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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] In today’s episode, I had the pleasure of interviewing a good friend and someone who 
brings laughter everywhere she goes, Samantha Bennett. Originally from Chicago, Samantha is a writer, 
speaker, actor, teacher and creativity/productivity specialist and the author of the bestselling, "Get It 
Done: From Procrastination to Creative Genius in 15 Minutes a Day”. Her latest bestseller is, "Start Right 
Where You Are: How Little Changes Can Make a Big Difference for Overwhelmed Procrastinators, 
Frustrated Overachievers and Recovering Perfectionists”. In today’s interview, we discuss ways to 
attract your ideal client, the challenges and benefits of working with leaders, and Sam’s advice on how 
creatives can get just about anything done. Enjoy the show!” 
 
 

[Laura Gisborne] All right, my darling angel. I get to see you. Other people probably won't get to see you 
because I don't have any makeup on, so we won't put this out to the public. 

 

[Samantha Bennett] You look fabulous. 

 

[Laura] I love you. Thank you. You're a little biased. Again, what an interesting time for us to be 
together and to really be supporting each other as we figure out the through, what is it 
that we're doing here and how do we really lift each other up in times when we're in the 
unknown. 

 I love, Sam, that you and I were talking before I start the recording right now of for those 
of us that have had some practice in having a virtual business, this isn't so new for us, 
right? We're still seeing our routines. We might be visited by loved ones in a little different 
way. And we're trying to mediate ourselves and not just be on the television watching the 
news or online watching the news. I just so appreciate you.  

 I want you to know that I've hosted two live trainings in the last two weeks, just really in 
the interest of service, not anything for sale but just saying like, “How do I support my 
girlfriends and be the voice of good news?” And you inspired me to just get on and do it 
and do it like this, just face-to-face without the slides, without the PowerPoint, without 
the graphics that I could use as an excuse not to get it done.  So thank you for that. 
Thank you so much. 

 

[Samantha] My pleasure. My pleasure. Yeah. No, I think it's -- all this change, there's this big myth in 
the culture that says like change is hard or change is stressful. My experience is that some 
change is hard, but mostly, it's the anticipation of change that is hard.  

 

  

  



 

 

 Actual change, we’re very adaptable. Human beings are an incredibly adaptable species. 
And you see it. You put somebody in prison and they get acclimated to prison 
immediately. You put them in the palace, they get acclimated to the palace immediately. 
You put them in a hoarder -- all these people who work in disaster zones where there's 
these horrible, horrible smells, in a couple hours, they don't smell it anymore. We are 
super adaptable.  

 Again, change is all there is, right? Change is the nature of life. So to sort of -- and not in 
any way to diminish or take away from the amount of suffering and hardship that's 
happening. I don't mean to make light of that or pretend like, “Oh yeah, this is super fun 
for everybody.” It's not. It is super not. But there's also a lot of opportunity.  

 

[Laura] There's a lot of opportunity. And I think I asked you to have this call with me because 
you're my favorite people in the world. I just adore you. I also really deeply respect your 
wisdom and how you -- let me think of how to say this because I want to say like you 
dumb yourself down for me. But sometimes, it's that context of like you're so brilliant and 
you have such a highly creative mind. You see things at that 30,000-foot level, as my 
friend, Jennifer, would say. It's this place of like you simplify things for the rest of us. You 
make it fun. You simplify. You bring it down. And you take the pressure off, right? I just 
love the question about something to take the pressure off. Yeah.  

 

[Samantha] Thank you. I like to think of it as the ability to tell the truth without hurting anyone's 
feelings. 

 

[Laura] Sweet. Sweet. This is not -- we are doing this as an unscripted girlfriend talk in the hopes 
that we can uncover some nuggets to be in service, not only to me because I’m really 
desiring having the conversation with you around my core premise of giving your way to 
millions and how giving causes growing. And I know you're an incredibly generous soul. 
So I really want your two cents on that or your nickel or dime or dollar, whatever you 
want to give me. 

 

[Samantha] Millions. 

 

[Laura] Or the millions, yeah. Thank you, love. And also just -- I realized as we're having this 
opportunity that I'd love to ask you where you see the opportunities. Where do you see 
the opportunities for entrepreneurs right now that may have been there before that they 
hadn't seen?  



 

 

 Because there's so much of your work that's really so loving for the creative geniuses of 
the world that gets stuck in their own way. What do you see as possible for us right now? 

 

[Samantha] I think the number one thing that I see -- and this is true. This was true months ago and 
it's true now. The number one mistake I see entrepreneurs making, especially highly 
creative people, is we're interested in our stuff. We're interested in what interests us. 
We're interested in the cool things we've found out about our process or our product or 
our insights or our book or our method or our service. Whatever it is we do, we're like, 
“Oh, we use this crystal this,” or, “Oh, our plumbing is done with this kind…” We like the 
tools and the inside of the game, right?  

 And we forget that people outside of our own heads have no interest in this whatsoever. 
So we want to talk to them about us. “Here's how cool my thing is. Here's how great it is. 
Here's why it's such a good bargain. Here's why it's better than everybody else's. Here's 
why you need it.” But guess what? No one cares. No one cares. They care about 
themselves.  

 So this opportunity to really listen very closely to who is your ideal client because we only 
ever want to work with ideal clients. Don’t faff around with anybody else, only ideal 
clients who need you, they know they need you, they're demonstrating through their 
behavior that they need you, they can pay you, they share your value system. That's my 
definition of ideal client, right? They need you. They know they need you. They can pay 
you. They share your value system. Not all of your values, but they’ll laugh at your jokes. 

 

[Laura] There’s enough synchronicity that it makes sense to fly together. 

 

[Samantha] Yeah, exactly. Exactly. So a certain shared worldview. They get why what you're doing is 
important basically. And to really, really listen to them about what they think their 
problem is. So to bring this down -- I’m always into making things super practical. So if I 
were some kind of health practitioner, which I am so super not, but if I was -- 

 

[Laura] But today in my view. Okay. 

 

[Samantha] Yeah. Maybe I worked with postmenopausal women on their energy level and anxiety 
and diet nutrition or something. So I know that the secret has to do with their hormones 
or their thyroid or something. Well, I'm not going to stand here and talk about hormones 
and thyroid because no one cares about that. I'm going to sit here and say, “Hey. Hey, 
you. Remember how you burst into tears in the frozen food aisle here today?  



 

 

 You know how your favorite pants don't fit anymore? You know how y[ou haven't had 
sex since that disastrous trip to Cabo? Remember that? I help you with that.”  

 So let's use the exact -- and that’s the kind of language that will have somebody go, “Oh 
my god, you’re just talking to me,” right? 

 

[Laura] Yeah, 100%. And I think that that's really -- what I want to do, Sam, is acknowledge you 
because it's your superpower. It's your brilliance. I mean you're just really one of the best 
copywriters out there. That's not your job, but it's actually something you're fantastic at. 
You're just an amazing writer. As an author, you're incredible. And you just bring the 
humor to it.  

 The takeaway that I just heard that's so important is really what's in it for them and what 
is their pain point? All business, we talked about how all business is a solution to our 
problem, right? That's not complicated. Yet we don't remember that. And we don't focus 
on that.  

 We focus on what we think might be the next best, greatest, shiny opportunity for us and 
them, right? So just really remembering to bring it back to what are other people 
struggling with and how can we help. 

 

[Samantha] Here's one of the sentences that I learned. And I had this written on a post-it above my 
desk for years until I just remembered to start asking it automatically --  

 

[Laura] What is it? 

 

[Samantha] -- which is, “How are they misunderstanding their problem? How are they -- 

 

[Laura] Talk a little bit more about that.  

 

[Samantha] Yeah. How are they misunderstanding their problem? Again, that postmenopausal 
woman who wants to have more energy, she thinks it's her. She thinks it's willpower. She 
thinks it's because she needs to get to the gym more often. That's how she’s -- she thinks, 
“Oh, I just needed to get back to Pilates.” If that's how she's misunderstanding her 
problem, then I'm going to say, “I have a course that's going to increase your willpower 
and get you back to Pilates.” 

 



 

  

 Right now, the fact of the matter is once -- and it's the best possible version of bait and 
switch. It's the most angelic version of bait and switch. 

 

[Laura] But with pure love and affection. 

 

[Samantha] Well, with pure love and affection. Because that's -- you get them in the door with that, 
“My Top Ten Reasons Why Your Willpower and Pilates Aren't Quite Going to Solve the 
Problem,” right? Then we walk them into our house that says, “Okay. Let me tell you a 
little bit more about what I think your problem might actually be. Because if you're having 
these symptoms, I think it might actually look like this. And here's the solution I have for 
you.”  

 

[Laura] Yeah. Fantastic. 

 

[Samantha] So many of us start with the solution where like, “Here, here, here. I've got the solution. 
I've got the solution.” Everybody's like, “Back up, sister.” So talk to them about the 
problem they think they have. How are they misunderstanding their problem because 
they are misunderstanding their problem? If they understood their problem, they 
would’ve fixed it by now because people are not stupid. 

 

[Laura] Yeah. Again, it's really that reminder that we need, right? I mean really, as business 
owners, as professionals in the world of service, we need to remember. Again, what's 
going on for them? And how do we meet them where they are and invite them in the 
language that actually lets them know we care. That’s it. 

 

[Samantha] Exactly. For so many of the women in your community -- and I've met some so many of 
them at the Limitless Women events, which are so great.  

 

[Laura] Yeah. Thank you.  

 

[Samantha] Oh, absolutely, because it's such an incredible community. And what I know about your 
people is they're super empathic. You guys have this magical superpower of being able 
to put yourself in someone else's shoes. That's all empathy is, right? And that's a spiritual 
action of, “Let me put myself in your shoes for a minute.  



 

 

 Let me look at this from your point of view.” And then speak to that because we all know 
the tension that goes out of the room when you just call out the truth about something. 
You're probably thinking that I'm a cheap hustler for trying to sell you something right 
now. Let’s just say that. 

 

[Laura] I like when you're doing your own trainings, right, because I love following you. I'm your 
friend. I'm your student. When you say like, “Did you really get what you needed by 
gathering more free stuff or did you get a dinner of potato chips?” And it took me a while. 
That's been with me, the dinner of potato chips. It's just seamless. But I think it's this place 
of like, yeah. Are you just going to get more filler? Are you actually going to get the 
nutrition that you need? Are you actually going to get in action with what you need to 
solve your problem? So, yeah, very fun, very, very fun.  

 All right, my love. Well, thank you for that. And I feel like if there's more that comes up, 
just share away. What has been your experience, Sam, with your tie in? I know that you 
really care about the oceans. You're there and you live on the beach. Lucky woman. 
What's been your experience with giving back? And here's the thing. Before we started 
recording, it was the good, the bad and the ugly.  

 There's a story about this and story about that. I think what you just said about what's 
real and true, that's what I want to talk about. I want to talk about where we give and 
sometimes it works and sometimes it doesn't. We're all doing the best we can with this 
understanding and the unfolding. So tell me your stories about this.  

 

[Samantha] For sure. There's two that come to mind. One is more recently and much -- and very 
happily. I decided -- oh gosh, almost a year and a half ago now -- that I wanted to offer a 
higher end kind of spiritual mentorship program, right? Increasingly, over the last couple 
years, kind of coming out of the closet as a God girl –  

 

[Laura] I love it. I love it. 

 

[Samantha] -- and wanting to create a little circle, a little mastermind circle. There was no sales page. 
There was no website. There were no preview calls. I just called people. I called former 
clients. I called people in my circle. I think I called you. I called anybody that I just -- if their 
name came to my mind and I thought, “Oh, I love them,” then I call them. If I thought 
their name and I thought, “Oh, I bet they could afford this. Mm-mm, that's not love.”  

 

[Laura] Right. Yeah. That's a different kind of thing.  



 

 

[Samantha] That's a different -- right. So all I thought was, “Do I love them?” And I called them and 
said, “Hey, I’m doing this thing. It's a six-month experiment. We're going to meet once 
every two weeks for two hours, just in circle, very private, really just about getting deep 
with each other and making decisions from that deeper place.” And I said, “It's $10,000 
for this first six months.”  

 I had a couple people who were -- it was great because people were generally very in or 
very out right away. A lot of people were like, “That sounds fantastic. You're wonderful. 
It's not really for me right now.” And I was like, “Great. Lovely to catch up with you. Big 
kiss. Bye.” Some people are like, “Oh my god, here's my American Express card right 
now.” There wasn't a lot of wishy-washy like, “Oh, let me think about it.” Well, pretty 
much in or out, which was great.  

 Then one person, he was like, “Wow, Sam, this sounds great. You're great. It should be 
great. I think I would like it better if it was free or not so expensive.” I was like, “No, I get 
it.” I said, “I totally get it. And the reason why it is $10,000 is because I need your 
attention. I don't know why 10,000 is the number but in my circle, it is.  

 And if I try to do anything less than 10,000, I guarantee you that right around month three, 
your attention is going to start to wander. “Oh, I'm busy.” “Oh, I'm traveling that day.” 
“Oh, I'm tired.” “Oh, I don't feel good.” 10,000, I want you there every other Friday, pens 
clicked with like a, “Bring it, Bennett,” look in your eye. 

 

[Laura] Make the commitment. Yeah. 

 

[Samantha] Right. I also told people that I would tie off this program. So I filled up the program. Then 
when it came time to start to look at the second six months, the people in the program 
were like, “This has been great. This has been great. I really love this.” And it’s kind of a 
big chunk of change. They're like, “Uh-huh.” And I said, “Right. Well, now I only have to 
charge you five because you're in. You see the value of it. You're not missing anything. 
You're not missing any appointments. You understand how valuable this is. So I don't have 
to charge you to prove to you how valuable it is. I wasn't charging $10,000 for me. I was 
charging you $10,000 for you.”  

 And I had never really understood that before. But I think it felt really good to them. Yeah. 
Then I was able to tie off that program to oceana.org. And I happen to do it during a 
month where they were having a matching grant. So we were able to give them quite a 
big thwack of money. 

 

[Laura] Nice. Nice. 

 



 

 

[Samantha] Yeah. It felt really good. That was a plus-plus on that one. 

 

[Laura] Good. Good. 

 

[Samantha] But I have another one. I have another story that's much more dramatic.  

 

[Laura] Well, tell me both. Then I'll ask you questions because I'm sure there's a -- the fact that 
the second story came to mind. We knew we were having this call. The context of the call 
for me was to really feel into giving causes. What is it? What is this thing that's going on? 
As a trusted advisor and friend of mine, I wanted your two cents. Like I said, I'll take your 
dollar. It’s just this place of, “What's been your experience?” So tell me the second story. 

 

[Samantha] Yeah. So just to comment on the -- put a button on the first one, it was really important 
to me. First of all, it felt very daring to charge for something that didn't really have 
deliverables. It's not like I was going to teach you Facebook ads in 45 days or get you to 
six figures in six months. There was no promise like that. The promise was we're going to 
show up once every two weeks and be together. 

 

[Laura] And what's the value of what's possible there?  

 

[Samantha] Right. The fact that I was charging basically for the container and for the insights and for 
creating the community was just fascinating to me. And again, finding the people who 
really shared my value system and really saw the value in that and just continued to. I 
mean we haven't lost anybody out of that group. And now, it’s -- we’re at four cycles in. 

 

[Laura] Wow.  

 

[Samantha] Yeah. It's pretty great. So the other -- it's funny. Yeah. I had really blocked this story out, 
I think. When I was still doing my big summer event, I used to do a big event called The 
Big Yes: How to Overcome Procrastination, Perfectionism and Self-Doubt and Make 
$10,000 (or More!) from Your Creativity. So it was really an event for people who wanted 
to make money off their creativity. Some of them, super newbie, never sold a thing 
entrepreneurs and some people who maybe had made a little money or had been trying 
to for a while. But it's not a super sophisticated business crowd, right? 



 

  

 On the afternoon of day one, I had some speaker sponsors. On the afternoon of day one, 
I had Cynthia Kersey whom we all know from Unstoppable Foundation, right?  

 

[Laura] I love Cynthia. Yes. 

 

[Samantha] I love Cynthia. And I thought, “Oh, my people are going to love her,” because she's got 
this great story about waking up at age 50 with like, “What the fuck is my life about,” and 
then doing all this incredible work. She did great talk about combining philanthropy with 
your business and how to tie those things together. Then at the end, she made an ask for 
Unstoppable. People came up and they donated. We took pictures. Everybody's mopping 
their eyes. It was great. It was just great. 

 Then I’m afraid it was later that day or the next day, I hear from my team that there's 
been some rumblings in the room about, “Well, we didn't like being blindsided by this. 
We felt tricked or manipulated. That wasn't a good feeling. Africa is not really like that.” 

 

[Laura] Interesting. 

 

[Samantha] “There’s also a whiff of colonialism of all the nice white people trying to help these poor 
black people.” There was a few bad actors in the room, two women particularly who came 
together who were really interested in seeding descent and making trouble.  

 I got up in front of the room the next morning and said -- kind of on the way to something 
else. I didn't make a big deal about it. I wove it into what I was doing already. I said, “Oh, 
by the way, I know a lot of you are interested in the results of our fundraising yesterday. 
We were able to raise this amount. We're going to start this company. We’ll be matching 
some of that. I don't know how much yet. We're going to see.” 

 

[Laura] See how we do, yeah.  

 

[Samantha] “See how we do, how things shake out but super pleased. And I understand that there 
were some concerns about these things.” I didn't apologize and explain. I said, “Let me 
tell you a little bit about my thinking. I thought it was a delightful surprise. You felt 
blindsided.” That's two words for the same thing. I'm sorry that was your experience, but 
there you go. And sure enough, one of the people who was so unhappy with me got up 
to the mike and started really needling me and pushing --   

 



 

 

[Laura] Speaking the truth. Yeah.  

 

[Samantha] Right. As my team said later, you could feel the breeze from the eye rolls. Everybody else 
were like, “Really?” But fine, I handle her. “I hear you.” It was basically all I said, like, “I 
got it that you feel this way. Thank you for sharing. We're done now.”  

 I stayed in the room on the next break just to make sure that everybody was okay. And 
sure enough, 99% of the people in the room came up to me and said, “I thought it was 
wonderful that you did that. I love Cynthia. And I was so grateful for that opportunity. I 
don't know why people are being…” I’m like, “Okay, good. Thank you.” Nothing binds 
them together faster than a common dislike of someone else.  

 

[Laura] And it's interesting when you host -- I call it hosting a party. But when you host events, 
there's all this stuff that people train you about the logistics and the lighting and the AV 
and the music and, “This is in the structure.” And I've never heard anybody talk about 
like, “What do you do when this happens?” Because I’ve had it happen. I've absolutely 
had it happen. If you’re hosting a party, you get a little dissension and then how do you 
hold your space in that? 

 

[Samantha] Exactly. And it's a big leadership moment.  

 

[Laura] It really is. 

 

[Samantha] You’ve got to keep a firm hand on the tiller and you’ve got to keep control of the 
conversation while also acknowledging where people are at. I'm not interested in 
suppressing someone who disagrees with me or thinks that I’ve -- if I've done something 
shitty or is perceived as shitty, I want to know about it. And it's not their event. It's your 
event.  

 

[Laura] Exactly. 

 

[Samantha] Yeah. There's a little bit of a tightrope to walk. Then I had this woman come up to me 
during that same break and she burst into tears. She said, “This was so amazing for me.” 
She said, “Because I have lived my whole life so afraid of criticism, so afraid of being 
criticized. And to watch you just stand there and be so gracious and so calm and not 
explain and not apologize, but just…” She's like, “My whole life has changed.”  



 

 

 And I thought, “Well, that's worth it.” If I had to work with a little bit of crowd for her get 
that lesson, that's pretty great. So fine. That's so fine, fine. Like I said, we ended up raising 
quite a bit of money for Cynthia.  

 And here's the thing that really -- it really put me back on the heels in the moment. Now, 
I have a little bit more compassion for all of us. But on day -- because there's also this like, 
“Oh well, what are you giving, Sam?” I'm like, “Okay. First of all, I gave her a $8,000 
sponsorship spot that I could’ve charged for.” I gave her access too and like -- 

 

[Laura] Yeah. Sure. Give her the opportunity to really do the fundraising.  

 

[Samantha] Right. And I don't think it's anybody's business how much of my own personal money I'm 
putting in. I didn't ask you how much you're putting in. I'm letting you know that the 
business is supporting this organization. That's all I think anybody's entitled to know. So 
it's feeling a little touchy about that. 

 Then day three, I have a friend of mine who is unbelievable salesman get up. He's pitching 
a product that I know to be a good product. I mean he's super sales-y but his material -- 
he's a good guy. 

 

[Laura] Right. He’s good at what he does.  

 

[Samantha] And his material is good. He is up there, Laura, NLP-ing them to death. He's got every 
strategy and every tactic up in there, down in there. He’s waving the $20 bills and calling 
out their names and getting them to do this. And I'm in back thinking, “Oh, my god, 
they're never going to go for this,” these high minded, “Oh, we're so pure. We don't 
manipulate people."  

 By the end of it, he was saying, “And if you meet me in the back of the room in ten, nine, 
eight…” And these women, 55-year old women -- 

 

[Laura] Running? 

 

[Samantha] -- running across the ballroom with their credit cards in their hand. And I'm like, “Oh, we 
don't like to be manipulated. Oh, not above all these money stuff. Oh, we can’t possibly 
sully our pretty little hands with all this nasty, nasty filthy looker. I would dare you bring 
it up.” I'm like, “Uh-huh. Uh-huh.” 



 

 

[Laura] Interesting. Interesting. 

 

[Samantha] Yeah. It was weird though. And I have to say, my event planner later was like, “I have 
never seen a room react that way.” She's like, “Your room was jacked.” 

 

[Laura] It’s so interesting. Yeah. Well, here's a conversation. What comes to mind for me hearing 
that is first of all, the power of your role as role model. We are community of leaders. I 
knew really early on when this work started, calling me and coming through with Limitless 
Women, that I wasn't here to lead followers. It is a very different thing to lead leaders 
versus leading followers.  

 

[Samantha] That’s interesting. 

 

[Laura] And your role modeling of not having to defend or explain. It’s a totally different 
positioning, Sam, of standing in what you know to be true for you, really aligning with 
things that you value and then being like, “Okay. It's okay. If that's not for you, that's 
alright too.” I mean that's the piece.  

 And God bless the followers. My husband, it teases me about this sometimes because he 
says, “You think…” Because he says I'm a queen bee not because it's nice to be his queen. 
But he says, “The thing is you have to understand in nature, for each hive, there's one 
queen bee and there's a whole lot of workers.”  

 

[Samantha] That’s right. 

 

[Laura] And God bless the workers. Nothing happens, right, if we don't all work in nature and 
balance. But a little bit of a place, I think, when I first started doing my own events or 
started doing this work is I just expected everybody to be a queen bee. And that wasn't 
the case, right? And I got really clear that I only want to hang out with the queens. Not 
because anybody's better or more entitled, but the work of creation is the queen's job, 
right? Again, the highest role, if you will, is this -- I think in some ways, it's the most selfless 
role.  

 

[Samantha] It's definitely the servant-leader role. And really what we're talking about is a point of 
leverage, right? I was so stunned when our friend -- the wonderful Beth Davis actually 
said this to me.  



 

 

 She said, “You know, Sam? Only one in ten people have natural leadership. In any group 
of ten, there might be another one or two that have some leadership qualities that can 
be cultivated but it's never going to feel like a really natural fit for them.”  

 And I was like, “Wait, what?” I had no idea. I thought the reason I always ended up the 
head of the committee, in charge of the committee was because I was the only one stupid 
enough to raise my hand. I'm like, “I’ll do it.” 

 

[Laura] Or in my case, I could say, “O desperate to be liked or wanting to be good enough.” What 
are the other stuff that's dragging that? 

 

[Samantha] Right. Or just so eager to be super busy, just addicted to busy. Yeah. No, it turns out that 
everybody else was like, “Oh, no. I can't do that job. I don't have the…” 

 

[Laura] Yeah. It’s not interesting. 

 

[Samantha] Right? So deciding to work with leaders means you're limiting your audience quite a bit, 
right? You're only talking to 10% of the people as opposed to the other 90%. 

 

[Laura] This is a huge distinction. And it goes back to, I think, when you started this piece around 
your tip for us as entrepreneurs of like, “Who do you choose to work with? Who do you 
really want to work with? You actually only want to work with the people that you're 
ideally created and designed to work with. You don't necessarily want to try to serve and 
be all things for everybody.” Maybe we've heard all this, right? But that discernment and 
that choosing is like you're raising your hand and saying, “I'm going to have this group for 
people that really get it, that want to work together, that really see the value in sharing 
this and that know.” So it's an easy yes.  

 I think this comes back to a place where this idea of flow, this idea of, “Where are we in 
our highest and best? Where are we where it's actually coming easily for us as opposed 
to being addicted to the struggle or trying to push through and make something happen 
that actually isn't ours to do anyway?” 

 

[Samantha] Right. Exactly. Again, when you can activate the leaders, when you can activate that 10%, 
the work that they are then able to do, the impact that they’re able to have is exponential, 
right? 

 



 

 

[Laura] Astronomical. And fully invested, right? So fully invested as opposed to somebody like 
you said. If somebody comes into the mastermind group and then after three months, 
they're like, “Oh, well, I have other things I could be doing,” that's a whole different 
energy than someone who's fully in and committed. 

 

[Samantha] Exactly. And to really know and believe. And I think especially maybe now in this -- when 
everybody's losing their minds a little bit, to remember that there is no shortage or lack 
of ideal clients.  

 

[Laura] Amen. 

 

[Samantha] There are plenty of people out there who have as much money as you need them to have 
or can find it. It's okay if it's a stretch for some people. That's not bad for people to stretch 
a little bit. I had to do it. Sometimes, people do it. 

 

[Laura] We all have. Well, that's the piece, right? When we get stretched, we get expanded. 
That's, again, the core premise of what we're talking about, give away the millions and 
giving causes growing. It's like when you stretch beyond what you think you have or you 
think you're capable of, you now have a new awareness. You have new muscles. You have 
new expandedness. There's a new version of you. You don't necessarily go back to being 
contracted. You've come out of the cocoon, right? 

 

[Samantha] Exactly. This is funny. I talked about this sometimes when I'm trying to having a 
conversion conversation or discovery call, sales call, whatever you want to call it, with 
somebody particularly for one of my higher end things. Then they usually say, “Well, I 
have to think about it,” or, “I need to talk to my spouse.” I try to get them as clear as I can 
on the conversation. But I am not one of those like, “No, no. I've got to get your credit 
card right now, people.” I think that's really being gross.  

 

[Laura] Right. I’m with you 100%.  

 

[Samantha] So I’m like, “Sure. Take 24 hours. Take 48 hours, whatever.” 

 

[Laura] “Do what you need.” 



 

 

[Samantha] “Do what you need, consult your spirit guides, whatever.” Exactly. Right. But just know 
that when we get off this call, there's two parts of your brain happening. And one part of 
your brain is creative. It's dreaming into the future. It's seeing this new possibility for 
yourself. It's wondering, “What would it be like for me to invest in myself in this way? 
What would that mean? Who would I be? What would I get?”  

 

[Laura] What’s possible here? 

 

[Samantha] What's possible? And it's a very exciting, tingly kind of place where a lot of growth and 
creativity can happen. The other half of you is having an equally natural response, which 
is contraction, which is like, “Hmm, this seems risky. Better pull back. Better hang on. 
Better not invest. Better stay still. Better not rock the boat. Better just…” 

 

[Laura] “Stay safe.” 

 

[Samantha] “Stay safe.” It would be better -- that's when we start to hear like, “Oh gosh, if only you 
were doing this six months from now. Now's not a good time.” “Oh, bullshit. There's no 
time other than now. There's only now.” So that's fear talking.  

 And that's okay. There are times for contraction. There are times to pull back. Particularly 
when you're in recovery from a trauma, I think that's a very natural to say yeah, “I'm going 
to come into my cave a little bit and heal and not push myself to do new things.” The 
contraction thing is fine. Just know that nothing new ever got created from that space.  

 So if you are committed to having something different happen, you're going to have to 
do something differently. You're going to have to have that, “Oh, gulp. This is horrible 
moment.” Combined with a sneaking suspicion especially for -- I think you have this. I 
know I have this. It’s the self-sufficiency disease like, “Oh, I'm pretty sure I can just do this 
myself. I'm pretty sure I can just…”  

 

[Laura] Oh, yeah. I don't have that anymore. 

 

[Samantha] Yeah? Oh, good. Good for you. 

 

 



 

 

[Laura] I’ve outgrown that in my 50s. But it took me a long time.  

 

[Samantha] Yeah. “I think I can just do this myself.” 

 

[Laura] Yeah. No, I don’t have anymore at all. 

 

[Samantha] If you could’ve, you would’ve. 

 

[Laura] Yeah, exactly. A couple of things come to mind just given the context that we're having 
this conversation right now. Probably in the -- I've been sharing this just because I see 
things sometimes. Those who get me, get it. And other people are like, “Okay. What are 
you? Loony?” And I'm like, “Probably.” But I see this and I see a visual of this downward 
spiral that we're in right now of this particular crisis. Whatever crisis can be -- a crisis may 
come into your life in many forms or fashions, right? I talk about it in the first book, Stop 
the Spinning, about death, divorce, disease. There's things that come, right? There's a 
crisis kind of a wake-up call.  

 So I feel like right now where we’re -- President Trump has said the next two weeks going 
to be really, really tough. So we're in that place where we're actually going down, if you 
will, a little bit, but we are also seeing the light at the end of the tunnel. We're seeing the 
bottom of the hill. We're seeing where we can come up again and what's going to be on 
the other side. There's a whole lot that we don't know.  

 And I'm wondering if you could speak a little bit to this, Sam, of -- because you work with 
highly creative people and you help us really not get lost in our own quagmire of ideas. 
What advice would you have for someone who's like, “Okay. I'm actually home. I'm not 
in a space of contraction necessarily. I have this opportunity to be quiet right now. How 
do I stay on track with what's possible and looking up the hill in a way that's really 
intelligent and wise?”  

 Not in a fear-based place but also just recognizing there's -- in my world, creativity doesn't 
happen without space. I have to have space for creativity. I get downloads constantly, 
right, because I'm one of those people like you and highly creative people. But to actually 
do something magnificent. It requires me to just disconnect and reconnect to the why. 
So tell me a little bit about what advice you'd have for us right now.  

 

[Samantha] Yeah. I think of a couple of things. One is, again, something we're talking about a little bit 
before we turned on the recording, which is I would be careful about not trying to get an 
A+ in quarantine.  



 

 

[Laura] Right. I love that. I love that.  

 

[Samantha] I find myself putting a lot of pressure on myself like, “Well, you have all this time. 
Everything's been canceled. You should just be able to paint the Sistine Chapel.”  

 

[Laura] Yeah. No shitting of ourselves. Yeah.  

 

[Samantha] Right. And write a great American novel. And this is all that time you keep saying you want 
to do stuff and you're not doing stuff. And I just want to say -- 

 

[Laura] Slow down. Take it. Yeah, slow down. Take it. 

 

[Samantha] Just get through this. Just get through this. You don't have to do this better than anybody 
else. You do not have to come out of this with a great work of art. It's fine to just live 
through it. Take care of yourself. Take care of your family. Take care of your animals and 
do the best you can with what you have. Because I know highly creative people will put 
an enormous amount of pressure on themselves.  

 The one thing I've been saying lately -- this is new for me, but I'm loving it -- is encouraging 
people to skip the first step. 

 

[Laura] What does that mean? 

 

[Samantha] Well, it means what it means to you, right? So whatever you've been thinking, like, “Oh, 
I think maybe I should have a podcast like Laura does,” or, “Oh, I think I would like to offer 
a class,” or, “I think I would like to offer meditations online,” or, “I'd like to…” You've got 
this pull, this idea that's tugging on your sleeve, right? You think, “I’d like to write a 
screenplay. I think I could do that.” 

 So that's your little dreaming expanded brain going like, “Hmm, I think I see a little 
possibility here. This seems like fun. I think I could do this, right?” Then this contracted 
logical part kicks in and is like, “Well, you better do your research on that.” Then it says, 
“Write a screenplay. Well, first write an outline. Then write a rough draft. Then write a 
first draft. Then write a second draft.” And I'm like, “Oh my god. Kill me now. It’s sounds 
horrible.” I must not be congenitally disposed to write a screenplay because there's no 
way I'm going to go through this step.  



 

  

 So I would say just skip the first step. You don't know how to write a screenplay? So what? 
Just got a piece of paper and a pen. How hard can it be? You'll figure it out as you go. But 
get some index cards. I don't know. You want to offer meditations online? “Well, maybe 
I should get certified.” Ah, screw it. Just turn on the mike and do it.  

 

[Laura] Do it. Yeah. 

 

[Samantha] “Oh, I don't have a mike. I need to get a better mike.” Your computer has a mike. Just use 
that. It's fine.  

 

[Laura] Well, this is what -- it goes back to what you and I were talking about earlier today. I was 
saying that you inspired me to teach these last classes I've been teaching the last few 
weeks. So just get on and do it. Don't worry about the PowerPoints. Don't worry about 
the graphs. Don't worry about the visuals. Get out there and talk to people and share your 
gifts. 

 

[Samantha] Especially since you know we're people. People learn from people. We're tribal animals. 
Mirroring is how we learn fast, mirroring and modeling, right? We see somebody else do 
it. Then we're like, “Oh.” Like the girl, “Oh, I see Sam being calm under criticism. I could 
be calm under criticism. Now, I see how that looks. I can do that.”  

 So for people to literally be able to see, you to see your face, to read your micro 
expressions, to feel your energy, to hear your voice, that is much more impactful than 
any fucking PowerPoint. 

 

[Laura] Then this is the thing to -- 

 

[Samantha] I have almost never seen a slide that had to be a slide. 

 

[Laura] And the thing is that -- again, we have this opportunity. I think this whole idea of shift of 
perspective, we have this opportunity to do this, to actually get on and have a girlfriend 
call, see each other, talk to each other and uncover what's real and what's going to be of 
service. 

 



 

 

[Samantha] Exactly. And if you do have information that has to be conveyed visually, fine. Have a 
slide. I have been known to draw with a sharpie on a piece of typing paper and hold it up 
to the camera because I’m super low-tech like that.  

 But just whatever it is you think, whatever your big fancy idea is of the way it's supposed 
to be -- 

 

[Laura] Let that go. 

 

[Samantha] -- just let that go. Just hop to the second step. Just get it going. You'll learn as you go. If 
it's shitty, that's okay. My friend, Erin, is a photographer. Her mentor when she was still 
learning would say, “Well, Erin, the first million frames are the hardest.”  

 

[Laura] Wow.  

 

[Samantha] I think about that all the time. 

 

[Laura] Perspective. Perspective. 

 

[Samantha] Right? Your first podcast interview is not going to be your best podcast. Your first 
meditation audio is not going to be your best meditation audio. Your first bit of writing is 
not going to be your best bit of writing. Your first email campaign is not going to be your 
best email campaign. Get over yourself. 

 

[Laura] It gets better with time and practice. Yeah. It’s so good. 

 

[Samantha] Right. Or you discover you hate it, you move on to something else. You don't have to 
finish everything you start. 

 

[Laura] Oh, yeah. Or you know what? Well -- 

 

[Samantha] Completion is so overrated.  



 

 

[Laura] I could get to a whole another part of that whole story, right, after nine companies. 
There's a reason why, right, to talk about attention deficit disorder.  

 All right. So here's the thing. I know that we both have to wrap it up because we're coming 
to the top of our time together. And I will just look forward so much to talking to you 
again next week and the week after and then just so grateful for you in my life. And I want 
to make sure that you take this opportunity to just tell us how do we stay in touch with 
you. I can post things with the podcast so we can talk. I'll do a great intro for you before 
we share this information. But I just feel like there was some incredible takeaways today 
that I had in our conversation that I feel like are tried and true and then also really 
heartfelt and compassionate for where we are in the process. So I just want to thank you 
for that. And let listeners know how do they get more of you. 

 

[Samantha] Thank you for saying that. Yeah. Probably the easiest way is just to hop on my email list 
because really, everything happens through email. I mean I try to put stuff on the socials 
and stuff too. So you can find me at therealsambennett.com. I'm also 
‘therealsambennett’ on all the socials. I think the opt-in is the Highly Creative Person Quiz 
or something fun like that. So just hop on that. Then you'll be on my email list. You'll get 
poems and recipes. You can write me back about your project. We'll be pen pals and best 
friends. It'll be great.  

 If you're not into that, then there's always the books too. I've written a couple books that 
are available both as hard copies, as Kindle books, as audiobooks. Get It Done is one and 
Start Right Where You Are is the other. Or also available, make a lovely gift. 

 

[Laura] We'll make sure we post the links for therealsambennett.com and where they can get 
copies of your amazing books. And girlfriend, such a treat. 

 

[Samantha] Oh, thank you so much for having me, Laura. I love you.  

 

[Laura] I mean it’s such an honor. I love you too. And I’ll look forward to having you with us at 
Limitless Women and sharing your brilliance there. We're working on how to make it fun 
and incorporate movement and magic.  

 

[Samantha] Super interactive.  

 

[Laura] Have you be there, I know we’re going to have lots of laughter. 



 

 

[Samantha] That's right. No more passive learning. 

 

[Laura] Only the fun stuff. 

 

[Samantha] Only the fun stuff. 

 

[Laura] Okay, sweetie. I love you bunches.  

 

[Samantha] Talk to you soon.  

 

 

[Laura Gisborne] Thanks for tuning in to the Limitless Women Podcast. We love to hear stories of Limitless 
Women out in the world building community and giving back. Send in a personal story of your own, or 
nominate a Limitless Woman in your community so we can share her story. We’d love to feature you both. 

 

[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. 

 


