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Episode Transcript 

[MC] Welcome to the Limitless Women Podcast. Our mission is to help women business owners like you 
grow profitable businesses and actualize your opportunities to serve and give to yourself and others. 
Here's your host, the founder of Limitless Women, Laura Gisborne. 

 

[Laura Gisborne] Today’s episode is from a webinar I hosted when we were all asked to stay at home 
because of the coronavirus outbreak. We’re sharing this with you as a podcast episode, as the training is 
packed with great resources and business tips that you can use to grow your business no matter what is 
happening in the rest of the world. Enjoy the episode! 

 

 [Laura] Good afternoon and welcome. I'm so glad that you're here and thank you so much for taking 
some time to connect with me personally and to work on how to grow your business right now. 

It's an interesting time -- thank you, Sheryl. It's an interesting time in the world, isn't it? For those of us 
who've been around for a while, Scott and I have been really just grateful and feeling so happy to be home 
together, enjoying a little more time together although it is interesting, and I agree it's an interesting time. 
What we were reminiscing on this week was that we got married on Y2K, if anybody remembers what 
was happening in the world at that time. We always joke about the fact that Scott and I got married ten 
weeks after our first date, so you can check me on this. Our first date was October 15, 1999 and then we 
got married January 1, 2000. The night before we got married, we had an awfully fascinating evening, just 
sitting there, wondering what was going to happen in the morning when the whole world went to 
whatever it was going to go to with the computers, not being able to work on Y2K, and it all worked out 
just fine. 

We're all grown-ups here, so you guys probably know where you were not much longer after that. I 
remember where I was when I got called early in the morning and a girl friend said, "I know you don't 
watch the news, but you need to get out of bed right now." I got up and turned on the television and 
watched the Twin Towers go down. It's pretty tough stuff and the world did shift. We shifted in a lot of 
ways after 9/11 and some things we don't love and other things we're really grateful for that we've 
learned in hindsight. 

Moving fast forward because I'm giving you a 20-year history with Mr. Gisborne and I as business partners, 
in 2007, we were watching the economy start to crash. It didn't just crash in 2008 for us. It started to 
really trickle down and we started seeing this happening with tourists and travel. There was a lot of 
strange things happening. I told this on the class this morning, so I apologize for being redundant for those 
of you that were here already with me earlier today. I have had nine companies since I was 23 and I've 
sold six of them and nobody ever asks me about the math. Nobody ever says, "Okay. Well, you sold six of 
your companies. What happened to the other three?" I think this is a good time to bring this forward just 
because nobody has asked, but I would be happy to tell them. Two of the businesses that I count in those 
nine businesses, we still have.  

 



 

 

We have Legacy Leaders and Limitless Women and all of that good work that we're doing with 
philanthropy and business growth, which is what brings you and I together today, and then the other 
business is a real estate business. It's going to be interesting to see how that affects that for a while. It'll 
probably affect it for a while, but we'll move through like we always do. 

The third business that we don't really talk about is the business that we closed at the end of 2007, 
beginning of 2008. I've had lots of takeaways of why we closed the business, but I can tell you that what 
is important here is that it wasn't easy from the beginning and there's a different thing where things are 
flowing and when they're not and there was a lot going on in the world. So if you're in a position where 
you're starting a new business, you're going to want a different approach to those of us that have been 
in business for a little while today, so I think that there'll be value for you in either perspective. I don't 
know how many people are here. We had like 55 people register this morning, so I'll answer any questions 
that I can. If you want to write them in the chat, I'll answer them as I go along or I can answer them at the 
end as well. We have 90 minutes, so whatever amount of time you have, pop in and hop in. Let me know 
what it is. Go ahead. If you know that you have to be off early and you have questions, please don't wait 
until the end to ask them. Ask them as we go along so I can make sure that I take care of you. 

All right. Here's what it is, my loves. It's never been a better time for business. I know that that sounds a 
little strange given what the context of what I was just sharing with you. What I mean by that is that when 
things are disrupted, when there's a big disruption in the world, it creates an opportunity for innovation 
and it creates an opportunity to solve problems that weren't there before or we didn't see them before, 
so what's available is that we start to see things in a new way. My first marketing mentor was Fabienne 
Fredrickson. I remember her saying this. I just love this quote so much. She said, "When I need cash and 
I'm really looking for how to do that, it doesn't usually come in a check in the mail." Nobody gets mail 
anymore. "It doesn't come in a check in the mail. It comes as an opportunity." I was really thinking about 
that this morning, how much of an opportunity we have right now to be the creative, innovative people 
that we are. 

Everyone on this call who is an entrepreneur -- you are an entrepreneur or else you wouldn't be here -- 
has a little bit of what I consider a superpower and that's having the ability to go ahead and see a problem 
in the marketplace and see a solution that others don't necessarily see. This is a place where we really 
want to put our thinking caps on and think about how can we do things a little bit different. For a lot of 
us, myself included, what's happening right now is I believe more on the spiritual level that we're being 
invited to look at the things that we might have put our head in the sand about because we can get in 
business and get into our comfort zone and keep doing the things that we know and just keep going and 
going and going and that's different than what's being called for right now, which is for us to actually get 
out of our comfort zone and get to the edge of what we already know and start adopting and adapting to 
a new way of doing business. 

For those of us that have been doing business from home for a while, it's not that much of a difference, 
but for a whole lot of people, it's going to be different. For those of us that have been doing business from 
home, we need to get clear about what it looks like to network in a digital fashion instead of just getting 
out of the house, so networking is one of the most important things that we can do to build our business. 
I know many of you are like me who are eWomen members and love the Dames and love all the different 
places that we go to actually connect with our fellow peers.  



 

 

What's going on now is those people are still around. They are just online. They're not going to be in places 
where you're going to meet them in person. So what are the promises for today's call? Tyra, yes, we're 
on Zoom webinar. 

One of the promises for today's call is to really talk to you about what's effective networking and what 
can you do from home. What does it look like to actually build relationships and how those relationships 
actually tie into your marketing and then how your marketing ties into sales with ease. It's kind of a lot of 
content in a short period of time and I'll do my best to really just give you the integration of why I'm 
teaching you these three things specifically and how they result in you getting more clients and more 
customers. Is anybody interested in getting more clients and more customers? Please type "yes" for me 
if you are looking for more customers. Yes, okay, good. I'm so excited. All right. 

One last thing about the current state of affairs and that is that there's a man named Robert Schuller. He 
was a reverend. He's passed away now, I believe, but one of his sayings was, "Tough times don't last, but 
tough people do." What I want to say to you is that I feel that the way we as women -- and Josh, thanks 
that you're here. If there are other gentlemen with us, thank you for being here with us as a Limitless 
Women Community. The way that we do business is actually what's going to make us succeed now.  

The way that we are tough, if you would use that term, "Tough times don't last but tough people do," 
what we do is we allow ourselves to get vulnerable. That's a place that's a little scary for us. We allow 
ourselves to share. We're big on collaboration. We're big on partnerships. This time more than ever, that's 
going to be the key to you really blowing up your business. If you're really growing your business, it's how 
willing are you to get vulnerable and ask for partnerships, how willing are you to get out there and ask for 
referrals, how willing are you to put yourself out there with your marketing. 

The first form that I have for you here was this One, Two, Three, my business model. It's so simple. You 
guys have seen this probably before if you've worked with me or part of our world. What I want you to 
think about is that every business in the world, it simply serves customers by providing a solution to a 
problem. I don't want to go into what it is, but if you look at your business, you've got a customer who's 
your ideal client or customer and the more you know about that person, the better off you are. The real 
focus on that is the who. Who is it that you're uniquely designed to partner with? Number two is what 
are they struggling with? What's the problem that they have that you have experienced in wisdom and 
just knowledge and resources to help them? The third thing is how do you uniquely partner with them? 
What I mean by that is what's great about our business -- let me just give you our Business Model One, 
Two, Three and then I want you to write this out for yourself whether you have a form or a piece of paper. 
Who we work with are mature women entrepreneurs who are very purpose-driven. They're very smart 
and they're very focused. What they're really struggling with, their number two, shows up in two ways. It 
shows up in either they have cash flow but they're not profitable. 

They might have a sustainable business model, but they haven't gotten the profitability figured out or 
they struggle with really feeling like they never get it all done. No matter how many hours they work, no 
matter how much they do, they always feel like they're not where they want to be or where they should 
be. The way that we uniquely partner with them is that we -- I love personal work. I think there's a lot of 
people out there that have followers and keep themselves at a distance. For me, it's so joyful to be with 
you. It's one of my great pleasures.  



 

 

I think it's where we stand out in the marketplace, is that we truly partner with our clients and our clients 
become friends and our friends become clients. It's a really juicy place, but what we do is that we take 
the 30 years of what's tried and true in business in my experience over nine companies what works and 
we integrate that with their superpowers and what they're special about and what they're doing in the 
world and create a new way for them to be seen and heard.  

How many of you would say that you struggle with either finding profitability -- you don't have to say 
which one it is -- or feeling like you never get it all done? Can you just let me know? Just say "yes" if you 
feel like either one of those things are issues for you. Both, okay, cool. Thanks. Yes, thank you. Thank you, 
Christine. Thank you, Ann. Thank you, thank you, thank you. Yes, okay, good, so now I know who's here. 
Thank you, thank you, thank you. All right. Beautiful. Oh, Felicia, I love you so much. Thank you. I'm glad 
things are better since working with me. Thank you. I'm honored. Thank you, Pamela. 

Here's the piece. What I want you to look at for your own business model -- and I know some of you are 
like, "I've got this. I've done it." Do this little exercise. Write this down and write down who it is that your 
business serves. You can do it right now while we're on the phone, but this is something again where 
you've got some quiet time. The more that you spend time and attention honing the details -- one of our 
company's core values is love and we elaborate on that to say that love is in the details, so we really look 
at all the places that we can love on you and touch you and have you feel special and nurtured. I want 
you to think about in your own business model really who your business serves, what do you know today 
in March of 2020 that you didn't know when you were crafting your elevator pitch. 

When I hired Fabienne back in 2012, I paid her $15,000 to join one of her programs and I said, "Listen. All 
I need is this thing called an elevator pitch. This is what everybody keeps telling me. I don't know what 
that means and what it is, but clearly I need one because I have no idea what that is." It was a very 
formulaic thing and I never used it. You guys know, if you've been friends of mine for a while, I always say 
when somebody asks me, "What do you do?" I say, "I do a lot. How about you?" This place of connection 
is not about having an elevator pitch, but what it is about is having you be positioned in strong and 
grounded in what you know so when you do this exercise for yourself of who your current favorite people 
are that you love to work with and what you know about them and what their struggle is, what their top 
of mind struggle is -- the bigger mission of our work is to heal the poverty consciousness of women 
business owners so that they can join us as philanthropists and share the resources around the world. 
That's not what people hire me for, so I want you to understand that you're looking at what are they 
struggling with, what's present of mind for them. That's what I'm saying. The place around profitability or 
cash flow is present for our clients. Really what's usually underneath is a whole another conversation, but 
what we want to do is meet them where they are and to be able to love them through whatever that 
struggle is and partnering in a way that they know that they're seen and heard and they know you get 
them. Do you guys have any questions about the business model piece? Going once, going twice? Okay. 
Perfect. Thank you for sharing, those of you that want to hone this and tune it up. 

What I want you to do is to get clear on that so that when you are networking, you can be quick with your 
language of who it is that you serve and what you do. You want to be able to get that down to a sentence 
or two and it needs to be authentic and present, and this is another thing too. Most of us are women who 
serve women. We have a little bit of a bullshit meter, pardon my French, but we do.  



 

 

 

When things don't feel resonant for us, we're not always sure why or how, but it makes it difficult for us 
to do business with someone. So when I go now into what it looks like to network, what that looks like 
with your marketing, what that looks like with sales, I want you to be thinking about again, your clarity 
and your groundedness in yourself is so important. We're all doing the best we can. How it shows up one 
day may be a little different than how it shows up another day. I had an invitation a couple of weeks ago 
to speak with a television producer. 

A girl friend of mine has a show that was picked up by OWN and she wanted me to speak to the producers 
of Lionsgate and I had a great conversation with the producer. It's funny because when we got to the end 
of the call, I said to her, "What do you need in your business and how can I support you?" She just started 
laughing hysterically. She was like, "I cannot believe you just asked me that." I was like, "Well, I'm a small 
person in the world but I have a lot of friends and I know a lot of people." She's like, "No, it's not that at 
all." She said, "I just have never had anybody ask me that. Everybody wants something from me. Nobody 
asks me, 'How can I help you?'" 

I thought this is who we are. This is who we are as women entrepreneurs, is we love to support each 
other. We love to connect, so I'll tell you, this really ties into the Sales with Ease conversation, not that I 
was trying to sell her something, but just building the rapport, building the relationship, giving first and 
really being of service and being the energy. I said to her -- let's call her Michelle. That's not really her 
name, but I said to her, "Michelle, if I heard you correctly, these are the projects you're working on" and 
I repeated back to her the things we had talked about, "and this is the talent that you're looking for for 
these specific projects. Did I get that correctly?" She said, "Yes." Well, that's actually step four of our Sales 
with Ease process and when we get to that, you'll know what I'm talking about when we come back to it. 
It was interesting because I said, "Great! Well, I have some resources that may be of use to you. Would 
you be interested in having them?" She said, "Yes." So it was interesting how the stuff I'm teaching you 
today, the stuff around the effective language of building relationship -- and some of you are so masterful 
at this, so again, thank you for being here with me and just supporting the work and supporting the love 
for others. Some of you really could be teaching this class, but for me, what I find is that some of this 
language, these tiny distinctions make an exponential difference in your life and how you show up in the 
world and what kind of results you get in the world. That's what we're looking for. We're looking for those 
tiny details. To be continued with Lionsgate, by the way, I'll tell you what's gone on there later.  

Here's the deal. We know who, what, and how, who we're serving, what they're struggling with, and how 
we support them, and that allows us to network effectively. That allows us to be able to get out and say, 
"Tell me about you. What do you do? How can I help?" just that conversation and that can be done -- I'm 
getting so many Facebook messages right now and I'm putting out so many Facebook messages. I think 
this is the piece that I want you guys to really remember. A lot of you know Jacob, my son, my little 
scientist. He's a geneticist now, but when he was in college, he took a job selling books door-to-door. He 
worked for a company called Southwestern. They've been in business forever. His quota was to knock on 
80 doors a day -- 80 doors a day. I thought about that this morning as I was trying to get ready for you 
guys and teaching this class and I thought about, wow, what would our businesses look like if we did 80 
reach-outs a day? 



 

 

Now, there are a lot of great things happening with automation. There are a lot of great things that we 
can do with our list. There are a lot of great things we can do with social media, but I'm here to tell you, 
you have right now in your telephone and in your Facebook friend group and in your -- hi, Lynn Bruce. I 
love you -- and in your LinkedIn group and probably on Twitter. I haven't gone on Twitter, so I apologize. 
I can't teach you anything about Twitter because I'm no good at it. I have about 6000 people there, but 
we just link it together, so let me just say that as an aside.  

The places that I do know where we get clients and we get connections again and again and again are 
Facebook and LinkedIn and now, it's becoming Instagram for us. People are DM-ing me. They're sending 
me messages and we're trying to figure out -- luckily, Erica is here from LA over the last few weeks. She's 
helped me like, "How do we get this on Instagram?" We figured it out. 

This leads me into the next step or the second thing I want to teach you about, which is marketing, what's 
current and relevant and what can you do. What you can do is be consistent and be adding value with 
your marketing. Here's the deal. We have this idea that all these cute quotes are going to do it. I don't 
think so. I like the quotes and I like to make them. I just made a really cute one you guys are going to see 
on my social media this week, but that's not what people engage with. People engage when you're doing 
this kind of stuff where you're teaching classes, when you're adding value, when you're doing Facebook 
Lives. I did my first Facebook Live this morning. I was terrified. It went fine, but I was just like -- I couldn't 
figure it out, and I did. I figured it out on time and it was wonderful. You can do it. Right now, there are 
some things that are at the edge of your comfort zone. You haven't been doing them and I'm encouraging 
you to take a look at that. Make a list for yourself of what are the things that you know that if you just put 
a little bit of focus there, your follow-ups, your emails.  

The other thing that I want to tell you that's really important for those of you that are content creators 
online, which should be all of you regardless of what your industry is -- you should be content creators 
and we'll get into that when we do Q&A, if you're interested -- content is very valuable for people 
especially when they're feeling lost and emotionally disrupted. There's something again in the comfort of 
learning and studying, so I encourage all of you to be really getting clear about what kind of programs you 
can be offering. I'd encourage you again to offer a lot of stuff for free. This is what we call the courtship 
in our experience of what we do in our marketing world. That leads people to trust you and that trust is 
priceless, and when they start trusting you then they can take the next leap, which is to work with you. 
This is our marketing funnel. I'm going to just fill it in while I talk to you and you can see what I'm doing 
here without it hopefully being too complicated.  

I joke about this, but I think we have a few lifetime members that are even on this call right now and a 
lifetime investment to work with our company right now. It's a three-year commitment. It's $100,000 
investment. Nobody on this call that's not in the program got up this morning and said, "Oh, let me just 
go become a lifetime member of Legacy Leaders in the Limitless Women Community." It doesn't work 
like that. When we move into what happens for marketing and how it integrates with sales, what I want 
you to be thinking about is what's the lifetime value of your relationships and is it worth your time to 
court them? Is it worth your time to do this marketing? Is it worth your time to actually be engaged in a 
consistent way? The answer is yes, it is.  

 



 

 

So in our marketing funnel -- and I gave you a blank one so you can fill out your own -- this kind of top 
level up here, we call this courtship. This is all the stuff that we do for free. We do Free Gift Friday. I'm 
doing this class right now. We do articles. Thanks to Josh, we've got our podcast ready to go starting next 
week. We have YouTube trainings. I just got invited to write for another magazine. We do interviews on 
other people's podcasts.  

Here's the deal. I'm just writing down a few of the things that I do in my world, interviews, Free Gift Friday. 
Free Gift Fridays are email campaigns. You guys should all be in the list for that. If you're not, go to 
FreeGiftFriday.com and get on. We send stuff out. So every week, we're literally sending out free stuff, 
sending out value, looking for ways to really help people. What I want you to know in the sales process is 
this. Most large organizations that have sales teams, they look at closing a percentage of their prospects. 
With internet marketing, it can be so small. It can be a half of 1%, but that's not what we hear. We hear 
all these big million dollar numbers. I'm here to tell you, this is the real poop.  

In traditional sales organization, let's take real estate as an example, they hope to close around 10% of 
the people that they talk to, so that means they get nine "noes" for every one "yes". This goes back to the 
thing where I was talking about knocking on 80 doors. If you want ten new clients and ten sales, how 
many people do you need to talk to if you have a 10% close? Anybody want to guess? Write it in the chat 
so I can drink my vitamin water. Yay, Maria! Yay, Roe! Yay, Ann! Okay. You can do math. Good job! Thank 
you so much. All right. Cool!  

It's not complicated. I promise you, the big secret to making more money is serving more people. Let me 
say that again. The big secret to making more money is serving more people. It's not complicated. This is 
the place that we're all being challenged and invited to expand, and I promise you, for all the brick and 
mortar businesses that I've had and that my girlfriend still have a lot of them, we are so blessed to have 
social media. We are so primed right now as leaders and people who are thinking outside the box and 
innovative. The rebels like Ann, we have an opportunity to totally blow up our business right now not at 
the cost of anyone, but because people are hungry and they are waiting. They're waiting for us to talk to 
them, so I want you to really get your courtship in order and start thinking about all the ways that you 
can add value and get your message out there. If you need help on that, let me know and I'm excited to 
support you with what those ideas are. 

Also, please be patient. Rome wasn't built in a day. What happens is consistent, recurring actions actually 
drive the results you get and it's not a complicated thing. We've all heard this. Watch your thoughts, they 
become your words. Watch your words, they become your actions. Watch your actions, they become 
your habits. Watch your habits, they become your character. Watch your character. It becomes your 
destiny. 

Now, we change that in Legacy Leaders sometimes and make it "your legacy", but this is really the piece. 
We're all in the same routine. Roe, congratulations! You're starting a daily Facebook Live. Awesome! This 
is a great time to be the bearer of good news. In our Legacy Leaders call this morning, I was sharing that I 
was listening to -- I'm a big fan of Lakewood Church and I was listening to a sermon with Joel and Victoria 
Osteen a couple of weeks ago or maybe last week. I can't remember now. Victoria made this comment 
about the light shines the brightest in the darkness and I just thought, man, this is the time for us. This is 
the time for us to be the bright lights. This is the time for us to show the good news.  



 

 

How can we lift each other up and help people not feel scared? Feed our faith, not feed our fear. I get it. 
We're all doing the best we can each day, but I look to you guys as the leaders because you're here and 
you're raising your hand and saying, "Hey, I want to grow. I want to expand. I want to help more people." 

One of the most important things you can do that will actually help with your courtship is get out there 
right now and be the voice of good news. We're looking for -- if you guys are not on Free Gift Friday, let 
me know, but if you are on Free Gift Friday and you go back and see -- what day is it today? Today is 
Saturday. I'm living in a bubble right now. If you look at yesterday's Free Gift Friday, I sent out a notice 
that I was doing this class and then I was like, "If you cannot stand the idea of thinking about business, 
watch this video and try this at home." It was such a cute video that we found on Instagram of these kids 
that had been home for six days and they threw the ball and it went down a slide. They did dominoes and 
then the cat grabbed the ball and then it ended up in the bucket and everybody was screaming. It was so 
great. Let's bring some levity. Let's bring some lightness. This will pass. This time is going to pass and some 
of us are going to come out way stronger and I want that to be all of us on this call. You guys are showing 
up looking for help, looking for guidance. I want us to be the ones that share resources and ideas and 
make it happen and make it shift.  

Networking online, start reaching out on Facebook Messenger. Starting posting in the groups that you 
belong to. The group that I was teaching classes in this morning called Women Helping Women 
Entrepreneurs, if you're not in that group, please get in that group. There are 300,000 members. Christina 
Rowe, who is the founder of that, is a genius. She has some higher level classes you can buy, but even just 
getting in that group, you'll start to network. You'll start to connect. Everyone there is connecting and 
they're following each other on Instagram and doing business with each other. You'll see it in the threads. 
It's really fantastic, so I highly recommend you get in there. 

Let's move back to what's happening with your marketing. What you can be doing is the activities that I'm 
talking about. When you're positioned, you're going to need to -- if you're going from cold to sold like 
from zero to hero, you're not going to go right to your lifetime deep relationships. Understand that you 
need to have some sophistication in your offerings meaning that we've built this business to multiple six 
figures when I did nothing but free and high level because I just only want a deep partnership. This is the 
only place I wanted to play. We brought out other offerings over the years like our live events. We're 
doing Limitless Women. I need to tell you guys because you're here. We're hosting Limitless Women 
virtually for the first time. It's our sixth annual Limitless Women event. Monica Nyiraguhabwa from Girl 
Up Uganda is going to be Zooming in from Africa. We're working on how to make it fun. 

Oh, hi, Betsy! It's good to see you here. 

We're here on how to make it fun, how to make it engaging, how to make it worth your time to spend a 
Saturday with us. We'll have a cocktail party on Friday night, have our full day Saturday of training and 
networking, and we've got breakout rooms. We can put you in small groups where we can actually see 
and hear each other, talk and get to know each other, move around and really get some great connections 
going there with you sharing your resources. I'm going to offer on Sunday one-on-one love seats, so 
anybody that just really wants to have some personal coaching from me, we normally do that on Saturday 
evening as an unplugged thing, but I'm going to do that on Sunday, so whoever wants that, just know that 
that's coming up. 



 

 

 

All right. What other things in your marketing funnel are you driving people to? You've got your big 
packages. I want you to always speak about your big packages when you're sharing your goods. Right 
now, our biggest package, which I can't imagine it being more expensive than it is right now, is a $100,000 
investment. That's not a small investment, but it's three years of private business partnership with me. 
My husband always says -- he thinks I'm totally undercharging because I have lot of friends who charge 
$100,000 for one year, but the idea of having me as your business partner for $30,000 a year is not bad, 
right? There's something great there. 

I think that you've got to figure out in your own business model what's that high place you'd like to move 
into. I'm there now in 2020. I was not there in 2012. It's grown as I've learned how to build more value 
and add more value to my client base, but what I'd want you to look at is what is your aspirational great 
lifetime relationship with people you love to work with and then what are all the pieces in between. In 
your marketing funnel, those are the other things. For our world, we do events. We normally charge $497 
for a live event of Limitless Women, $997 for our FLOW Retreat where I teach on finance, financial literacy, 
financial leadership, cash flow, profit and loss. That's a retreat that we're doing twice this year. That's 
normally $997. Then we have Business School and Business School is a $5000 one time investment for a 
lifetime access. It also includes personal coaching with me then we have different levels for our Legacy 
Leaders. We have people that are coming in to build, that are starting their businesses, and we have 
people that are in business for a while that are moving in to grow. All of these have different levels and 
different investments. 

In your own marketing funnel, I want you to fill this out for yourself. It's very important that you know 
that when you have a conversation, you've met somebody, you've done your nurturing and your courtship 
stuff that I've been talking to you about, now you're going to get into telephone calls. It doesn't go 
telephone call lifetime. It goes telephone call maybe to an event. Event may be the Business School. 
Business School may be to builders. What happens often because I work with women that are well-
established when I meet them is they might go from courtship to an event or telephone call or something 
like that into growing if they already have a well-established business, but in order to be in a lifetime 
relationship in our world, we ask that you work with me for a whole year and then I work with you for a 
whole year first so we make sure we like each other. It's a big commitment to say let's go to bed for a 
lifetime. Sorry to be rude. It's a big commitment to do that until you've worked with each other. 

So I want you to be thinking about again how each of your offerings move down into the next level. What 
you'll see is again, the revenue. I could go on and on and on about how we do it in our business, but what 
I want more importantly is for you to have your clarity on what it looks like in your world. In your world, 
what are the offerings that you're having? You may not have this many. Like I said, we've built this 
business to multiple six figures without anything but one offer and that was a deeply invested -- at the 
time, we started at $10,000 and then that moved and it kept moving and we started having more things 
break off. If you're newer in business, what's the one great offer that you have?  

 

 



 

 

 

What's the pricing that you feel comfortable with? This is a great way for you to use me actually if you 
want to have a telephone call. I'm really great at making money. I have nothing to sell to you today. I just 
really wanted to come and love on you and give you value, but I also know that some of you want some 
personal -- you're going to have some questions you may not be comfortable asking here, so please write 
to me. You have my Facebook connection obviously or send me an email at laura@lauragisborne.com. 
That'll come right to me, and if you want to have a telephone call to talk about your pricing or your 
offerings because that clarity is so important. Are we good with that? Cool? Anybody have any questions 
at this point before I move into sales?  

 

[Laura Gisborne] Are you wanting a deeper dive in to topics like the one we are talking about on today’s 
show? Did you know at Limitless Women we offer Business School that’s been proven to help women 
entrepreneurs just like you build profitable businesses so they can give back. Visit us at 
LimitlessWomen.com so you can learn more about how to sign up for the next semester of Limitless 
Women Business School. 

 

[Laura] Okay. Cool. Next piece is Sales with Ease. Sales with Ease is so brilliant and so important as a 
formula for building relationships and actually doing it in a way that's graceful and lasting. I think it's an 
amazing thing when we have people -- not everybody that comes to our world becomes a lifetime client, 
but I have this incredible amount of beautiful friendships that have come out of trust and great 
relationships. When I was talking to the producer I was talking about earlier today, this piece around -- 
that's a friendship-building conversation because it's all geared towards service.  

The seven-step formula you have on this form -- and if you don't have again any of these forms, let us 
know and we will make sure to put them -- Josh and I will figure out between now and the time we host 
the recording how to get these to you. The seven-step formula, I'm going to go through it pretty quick. 
We have this training available on YouTube if you want a deeper dive into Sales with Ease. I've taught it 
as a webinar several times over the years. The formula is the formula. It doesn't really change. 

The first step in Sales with Ease is for you to have a beautiful servant heart and understand that psychology 
is their psychology and your psychology. Their psychology is again, they didn't come here to buy 
something in this conversation. They came to the conversation because they wanted to connect with you 
and hopefully find a solution to their problem, but they don't know that you are the person who has the 
solution to their problem, so a lot of times, again, just in networking, the psychology is showing up and 
having this beautiful conversation, and I want to clarify this because it's important. Hi, Debbie. We'll make 
sure we get you the forms. They're actually in the chat, sweetheart, if you can't find them. Josh, would 
you mind posting them again, One, Two, Three? That was helpful when you did that a little while ago, if 
you don't mind doing it again.  

 

 



 

 

The Sales with Ease process, I want to really clarify this because a lot of you have been trained to have 
one sales conversation and then rely that that is actually the end-all-be-all and that is not my experience. 
In my experience, relationships take a little time to nurture. We joke in our world that marketing is 
foreplay and sales is the deed and what we want you to do is really get good at marketing and good at 
foreplay, but not stay stuck there. We want you to have sales conversations that are very integrative with 
the whole experience of your brand and who you are, so everything from the time they meet you in a 
networking environment virtually or in person when we're all back in the world in person to the 
languaging and how you present yourself in your marketing materials, the courtship, the value you add, 
and then the sales conversation because I can tell you that there's some weird Dr. Jekyll and Mr. Hyde 
thing -- or Mrs. Hyde in our world -- that happens sometimes in sales. People get really funky and they 
get aggressive in the sales conversation and that never ever has to happen. It never has to happen. The 
psychology again is we're in business to be of service first and foremost. I promise you, if you get 
motivated about reaching a million people and serving a million people, you will never have to worry 
about, "Do I have enough cash?" That's not the issue. There are other issues, so you want to just keep 
looking at, "How do I serve?" That's the first psychology. People are not looking to buy something. They're 
looking to get a result. 

Josh, they're still saying that they're getting error messages. Laurel, all right, go ahead and put Heidi down 
for the nap. It was so nice to have you here, sweetie. I can't wait to catch up with you. Okay. Let me pause 
right here. Which of the three are you getting error messages, marketing funnel, business model, or Sales 
with Ease? Which of the three are you getting the error message for? Because that could be helpful for 
us. Okay. Sales with Ease is the one we're all having a hard time getting, Josh. Okay, so we'll get that one 
to you. Hang in with me because your paperwork is coming. 

You could write it down, like I said, on a piece of paper. Number one is psychology. That's the first step in 
staying in the right head space. Number two is warm-up. Now, warm-up happens often in networking and 
marketing. You're starting to build relationships with people in those spaces, not necessarily in the sales 
conversation. It's very rare that you're going to meet somebody on the street who's a stranger and you're 
going to go right into warm-up and discovery and trying to close a sale. It just doesn't work like that. That's 
why these three things are the important keys for building your business. You need all three and they're 
very integrated. Are you with me? It makes sense? Yes? Thank you, Tracy. 

Okay. We've got psychology of service. We're warming up, making friends. Now, we go to discovery. 
Discovery is so simple, but it can't happen until you're warmed up. Oh, good, Lynette got here. I'm glad. 
It's kind of like this. You can't go right to, again, the close of a sale if you don't actually know what's going 
on, so you've got to learn how to build relationships quickly and the best way I know to do that is to 
remember this piece here, which I'm going to write down for you, WIIFM. Does anybody know what that 
stands for? I know somebody does. Yup. What does it stand for? Write it up. "What's in it for me?" Every 
human is a little designed to be ego-centric. It probably comes back from -- thank you. All of you seem to 
know what it is. It goes back to our survival mechanisms. "What's in it for me?" When you're warming up 
and you're networking, you want to be talking about -- who? Not yourself. You want to be talking all about 
the other person. That's the practice. The practice is becoming very present and really listening from your 
whole heart for what you love about this person. 

 



 

 

There's an energetic that gets created that's really beautiful and really easy, but it takes practice. Some 
of the questions that I use in discovery -- you've already heard why -- which is, what do you need most 
right now in your business and how can I support you? That's the context of everything that we do at 
eWomenNetwork, as you guys know. I've been an eWomenNetwork member since 2011 and this is really 
tried and true. Remember, we're looking at what's tried and true in business combined with what's 
current and relevant because you need both of those things together to actually be successful today, so 
really getting into what's going on for them. Ask and then zip. Just listen. Just become a very good listener. 

Now, we look at psychology, warming up, and then finding out what's actually going on, and the more 
present you are, the more that people open to you and the more they'll trust you, which are keys that are 
so vital for them to partner with you if they want you to work with them for a solution. This next piece is 
going to sound a little silly, but it works like a charm, and that is step four, which is information 
confirmation. What we do is that when I'm having a conversation with somebody like this producer, I say, 
"Oh, if I heard you correctly, you have this and this and this going on and you're having a challenge around 
finding this person and this person. Did I hear you correctly?" I promise you, it is literally the simplest 
thing in the world to repeat back to someone what they said in their own words and it is a huge game-
changer. It changes the game because what it says to the person on the other side is that you really care 
about them, that you're actually listening to what's going on for them. You're not in a hurry to start 
pitching your stuff. 

These four steps are absolutely the key to all of your dreams. Felicia, you might have a different thing, but 
I'm telling you, if you get good at these four things, you can rule the world. You really have earned the 
right to have a friendship and have an authentic connection with the other person and service really 
happens. It's a little different than mirroring, Roe, because mirroring is -- I would take that as parenting, 
repeating back what they're saying in their own language. There's conscious listening and there's a lot of 
training and psychology about this. 

What I'm inviting you to do is to actually -- bye, Elizabeth. What I'm inviting you to do is to actually go 
deeper really when I say listen with your whole heart and really care about what's being said, really care 
about what they are struggling with in a way that your whole being is so unilaterally focused on that one 
person that you don't see anybody else around, there's no place else you'd rather be, and they know it 
and feel it and you do too. Here's the part that's a little bit of a slippery slope, my friends. You may get to 
this phase of the process and you may not have the solution and that's okay. It's so fine. It's so fine if 
you're not the solution, but you might have a resource and you might have an introduction. This is the 
place I'm inviting you to just keep showing up and being consistent and keep serving and keep giving. In 
our world, we believe that giving causes growing. When we're expanded, we don't go back. We go to a 
new place and we build new relationships. 

In the sales process, if you know that this is not your One, Two, Three, this is not the person who's your 
ideal person, this is not a problem that you're actually designed to work with and the partnership's 
probably not going to fly, how else can you love them and leave them here? What I'm inviting you to do 
is to just not pitch. Don't pitch. Stop pitching. Stop pitching. I don't know how to say it. Just stop your 
pitch and actually be present.  

 



 

 

What you want to do at this point is if you have a solution, we're going to go on. If you don't, I want you 
to gracefully either say, "I don't have a solution and I'll be listening for how I might be able to help you in 
the future. Can we stay in touch?" or "This is not what I do. You need to meet my friend, Felicia. This is 
actually her area of expertise. She'd be a great person for you. I'd make an introduction for you." Let's say 
it is all lined up and you've got the right person and the right problem and it's all sounding right. When 
you repeat back to them, "Did I get it correctly?" they're going to say "yes" or "no" and then the next 
thing is I want you to uncover their objections. I want you to ask them why they're not getting a solution. 
They may not know that they can get a solution to their problem. 

You've earned the right to ask this question. You want to say, "What would keep you from taking action 
on getting this solved? What's getting in the way of you having this solution?" The answer could be, "I 
don't know because I don't know how to solve it" then you can move forward and say, "Okay. Great. Well, 
I think I might know how to solve it because my friend, Roe, had a very similar experience and together, 
we were able to create a solution. As a result, this is what's happening in her business. If we could do the 
same thing together, you and I, what would keep you from moving forward today?" This is really 
important. You don't have to talk about what you do. What you have to talk about is the solution to their 
problem in their words. It is very common for people to decide to work with me and say, "Okay. Great. I 
have no idea what we're going to do or what I bought. Help me. What are we doing?" because there's 
such a level of trust and I believe that comes from coming with my heart and I know if I can do it, you can 
do it too. Are you with me? Yup. 

"If we could create the same results for you, what would keep you from moving forward today?" This is 
important because you want to know what's holding them back now. You don't want to spill your guts 
and talk all about you and how great you are then they get glassy-eyed and then you're like, "Okay. Great! 
Let's do it" and then they're like, "No. I've got all these other problems." Thank you, sweetheart. I do try 
to bring my whole heart. So this place of uncovering the objections, you uncover what's holding them 
back. Let's say that it's money. "I'm not sure I have the money" or "I'm not sure I have the time." This is 
common. Say, "Okay. We could find something that is a solution for you, that is comfortably affordable, 
that you know you could do it without taking food off the table or a roof over your head. What else would 
keep you from taking action today?" Then they come up with, "God, I'm so busy." "Okay. Do you have a 
commitment that you actually want to solve this problem or are you really committed to staying in the 
struggle?" That's a hard question to ask people, but if you come in with your whole heart -- again, you're 
not trying to be critical. You're saying, "I'd love to help you, but I can't help you if you're not ready." You 
want to let people know that you're there when they're ready and at the same time, you don't have to 
pitch. Get the idea? Okay. 

If we're going along this path and things are going really well -- and why I'm giving you all these places of 
backing out is that for me, it looks like this. If one out of ten is going to become a client -- and I have a 
really high ticket world, so it's probably less than one out of ten. It's probably more like one out of a 
hundred. I don't want to spend my time and my energy trying to convince them to invest in themselves 
or to solve their problem if they're not there. I want to love them. I want to build a great relationship. I 
want to earn their trust and I want to stay in touch.  

 



 

 

This is where they go back to Free Gift Friday where we stay connected through social media, but they're 
going to leave that conversation with like, "I love this woman. Not only does she give me a great resource. 
I didn't feel like I could afford to work with her right now, but I've got to tell you, those people are out 
being my soldiers everywhere in the world," so when I meet somebody like, "Oh my gosh, I've been 
hearing about you. Three people have talked to me about you this week," hopefully, God willing, knock 
on wood, they're talking good about me. I think they are because I would say, "What did they say? 
Hopefully it was good." We joke about it, but yes, those people, that good will, that energy out in the 
world of service is part of the sales process because their words are more valuable than my words. Are 
you with me? Everybody following me with this? Because I'm getting a little up, here, down. Are you 
getting the higher view? Yes, okay. For me, however many it is, it is what it is. Thank you, Carolyn. Thank 
you. Perfect. Okay. It's making sense. I'm so glad. 

When it is a "yes", let me tell you how it actually shows up more often than not. Thank you, Ann. I'm on a 
call. I am warming up. I'm finding out all about you. I am loving you. I am repeating back to you what you 
said and really getting clear in my mind, in my heart. "Is there any way I can support you?" I might be 
giving you resources right there and usually what happens when I have a client is they say to me, "How 
do I work with you?" They can't stand it anymore, so these energetics, think about the waves. I'm giving 
and giving and giving and there's a natural coming back, giving and receiving. Sometimes people feel so 
full. They're like, "This is fantastic. How do we go deeper?" 

That's when I know for sure we're on the right track because they're asking me instead of me trying to tell 
them. If we haven't gotten there, but they're open to it, I can just say -- thank you, Ron. I'm glad you're 
my soldier, sweetheart. Thank you -- "I'm not sure if this is going to be a solution for you, but all I can do 
is share with you what has worked for other women that I've had the honor of partnering with." 

This is the piece. It's a very intimate relationship I have with my clients. I'm available and it's my pleasure 
and I want you to have that in your own business. Whatever you decide is your superpower that you're 
bringing to solve problems in the world, I want it to be your pleasure to be with people. In the sales 
process, as you're listening, you're listening carefully for how to serve, but also, is this a good partnership 
for both of us? I want you to also understand this distinction of you choosing them instead of them 
choosing you. Where I see my girlfriends get stuck again and again is what we wrote about a lot in the 
second book, Limitless Women, around the limiting beliefs, "Who am I to you? What if I'm not good 
enough? What if I don't have the resources she needs?" what if, what if, what if, what if instead of really 
trusting yourself in the -- that's why I had you do the One, Two, Three. This is my lane. This is what I'm 
made for. I've been doing the same work in some form or fashion for 30 years. Clearly it's not what I 
thought I was going to do when I grew up, but God had a plan. In your own life, you have certain skills and 
certain superpowers that you've been honing and honing and honing and it's natural. It's natural for you. 
When you know that, you can listen for your service and if you can't serve there, like I said, you can make 
a referral. You can make an introduction. Are you with me? Okay. The solution to the problem, this is 
what it is. 

 

 



 

 

Now, the seventh issue is an incentive to take action now. The incentive in our world is not to drop your 
price, my friends, and I'll tell you why. It's really important. If you have a client that has bought a program 
from you for themselves for $5000 and that you turn around and give that product to someone else for 
$2000, you now no longer have price integrity. Let me say that again. We want everyone to be really 
transparent about what the investment is and when it's right for them and if it's right for them to join us. 
We don't want to start having a little bit of this over here and a little bit of this over there. That doesn't 
serve. Some of you I know very well on this call, you get into this slippery slope and I'm inviting you to 
stop. When I talk about step seven in the incentive for taking action now, what extra can you give? Don't 
change your price. Think about a deeper level of service or a deeper honor you can give to someone, 
some reason for them to take action.  

At this point up until now -- thanks, Felicia -- because I don't know how it's going to move forward 
necessarily, but our Legacy Leaders clients, one of the bonuses they got for taking action was to have a 
VIP retreat at my house. We used to do them in Sedona. Now, we do them in Colorado. That is a 
standalone product that we sell for $10,000. That's a nice bonus. We don't change the price of what's 
happening for the year, but what we're saying is if you decide to do the year, let's do this too and that's a 
nice gift. We could certainly do the year without having them come to my house and having a retreat, but 
it's a good match. It allows them to get to know me, me to get to know them. We get to go deep into the 
work and it sets us up for the year so beautifully.  

Recap, get marketing online by networking. It doesn't cost you anything. Get into your groups. Start 
sharing your value, sharing your gifts, sharing free stuff. Don't be afraid to give away free. It's really 
important. Free is how we get to know you. The more you can give away, the more you can offer value to 
the community at large, the faster you're going to find your people. The marketing piece again of what 
does it look like to really understand that nurturing takes some time and how are we bringing people into 
the next level when it's right for them. The Sales with Ease process of it being again that nurturing, that 
warm-up, that discovery, and really keeping your head on straight that it's all about them and it's all about 
service. 

 

[Laura Gisborne] Thanks for listening to the Limitless Women Podcast. This episode is from a webinar 
training, so it may sound a little different from the other shows. If you find the webinar valuable, visit the 
Limitless Women YouTube channel, subscribe and check out the visit of the webinar, as well as others 
that I’ve hosted.  

 

[MC] You've been listening to the Limitless Women Podcast with your host, Laura Gisborne. Our mission 
is to help women business owners like you grow profitable businesses and actualize your opportunities 
to serve and give to yourself and others. Are you a limitless woman? This is your personal invitation. To 
learn how you can join our online community, grow through our business school, and play with us at our 
live events, go to LimitlessWomen.com for all the details. That's LimitlessWomen.com. Thanks for joining 
us. 


