
 

 

Pa
ge
1	

Host Lisa Sasevich – “The Queen of Sales Conversion”  
Introduces Eric Lofholm 

 

Lisa Sasevich: Hello, everyone, and welcome back to How To Sell To Women live 
virtual training. This is your host, Lisa Sasevich, the Queen of Sales Conversion and 
founder of The Invisible Close sales system. 

Congratulations on being here with us. This is day three, we’re at about the halfway 
point. We’ve had some incredible interviews this morning with Margaret Lynch and 
Wendy Stevens. I’m so full with everything that I’ve learned. And I have no doubt that 
after we get a chance to speak to this next amazing guest, who I’ve been wanting to 
learn from for a long time, I don’t know, my cup might run over. But we’re going to keep 
going for it. 

You know that you’re in the right place if you want to learn how to attract, inspire, and 
influence women buyers into your business. As a reminder all of our master teachers 
have been selected because many of them have made millions by knowing how to 
honor and serve women at the highest level.  

And, the best part is each one has generously agreed not only to share their best tips, 
strategies, secrets, really what they’ve learned, but also before we conclude each will 
share a gift that you can use to take their individual teachings even further in your 
business. 

Today it is my honor to introduce to you Eric Lofholm. Eric is the president and CEO of 
Eric Lofholm International, Inc., an organization he founded to serve the needs of sales 
professionals worldwide. 

Eric began his career as a top producing sales representative for three different sales 
organizations. His consistent track record of regularly outperforming his fellow sales 
reps earned a reputation of success that follows him to this day.  

Many of America’s top companies hire Eric regularly to train, motivate, and inspire their 
sales teams. His clients have added millions of dollars in sales to their record after 
attending Eric’s energetic and groundbreaking seminars. In fact, he has trained sales 
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people from hundreds of companies including Century 21, Wells Fargo, Microsoft, 
Prudential, and Toyota, just to name a few. Even Anthony Robbins turned to Eric to 
increase his sales results. Eric trained Tony’s trainers over a two year period. 

Eric has delivered over 1500 public and private presentations and now we’re going into 
number 1501. Just kidding. Welcome to the call, Eric Lofholm. 

Eric Lofholm: Lisa, I’m excited to be here. How you doing? 

LS:   It’s so great to get to finally learn from you and talk with you 
directly. I know we’ve been just kind of like in the same spaces and bumping into each 
other, but not. And I have to say this is kind of like a selfish treat to myself to get to hear 
your wisdom, and especially on this topic. You’re a sales master for sure. Your 
reputation precedes you. 

For some of our listeners who may not have had the opportunity to meet you and learn 
from you yet, maybe you can tell us a little bit about yourself and how you got started in 
the sales training industry. 

EL:   I actually broke into sales 21 years ago. I was terrible at it. At the 
end of my first year I was the bottom producer at the company that I worked at. I missed 
quota two months in a row. They brought me into the office, the manager did, and was 
like you know, Eric, selling is not for everybody, it’s probably not for you. You’ve got one 
more month or you’re out.  

That’s how I got started in sales. I met my first sales mentor, a gentleman named Dr. 
Donald Moine, and I affectionately call him the Obi-Wan Kenobi of sales training. He’s a 
true master at it. He taught me his system and I hit the quota, which was $10,000 in 
gross sales. I did $10,500 that month, made quota by one sale, and the following month 
I did $51,000. I went from worst to first in 60 days once I was professionally trained. 

I was born with a gift, and every one of you listening right now, you were born with 
unique gifts and talents. And the gift I was born with is the gift of teaching. Once I had 
Dr. Moine’s system I started teaching it to my co-workers. Not for a fee, they weren’t 
clients of mine, I was just helping them for the joy of training. And I started producing 
some really outstanding sales people in my early 20’s. 
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I then went and worked for Tony Robbins for three years and got inspired by working for 
Tony. Then a little over 15 years ago I branched off and started my current company, 
which is all about teaching sales systems to people all over the world. 

LS:   Awesome. I love that you have. Given that you worked for Tony you 
clearly have both the business and sort of that personal development background, 
which I think is a great combination. Especially today as we talk to selling to women. 

I’m curious. You said you weren’t so great at it when you started. Many business 
owners, we have a lot of entrepreneurs on the line today, are intimidated when it comes 
to sales. Can you share any ideas about how to add value to what you’re trying to sell? 

EL:   Well, the thing in our culture, there’s a stigma to selling. People 
who are listening right now, let’s say you’re an entrepreneur, you don’t view yourself as 
a salesperson. Yet you’ve got to drive revenue in your business. If you walk into a sales 
presentation and you’re uncomfortable with the idea of selling it’s really an uphill battle. 

What I like to help people with is teaching them a shift in thinking. It’s actually a 
paradigm shift to let go of resistance to sales and learn how to embrace sales. With the 
personal development concept, very simple idea of things only have the meaning that 
we give them. So if you make sales mean arm-twisting, high pressure, manipulation, 
you’re going to be uncomfortable doing it. 

I teach people to sell by serving others. I know that you do a tremendous amount of 
work with people helping them with their sales, and you probably find this true as well, is 
that many of the people you work with when they first start with you they’re 
uncomfortable with the whole idea of sales. Do you find that to be true from your view? 

LS:   Oh for sure. Absolutely. We say we help you sell without being 
salesy, and I think that is the top fear. People don’t want to be pushy or salesy. They 
don’t want to go in with a good intention and then be viewed poorly. 

EL:   Exactly. I approach it in a similar viewpoint of let’s just go in there 
and serve. I teach selling equals service, sell from honesty, integrity, and compassion. 
Selling is about leading, selling is about moving people to action. Because at the end of 
the day we still have to close. We’ve got to move the prospect forward. But if we can do 
it in a way that’s comfortable for us. 
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A lot of the initial work that I do with somebody is working on their mindset, to just get 
them comfortable with the whole idea of sales in the first place. 

LS:   I believe you shared with me your business is serving about half, 
maybe you have an equal number of both men and women clients that come to you for 
sales training. We have men and women listening that would like to increase the 
amount of women that they serve, because all the statistics these days are showing that 
women are, even in a dual income household women are making a lot of the buying 
decisions. So they might be commanding 80-86% of the total dollars of the household.  

A lot of big companies are focusing on women. I know that you shared that you trained 
some companies that have quite a few women, both in the company and are selling to 
women. I believe Mary Kay, is that one of your clients? 

EL:   Yeah. I’ve gone in and done talks where it’s 100% women in the 
audience, like a Mary Kay audience or going in and speaking to a women’s event and I 
come in and speak. So I’ve had experience selling exclusively to women before. 

Some of the things that come to mind that are important in selling to women, years ago 
when I was married somebody would come and sell to my wife and I and they might 
ignore my wife and think I’m the decision maker. They don’t realize no no, she’s the 
decision maker, so they’re building rapport with me and ignoring her. That’s kind of a 
given. Make sure if you’re selling to a couple that you’re building rapport with both and 
realizing that both people have different sets of needs, things that are important to them.  

One of the things that I’ll do when I go and speak to a women’s only group, part of my 
sales system is telling success stories. I was trained years ago that when you go into a 
sales presentation you prepare in advance what you’re going to say, the sequence 
you’re going to say it in, and a piece of that is what are the success stories that you’re 
going to tell. One of my clients, her name is Judy O’Higgins, and with my help she got to 
number 18, currently, in Sent Out Cards, a network marketing organization. 

If I’m speaking to a network marketing audience I will make sure strategically that I tell 
Judy’s story. I don’t say the company she’s with, because if I’m talking to Mary Kay I’m 
not going to mention Send Out Cards, but I’m going to tell Judy’s story because I want 
the audience to know that I can relate with you and I understand you and I have another 
client who’s just like you, and here’s some of the ways that I was able to help her. 
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I think that a specific idea that could be implemented is to have women’s success 
stories when you’re selling to women. 

LS:   That’s a great idea. We’re in the third day of the series and I 
haven’t heard that. But it makes so much sense, right? Because you want people to be 
able to see themselves in your success stories. I think that’s really great. 

EL:   Yeah. In that case, like with Judy, I can use that story to a women’s 
group. If it’s not network marketing I might just mention that Judy became very 
successful with a company and not bring up network marketing. If it is network 
marketing then of course I would bring that up. 

Another one of my client’s is a public speaker, a woman named Arvee Robinson. I was 
really instrumental in helping Arvee become successful with her speaking career. So if 
I’m speaking to coaches or speakers, and it’s primarily women, then I’ll tell that 
particular story. 

If men are in the audience too the story can be very very persuasive as well. There’s 
different ways to tell a story, but I think that it’s really important just in general, as a 
strategy, to go in to any sales presentation—front of the room, conference call, over the 
phone, face to face, whatever—and know the stories you’re going to tell. Whether 
they’re men or women’s stories, and that’s something I’ve been doing for years. It’s 
helped me make a lot of money and a lot of sales. 

LS:   I like that a lot. It makes a ton of sense. The social proof coming 
from someone you see as part of your same tribe is an awesome idea. 

When it comes to attracting clients, and specifically with an angle toward women clients, 
what are some of the ways you do that in your own business? 

EL:   Yeah. You know, I was thinking about that question before I hopped 
on the phone with you. My strategy is not so much tailored towards men or women. I 
just go out and serve people. Some speakers, they’re very focused on the woman 
audience, some are focused on the men audience. Both audiences resonate with me. 

My main attraction strategy for acquiring clients has been public speaking. For the last 
15 years my main approach has been give a talk a day. Like what you and I are doing 
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right now, this is like my talk for the day. I do that 20 business days a month typically, 
and that’s been a great strategy for me to attract in new people. 

LS:   You obviously needed to focus on getting booked that much, 
because that’s quite a bit of speaking. Do you have strategies around being able to 
make sure that you stay booked that frequently? 

EL:   Yeah. I’m a pretty frequent speaker. Not a lot of speakers out there 
that do it the way I do it. 

LS:   Yeah, I’m with you on speaking. I think it’s the number one tool, the 
ace in the hole, the unfair advantage for people who take the time to get that talk down 
and use it. I’m totally with you there, but I think that would be the first thing that would 
come up for people. Well, that’s great, how do I get booked 20 days a month? 

EL:   The thing is to think about where could you get yourself booked. So 
me being a sales trainer there’s a natural for me to speak to sales teams and there’s a 
natural for me to speak to network marketing teams, and then also like business groups 
like chambers. There’s literally thousands of meetings that happen every single week in 
those different niches. 

It does give me the opportunity to speak every day because the topic that I’m speaking 
on. If I was speaking on health and fitness, for example, probably don’t have that 
number of speeches available. It’s what your message that you want to share, and I do 
a lot of free local talks. So I’ll go and speak at the local Century 21 or the car dealership 
or the insurance company. That’s allowed me to have that volume of speeches. And 
then I also now do conference calls and webinars because they’ve become more 
popular over the last five or ten years. 

It depends on what your topic is. But even if you were speaking just once a week you 
could really build your lead base up in that kind of volume. 

LS:   It’s so true. That’s how I started. I would speak once a week. I had 
little kids, I’d drop them off at preschool, go speak at a local chamber just like you’re 
saying, come back. I usually had a goal to make about $1800 a talk. So before I knew it 
I think I was making about $60-70,000 just from speaking one day a week. And that 
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doesn’t even include the business that comes from that. The up-sell, the private 
engagements that come because of that, on top of that. So I’m with you on that.  

I love your advice here, I think it’s really smart. I hope everybody listening is really . . . I 
want to ring the bell because speaking is one of the top tools. And I think, specifically, 
for attracting women, because there’s something special that happens when they can 
meet you live or look you in the eye or at least through a webinar teleseminar hear your 
voice. That’s great. 

EL:   I do conference calls and webinars. What I was going to say is for 
those of you that are listening, if you’re targeting women, go book yourself to women 
audiences. Find out who are those women audiences. When you’re booking a speaking 
engagement you have to think of it from three viewpoints. We all know our viewpoint, I 
want to grow my business, so we all know what we want out of it. But you’ve got to think 
of it from the audience’s viewpoint. Where can you create value for that audience? 

But then you also have to think of it from the person who’s booking you, and why would 
they want to book you. So when you’re doing the scheduling of the talk you’ve got to 
communicate to them the benefits they’re going to receive, and then also that the 
audience is going to receive. If you can come up with something that you can get a 
benefit from, the person who’s booking you gets a benefit from, and the audience gets a 
benefit from, you’ve got a home run there that you can just do over and over and over 
and over again. 

And then target women groups, and you can fill up your book of business with that 
strategy. 

LS:   That’s awesome. Great advice. Simple and immediately applicable. 
It’s hot. 

Let’s talk about converting. I know this is where your specialty also lies. What have you 
found is effective in inspiring women clients to say yes? I guess the mystery of selling is 
closing the sale, so love some tips for folks to be able to close more sales. 

EL:   My number one closing tip is to have the prospect want what you’re 
offering, before you get to the close. I’m often asked, Eric, how do you close more 
effectively? Well, the heavy lifting is actually done in the body of the presentation in 
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creating a desire in the prospect to want what you’re offering. And in order to do that it 
requires a benefit driven presentation. 

So at the end of the day people buy benefits. One of the things that’s said in sales 
training is that people buy you. And I agree with that. They’ve got to buy into you, Lisa, 
or they’ve got to buy into me, and hopefully we have a pleasing personality and we’re 
likable. But at the end of the day that’s not enough. There has to be a clear benefit in 
the mind of the prospect. 

That requires preparation. What Dr. Moine taught me many years ago was prepare your 
presentation in advance, know what your probing questions are, know how you’re going 
to walk into that presentation and build trust and rapport. If you’re, in this case, selling to 
women, you’ve got to think about well how can I go in and connect with this woman and 
build trust and rapport?  

Our favorite thing to talk about is ourselves, well her favorite thing to talk about is 
herself. If my favorite thing to talk about is myself I’ve got to put my agenda to the side 
here, my own personal agenda, and focus on building rapport with the person I’m 
attempting to influence. 

Closing is really everything in the presentation, preparation, thinking it through, getting 
the sequencing down, the stories you’re going to tell, the way that you’re going to close, 
a clear compelling offer. There’s really a lot that goes into more effective closing. 

If I summed it up in one word it would be preparation. 

LS:   Is it a different preparation for each different kind of sale, would you 
say? Or is there one structure you can learn and utilize over and over? 

EL:   That’s a great question. I pretty much prepare for each presentation 
by itself, but I definitely follow templates. And so if I’m doing a front of the room 
speaking engagement the template that I follow, it’s introduction, outcomes, chunk one, 
chunk two, chunk three, call to action. That’s a little formula that I use. 

The chunks are content points. I’ll put that outline together and I’ll actually think about 
the person I’m selling to. If it’s an individual I’ll imagine them, what it’s like being them, 
I’ll put myself in their shoes, and I’ll craft the presentation with the basis of a template. If 
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it’s an audience I’ll imagine the audience and what are the problems they face and what 
are their challenges. And then I’ll craft a presentation based on that. 

Each presentation that I do, I rarely give the exact same presentation twice. There’s 
similarities, but I’m thinking about that presentation I’m going into and I’m probably 
preparing at least half an hour, sometimes more, before I go in and actually deliver the 
presentation. 

LS:   I like what you say about a template. I would call it like a structure, 
like you shared your structure here for live speaking. I think for everybody listening, you 
don’t have to wing it is really what I want you to hear that Eric’s sharing. There are 
templates, there are structures, like he shared. Intro, outcome, three content chunks, 
and a call to action. Just having a structure, model, or template like that can just save 
you so much time from reinventing the wheel. I really appreciate you even sharing the 
outline there.  

I know just hearing something simple like that can just propel me forward so fast, versus 
just staring at a blank page. 

EL:   One thing, if I can piggyback on that for just one second, is that for 
all of you listening I want you to really get something. When Lisa speaks she already 
knows what’s going to happen. When I speak I already know what’s going to happen. 
Because human beings respond in predictable ways. 

We’re not walking into a sales presentation, it doesn’t mean they’re going to buy. We 
can’t predict we’re going to close everybody in the room or close the prospect. But we 
can predict that we’re going to create a desire inside of that prospect wanting what 
we’re offering, because we’ve done that level of preparation. 

This is what professionals do. If any of you listening right now, if you’re uncomfortable 
with sales, if you’re lacking confidence with sales, really get yourself trained. Because it 
doesn’t have to be that way. I hit my head against the wall my first year in sales 
because I didn’t know what to do. Once I got trained I was like oh, here’s how you do it. 
There’s nothing like going in and delivering a presentation knowing you’re just going to 
do a great great job. That’s what Lisa and I do every day, as professionals, and that’s 
really what we’re about teaching other people so you can enjoy that gift. 
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LS:   Awesome. You talk a lot, Eric, when I’ve heard you little snippets 
here and there, about the new economy. I would love to get your perspective. I know 
you talk about how to use networking to find prospects in the new economy, or get over 
the fear of selling and capitalize on the new economy. Tell me what you see when you 
talk about the new economy and how folks listening can use your advice in that space. 

EL:   Yeah. Everything shifted, for me and probably a lot of you listening, 
in 2008. It was just like the year of 2008. Technology’s changed, the smart phone has 
created a level playing field for people globally. There’s parts of the world that their first 
computer was a smart phone. We’re in a global economy.  

Sales, to me fundamentally, has not changed. But what’s changed is the integration of 
technology into the sales process. And so there’s huge opportunity for individual growth 
if you can look at what are the tools that you have access to through social media, 
through technology tools, CRM, etc.  

I think there’s one word that really really makes a difference. I know Lisa’s a master of 
this. It’s the word collaboration. There’s so much opportunity. If you can find, for 
example, people that have your customer base and you can go and collaborate with 
them and they will promote you to their customer base, as an example you can 
collaborate leveraging resources or office space or whatever. There’s so many ways to 
use collaboration. 

This is the way that I’m building my business in this economy. The integration of 
technology into the sales process, and then also looking for people I can collaborate 
with where it just fits like a glove. 

LS:   That’s great. Do you have certain criteria you look for? 

EL:   You know, that’s a great question. For me it’s looking at, in some 
cases, where am I weak, what are my assets, what’s the value that I can bring to the 
table, who has my customer.  

One of the things, as I’ve become more successful in my business, is I’ve raised my 
sights on who I want to collaborate with. Because of increased confidence and so forth. 
Sometimes I’m collaborating with people at my level, sometimes I’m pulling people up to 
my level of success by collaborating, and other cases I’m going elephant hunting. I’m 
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going after the GoToWebinars on my sights right now. I want to create a joint venture 
with GoToWebinar and have them promote me as a sales trainer.  

There’s different answers to that question based on what I’m looking for. 

LS:   Right. I like it. What I heard is you look for individuals and you look 
for companies, and basically where are your customers. Who’s got them and how can 
you collaborate to get that exposure. Brilliant. 

EL:   I think for you that’s been one of your primary strategies, right? As 
far as building your business. You’ve done a lot of collaboration. 

LS:   You know, it’s funny. I’ve done a lot of kind of affiliate collaborating 
where I find relationships. Something I can share that’s sort of a shift I’m going into is 
I’ve always really looked for folks where we complement but don’t compete. If I’m 
focused on sales conversion then I like talking to people who are maybe getting your 
book done, or collaborating with people who are doing all the other lead gen type of 
things. 

This year I feel like I’ve been leaning more into that other side, like okay, maybe we 
would be seen as two people who compete. But there’s sort of a right mentor for 
everyone, and there may be people that you’ve attracted or that I’ve attracted that they 
love our work, but we may not be the end-all, be-all mentor for them and we could hold 
the space to introduce each other to those right people. If that makes sense. 

I think up to now my collaboration has really been more in the theme of compliment but 
not compete, really trying to take care of my customer, worried about customer 
confusion. And now I’ve been saying well, maybe there is something to actually going 
head-on. At the end of the day there is no real competition. We all have that unique 
piece that we offer. So really from that perspective just going well, we are interested in 
the same audience and maybe we can serve the audience better by giving them the 
whole picture. 

That’s been a little shift coming about for me, personally, in the area of collaboration.  

EL:   Yeah. And this particular time you and I, just being on the phone 
right now, part of my interest as far as creating value for my customer base, of course 
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I’m a man, you’re a woman, and they’re getting that male sales training perspective. 
Some people need to hear that female perspective.  

I look at it as here’s an opportunity to serve my clients and hear a different message in a 
different way. So that was my attraction. And for all of you listening, there’s something 
for you to consider when you’re looking for collaboration, is that in some cases you can 
actually go inside of your industry and have great collaboration. 

My mentor, Dr. Moine, he and I collaborate all the time and you could make the 
argument that we’re competitors, but we’ve been able to really do a great job of 
supporting each other and helping each other. Collaboration’s a great strategy. 

LS:   That’s awesome. 

I’m curious. I’ve heard about something that you teach called the Sales Mountain. Is 
that something that you could share with us today? 

EL:   Yeah. You know, when I got started in sales I’d never been trained. 
I was in telemarketing and I’d get on the phone and when I’d make a sale I didn’t know 
why, and when I didn’t make a sale I didn’t know why. This was so frustrating.  

We were talking about templates earlier, and Sales Mountain, it’s a template. It’s a 
sequence for delivering an effective sales presentation and I teach it to anybody, in any 
industry. So it’s a generic template, and I’ll walk you through it in a second here. The 
real big idea behind generic Sales Mountain is one you learn the distinction of sales 
process the way you activate a distinction is with a question. 

The question is, okay, if this is a generic sales process then what is my customized 
sales process? I’m a big process/systems guy, so I like to teach people to create their 
own customized template once they have the distinction of a template or a sale system. 

Sales Mountain is a metaphor of an effective sales process. You’re a mountain climbing 
guide and your job is to lead and guide the prospect up the sales mountain into what I 
can the sweet spot. And the sweet spot is the top 25% of the mountain. You start off at 
the base of the mountain, on the lower left hand side, and we start with a lead. It’s lead 
generation is the first step. 
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Then the next step in the sequence is appointment setting. Then the next step, we’re 
now on the live presentation, and we lead with trust and rapport. So if you’re going in 
selling to women the very first thing I would advise you to do is make sure that you 
establish trust and rapport because the person you’re selling to may have resistance to 
you by the very fact that you’re viewed in her eyes as a salesperson. She’s got her 
guard up. 

Well, how do you influence somebody when they have their guard up? You get them to 
lower their guard by building trust and rapport. And you do that in a systematic way. 

After you build trust and rapport, then we identify the needs by asking probing 
questions. Then you’re going to bring the benefits to life by sharing the benefits, and 
then now we’re in the close after we’ve taken them through this well thought out, well 
prepared process to where you can produce a very consistent, predictable result, so 
you can walk into that presentation with confidence. 

Sales Mountain is about the steps of the process. It’s about the order that they go in, the 
sequencing. And then preparing in advance. And the big takeaway is for you to create 
your own customized sales process, your outline so you can go in and deliver  
consistent, outstanding presentations. 

LS:   So you’re saying that the Sales Mountain is the same for everyone, 
no matter what the industry, and then once you understand the template then you can 
go in and customize it with things like testimonials of women if you’re selling to women, 
things like that. 

EL:   Exactly. Because if you’re in financial services usually you’re going 
to set the appointment, meet with the prospect, meet with them a second time, maybe 
you close on the third appointment. So you’d actually have three mountains in crafting 
that customized Sales Mountain.  

If you’re a coach and you’re doing a one call close asking for the order at the end of the 
free coaching session, then you’ve got to think through okay, what is that template for 
that coaching session. That would be your customized Sales Mountain. 
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If you’re in network marketing you might have a three-way call or inviting to do an in-
home party. So it’s different for different industries, but the distinction of sales process, 
for me, is the same for everybody. And so yeah, you just take it and you’d customize it. 

This really allows people a format to not wing it. Because when you wing it it’s 
unpredictable, and that’s a scary place to be in a presentation. 

LS:   I made up these terms that we use, because teaching Speak To 
Sell I see wingers that they want to be totally free, so they wing it, then they end up 
totally salesy at the end because they don’t have a structure, like you’re talking about. 
So I totally agree with everything you’re saying. Brilliant. 

And then there’s the scripters, where there’s no you, it’s totally scripted. And then 
there’s, I call them the structurers, I think for you they’d be called the templaters. I think 
that’s the way to go, the middle way where you know where you’re going but you are 
still present and doing exactly what you’re saying. You are able to build the rapport and 
the trust, because you are there. 

I love it. I think you’re speaking gold today.  

One last question for you, and then I know you have something really awesome that 
you prepared for everybody, to be able to take all of this further, so we’ll tell them about 
that in a moment. But I’m just curious about the no-no’s that you’ve seen. Whether 
you’ve tried it and it was like oops, or you’ve witnessed, especially when it comes to 
selling to women. 

EL:   Yeah. When you and I were talking before we hopped on the 
interview today, things that come up for, the two words that are so important with 
women that are different than men, is trust and it being safe. 

There’s this one dynamic that takes place between men and women. It’s about not 
crossing that line between a man and a woman and just keeping it, from my viewpoint 
it’s keeping the relationship professional and having it just this really safe place where 
we can either do business together, or we can collaborate together, or have a coaching 
relationship. I think that’s something that some men, they just can’t help themselves. 
They just don’t know where to draw the line. 

I think that that’s one thing on a no-no piece of it.  
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I wanted to speak to the women for just a second, this is kind of a pet peeve of mine 
from the male side. I don’t like it when I’m doing business with a woman and she is 
being the man in the business relationship. Like she’s trying to dominate me. Some 
women are that way. I don’t know, they think they have to be that way to get their way. I 
like that feminine side of I have my role, you have your role. I don’t mean to say that in 
any way that’s offensive. I’m saying it in an encouraging way of just that’s where we can 
really interact and do some really great business together, collaborative business.  

Those are a couple things that popped into my head about no-no’s. 

LS:   I appreciate, I know it’s a huge risk to even speak that because 
everybody hears femininity in a different way. So just kind of like in support of what 
you’re saying I have the honor of for six years teaching women to understand men, from 
one of my mentors. What I hear you saying is you want the powerful, the feminine 
powerful. Not some of these folks that hear femininity, their relationship to it is that it’s 
weak. My relationship to it, and I believe what you’re asking for, is bring me your 
powerful side. You don’t have to be a man, you can be a woman and be powerful and 
we can interact. 

EL:   Yeah, I’d like to speak to that. One of my friends, DC Cordova, you 
may know DC, and she is one of the most powerful women in the world. When I’m doing 
business with her, I view DC as a mentor, but she’s not trying to dominate me. You 
know? It’s like we can each be in our power, but not like stepping on each other’s toes. 

I think that on the feminine side you absolutely can be in your power. And that’s how 
you have the greatest influence with me. DC could ask me anything and as long as it’s 
reasonable it’s an automatic yes. And so I just think that there’s some women that feel 
the need to dominate, Like to get their way with me they have to dominate, and I’m just 
like if I want to give them their way fine, I’ll give you your way. But you so don’t need to 
be like that. 

That’s really what I’m saying. 

LS:   That’s a great message you’re sharing. I hope ladies listening that 
you can hear this, and really the gift in it. There is so much more available to us being 
empowered women, with both our masculine and feminine available. 
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The more I listen to you the more I like you, Eric. I really appreciate the things that 
you’re saying, and definitely from the heart and building trust and safety right in the 
moment. I love it. I shared this earlier and the days of it have gone by that I love it when 
there’s something being taught verbally, but it’s also present. And that’s definitely here 
right now. Thank you for that. 

Well, I know that there are folks listening that would love to learn more about your work 
and the templates and the systems and the way that you think, to really ease the fear of 
sales and give it some systemization. And so if you call could follow us over right now to 
www.selltowomen.com/eric, Eric has put together a super generous gift for you to be able 
to, really just because you’re participating here you can grab this, to be able to get your 
hands on Eric Lofholm’s Persuasion and Influence system. 

It’s $199 value. Eric, why don’t you tell them a little bit more what they’ll find? 

EL:   What I put together here, I normally sell this product and I don’t 
normally just give it away. But when my person who helped book this engagement for 
me came to me I thought let me just give my system away. It literally went through the 
Sale Mountain with lead generation, appointment setting, and so forth.  

This is 11 hours of content that you can do in self-study. If you liked what you heard and 
you want to learn my entire system it’s all right there. It’s a really great great offer. 
Again, I normally sell it, but I just, for whatever reason, felt compelled to just give it to 
anybody that would like to receive it. If you enjoyed the talk today you’ll love that 
content.  

LS:   Wow. Super generous to help people really jump-start their sales 
program. I know it’s for sales professionals, business owners, if you’re a network 
marketer, a coach, a manager, an entrepreneur. You can do it over the phone, the 
Internet, through audio programs. This should really be able to serve you and teach you 
how to sell from honesty and integrity and compassion. 

Again, you’d want to go right away to www.selltowomen.com/eric.  

Eric, I want to thank you for all the value that you packed into our time together today. 
Wow. I know that people listening are going to probably want to have this interview, as 
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well as so many of the other amazing teachings that we’ve had over the last couple of 
days in their success library forever.  

So real quick, in case any of you missed it so far, if you haven’t yet you want to grab our 
VIP upgrade package. In it you’ll get the MP3’s so you can kind of rock out on the 
StairMaster or on your morning walk, and get inspired by all 18 of our master teachers, 
including myself. You’ll get the transcripts so that some of the things, like what Eric 
shared today, there’s real verbiage there that you’ll want to capture and you’ll be able to 
do that because you’ll have the transcript and go straight there. 

And then if you heard me typing in the background, the other thing that we include are 
called action sheets. I take personal notes on each one of our teachers. One of my gifts 
is being able to break things down into step-by-step processes, so I use these action 
sheets both for myself and my team for things that we want to grab. I told you, this is my 
own personal university, you guys are getting to listen in. 

Things that you want to grab and utilize right away, you’ll be able to see those on the 
action sheets. As well as a complete summary of the free gift of each one of our master 
teachers so you can take all 18 gifts further in your business, over time as it serves you. 
But you can grab them now while they’re available. 

And you can get all of that at www.selltowomen.com/upgrade, and right now during the 
series it’s only $97. The minute it ends it’ll be $197, so you can get it for less than half 
the investment today and have it forever. 

Thank you, everyone, for investing this time in yourself today. And, Eric, thank you for 
openly sharing your unique gift and lessons that you’ve learned so that we can stand on 
the shoulders of your success going forward. I really appreciate it.  

EL:   It was great to be here, Lisa. I was excited for the invite and it was 
a great time. 

LS:   Thank you. I’ll look forward, I know you and I got a couple fun 
things coming up this year, so I look forward to getting to know you even better. Strong 
start today.  

And for everybody listening we still have some amazing teachers lined up today. We’ve 
got Nicola Bird, Linda Puig, Mary Morrissey. So stayed tuned, keep an eye on your 
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inbox so that you can follow along with us right through our powerful close with Mary 
Morrissey, one of my favorite mentors. 

I will see you guys on the next call. Eric, have an awesome rest of your day. Thank you 
so much. We’ll see you guys soon. 

 


