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Added an Extra Zero to My Income 

“I wish I’d had Lisa’s incredible system when I first 
got started over 30 years ago. It would have cut 
years off my success journey and saved me a 
fortune in mistakes. Her brilliant system has added 
an extra zero to my income.” 

—Robert Allen, investment advisor and New York 
Times best-selling author, writer of many best-
selling books, including Nothing Down, Multiple 
Streams of Income and The One Minute Millionaire 

 

I Actually Look Forward to “Sales” 
Conversations Now! 

“My message is truth; sales tactics and 
manipulation are the exact opposite of everything I 
stand for. With Lisa’s help, I now know how to 
gently invite people to my offer in a way that is 
irresistible and never feels a bit like selling to me or 
the person I am serving. Within 30 days of working 
with Lisa, I’m finally getting paid what I’m worth, my 
coaching business is full and I actually look forward 
to ‘sales’ conversations now!” 

—Alexis Martin Neely, Family Wealth Planning 
Institute 
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Lisa Gets You Fired Up to Close More 
Deals 

“Lisa Sasevich has a way of making you feel good 
about taking action. She gets you fired up to get 
more clients and close more deals and then shows 
you exactly how to do it.” 

—Sandra Yancey, founder and CEO of 
eWomenNetwork, ABC radio show host, author, 
movie producer, speaker and philanthropist 

 

Worth Millions in Extra Income 

“Lisa is the hottest ticket in the market if you want 
to significantly increase your sales and revenues 
from teleseminars, webinars or on the stage. She 
gets smack into the psychology of making the sales 
by presenting your products or services in a way 
that puts you in control and your prospects wanting 
to buy. If anyone buys Lisa’s material, uses it and it 
doesn’t work better than the traditional methods out 
there . . . they must be presenting to a dead 
prospect!” 

—John Assaraf, an inspirational speaker best 
known from the film “The Secret”, has built five 
multi-million dollar companies and is the author of 
Having It All and co-author of the New York Times 
best seller The Answer 
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Lisa is a 12 out of 10! 

“I experienced Lisa Sasevich at the NSA National 
Conference and on the scale of 1 to 10, I was not 
able to give her a 10 for one important reason ... 
she was a 12!!!” 

—Harvey Mackay, best-selling author of seven 
books, including The Mackay MBA of Selling in the 
Real World and Swim with the Sharks Without 
Being Eaten Alive 

 

You Have to Get Your Hands on 
Lisa’s Work! 

“Lisa Sasevich is the undisputed expert on how to 
take your message to stages and teleseminars in 
an authentic way that gets big results. The first time 
I saw Lisa speak I watched in awe as over half the 
room rushed to the back tables to buy her 
packages. Once I learned a few of her tips, I saw 
an immediate increase in my sales and the quality 
of clients I attracted. If you’re looking to create 
hunger and desire in your audience and you want 
them to invest in your programs on the spot, you 
have to get your hands on Lisa’s work!” 

—Ali Brown, CEO & Founder of Ali International 
and featured on TV’s “Secret Millionaire” 
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Introduction 

Position Yourself for Sales Success 

If you're tired of being the best-kept secret in your 
field, today is your chance to transform that forever. 
And if you LOVE what you do, but HATE the “sales 
part,” you’re in for a treat! I’m known by many as 
the Queen of Sales Conversion, and I help heart-
centered entrepreneurs discover how to 
exponentially boost sales using Irresistible Offers to 
get massive results…without being salesy! 

After 25 years of winning top sales awards and 
training senior executives at companies like Pfizer 
and Hewlett-Packard, I left corporate America and 
put my skills to the test as an entrepreneur. In just a 
few short years I created a multimillion-dollar home-
based business with two toddlers in tow. During 
that time, I looked around and noticed that industry 
leaders in business consulting, personal 
development, health and wellness, and online 
marketing started to show up to my trainings to 
learn what I had to teach. I scratched my head and 
thought, “Wow. Obviously something is working for 
me.” Word was getting out.  

I teach experts who are making a difference how to 
get their message out, and today I'm excited to be 
sharing with you one of the trainings that has 
attracted all of those big-hitters.  

If you’re reading this, I already know that you are 
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an agent of change. I know that YOU HAVE 
SOMETHING TO OFFER. You are somebody who 
is out there wanting to make a difference and make 
great money doing what you love. 

Today is your day to grab what I call your “secret 
weapon.” I want to show you the exact tool I’ve 
used to up-level my small, home-based business 
from doing about $80,000 a year as a one-on-one 
coach, when every new client meant less time with 
my newborn or less time with my three-year-old. 
Using this strategy I’m about to give you today, I 
was able to leap to over $2 million in sales in just a 
ten-month period. Then, within a five-year period, I 
was able to expand my reach and serve people in 
134 countries while doing over $25 million in sales; 
and most important, I was able to have the 
satisfaction of knowing that I’m getting out there, 
doing the work that I was made for. And that’s 
really why I wanted to write this book—to give you 
the tool you need to finally get your work online and 
do what you were made for. 

My hope for this book is that it empowers you to 
use teleseminars and webinars to create personal 
freedom, touch people all over the world, and be 
paid handsomely for it. 

To Your Success! 
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Your Secret Weapon for 
Personal Freedom 

I’m so excited to share with you my 5 steps to 6-
figure teleseminars and webinars, so that you can 
finally get your work online.  

What you’re going to learn in this book has the 
potential to change your life and give you the ability 
to touch hundreds of thousands of people all over 
the world, and all so much faster than you might 
have thought possible. I can tell you that for sure, 
because when I discovered the tool of teleseminars 
and webinars—literally using the tools I already 
have, my phone and my computer—it changed 
everything. It allowed me to expand my reach in the 
world and make the difference I was hungry to 
make. 

You have probably attended teleseminars and 
webinars, and perhaps, in an attempt to learn how 
to host one yourself, you study those free trainings, 
even collecting all the emails you receive to try to 
piece together their marketing system.  

If so, you’re in luck, because this book will take you 
behind the scenes to what’s going on with the 
strategy, the mindset, and all the pieces that you 
just can’t see when you’re on the receiving end of 
an email. I’m also going to show you how powerful 
it is to have a system that lays all that out. 
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You’re also in the right place if your business is 
designed around one-on-one coaching and you’re 
looking for a breakthrough so that you can help 
more people, make more money, and design your 
life the way that you want to. If you’re frustrated that 
you haven’t made as big a difference in the world 
as you know your work could do, or, if despite your 
best efforts, you feel that you’re playing smaller 
than you want to, you’re in good hands here. 

The great news is that you’ve done most of the 
heavy lifting already. You’ve done the training, the 
work to gain your expertise; you’ve done 90% of 
the work. The material in this book is that 10% 
nuance that could really pop it all open for you. 

People say all the time that the money’s in your list, 
but no one tells you how to grow your list. So, if you 
have experience hosting teleseminars, but perhaps 
your list is stuck at 100 or 1,000 people, or 5,000, 
or even 30,000, and you’re looking for the fastest, 
most efficient way to be able to touch 100,000, 
200,000, 300,000 people, you’ll find that here as 
well.  

If you’ve put everything you know into a $19 book, 
and you’re running around speaking, selling your 
book in the back of the room, but you’re finding that 
that’s not very leveraged either, you’ll see that you 
can add teleseminars and webinars to the hard 
work you’ve already done and be able to help 
people in a much deeper way, while having a lot 
more fun and making a lot more money. 
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Our 6-Figure Teleseminar & Webinar Sales 
System is a structure that gives you freedom. It 
gives you the freedom to be yourself and to 
give and to contribute to the transformation of 
others.  

If you want to get yourself out there and get started 
using teleseminars and webinars to launch yourself 
online, you will be so much smarter as you 
approach this brand-new opening by learning the 
proven five steps of our system.   

And if you’re already hosting teleseminars and 
webinars, I’m going to show you our system so you 
can get out there in an even bigger way and 
experience even bigger results. There are 
programs out there that give you one little piece, 
but not the whole thing. The five steps in my 
system are really all it takes. You don’t need a 
whole bunch of stuff beyond what’s in here. 

I believe in making elegant moves that create the 
biggest result—the biggest difference, the most 
money, helping the most people. That’s going to be 
very obvious to you as you read this book. 

I’m going to tell you about some experienced 
experts who were doing millions, and then got 
enlightened by learning this system and took that 
even further, adding more millions to their bottom 
line. And you know what? To do something similar, 
you don’t have to already know exactly what your 
thing is. 
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If you’ve got some sense of where you’re making a 
difference, and you’re willing to pick that horse and 
ride it, you could be moving into something very 
powerful very fast. I just want you to acknowledge 
that you have something to offer, and you can 
follow a system. 

Learning how to use this simple tool—both the 
technical aspects and the strategy—wasn’t difficult 
once I got it systematized. What you’re about to 
learn here, you’re going to be able to apply right 
away. Now, let me tell you my intention here and 
give you the bigger picture. I want to lift you up, 
show you a new perspective, and open your world 
to some possibilities that you might have thought 
were further off than they actually are. Or, that you 
might not have even thought were possible for you, 
given the work that you’re in, or your family 
situation, or the fact that you’re wanting to transition 
from working a job. 

Well, I’m here to tell you that much more is possible 
for you, and you’re going to see it here in this book.  

What’s happened in my business over the past 
several years, to some people, might make me look 
like Wonder Woman. But I have to tell you…I’m not.  

The success of my business has come because 
I found some simple tools that, with a little effort 
and smart moves, have given me big results 
and wide reach fast.  
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So, if you’re just starting out or you’ve been 
struggling to get off the ground for a while, I want 
you to know that help has arrived. 

And success can happen for you so much faster 
than you might think. I’ll give you an example. From 
using teleseminars and webinars, I’ve had the 
privilege to get known very quickly over the past six 
years and I’ve been able to help people in all kinds 
of fields. I’m sharing this tool because my intention 
is to be the pebble in the pond for you. I want the 
information in this book to give you the ability to 
make your work have that huge ripple effect that 
you know it’s supposed to have. Even bigger than it 
is already having.  

For example, in the health and wellness fields, I’ve 
been able to help many amazing people. Health 
and wellness expert JJ Virgin, whom you may have 
seen on the best-seller lists over the past few 
years, was a student of ours and uses our systems 
everywhere. Tana Amen and her husband, Dr. 
Daniel Amen, The Brain Doctor with the Amen 
Clinics, are two other amazing examples of how 
what you’re going to learn in this book can be 
applied directly to health and well-being 
businesses. 

I’ve had the privilege to work with people in the 
Internet marketing and information marketing 
arenas. Jeff Walker, who’s doing amazing things 
right now with his Product Launch Formula, uses 
our work regularly to expand his reach around the 
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world. Frank Kern, one of the most amazing 
marketers in the internet marketing field, has 
employed our work on Irresistible Offers. You’ll see 
how everything in this book blends beautifully with 
any kind of launch formula that you might be using. 
Or, if you’re just getting started, this book contains 
the perfect first step. 

For those who follow a traditional or more corporate 
business model, Brian Tracy—one of my early 
business mentors—and Robert Allen also use our 
system. If you go into either of their offices, you will 
see all of our programs lined up right below their 
bestselling books.  

In the personal development field, we’ve helped 
John Assaraf of The Secret and Janet Atwood of 
The Passion Test. So many greats have gotten 
incredible results with our work.  

The information in this book is the fuel for you to be 
able to get out there and make your mark the way 
they have. And I tell you about them, because I 
want you to see that they have a secret weapon, 
which you have found today.  

It’s been my secret weapon, too. Teleseminars and 
webinars have led me to being able to fill live 
training events over and over again in different 
cities all over the country. Of course, I tend to pick 
cities that are convenient to me. I’m a mommy; my 
kids are eight and eleven now. They were a 
newborn and toddler when I started. If you have 
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children and you have a job, you’re juggling a lot, 
so you’re going to love how easily what you’ll learn 
today can just fit right in and supplement and 
empower everything you’re already doing. 

It’s about creating personal freedom. We’ve had 
amazing people like John Assaraf, with his 
nametag on, sitting in our trainings. And even with 
as much of a difference as John has made with his 
work, from the movie “The Secret” and through his 
company PraxisNow, he’s still willing to be a 
student.  

John said something that made me feel so good 
and helped me understand why so many thousands 
of entrepreneurs have come to us over the past six 
years and why we’ve been able to help them so 
well; he said,  

“I have access to anybody in the world I want 
to learn from, and Lisa has the best system on 
the planet right now.” 

John is an amazing creative. And sometimes it just 
takes the right person to understand that creativity.  

Creativity flows in me, too. But I also have a linear 
way of thinking that can show creative people how 
to put things together step-by-step and in the right 
order. John likes to say that he used to have the 
washing machine in the bathroom and the toilet in 
the bedroom. Everything was all over the place, 
and then I showed him how to organize it all right 
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where it needs to go.  

I remember the first time I saw Brian Tracy’s order 
come through online. Since I was just getting 
started, you can imagine what that was like for me. 
And after he went through our programs, he was so 
generous to say, “Lisa offers the greatest ideas on 
marketing and sales I’ve ever seen.” 

He told me later that what attracted him to our work 
was the ability to use our systems to create more 
personal freedom. To decide if you want to travel a 
lot and take your laptop and work with you and still 
serve people all over the world. Or if you’re done 
traveling and you really want to be home with your 
family, or maybe if you’re at a time in your life 
where being on a plane 200 days a year doesn’t 
seem so sexy anymore, you have that freedom to 
choose where and how and when you work. 

Would you love a life of personal freedom? Have 
you had opportunities to create that, but you got 
scared or you didn’t act or it was just a little too 
overwhelming to do alone? Or maybe you’ve been 
thinking about creating that life. And you’ve been 
getting ready for it for a long time. I want you to 
know that you can create your life exactly as you 
want it, and I love being a living example of that! 

The systems that I’m going to show you how to use 
to make a difference and make great money have 
brought us to the Inc. 500 List of Fastest Growing 
Companies in America two years in a row. The first 
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time we were number 169, number four in the 
training company category, and number 23 in 
women-owned businesses.  

This system works! And it works in a way that 
allows you to not have to be solely focused on your 
work, but on other things that you care about. For 
instance, my 11-year-old son, eight of my clients 
and I went to Uganda, where we’ve been 
contributing money through different organizations. 
It’s just one of the ways that we enrich our lives and 
the lives of other people at the same time. And 
having the time to do this, and to do it regularly, has 
really been such a gift.  

 

It’s a gift to be able to contribute the money and 
have the freedom to go and give and experience 
and touch people in a way that I just wasn’t able to 
do when I was completely bogged down in 
corporate, or even after I moved into my own 
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business working with clients one-on-one. As much 
as I loved getting that new client, suddenly it was 
one less hour with my kids, or one more day I 
wasn’t going to exercise, or one more sleepless 
night. If you know that pain as well, we’re going to 
transform that here in this book, right now. 
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Leverage Your Time to Boost 
Profits 

Before I started my own company several years 
ago, I had what I thought was my dream job. I was 
working for another company, supporting another 
entrepreneur, and we were teaching men and 
women how to have amazing partnerships. I 
thought I’d be doing that job forever.  

But much to my surprise, the company changed 
directions and I was fired the night before 
Christmas Eve. I went through what you may have 
gone through, or are going through right now, the 
dark night of the soul. What am I going to do now? I 
didn’t want to go back to corporate. I had spent two 
years at Pfizer launching Viagra and two years at 
Hewlett-Packard. I made great money, but it was 
just so deadening. I wanted to do work that made a 
difference in the world and gave me the kind of 
freedom to be able to lead with my heart. 

And so I started to get out there and tried to find out 
what my million-dollar value was—what was that 
value that I keep bringing to all of those companies, 
enabling them to do so well. You may be engaged 
in a similar inquiry yourself. 

Getting out there and starting to open my 
mouth and to speak is what really started to 
put me “on my dime.”  
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It enabled me to see what people were attracted to. 
And it enabled me to see the difference I had made 
for the companies I had worked for.  

The tools I’ll show you in this book, teleseminars 
and webinars—literally how to pick up the phone 
and have a powerful preview call—these are not 
only tools to help you get already established work 
out, but they also help you get on your dime. They 
enable you to really tap into what you were made 
for. And you’re not just sitting behind your computer 
and guessing what that might be, but you’re out 
there, getting live feedback about how close you 
are to being on the right track.  

I’ll tell you, it’s a beautiful thing. I’ve been able to 
take my kids to the past couple of Olympics. It’s 
become a family tradition. I love showing them how 
to be mobile, how to go all over the world and see 
people at their best. Champions. That’s who we 
are. You and I are champions for other people, for 
transformation.  
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To make it work, you’ve got to have the tools. So 
when I started doing my own thing, I had a one-on-
one practice, and it went pretty well. I had that 
dream of making six figures, and it happened. It 
actually happened. But the problem that came 
along with that accomplishment was that I had no 
life.  

Like I said earlier, every new client was one less 
hour with my kids, or exercising, or cooking meals. 
That became really stressful and, even though I 
was doing what I loved, I had my own business and 
I hit that $10,000 a month milestone, it started to be 
not fun. I knew that I couldn’t grow this way. I 
couldn’t make the difference I was meant to make. I 
had to find another way. 

I started looking around, expanding my mind, and 
trying to see what else could be possible. How 
could I help more people? How could I create 
personal freedom?  

And I discovered the secret. I say “the secret,” 
because it really did turn out to be the turning point.  

And that secret is to make your Irresistible Offer 
to more than one person at a time.  

It’s perfectly fine to start out making your offer to 
one person at a time, one patient, one client, and 
most of us do start out that way. I’ll talk more about 
this later, but when I say “offer” I mean the words 
that you use to express the unique transformation 
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that only you provide, and that show the system 
that you use that takes a person from where they 
are to where they want to be, whether it’s with their 
health, their relationship, their money, their family… 
you name it. And when I say “system,” I mean the 
steps you take, the questions you ask, the 
guidance or the pathway that you use to facilitate 
that transformation.  

Once you’re able to present your offer effectively—
or even if you want to start your business in a 
leveraged way—if you can learn the structures and 
the tools that enable you to present your offer to 
more than one person at a time, you can change 
your life so quickly. 

I discovered this myself by reflecting on something 
that my dad said often in his later years. He passed 
away a few years ago, and he would tell me the 
same things over and over. It sometimes felt that 
he’d forgotten he had told me those things before, 
but it was also as though he had a mission to share 
the core tenets that made him successful in life; as 
though, if he could leave me anything, it would be 
these couple of things. 

My dad, Eddie Garson, was a world-famous 
ventriloquist. His sidekick was a Latin-Jewish 
dummy that spoke with a Latino accent but cracked 
Yiddish jokes. This went over really well in Miami 
Beach, where I was born, and where he lived all of 
his life. But he did great before other audiences as 
well. He was on The Ed Sullivan Show three times, 
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opened up for Xavier Cugat around the world for 
three years, and he even played Radio City Music 
Hall in New York! 

So he knew a few things about expanding his reach 
and getting out there. And when I was figuring out 
how I could make a bigger difference, earn back 
some personal freedom, touch people all over the 
world without having to live on a plane, and still be 
a great mother, I remembered that one of the 
tenets he shared with me was, “Lisa, don’t 
change your act. Change your audience.” 
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And I realized, “Wow, I’m doing that.” By having 
one Signature Talk that I give all over Tucson, 
where I was living at the time, I was changing my 
audience and not my act. I was going to different 
organizations and groups where my ideal clients 
were and doing the same Signature Talk, which led 
perfectly to my Irresistible Offer.  

And then I thought, “Why not do ‘my act,’ my 
Signature Talk, virtually?” Why not keep the same 
act that’s been working so well, and use the 
telephone and the computer to invite people in to 
hear it?  

So I picked up the phone and delivered my 
teleseminar preview call, or I added slides and 
turned it into a webinar. In a live setting I might 
hand out an order form to invite the audience to 
accept my Irresistible Offer. But why not just set it 
up so that they can place that order online? 

And that’s how I discovered the preview call, which 
is my Signature Talk, my act, in the form of a 75-90 
minute phone call or webinar.  

Discovering this tool literally changed everything for 
me. And in this book I’m going to dive deep into the 
whole structure, soup to nuts, beginning to end, so 
that you can start right away picking up your phone 
and having your own teleseminar preview call. Or if 
you want to add slides, you can have a webinar 
preview. Whatever the form, this preview 
presentation will enable you to touch people all 
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over the world while attracting immediate sales 
online. 

We’re now going to dive into exactly how to craft a 
profitable preview call that leads to those 
immediate online sales, and also share some 
secrets for tripling sales after your preview call. A 
lot of people who are doing successful preview 
calls are actually leaving out a couple of small 
things that could make the difference between 
serving 20 people versus 60 people, as well as 
missing out on the revenue that goes with a larger 
audience.  

Crafting that profitable preview call is the second of 
the five steps of my 6-Figure Teleseminar & 
Webinar Sales System that I’ll walk you through. In 
the second half of this book you’ll learn the steps 
that you will take to start using teleseminars and 
webinars to get more clients or to fill your virtual 
and live programs. It’s also the best tool for creating 
new information products, new trainings, and 
ultimately for creating a life of big contribution, big 
abundance, and big personal freedom. 

At the conclusion of this book, after I've taught you 
how to craft a profitable preview call and walked 
you through the five steps to turn that preview into 
a six-figure online launch, I'll show you how to take 
it even further with me so that you have the 
support, tools, templates and additional training to 
make this real in your business and your life. Here 
we go!   
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5 Ps to Create a Profitable 
Preview Call or Webinar 

In this chapter, I’m going to give you the whole 
enchilada—everything you need to create a 
profitable preview call or webinar.  

This is Module 2 of our 6-Figure Teleseminar & 
Webinar Sales System. After this I’ll walk you 
through the other steps you need to take to turn this 
preview call into a 6-figure online launch. When I 
say “preview call,” I’m referring to both the kind you 
do over the phone, a teleseminar preview call, and 
the kind with visual elements, such as slides, that 
you do through your computer, a webinar preview 
call. 

Their purpose is the same. This 75-90–minute 
presentation should provide great training and 
value that can be applied right away. And then for 
the people listening that your training especially 
resonates with, and who want to take it further, you 
show them how to get more. You make them an 
Irresistible Offer. So that if they’re thinking, Maybe 
I’ll do that one day, they’re going to start thinking, 
Wow, it really makes sense to do this today. It’s 
always uncomfortable to add something to my life, 
but this is worth it. I’m going to go for it. 

Preview calls can lead into many different 
products, programs or services.  
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It can lead to a dedicated appointment in your 
practice or to an actual purchase of something that 
you are doing or offering, where they’re clicking an 
order button, entering their credit card information 
and buying something. I think some of the best 
training you can do is to give people small chunks 
to digest through the preview call, and then take 
them onto a week-by-week virtual training. That 
training may be five-part, six-part, seven-part, 
however long you need to get the job done. But it’s 
a clarity and implementation call series that really 
holds their hand and walks them through your work, 
while also giving them a place to ask their 
questions and get support in community.  

The preview call gives people what they need to be 
able to invest in themselves, to say yes to their own 
transformation, and get started with you right away. 

There are five easy steps to being able to craft a 
call like this, so that when you pick up that phone 
you do it most efficiently and get the results you 
want. For most of us, those desired results are to 
give great value, to really make a difference for 
people, to open their world. 

At the same time, we also want to give them what 
they need to say yes to themselves, so that if they 
see that possibility for themselves, they’ll grab the 
opportunity and invest in themselves on-the-spot, 
and not just put it on their to-do list for some other 
time. 
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Here are those five steps to a profitable preview 
call, which I affectionately call "The 5 Ps to a 
Profitable Preview Call." 

Step 1: Positioning 

The first step is positioning, which means that you 
are putting yourself and your work into the most 
advantageous view. 

Positioning itself has five parts, and they all happen 
in the first 10 to 20 minutes of your preview call.  

1. Position yourself. 

In your preview call, you want to position yourself 
for credibility. That makes sense, right? You want 
your audience to see you as credible. For instance, 
earlier in this book, I shared with you that we’re an 
Inc. 500 company, that we’ve done more than $25 
million in sales, with this tool as the driver, in just 
the past six years. And we’ve been able to help 
clients in 134 countries. That’s an example of 
positioning for credibility. So if you have those kinds 
of accomplishments, you want to share them. 

If you’re just getting started in a new area, you can 
create credibility by sharing what you’ve done in 
other work and carry forward testimonial about your 
character, reliability and willingness to go the extra 
mile.  

You can also borrow credibility from the category of 
work you’re in. So if you’re a life coach, you can 
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find awesome testimonials on the difference that 
life coaching, in general, has made for people, 
perhaps for famous people or those in the business 
category that you’re speaking to. 

You also want to position yourself for vulnerability. 
If you don’t, you could seem very high and mighty, 
and people will respect you, but they won’t be able 
to connect with you, and that will make them less 
likely to see you as someone who can help them 
personally. 

To position for vulnerability, you can share what got 
you to where you are. For instance, many people 
can relate to how hard it was when I was only doing 
one-on-one service with my business. And that 
even though I hit that six-figure dream in my 
business, that $10,000 a month, it wasn’t fun, 
because I had no time with my kids, and my health 
goals were not being met. 

You don’t have to have been living in a van down 
by the river or down to your last $20 to share your 
vulnerability. You can lead an outwardly blessed 
life, and still be driven by an intense drive, pain, or 
angst that there’s something more for you to do. 

2. Position your audience. 

In your call, you also want to position your audience 
by showing them that they’re in the right place. You 
can do this simply by tapping into their pain. It’s 
also important that you say exactly what they’re 
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thinking, to use their own words, so that they feel 
understood. 

For instance:  

“This is for you if you’re tired of reinventing the 
wheel all the time.” 

Or if you’re in the relationship arena: “This is for 
you if you’re tired of investing a year, two years, 
with someone, only to end up back at square one.”  

See how quickly that is done? The audience, 
knowing they’re in the right place, settles back to 
listen.  

3. Position your topic. 

Positioning your topic means that you show what’s 
possible from doing your work; you’re sharing the 
transformation that you’re providing.  

This can also be done very quickly. For instance, I 
shared that by doing teleseminars and webinars 
you can create personal freedom and have a life 
that you will love. You can touch people all over the 
world, make the difference you were meant to 
make, and make great money doing it.  

4. Position your talk.  

Positioning your talk is similar to that five-paragraph 
essay format you might have learned in school, 
where you outline the main points that you’re going 
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to cover in your preview call. Point one can 
describe what you’re talking about, point two covers 
why it matters and in point three you can actually 
teach them something they can start with. Then you 
list the fourth point. 

Your fourth point could sound something like this: 
“And then we’re going to show you how you can 
develop your own XYZ, your own lasting 
relationship with your teen, your own system for 
being in charge of your health and balancing your 
transitions later in life. Your own system for the 
relationship of your dreams, or your own practice. 

Or your fourth point could sound like this, “We’re 
going to show you how to turn what you’re learning 
today from interesting information into a lasting 
transformation that really changes your life or 
enhances your business.”  

This will lead you to laying out the plan – your offer. 

5. Position your offer. 

Positioning your offer creates trust with your 
audience. In fact, I call it creating partnership from 
the start.  

To do this, you let them know early – in that first 10 
to 20 minutes – that you’re going to teach them as 
much as you can, and you truly are. But you have a 
limited amount of time together, so you promise 
that, before you conclude, you’ll show them how 
they can get more. 
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This is a beautiful thing, because it lets people 
know that, as much as you’re giving them, it’s not 
the whole picture, and that you are going to be as 
generous as possible in the time that you have. 
And if what you’re teaching is like water in the 
desert for them, you’re letting them know that 
you’re not going to leave them thirsty. There are 
ways to move forward with you. 

The other thing I love about partnership from the 
start is that, like in any great relationship, you’re 
making a promise and you’re keeping it. You are 
going to give a ton of value, and you also are going 
to come back and show them how to take it further 
if they want to. 

That way, when you make your offer, they’re ready 
for it. They were expecting it. And they won’t feel as 
though it came out of nowhere or, worse, that they 
were somehow tricked.  

One of my students, a big name in the personal 
development space, did a webinar with thousands 
of people. Like all of my clients, he didn’t want to be 
salesy or pushy. But he forgot to create partnership 
from the start. He also forgot to turn off the chat so 
that people could focus, and, later, when he made 
his offer, people started to chime in that it was a 
bait and switch.  

Later, he re-recorded the preview call, being sure 
this time to create partnership from the start, and 
he completely abolished that negative perception. 
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Instead, he was a man who made a promise and 
kept it. 

That’s how important it is to position your offer. 

 

Step 2: Pain  
Create the Gap 

Positioning in Step 1 is like an introduction. After 
you’ve spent those first 10 or 20 minutes letting 
people know they’re in the right place, what’s going 
to happen, and that you’re going to take them as far 
as you can but promise to show them how to get 
more, the next part of your preview call is the body, 
the middle, which is about 50 minutes of that 75-90 
minute call.  

Steps 2, 3, and 4 address those 50 minutes. 
They’re a cocktail of having them get in touch with 
the pain that they’re likely experiencing, and then 
creating hope, a promise, something that they can 
aspire to by using your help, all while stocking it up 
with case studies of social proof that show that they 
can have the promise you’re offering. !

In the first element of this cocktail, you’re creating 
the gap between where they are and where they 
want to be. You show them that you understand 
their pain and you understand them.  

I do this when I acknowledge that when you 
become widely known in your field, you may then 
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be running around on planes all the time, not 
seeing your kids grow up. You’re exhausted, but 
you don’t feel that you have an alternative that 
could be as lucrative as what you’re doing now. I 
want you to know I get it. I do. And that’s why I’ve 
written this book to show you a way to use your 
phone and computer to set yourself free. 

 

Step 3: Promise (Hope) 
Share the Promise of what’s Possible 

Once you acknowledge their pain, you move into 
the promise, in order to open their mind to the 
possibility of a new way, a new tool, mindset, 
teaching, system, help, whatever you do. You want 
to show them what’s possible.  

Don’t hold back on your preview call. Make sure 
that it gives great content. Pick a piece of your work 
that’s powerful, and dive deeply into it—I call that 
going deep-dish. Give your audience enough so 
that they can get started with your teaching right 
away. You want them to really feel the power of the 
possibility of your work. 

But don’t reinvent the wheel to do this. Pull that 
content, whatever you’re teaching, right out of the 
work that you’re going to offer. So if you are 
offering a five-part teleseries, you can pull it from 
one of the modules.  
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If you have a book you might pull the content from 
a chapter or two. If you work with people 
personally, pull out a piece of content that you tend 
to cover in your system, whether you’ve identified 
what you do as a system or not.  

However, in order to have this go really well, you do 
want to identify your system. And the great news is, 
you don’t have to create a thing. If you’re already 
making a difference in the world, which I know you 
are, whether you have identified it and put a brand 
or a label on it, or you’re just helping people, you 
already have a system. 

You may not have noticed it yet, but it’s there. And 
one of the things that we do in all of our trainings, 
just so you know, is we start out with two things that 
I’ve already mentioned. The first is finding the 
words to articulate what you do, using the language 
of your ideal client. We always start with that in our 
pre-work. And the other thing that’s really important 
as an entrepreneur is starting to notice your 
system. 

What are the steps you’re already taking to help 
people? Whether you’re being paid for it or not, 
there are certain things you always do or always 
ask people or always give as assignments. Your 
system is already in you. And, as of today, I want 
you to start recognizing it, and understanding what 
it is, because, as you start doing teleseminars and 
webinars, it’s going to be the key to being able to 
help people effectively and have them get even 
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more amazing results, in many cases, than if they 
had worked with you one-on-one. Seriously. 

I know that is hard to believe if you haven’t made 
this leap yet, but it’s true. And I am here to hold 
your hand for it. I promise. 

Identifying and articulating what we call your 
Unique Branded System will also give your 
prospective clients confidence that there is a 
method to your madness and that your system can 
truly deliver the outcome they are hungry for. 

 

Step 4: Proof 
Create Social Proof 

The fourth step is to provide lots of social proof of 
other people who have gotten results with your 
work. And they don’t have to be big names. You 
want to show people in different business 
segments—or depending on what you offer, 
different demographics—so that your audience can 
find someone to relate to. So not only do they get 
the great value of your teaching, but they also get 
to see how they can apply it.  

 

You can create this social proof through case 
studies, testimonials, or success stories. I’ll give 
you a hot tip. I like case studies, because they help 
me show the proof of someone who’s doing 
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amazing things in the specific area that my clients 
are interested in, while I’m tying it into the teaching. 
So I will show how this person used that particular 
point to advance. For instance: 

 

“Many of you have heard of Christine Kane now, 
because she’s got a multimillion-dollar business. 
When she first started, a few years back, we 
worked together and she sent this to me, ‘I sold 
$75,000 in the first week. I applied lots of the tips 
you gave me for my very first teleseminar, and the 
first week I sold over 100 of them. That’s about 
$75,000.’” 

I love it as a case study because you can see that 
Christine focused on the outcome. She didn’t focus 
on the delivery methods: they got this many books 
and this many hours of coaching. She focused on 
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the destination, the outcome. 

You want to make sure that your audience is clear 
on the outcome or transformation that you provide. 

 

Step 5: The Plan 
Make a Smooth Transition to your Offer 

If you’ve spent 10 to 20 minutes positioning, and 50 
minutes creating the pain and the hope and 
showing social proof and getting them started with 
how they can apply what you’ve taught them, now 
it’s time to make a smooth transition to your offer. 

One way to do this is by using a transition point. 
This is the fourth bullet I mentioned earlier—the last 
bullet in the outline that you give when you are 
positioning your talk.  

This fourth point is the slope that transports you 
from your deep-dish teaching into going through 
your system and making your offer.  

To illustrate this, here’s a slide that I often use in 
my talks to make a smooth transition: 
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My transition bullet is the last one, and when I get 
to that part of the talk, I address that bullet by 
letting them know: “This part of the structure is how 
you can attract more clients and close more sales 
with your own Signature Talk. And now I’m going to 
show you exactly how to do that via my five-step 
formula.” 

That’s the transition that lets me make the invitation 
to my offer. There’s nothing secretive about any of 
this. There’s nothing salesy about it. There’s 
nothing unexpected popping out from behind a 
curtain.  

When you lay out your offer and your system, 
you’re doing exactly what you said you were going 
to do, which is showing them how to have a lasting 
transformation. 
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A final word 

When you’re putting your preview call together, 
follow the five Ps, and don’t over-think it. Just fill in 
the blanks with your material, the way I’ve outlined 
above, and it really can be easy to finally get your 
work online.  

I think the real question to be asking yourself right 
now is: Are you stepping over thousands of 
dollars? Are you stepping over helping 
hundreds or thousands of people because you 
haven’t made this leap online yet? 

I’ve taught thousands of people all over the world in 
different countries that selling well from 
teleseminars and webinars does not require 
creativity. I know you’re likely creative, but that 
could be hurting you when it comes to putting your 
work into a sales system. 

This is a system, a formula, a structure, really, that 
you can hang your hat on and put all of your 
creativity into.  

By pouring your work into my structure, you let 
the structure do the selling, then you can be 
free to self-express, to be authentic, to have 
fun, and really to sell a ton.  
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5 Steps to Turn Your Teleseminar 
or Webinar into a 6-Figure 

Online Launch 

As I walk you through these five pieces to having a 
successful teleseminar or webinar launch, I’m also 
going to show you the secret to tripling sales after 
your preview call. If you’ve already led teleseminars 
or webinars, this will ring quite loud for you.  

You might be picking up the phone and having 
great calls and giving great value, and even selling 
or getting appointments, but you are likely leaving 
behind 75% of what’s possible in helping people, 
and 75% of the revenue.  

In step five, I’ll show you some ways to keep the 
sales that you’re making, and also some places 
where people really miss the boat on profits. I’ll give 
you a little hint: it has to do with upsells!  

All five of the steps in this book come directly from 
our program, 6-Figure Teleseminar & Webinar 
Sales System. They are the five modules to the 
system, and you see the system as a whole in this 
book. I’ll show you some tricks and tips that you 
can apply right away in your business, and if you 
choose to take it further and work more closely with 
me on this, before we finish up I’ll show you how to 
join me in walking through each of these modules 
even deeper. 
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Many different types of businesses and industries 
are having profitable teleseminars and webinars. 
For example, as a result of what she learned from 
this formula, Linda Allred, the Bad Habit Belief 
Breaker, had her first $30,000 launch from a virtual 
Weight Off Now program.  

 

Linda told me I could share this with you: she was 
72 when she did this! She started with us at 72 
years old, and she did this right out of the chute. 
She finally got the work online that she’s been 
helping people with for years. She told me that the 
first secret, making your Irresistible Offer, made her 
feel confident and assured, and she actually 
enjoyed doing it. 

She’s doing it with teleseminars, by the way. Many 
of our clients are only using the teleseminar 
element; they’re not adding slides. A lot of their 
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clients are listening on their cell phones, while 
they’re out running around. Webinars don’t work for 
everyone.  

Others feel that they need the visual element of a 
webinar, because it keeps their audience more 
engaged, or their clients are more likely to be 
watching from their computers, or their topic needs 
or benefits from a visual demonstration.  

Whether you use this system for teleseminars or 
webinars doesn’t matter; it works equally well for 
both. 

Another example, Robbie, is a dating coach, who 
teaches men how to flirt. He was about ready to go 
back to the grind and get a job, when he stumbled 
upon using teleseminars. What I love about 
Robbie—and you will, too, if you’re not looking to 
sell something directly, but want to screen people 
for qualified appointments—is that he does 
teleseminar preview calls, and then uses those to 
book people into one-on-one phone appointments. 

He started doing this in 2013, and that year, the 
same year he thought he was going to need to go 
get a job, he did more than a quarter million dollars 
in revenue.  

Rochelle Lawson, The Queen of Feeling Fabulous, 
should definitely feel fabulous. Because in 14 
months she sold more than $92,000. She was a 
nurse when she started learning from us how to 
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speak from the stage. If you’ve already got your talk 
down, you can leverage that, like Rochelle did, by 
using the parts of our system that show you how to 
fill a call, and then to triple sales after the call. You 
can quickly experience the power of being online.  

Again, this is that 10% nuance that pops open all 
the hard work you’ve already done. 
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Step 1: Develop Your     
Irresistible Offer 

The first step to start to bring your work online and 
really be able to work from anywhere—we have 
clients who spend the summer in Europe and bring 
their laptop, leading teleseminars and making 
income while on vacation—is to develop your 
Irresistible Offer. 

That’s right, you start at the end. 

A lot of people think, well, the offer happens at the 
end, I must do that last. In fact, people send me 
their preview calls, big names even, and say, “Hey, 
Lisa, can you listen to the last 15 minutes, because 
my webinar didn’t close sales.”  

And I say, “The answer is in the question, 
grasshopper.” If you think your offer is only 
happening during the last 15 minutes, that’s the 
problem. It should start in the beginning.  

This first piece is not only going to help you do a 
powerful teleseminar or webinar preview call, it’s 
also going to help you if you ever need to introduce 
yourself, or you’re being interviewed, or you’re on 
TV, radio, PBS, or you’re writing a book, you name 
it. 

You always start by knowing where you’re going, 
what your offer is going to be, and then you 
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“reverse engineer” back to the beginning of your 
talk and seed mentions of the offer throughout it.  

Your offer is made up of two parts: 

1. The outcome or transformation that you provide 
and that your prospects are hungry for. 

2. The service delivery. That’s how you provide the 
transformation. This could be an appointment in 
your office, a three-day live event, a weekend 
workshop, a 5-week teleseminar, 10 CD’s, 8 
coaching calls, etc. 

While presenting your offer, 90% of the time 
you want to focus on the outcome, and only 
about 10% on how you’re going to deliver that 
outcome.  

Of course they need to know if they’re going to be 
listening to calls or doing a group program or 
seeing you live, but you don’t want to dwell on that.  

You want to follow the 90/10 rule during your 
preview call, and in your copy during your launch, 
and on any other calls you do. If you follow that 
rule, you’ll see an instant increase in conversion 
right away. 

That’s because...  
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So many people do such a great job in their 
preview call, and give with all their heart, and then 
get to their offer and start getting into the details of 
18 hours of recorded calls and the 212-page ebook. 
We’re all so busy, those details are a heavy weight 
that just doesn’t turn us on. Instead, if you focus on 
the outcome, people will get excited.  

For instance, here’s the kind of ratio you’re looking 
to strike: “I have an amazing training that is going to 
show you exactly how to articulate what you do. 
And a simple system that will help you identify the 
system that you use to get the results that you get 
for your clients, so that you can finally help more 
than one person at a time. And those results will 
happen in just two 30-minute webinars.”  

You want your offer to be irresistible, and one of the 
aspects that makes it so are limiters. This is how 
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we encourage people to buy on-the-spot.  

There are two types of limiters: 

1. Time-based limiters. For instance, a special 
price that’s only good for a limited time. 

2. Quantity-based limiters. A special offer that’s 
available for the first X number of people.  

As I said, you can watch from the outside, but until 
you get behind the scenes, you can miss a lot and 
make a lot of mistakes. So here’s an example of 
something we teach in the course that you can’t 
see from collecting emails and trying to patch 
together a marketing launch: 

On a teleseminar or webinar, don’t do the today-
only time limiter. That’s a limiter that will not serve 
you well, because you’ll pretty quickly see that you 
may do your preview call over and over. You may 
have it available for people to download, or you 
may lead it again, so “today only” can disempower 
people right from the beginning. If they feel like 
they’re missing out from the get-go, they’re less 
likely to accept your offer. 

It’s more empowering for your clients if you do a 
quantity-based limiter: the first X number of people 
get a special price or a special bonus. That way, 
even if someone listens to a playback later or 
comes to an encore, they can still be one of the first 
18 people or the first 250 people.  
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A lot of people have been winging it. They’ve been 
making this small mistake and it’s costing them 
thousands.  

So, that’s step one: Craft your offer so that it’s truly 
irresistible. Focus on the outcome more than the 
service delivery. And be sure to use limiters to 
motivate action, but, for preview calls, stay away 
from the today-only version.  
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Step 2: Craft Your Hot       
Preview Call or Webinar 

Step two is really about creating your profitable 
preview call or preview webinar—that 75–90 minute 
presentation that you’ll pick up your phone and 
do—which we already covered in depth in the first 
half of the book. There are simple, even free 
resources to be able to make it all happen, and we 
will give you all those resources should you choose 
to take it further and go through the system step-
by-step with us. 

The point here, though, is that after you know 
your offer, then you go and craft that preview 
call that gives great content and causes a big 
payday.  

You want to go deep with your content, picking a 
piece that you can really teach thoroughly and that 
lets people get started right away. Show them a 
great part, your best part—kind of like a movie 
trailer, where you get some of the funniest lines or 
most impressive action shots that make you want to 
watch the rest of the movie. You want them to 
really feel the power of the possibility of your work, 
so don’t hold back on those preview calls, and 
provide great, valuable content. The key is to go 
deep on a single part of what you offer, and be sure 
to use the formula that I shared with you earlier. 

That’s step two. First we nail down our offer and 
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our limiters, then we go back and we craft our 
preview call so that it leads seamlessly to our 
Irresistible Offer, including all of the five Ps that I 
shared with you earlier.  
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Step 3: Fill Your Preview call with 
Qualified Leads 

The third step of our 6-Figure Teleseminar & 
Webinar Sales System is to fill your preview call 
with qualified leads. That’s right, you don’t want to 
fill your preview call with just anybody; you want the 
right people, your people, your tribe. And you can 
get other people excited to help you do just that. 

In this chapter I’m going to show you some of the 
top ways that we fill our calls, and these are also all 
of the things that we’ll dive into should you join me 
in our 6-Figure Teleseminar & Webinar Sales 
System training.  

Our top way to fill our preview calls and 
webinars with qualified leads is through 
affiliates, through colleagues who are targeting 
the same ideal client as you.  

I love showing you how simple this can be. 
Everybody thinks they need to land big affiliates 
with huge lists, but I’m going to show you 
otherwise. 

In fact, some of the most powerful affiliate mailings 
come from dedicated smaller groups that just 
happen to be filled with your ideal clients. This is 
very powerful, and it’s one of the top ways that we 
fill our calls, and that we teach and provide sample 
emails and strategies for when we’re showing you 
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how to fill your calls and grow your list and your 
reach fast in Module 3 of 6-Figure Teleseminar & 
Webinar Sales System. 

Social networking is another source of qualified 
leads that should be at the top of your list. There’s 
no secret that Facebook strategies are hot, and 
there are some simple things that we’ll teach you in 
the series about how best to utilize social media. 

The other way we fill our calls is by keeping in 
touch with our own community through email, and 
giving them emails they can forward to others who 
might be interested. I love giving you templates and 
samples to model, and all of that is included in our 
series.  

Video is another avenue. I’m not talking about 
doing a video launch. There are formulas for that 
and experienced marketers out there who are doing 
really great with video. But I find that for those who 
like the simplest route—which is picking up the 
phone and recording a teleseminar according to the 
formula I already taught you—sprinkling in a little 
video can create more warmth. This could be a 
video on a sales page when they go to buy. Or on 
the thank-you page after they opt in. Maybe there’s 
a bit of pre-launch video, inviting them to the call. 

With just a couple of well-placed videos, you can 
give that super modern effect, without completely 
stressing out about scripting everything and getting 
a crew and looking amazing. In our course we’ll 
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give you samples, the scripts, the elements to put 
in, where you literally just plug in your own stuff, so 
that you can easily add videos to your teleseminar 
and webinar launch progression. 

You can also post the videos on social media, 
where they’ll get shared a lot.  

We also use press releases, which are re-purposed 
emails that we’re already using, so we don’t have to 
reinvent the wheel.  

I’m a busy mommy. I started this business when I 
had a newborn and a three-year-old. So trust me, I 
want to show you how to take one simple move that 
puts many different results into play, and have you 
not being distracted by all the bright shiny things 
you could also be doing. 

So remember, fill your preview call with 
qualified leads using affiliates, social media, 
emails, video, and press releases.  

We go deeper into all of the above ways to fill your 
calls, keeping it all very simple by having it all in 
one place. Instead of going out and buying five 
different courses, ours puts it all into a super simple 
model that you can follow. 

Now, you don’t need to use all of the above 
strategies to fill every call, by the way. You can just 
use one or two of these strategies, but in the 
course, you’ll have what you need for all of them at 
your fingertips.  
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Step 4: Triple Your Sales        
After the Preview Call 

 

This is a big secret that even a lot of experienced 
marketers are missing, so you’re going to be really 
glad that you read this chapter. 

To fill your call, you’re going to use a couple of the 
strategies in Step 3, and, if you join our series, 
we’re going to give you the sample templates that 
you can plug in to, so you can easily invite the 
world. 

Now, let’s say that you get 100 people to opt in for 
your preview call or webinar, just for a round 
number. You may be someone who can get 
100,000, so just adjust this simple math for where 
you are in business.  

So, 100 people opt in for your call. That means they 
gave you their name and email address, and said 
they want to be on your upcoming training call. The 
sad truth is that only about 25 to 30% of those 
people will attend. I know this is hard to believe, but 
even though they said they were coming to the 
party, only about 25 to 30% of them will actually 
come.  

So 70 people RSVPed, raised their hand and said, 
“I have this pain, Lisa, I want to come to your call 
on how to create personal freedom with 
teleseminars and webinars,” but then didn’t show 
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up for the call. If only 30 people come, what 
happens for me, is I get obsessed about the other 
70%. They have the pain. They responded that 
they want this, but they didn’t show up. 

So, yes, while I enjoy sales and new clients and 
being able to contribute to and help the 30 people 
who came, I want to know how I can reach the 
other 70.  

Let’s do the math. If 6 of the 30 people bought my 
program at $1,000 each, that’s $6,000, and 6 
people I get to help. That’s great, but if there are 70 
more that would come and listen to the call, I could 
at least double that and have another 12.  

That’s 12 more lives that I could help… 12 more 
people with that transformation. And another 
$12,000 that could support my mission, my 
business, and my life. That’s 18 instead of 6. 
Eighteen people, $18,000, however you want to 
see it. 

Our Strategy for Tripling Your Sales 

We call our strategy for tripling sales after the 
preview call an “email marketing string.” This is a 
series of emails that go out for about two weeks, 
until the promotion closes. Just to clarify a bit, when 
you have your preview call and you make your 
offer, we think of that as the “promotion opening.” 
And then the following two weeks is your 
promotion.  
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The beautiful thing about our system is it’s like an 
accordion. If you want a quick launch we can show 
you how to do it in a week. If you like something a 
little longer, we can show you two weeks. And 
maybe your course isn’t starting for three weeks, 
and you really want to promote the whole time, so 
we have included the formula for that as well. 

The email marketing string is a couple sets of email 
marketing templates that you send out; the first to 
those 70 people who didn’t come to the call, and 
the second to those 24 out of the 30 who did attend 
the call but didn’t invest in your program. 

We call it “excuse me based marketing,” because 
you’re kind of saying, “Hey, excuse me, you 
registered for the call but didn’t attend.”  

And then we do certain things next, such as 
encores of the call or a Q&A. In the course, we’ll 
give you the template for actually having another 
call. We might also have a special quiz that we’ve 
innovated that actually inspires people to listen to 
the call. Again, if they listen, there’s a chance that 
they’re going to say yes to themselves and invest. 

We also use disappearing benefits, which are 
reasons to act now instead of waiting. So even 
though your launch might go on for two weeks, 
there are benefits for people who take action. We’ll 
show you how to do that in the course. 

I’ll tell you, there are a lot of systems out there that 
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incentivize people to wait until the end. We don’t do 
that (well, we actually do both, but any bonuses 
added in later are also given to the people who 
already said yes to themselves and invested with 
us). We really incentivize people to be early 
adopters, to take action. Because we know if 
someone starts out taking action, that’s how they’re 
going to be as your client. We’ve seen evidence of 
this. We can go back and show you that our biggest 
success stories are the people who said yes right 
on the call. They were clicking the button and 
buying when I wasn’t even done with the call yet. 

That’s the email marketing string. And it’s amazing, 
for the slight investment in yourself, in having this 
program and all of our tips on how to fill the call and 
how to double or triple your investment after the 
call, you can see that it’s just ridiculous to even be 
doing anything with teleseminars, webinars, or 
online, without it. Because just one or two more 
clients, you’ll see shortly, is pretty much a no-
brainer. 

The other thing that I’m really excited to have in this 
program is our formula and structure for how to 
have a closing event to your promotion, so that, on 
the last day, something special happens. That can 
be something simple, like a Q&A call, or something 
more elaborate like a livestream. 

Most people don’t realize that however many sales 
you did from the beginning all the way through the 
middle of your promotion, you can double those 
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sales during your closing event.  

So by adding the email marketing string, you 
can triple whatever sales you did on the 
preview call. And then by adding a closing 
event you can double the whole thing again. 

This is the secret sauce. This is getting behind the 
curtain. You can collect every single email of the 
best marketers in the world and you would not 
know what I just told you. You would miss it. 

One last point about the email marketing string is 
it’s simple. You literally change some of verbiage 
that we give you, and just add them into your mix. 

Online Launch Timeline Generator  

I’m kind of jumping the gun here, but I’m really 
excited about a new tool that we’ve just created, 
the Online Launch Timeline Generator. This is so 
cool. You put in your date for your preview call or 
the date that your course starts, and it automatically 
fills in all of the dates for when each of these emails 
that I’ve been talking about goes out. And it jives 
with the email templates we include. So you find 
the email, you fill it in, and you send it out on that 
day. It’s awesome. 

Honestly, I think just for that tool, you might want to 
be clamoring to have this course. It has really 
transformed our business. It’s very, very cool. 
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If this were a preview call, some people would be 
ready to invest in our series, so I would announce 
the link and allow them to sign up. I mean, who am 
I to hold back someone from showing me that 
they’re ready and are going for it and are excited? 
So if you know that this is for you, and you don’t 
even need to know more, feel free to go to the link 
below to invest in yourself through our program.  

www.GetYourWorkOnline.com 

Of course, you can see there’s more to come. A lot 
of people forget the last step, Step 5; it’s usually an 
afterthought. And I’ll tell you again, each of our 
modules, alone, make this course worth doing. You 
may have been doing teleseminars and webinars 
with dismal results, little drips. This is how to cause 
a flood. 
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Step 5: Keep the Sales You 
Made – Stick Strategies and 

High-Ticket Upsells! 

This last step, I like to call the afterglow. It’s how to 
keep the sales you’ve made and enjoy high-ticket 
upsells.  

People get excited, they buy things, and then they 
forget why they bought it and start thinking about 
getting a refund.  

One of the keys to keeping the sales you 
made is to get people started right away. We 
call these stick strategies.  

For instance, one of our stick strategies literally 
comes straight into your inbox right after you 
register for the course. And it solves one of the 
biggest pains that entrepreneurs have, which is 
articulating their offer. With a simple three-step 
process, this email helps you to discover your offer 
and the exact words to communicate it. So that 
when you do your preview call, you know how to 
describe the outcome or transformation that clients 
get as a result of working with you. And then you 
can focus 90% of your time on that as opposed to 
the service delivery. When you’re clear on that 
outcome, you’re not, for instance, just one of the 
million “belief change” experts, or “mindset” 
experts. You are, for example, a very specific, 
accelerated results mindset expert. You work in 
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that specific area. 

You’re going to love this stick strategy, which is one 
of five that we use and teach in our further training. 
With them, you start serving your people right 
away, so they won’t even think about doing 
anything else but going forward with your work. 

Another thing that we’ll teach you, and that you can 
take to the bank today, is the timing of any upsells. 
Most people start their upsells too late. If you’re 
going to be using your preview call to sell into, say, 
a five-part teleseries or webinar series, which then 
leads into a high-ticket upsell, you want to make 
that upsell offer prior to the end of the series. On a 
five-call series, that would be around call number 
four. 

The course includes two simple upsells that you 
can model, so you don’t have to reinvent the wheel. 
They don’t require a website or that you do 
anything significant online, and they can bring in 
very high-level, high-ticket clients that you can help 
deeply. These upsells will pluck out your favorite 
people to work with. 

The first time I did one of these upsells, I had about 
80 people in a teleclass, and eight people said yes 
to the $3,000 offer that I made on the fourth call. It 
added $24,000 and gave me eight amazing clients 
to work more closely with.  

Just remember to think through your upsell in 
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advance, and that’s the beauty of letting us walk 
you through all of this. 

Another new aspect of our training is our email 
series for automated upsells. I'm going to show you 
a simple little page and a couple of emails, the 
thank you page, plus a few things you need to have 
in place, so that when someone clicks the button 
and buys and enters their credit card number, while 
they still have their credit card out, you can say, 
“Hey, would you like some coaching too?” or 
“Would you like to add this other program?” 

I’ll also show you our downsells. If they click and 
don’t buy, maybe they want to buy something that’s 
a little less expensive or something more 
elementary. This is something that I have been 
experimenting with and been very successful with, 
and most people doing online sales are not doing it. 

Now, if you’re just getting started, you don’t have to 
do all of this at once. But when you see how simple 
it is, you might think, you know, why not? It’s a 
couple of little emails, one little page, not a big long 
sales letter. And we’ll give you the templates, so 
you’ll have this in your arsenal. 

Those of you who are already out there being 
successful, wow. You’re going to be like all the 
people that you hear from who do our work. You’ll 
be saying, “Wow! You changed my life. Thank you!” 
And honestly, I’ve got to tell you, it’s what I live for. 
It’s my honor. It really is. 
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Finally Get Your Work Online 

That’s our system. Again, the five steps to having 
your own 6-figure teleseminar or webinar, and what 
we’ll cover in the corresponding 5 modules of the 
class are: 

1. Crafting your offer so it’s truly irresistible 

2. Creating your profitable preview call 

3. Inviting the world to your preview call 

4. Tripling sales (or more!) after the preview call by 
using the marketing string and the strategies that 
we’ll give you 

5. Keeping the sales you made, plus structuring in 
high-ticket backend upsells, both in the course and 
online right after they buy 

How am I going to teach you all that? It might feel 
like a lot, as though you’re going to be drinking from 
a fire hose. The great news is that it’s not. It’s step-
by-step. Of course, there’s no magic pill. You’ve got 
to follow the steps. There will be some emails to fill 
in; you use our models and then fill them in for 
yourself. You’re definitely going to have to cross 
that bridge of getting online. But we’ll give you our 
step-by-step technical guide on how to make that 
simple. I’m going to recommend that rather than 
learning all that yourself that you get some help, a 
virtual assistant. 
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We have resources for all of those things, and our 
resource guide comes with the course. But you also 
get our technical, how-to-get-it-done guide.  

The other great news is that I walk you through the 
course. Here’s exactly how it works. 

Upon registration, you get immediate access to our 
Pre-Course Accelerator with two powerful 
exercises. Having these two things will set you up 
for success, and frankly change everything to make 
doing business and selling without being salesy 
easy. You will be blown away. Just from doing the 
pre-work, most people feel that they got everything 
they paid for. 

The first exercise will help you finally find the 
words to say what you do, like a dog whistle 
that only your Ideal Clients can hear. Having 
the right words is the key to filling your teleseminar 
or webinar with exactly the right people.  

The second exercise helps you discover your 
own Unique Branded System. This is the system 
I referred to before, that you are uniquely using to 
help people. You don’t have to create it. It’s already 
there. But I have a system to help you see it. And 
this is the key.  

Before I had my breakout year and started using 
teleseminars and webinars, I was doing about 
$100,000 a year as a coach, one-on-one, in 
Tucson. My kids were little, my then-husband was 
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becoming a heart surgeon, so he was in fellowship. 
When I had this breakthrough and realized that I 
had a system and I could coach more than one 
person at a time because of it, it’s going to be hard 
to believe this, I went from $100,000 in sales to 
$2.2 million in sales just 10 months later. 

Right before that, I was where a lot of you are. I 
had business cards in a shoebox; I didn’t have an 
e-zine. I had just met a VA who was going to help 
me. She’s still with me today, thank God, more than 
six years later. I was just starting out. So I want you 
to know I know where you are, and I know exactly 
the steps that you need to take. 

Think of this like a 90-day program. You’re going to 
get the pre-work, and then you’re going to have five 
modules that you’ll get access to one by one. There 
will be a webinar for you to go through that’s pretty 
brief. I try to keep them to 30 to 45 minutes. It’s 
going to walk you through the material, along with 
any needed worksheets, so it’s kind of like doing 
the homework first. This is my trick to get you to 
really, for the first time, crack this thing open and do 
every piece. 

You do that, which is almost like reading the 
chapter ahead of time, and then we get on the 
phone and sort it out together. So you’re going to 
have a series of five 90-minute calls with me, as a 
group, so you can learn from the other people in 
the course, and you bring your questions. You can 
ask me questions about crafting your offer, about 
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your preview call, your talk title, how to structure 
the call. Ask me questions about filling your call, 
about tripling sales, upsells, stick strategies. All 
these things we talked about in this book, but at a 
deeper, more specific level. We’ll walk through that 
together, plus you’ll be able to support each other 
and learn from each other as well.  

For each of the modules you’ll do some of that brief 
pre-work by webinar in our online membership site, 
and then we’ll have our call. So far, in five years, 
I’ve got an amazing track record of answering every 
question. I have no doubt that I will be able to do 
that again. Plus, everything on these calls is 
recorded and transcribed so if you have a busy 
schedule, don’t let that stop you. You can submit 
questions in advance and I’ll answer them live and 
you can listen to the playback at your convenience. 

And then, as a bonus, you’ll have a second 
opportunity to train with me live, which I personally 
love, by joining us at our Live Speak-to-Sell event. 
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We’ll send you the registration info for that today 
too so you can select your date and confirm your 
seat. It’s a bonus ticket, so we will actually be 
selling it later on its own for up to $3,000. I really 
recommend that you just commit right now to 
joining us for this invaluable training.  

You’ll already have this 6-Figure Teleseminar & 
Webinar Sales System under your belt, so we’re 
going to come together live, have a ton of fun, 
network and learn with people from around the 
world while you create your Signature Talk. You'll 
leave this live training with everything you need to 
take advantage of the most powerful marketing tool 
around: Speaking! I’ll show you how you can take 
this knowledge that you’re getting here about 
hosting your own profitable teleseminar or webinar, 
and take it to a live stage with your Signature Talk 
and the same Irresistible Offer that you offered in 
your hot preview call. And while the 5 weeks in this 
teleseminar and webinar training is whole and 
complete in and of itself, many of you are going to 
want to think of this more like a 90-day program 
that includes this live Speak-to-Sell training so you 
can really ramp up your sales and expand your 
reach on and offline. 

So you might be wondering, Lisa, what’s the 
investment? How are you going to show me how to 
get all this done?  

If you were to go my main website you’d see the 
investment for the self-study version of this 
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program is $2,000. At that price this step-by-step 
training is an amazing value because just one 
teleseminar or webinar could pay you back 
immediately multiple times over. 

You could certainly wait and get it when you’re 
“ready.” But let’s face it. Are we really ever ready? 
Was I ready when I was sitting in Tucson with a 
newborn and a three-year-old? No. You’re never 
ready. And if you wait until you’re ready, you will be 
getting ready to get ready for a very long time. I 
know you know what I mean. 

I want to collect those of you who are willing to just 
be ready. You’re ready to have this. You’re ready to 
give this to yourself. You’re ready to finally get your 
work online and really be able to reach people far 
beyond what you’re doing now. And because you 
are reading this, and because you’re taking action 
now, I know you’re someone who’s going to really 
do this. 

Our online home-study course sells all year long for 
$2,000 on our website. People buy our home-study 
course for $2,000, and you get a bonus ticket so 
you can come out to our live training event so that I 
can actually work with you in person. Tickets to our 
live trainings run up to $3,000 as a stand-alone 
item, but it’s included with this program. So 
between our online home-study with immediate 
access, and our live-training that you will get a 
bonus ticket to, you would be investing about 
$5,000. Factor in the additional bonuses – the Pre-
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Course Accelerator training and the Automated 
Launch Timeline Generator Tool – and all of this 
adds up to far more than a $5,000 value. 

You can buy 6-Figure Teleseminar & Webinar 
Sales System online at any time for $2,000, but 
right now, for trusting yourself and taking fast 
action, I have a special offer for you where you can 
save thousands of dollars. You can get started 
today for just 4 easy payments of only $297 - or if 
you want to save an additional $200 you can make 
1 simple payment of just $997 for a total savings of 
$1,000 off of the regular price of our home study 
course. 

To get started, simply visit the link below and select 
which option is right for you. 

www.GetYourWorkOnline.com 

I’m going to walk you through the material. Our five 
modules you’ll be able to self-study one-by-one. 
The webinar is kind of like doing the simple pre-
work, and then bring that to the call and literally do 
the homework with me. We will walk through; we 
call them clarity and implementation Q&A calls. We 
will have a series of five 90-minute calls to walk you 
through the modules. So, literally, if you can put 
those into your schedule, plus a little bit of time 
prior to that to go through the simple way that we 
lay this out, you got it made. 

You’re learning my teaching style now. Right? You 
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know how to get that preview call started; you can 
see what it takes to do a teleseminar. So imagine 
us having this, but with an open line, being able to 
do Q&A. And also being able to have worksheets 
and the walk-through webinar on bite-sized topics. 
You can see how powerful that will be for you.  

We are also including our brand-new Automated 
Launch Timeline Generator Tool, which I told you 
about, where you plug in the date of your preview 
call or the date your course starts, and it just 
populates everything you need to do. It’s awesome. 
The Automated Launch Timeline Generator Tool is 
absolute gold. 

 

And if you want to have some passive income 
coming while you’re sleeping, my brand-new upsell 
and downsell sequences are included. People click 
on your offer and literally the upsells and downsells 
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are happening. They're buying a second item, or 
maybe trying something different or adding a 
coaching package. You’ll be shocked at the results. 

I resisted these for four years, and when I finally 
added them, I was shocked. What was I thinking, 
resisting them? I don’t want that to happen to you. 

The question to ask yourself is what’s the cost of 
not going for it now? Of just waiting a month, two 
months, three months, another year, another two 
years, another five years. There will be people who 
say yes to this, who will be in your inbox offering 
you their teleseminar or webinar, and you’ll be 
looking at that email and collecting it and saying, 
one day I’m going to be like them. But you are here 
now, and you could be like them now. 

I know you might be thinking, “Hey, Lisa what 
about…” So here are a few questions I commonly 
get before people say yes to themselves and 
transform their lives, which is really what this is 
about. 

“What if I’m just getting started?” 

Some of my new clients know that they have 
something to offer, but they still need to clarify it. 
That’s why we start you out with the pre-work. Let 
me give you an example.  

Elizabeth Purvis said, “I just have to share how 
transformative your program was for me. I bought it 
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when it was first offered because I knew my online 
success depended upon my ability to create value-
rich preview calls that sell. I’m a speedy 
implementer, so within just a few weeks I used the 
training to offer a new four-part teleseminar. 
Results? $8,000 in sales, including $3,000 I never 
would have made without your authentic upsell 
strategy. 

 “This was with a very small list. I just had 200 
people on my preview call. What I appreciate is 
your philosophy of ‘build the plane while you fly it.’ I 
could have waited around until my program was 
perfect, but instead I got paid to develop a lucrative 
training for me and incredible transformation for my 
clients. The first offer has become one of my best-
selling signature programs. I’ve used your 
techniques in all of my online launches since. And 
in my most recent launch campaign generated over 
$60,000 in revenue. Thank you, Lisa.” —Elizabeth 
Purvis, the Marketing Goddess. 

We love helping salespeople, helping marketing 
people, helping those of you that have been 
speaking and traveling and want to get it online. So 
if you’re just getting started, we can embrace you. 
We have what you need. We know how to show 
you how to build the plane as you fly it, meaning 
making money as you make this happen. 

If you’re experienced, here’s a great example: 
Alexis Neely has her own teleseminar program. 
She’s a lawyer and a business mentor, but, 
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specifically, she has a business that helps lawyers 
to get more clients.  

She writes, “Over the past four years I’ve sold over 
$2 million worth of products and services using 
teleseminars, and I even offer my own teleseminar 
training program. Because I’m always focused on 
getting better results, I decided to check out and 
use Lisa’s system, and damn. I wish I had Lisa on 
my team way back from the beginning! In a recent 
re-launch of one of our programs, using Lisa’s 
system, we saw a 66% increase in sales that in the 
past we would have left on the table. Thank you, 
thank you, thank you, Lisa!” 

This is an example of that 70% that I told you most 
people are leaving behind. Here’s someone who 
had done more than $2 million in sales, she’s 
experienced, and you know, poof, she would have 
left that 66% behind, had she not put in the simple 
string that’s included in this program. 

If you’re not clear on your platform, you’re not clear 
on how to brand yourself, your name, that’s really 
where we start. I told you about Christine Kane 
earlier. She didn’t even have the Uplevel Your Life 
brand when we first worked together on this.  

The fact that it’s now a $2 million business, I want 
you to hold as a strong possibility for yourself. 
She’s an artist; she’s a creative. She’ll be the first 
one to tell you that she loves our step-by-step linear 
system.  
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What if I work one-on-one with people? 

What if you’re a chiropractor? What if you’re 
helping people in your office? I’ve got a nurse 
practitioner, who has a hormone balancing clinic in 
Dallas, who started to put these systems into her 
one-to-one, brick-and-mortar practice, and she has 
become a multimillion-dollar business, leveraging 
herself with the use of teleseminars and webinars. 

Another example is Tracy Lee Jones, who’s the 
founder of the Feminine Business Model. She was 
doing one-on-one coaching and purchased this 
program to help her with her first teleseminar, and 
she followed it step-by-step. She says, “I launched 
my first group coaching program and made 
$42,000 within 21 days. I’m still kind of in shock at 
the incredible return on investment.” 

What if I don’t have a list or a product? 

This is the best way to build your list. If you don’t 
have a product, you can use our simple steps for 
creating your first information product from your first 
teleseminar. Doing a five-part teleseries organizes 
your thoughts to create that info product. 

We’ve got people teaching others how to talk to 
their animals, how to heal themselves, how to have 
great relationships with their kids, parenting, every 
kind of relationship, work life balance, HR, 
leadership, you name it. They are using 
teleseminars and webinars and our system to 
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finally get their work out there and stop being a 
best-kept secret. 

If you have a team and love to delegate, what 
better way than to delegate a system where you all 
have the same playbook, and the team can be 
putting your vision into action. 

Is there a guarantee? 

We offer an “I love this training” guarantee. Nobody 
usually takes advantage of it, but we will give you 
till the end of the second training call, the clarity 
and implementation Q&A call with me, to email us 
and we will refund you, no hassle. 

You wouldn’t be able to participate in the third, 
fourth, and fifth calls where you’ll learn our simple 
strategies for upsells and how to triple sales after 
the preview call, and trust me, you’re going to want 
those things too. So don’t come in to try it. Come in 
to do it. Come in committed. Come in saying, “I love 
this, this is what I’ve been looking for all in one 
place,” and give this gift to yourself. 

If you’re ready to say yes, just go to 
www.GetYourWorkOnline.com and give this gift 
to yourself. Don’t over-think it. All that’s going to 
happen when you start to consult the “little me”—
the part of your brain that tells you “You don’t have 
time, what are you doing? You didn’t use the last 
program”—that is what blocks you from everything 
great in your life. If you want to invite pursuit and 
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inspire people to take on-the-spot action, then the 
number one thing you can do is do that yourself. 
Start trusting your inspiration. Start taking on-the-
spot action. When you start, the people around you 
will start. It’s amazing. I call it Business Karma. 

Any regret you have, if you trace it back, you 
probably over-thought something and didn’t do 
something you wish you had. Just trust yourself on 
this. You’re here and the truth is, you’ve already 
done the heavy lifting by becoming the expert you 
are. You’re 90% of the way to making the 
difference and the money you know is yours to 
make. You just need to add this structure, this 10% 
nuance to make it all finally pay. 

I can’t wait to give you a big hug at our next live 
Speak-to-Sell Bootcamp. Just so you know, by the 
way, if you can’t make it out live, register anyway 
and do this teleseminar and webinar series with 
me. It has everything you need to make those six-
figure online launches a reality. The event is a 
bonus ticket; you don’t have to come. The course 
itself is $2,000, and you’re getting it for $997. And 
then see if, over time, you can work it out to come 
out to the live event. The networking is incredible 
too, and you will make connections with other 
amazing experts who can host your teleseminar or 
webinar to their audience (see how that works!).  
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Your BEST Next Move 

I want to wrap up by saying that I’m proud of you. It 
takes a special person, a really transformed 
person, to be willing to say, “Okay, I know I’m an 
expert in this certain area, but over here in building 
my sales conversion machine, I’m not an expert. I 
know there’s something I can learn and there’s 
possibly a new way.” 

This is the new way. This is that piece that can take 
all of the amazing expertise that you have and 
really open it up for you in a way that can change 
your life, and so many lives that are waiting to be 
touched by you. Let me guide you to what’s 
possible: 

Making money and a big difference at the same 
time. 

Expanding your reach and helping more people. 

Simplifying your business so you have more time 
off for yourself, your family, for travel and for fun. 

And truly experiencing personal freedom while 
creating a life and lifestyle you love.  

Nothing transforms until you say yes. All you need 
to do to get started now is just visit us at 
www.GetYourWorkOnline.com and enroll. It’s 
quick and easy, and you’ll feel so full of possibility 
after giving yourself that gift. 
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Thank you for stepping into your own greatness. As 
you can kind of tell, I would implode without you. 
It’s an honor to share these gifts with you, and I’m 
excited to have my work support your work so that 
you can get out there in such a big way. 

 

www.GetYourWorkOnline.com 
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About the Author 

Honored as the 2013 Extraordinary Entrepreneur of 
the Year by Women Online Magazine, recipient of 
the coveted eWomen Network Foundation 
Champion award for her generous fundraising, and 
ranked on the prestigious Inc. 500/5000 list of 
America’s Fastest Growing Private Companies for 
2 years in a row, Lisa Sasevich "The Queen of 
Sales Conversion" teaches experts who are making 
a difference how to get their message out and 
enjoy massive results, without being salesy. 

Recognized sales expert by Success Magazine, 
Lisa delivers high-impact sales-closing strategies 
for turbo-charging entrepreneurs and small 
business owners to great profits. 

According to best-selling author Brian Tracy, “Lisa 
Sasevich is one of the greatest discoveries in 
America today!”  

Kym and Sandra Yancey of e-Women Network say 
that “without question she is brilliant at teaching 
others how to leverage their unique gifts and 
qualities and convert them into a financial windfall. 
She is one authentic, heart-centered expert that 
delivers in spades!” 

Robert Allen, author of multiple New York Times 
Best Sellers says, “She added a zero to my income 
today just by watching her. Lisa Sasevich. Watch 
that name and whatever you do, be part of what 
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she’s doing. You’re going to love it.” 

After 25 years of winning Top Sales Awards and 
training senior executives at companies like Pfizer 
and Hewlett-Packard, she left corporate America 
and put her skills to the test as an entrepreneur.  

And in just a few short years, Lisa created a multi-
million dollar home-based business with two 
toddlers in tow. Lisa really is the undisputed expert 
on how to make BIG money doing what you love! 
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