free life. 

LS:   Who are your clients, Esther? Are you serving primarily women? Is 
there a large population of men that need your help? 

EM:   Indeed, there’s both. You know, victims of abuse, whether it’s 
sexual, physical, emotional, we’re all tethered to pain. Men exhibit the pain differently 
than women do. The tools that I’ve learned and the tips that I teach them, they are 
actually learning to take them and implement them right away. It really transforms male 
and female.  

I teach differently to women than I do to men. 

LS:   Gotcha. Yeah, it’s interesting how I noticed it myself when I was 
introducing you. The assumption in the wider knowledge is that women would be the 
victims and your clients, but you’re right. The abuse is spread across both genders. 

EM:   Indeed. 

LS:   With your amazing work in the world, and I know you do your work 
around the world, we have people listening, both men and women, that are wanting to 
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attract more women clients specifically, on this series. Like you they’re doing this 
amazing healing and transformative and important work in the world. I’m just so blessed 
to be able to talk with you today and learn from you.  

In sensitive areas like this, like abuse, what are some of the ways that you reach out 
and attract women clients? It’s obviously such a sensitive topic you don’t just stand up 
and say hey, raise your hand if you’ve been abused. Right? 

EM:   Right, right. I use the principles that you teach in how to be 
powerful and to close sales and not being salesy. The confidentiality part is vital for 
sexual assault and domestic violence and neglected victims. So I establish this right up 
front. Especially in a strategy session, Lisa. 

In our New Me discovery session I take my laptop around my home office to ensure the 
confidentiality. I have them peek into my world and say look, this is where we’re at, 
there’s no one else here. Bruce isn’t going to walk into the room. I close the door. They 
see me using steps to ensure the confidentiality. 

LS:   Wow. You show them with your camera? 

EM:   Yes. 

LS:   You show them around your environment. Wow. I’ve never heard 
that before.  

EM:   Yeah. I need to establish that confidential ground. And then I do the 
very things that you teach us about. The vulnerability, the credibility. I talk about the 
pain and the hope.  

The vulnerability part, my humor and whimsy that I use, it helps to be the comic relief for 
them. They can just be relaxed with me because they resonate with me being all jacked 
up. Right? I don’t need to impress them. I just want to chat with them like they’re my 
best girlfriends. 

So then I do the other piece, the credibility. Because my story has been featured in so 
much of media, like you read in the intro, people have seen the tormented me. They’ve 
seen my tormented self. There’s photos out there of me right after my legal case settled. 
I was part of one of the largest global civil settlements in church history. I don’t overly 
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promote my master’s degrees from USC, or bachelor’s of science and all that blah blah 
blah stuff. They don’t want that. 

They want me. They want my authentic me. The raw me that stands upright in my truth 
bucket before them, especially when I’m doing a press event, webinar, or speaking from 
a live stage.  

I couple the confidentiality, the vulnerability pieces, the credibility, and then the last thing 
that I use to attract people is pain and hope. I talk about my pain and I talk about my 
hope. I talk about their pain and I talk about their hope. I let them know that I really 
really really walked the torn and tattered path of suffering.  

It’s embarrassing, but I tell them. I’ve had four marriages, 28 jobs, and I’ve survived with 
authority conflict issues just like they have. One of the things you’ve taught us along the 
way is to align myself with them, that I really know about them. I know the shame, the 
blame, the guilt of suffering and surviving abuse. 

I start to connect with them at a soul level. I know that sounds woo-woo, but it’s true. 

LS:   No. Really. In fact, I want to give you an A+. For those of you 
listening, Esther says doing your work, so a lot of what she’s talking about is right out of 
a program we have called Speak To Sell where you do learn to put your vulnerability 
and your credibility, and I love it. You’re talking about it, but you’re also doing such a 
beautiful job right on the course. A+, my friend.  

EM:   Thank you. 

LS:   We’re change agents that want to get our work out in the world 
without being salesy. And your heart is so evident in what you’re doing and your story 
has created your work in the world, and it’s just such a gift.  

If you speak somewhere, for example, I know you speak all the places I mentioned. TV, 
radio, stages, colleges. What is the message? For those listening that do have more of 
a sensitive topic, we can say raise your hand if you want to learn how to speak from the 
stage and that’s not a big deal. How do you confidentially attract a potential client to 
take the next step with you? 
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It’s like even just sitting there filling out a form to talk with you might feel exposing to 
somebody, I would imagine, in a public setting. Just curious what you’ve done over the 
years to make that secret route that people can reach out to you. 

EM:   I use props. It’s the very thing that I used to have my kids do when 
they would go to private school and they’d give a report about George Washington. I 
dressed them up in this white wig and the whatever, and they’re like Mama, you’re not 
going to let us do this. I said oh yeah, you’re going to get their attention by doing 
something goofy.  

That’s what I do. I have this big hat that’s a train wreck. And so I start out, is your life a 
train wreck? And then I move to the other hat and I put it on, and I say are you a hot 
mess? And it’s got these red flames coming out of it.  

LS:   I have to tell you, I know queen Esther. I’ve gotten to know her as 
we’re now in our year-long Sales Authenticity and Success Mastermind together. And 
you are that much fun. You are that much crazy. And it’s a beautiful combination 
because really, if you took what you were doing, obviously it is very serious, but if you 
approached it with too serious of an attitude people could go running for the hills. It 
would just be overwhelming I would imagine.  

So it’s a really beautiful combination that you strike. You’re educated, you know what 
you’re doing, you’ve been through the healing yourself. And you give people a place 
they can breathe and heal. It’s so fabulous. 

Are there any no-no’s that you’ve experienced as a woman, or just for our men and 
women listening, when it comes to reaching out to serve that woman client? Anything 
that’s happened to you that’s a no-no, or maybe that you’ve tried that you’re like oops, 
not going to step on that landmine again? 

EM:   Right. And that is about perfection, expecting perfection. You know, 
when I started playing piano my mom used to say Esther, practice makes perfect. And 
that’s not true. Practice means progression. It doesn’t mean perfection. 

And so if we cannot have people expect perfection from us and that they want to work 
with us even in our imperfect self, that’s really freeing. 
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LS:   That’s so good. There’s people listening that I know would love to 
learn more, and obviously this is a fabulous venue for confidentiality, right? Because 
we’re listening [inaudible 53:09]. So it makes it very easy, which is another reason I 
think it’s just such a beautiful gift that you’ve chosen to sponsor this event so that you 
could have the exposure and get your work, your blessing, out in front of the folks 
listening who need it. Both men and women. 

If you’ll follow me over, Esther has prepared a special gift for those of you that would 
like to learn more. You can find it at www.selltowomen.com/esther. It’s her Sexual Abuse 
Trigger Breakthrough Blueprint. Esther, can you tell us a little bit more about who this 
would be right for and the difference it can make for them? 

EM:   Yeah. The trigger mental mindset from Trigger Breakthrough, you 
need to have a mental mindset that sets the foundation. Even if you haven’t been 
sexually abused this crosses all barriers. So maybe you’ve had an employer before that 
was just mean and nasty to you, and you’re triggered by the perfume or their hand 
mannerisms. 

I start teaching about the trigger breakthrough, the mental mindset shift, that they can 
make now. And in the Blueprint it also talks about the steps of being awake and aware. 
Because nothing can happen if we’re not aware, but especially for victims of neglect, 
child abuse, sexual abuse, domestic violence, they can’t get to awareness because 
they’re not awake.  

The two words, awake and aware, differ by one letter. The K and the R. You need to 
awaken yourself first, and then to have an awareness, to make a shift. So I teach about 
that at the Blueprint.  

And then it’s just so powerful, these little nuggets. They’re applicable all the way 
through. 

LS:   Absolutely. Awake and aware, I can see obviously that can service 
to our whole life. Is it powerful for folks where they’re listening, maybe they haven’t had 
something that they would outright label as sexual abuse, but maybe they have a sense 
that something happened. It might not even be super conscious in their memory. Would 
it also be powerful for them to work through the Sexual Abuse Trigger Breakthrough 
Blueprint? 
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EM:   Right. Because in part of the system that I teach, that the healing 
secret to know how to make victims victorious, is that we can’t do it alone. We need to 
do it together. Collectively. We can learn from each other, we can apply what we’ve 
learned from each other, and then we can start soaring and become victorious. 

There’s some keys, mindset, and steps in the actual blueprint. I’m very systemic when it 
comes to this. I guess that’s what my overly educated self does is put it all together so 
it’s easy. 

LS:   It’s a beautiful combination. Brilliance, education, beauty, fun, 
healing. So for everybody listening, make it clear right now, this is a complimentary gift 
that queen Esther put together specifically for us. It’s at www.selltowomen.com/esther, and 
again it’s her Sexual Abuse Trigger Breakthrough Blueprint. 

And just as a reminder, if you’d like to own the whole series and receive the free gifts 
from all of our speakers and all of our sponsors, the transcripts, be able to listen back 
on the MP3, maybe you want to take it on your power walk in the morning and kind of 
spread it out, each week get empowerment like what we’re having here, you can also 
do that easily at www.selltowomen.com/upgrade. If you do that today during the series 
you’ll save $100 and get the whole thing for just $97. 

Esther, thank you. The work that you’re doing is so critical and like I said, it’s just an 
honor to have your perspective and in this sort of confidential environment be able to 
get your work out to the men and women listening who could really use that trigger 
breakthrough. 

EM:   You’re welcome, Lisa. And remember, we can all metanoia. 

LS:   I love it. My new favorite word. 

Thank you so much, everybody. I know it’s been an amazing morning and we’ve still got 
an amazing afternoon lined up. So please make sure and check your email for this 
afternoon’s lineup, which will be starting at one o’clock Pacific with Eric Lofholm. 

Thank you so much again, queen Esther, and I will see you all on our next call. Bye bye. 

 


