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Transcript:  Jama St John and Wendy Bailey 

Wendy Y talks about how to get More Clients, More Products, More Cash! 

 

Jama:  Hello, and welcome to your Strategic Business Building call.  I’m your host 

Jama St John of Strategic Virtual Solutions.  I started my business in 1996 and have 

grown it to a successful, multi-virtual assistant and Infusionsoft consulting and 

training business.  I know the challenges that online business owners face on a 

daily basis and started Strategic Business Building so you can get quick strategies 

from experts who have been there. 

The goal of these calls is to help you get strategies and tips that work.  We’re 

talking about a plan of attack that you can take action on immediately.  

Today we have with us Wendy Y. Bailey.  Wendy Y and I have been connected 

through social media for several years, and I finally had the pleasure of meeting her 

in person earlier this year.  Thank you, Wendy Y for being here today. 

Wendy Y: Thank you, Jama, I’m excited to be here with you.  And I’ve got to tell 

you, as soon as I saw your name, I was like, “Ooh, I know you!”  So I’m excited to 

be here to support you, and I was delighted to meet you in person finally.  

Jama:  Me too!  And let me just tell our listeners a little bit about you.  Wendy Y has 

been supporting, training and coaching professionals for more than eleven years. 

Affectionately called Wendy Y by her coaching clients, professional colleagues and 

business friends, she has built a profitable brand helping, coaching and training 

professionals to create, market and deliver profitable group coaching programs 

using neural-linguistic programming (NLP).  And I knew I was going to mess up on 

that word! 

Wendy Y:  I was going to say, “Easy for you to say!”  It’s a big word that has a lot of 

power.  I’ll tell you more about that in a second. 

Jama:  Wendy Y is also a sales and conversion strategist and has discovered that 

genuine client connection and attraction are at the heart of all marketing efforts.  In 

fact, she’s mastered the selling strategy, proving that it works every single time.   
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Wendy Y says that’s when skill meets personality and true transformation happens 

for your clients and in your business.  That’s also when you begin to make money 

easily and effortlessly.  Today Wendy Y will share elements of her selling strategy to 

challenge you to accelerate your income and build a thriving business filled with 

ideal clients you truly love.  And I cannot wait to hear what you have to say!   

Wendy Y:  Yes, I can’t either!  That sounds like a lot of stuff I’m going to share!  

And I am.  I love what I do, and I really appreciate the opportunity to share with your 

listeners. 

Jama:  Well thank you!  So let’s just start with the first question I have here.  What 

are the biggest challenges in selling? 

Wendy Y:  Wow.  You know, most people think, “Well, I don’t know what to do  when 

it comes to selling.  Oh, I don’t have a shopping cart in place.  Oh, I don’t have a 

merchant account in place.”  You know, they think it’s that kind of stuff.   

In reality, it is fear.  It is limiting beliefs.  And when I say ‘fear,’ I’m talking about 

yours, you, stuff that comes up with you when you even approach what I call a 

selling conversation.  The fear surfaces.  You don’t know if you’re going to be 

rejected, you don’t know what someone is going to say to you, you don’t know  what 

that client will give you – will throw your way, because you feel like it’s more about 

performance than just being present with the client.  And that’s the mistake.  

Limiting beliefs come up too.  Because we kind of make stuff up in our minds about 

why the client showed up in this way, why they said this, why they’re a few minutes 

late, why they’re a no show.  That kind of stuff is more about the client than it is 

about you.  But we, when we step into those conversations, it’s really about us and 

how we think of the whole experience of selling.   

Jama:  When we think of selling, we think of being slimy and sneaky.  You know, 

we think of the used car sales person. Right? 

Wendy Y:  Yes, we really do.  But I don’t see selling that way.  Selling is about 

being your authentic self.  It’s about being in personality and in partnership with a 

client.  It’s about providing service to the client.  Now when I talk about it in this way, 

the selling conversation I’m talking about, I often refer to them as profitable 

coaching conversations, because when you are coaching, when you are serving, 

when you are selling, and those three are synonymous, when you are in that space,  
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the fears subside.  The limiting beliefs go away, and addressing them is as simple 

as looking at yourself in the mirror and thinking about how you want to show up in 

those conversations.  And those conversations exist one-on-one, they exist in a 

group, they exist when you’re speaking from the stage for speakers.  They exist 

when you are in social media and being of service through your updates, through 

your blogging - that coaching-selling-service mindset is what helps you overcome 

those fears and limiting beliefs. 

Do you see that? 

Jama:  Yes, so it’s our own self-talk that we do. 

Wendy Y:  Oh yes, and that’s what we have to manage. And you manage it by 

realizing that the greatest power you have in any conversation, and when I say ‘any’ 

I mean all of those I just described, it’s making sure you understand that the power 

comes from how you show up in the scenario – in that conversation.  When you 

show up confident; when you show up being of service to the people or the person 

or the client that you’re engaged with, then the client responds to that.  

Jama:  Yes.  

Wendy Y:   When you show up personable, then clients respond to that.  It’s paying 

attention to where the client is and being of service to the needs of that client.  And 

that relieves performance anxiety.  That gets rid of limiting beliefs.  There’s no fear 

of rejection because when you’re in service, rejection does not count.  You know, it 

doesn’t come into play.  It really doesn’t. 

Jama:  Yes, interesting!  So ideal client clarity.  What is it? 

Wendy Y:  Oh, this is my own little formula, and it really does work.  Ideal client 

clarity is very simple.  Think of it as the power of one:  one ideal client, one core 

problem and one comprehensive solution.  See, most of the time, what we talk 

about as business owners, as coaches, as trainers, speakers, consultants, as 

entrepreneurs, when we talk about our target market, we tend to speak of them in 

the masses.  We say ‘someone’ or ‘everyone’ or ‘all’ or ‘they’ or ‘them,’ and we refer 

to our clients in that way.   

The reality is we can’t reach a ‘they’; we can’t talk to a ‘somebody’ or an ‘everyone’ 

or an ‘all.’  We want to talk to one person because our messages when we’re  
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speaking, when we’re writing, when we’re blogging, when we’re social media 

networking, are received by one person at a time.  So that one ideal client is where 

you want to focus your time.  You get  a really, really good picture of the one.  Not 

two, zero, the number after zero, the number before two, one ideal client.   

One core problem.  Yes, clients show up and they have multiple challenges or 

presenting problems or things that they show up facing.  You have to be so clear 

about the problem that you are dealing with that keeps them stuck and in that space 

of challenge and problem, so that you know clearly what that one comprehensive 

solution is that you offer.  That’s why I call it the power of one .  Get clear about the 

one ideal client; get clear about the core problem - not the symptoms but what’s at 

the very heart of the problem, and one comprehensive solution.  And when you 

solve the one core problem with your one comprehensive solution, the more you do 

that with the same ideal client, what you’ve found is that you’ve built a niche for 

yourself, a niche – however you pronounce it.  But ideal client clarity really is the 

power of one. 

Now that’s important because when we talk about those challenges I mentioned a 

minute ago, Jama, we’re really talking about looking at one  ideal client helps you to 

not be fearful about performance anxiety, because you get this person!  You know 

exactly how to serve her or him.  You know how to relate, how to connect, how to 

build rapport, how to create relationship, how to cultivate growth and a bond with 

your one ideal client.  So you don’t have to be afraid. You don’t have to have 

limiting beliefs about who you’re speaking with or what you’re talking with them 

about.   

Jama:  You know, it’s funny that you should talk about that because I do a program 

on lifecycle marketing and turning prospects into clients, and one of my big things 

is, “Get specific on who your ideal client is.”  How old are they?  How many kids do 

they have? Where do they live?  What do they look like?  Find a picture of 

somebody that would be your ideal client, and I think doing that makes the sales 

conversation easier, because you’re picturing that person, then, when you’re talking 

to your prospects. 

Wendy Y:  Without question.  I even tell my clients, “Give her a name. What’s your 

ideal client’s name?”  And when they start seeing Sally or Bobby or Jane or 

whatever that ideal client is and speaking about her in that very specific  
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terminology, what happens is she begins to show up. It’s like the shiny red car.  You 

go into the car dealer to buy a car – you buy a shiny red car.  Well you didn’t see 

any shiny red cars before that.  But you know all of a sudden you see – one meets 

you at the light, there’s one passing you on the expressway, you know, you turn the 

corner and park and there are two or three right around you.  You don’t see them; 

you don’t notice them until you have that clarity about that shiny red car that you 

just bought. 

Jama:  Right. 

Wendy Y:  It’s the same way with the ideal client.  All of a sudden, she s tarts 

showing up, and it makes all the difference in the world in your marketing, in your 

selling, and everything that you do when it comes to building your business. 

Jama:  Right; that is so important.  So how do you define value in selling? 

Wendy Y: Wow.  It all ties back to three things.  There is a financial value, and I 

think most people are clear about what that is.  That is one. 

Two is a business value and three is a life value. So there are three elements to 

defining value in your programs, in your products, in your services.  The financial 

value is all about a return on your investment. When your ideal client – when Jane 

comes to you, she wants to know that investing in you is going to yield a return.  If 

she invests $100, she wants to know she is going to get that $100 back and then 

some.  That’s a return on her investment.  That’s a financial value.  

There’s another element to the financial value that speaks to what she is going to 

see in her bottom line.  Is it going to increase her bottom line?  Will she grow by 10, 

20, 30 percent?  Whatever that is, she wants to know that more than just a return, 

she is going to have a bottom line impact - a positive, a favorable impact because of 

the work she does with you.   

No matter what type business you’re in, this is important.  If it’s a product she’s got 

to know that she is going to see a return on the investment.  Is she going to make 

the $100 back that she spent on her product?  Is she going to see a bottom line 

impact in that?  That’s the financial value. 

Business value is all about effectiveness and efficiency.  So making sure that when 

your client enrolls in your program, all of a sudden she’s got a system now.  She’s  
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got tools; she’s got a process.  She’s got procedure.  She’s got strategies that are 

going to help her be more effective in her business—that are going to help her to be 

more efficient.  Maybe it’s about productivity.  I have a client who is a productivity 

coach.  So her clients are coming to her because they want to know that they’ re 

going to increase their productivity by a certain margin.  And that’s about efficiency.  

Or effectiveness.  Their results will go up as a result of the strategy that she gives 

them in the program.   

So that’s the business value.  And then the value that some of us tend to lose sight 

of is life value.  You may call it lifetime value.  I love when I hear from my clients 

who I’ve worked with, and we’ve completed our work and they’ve moved on and 

they’re doing great and they post on social media or they call me and they say, 

“Wow, I’ve just got to tell you.  You have been in my head all week, because what 

you told me still works!  It still applies.”  That’s a life value, or a lifetime value.  

That’s something that the client will carry with them no matter where they are – no 

matter what they’re doing.   

So you want to know, and your client wants to know, in the selling conversation that 

the financial value exists, that ROI and that opportunity to impact their bottom line 

exists in hiring you and working with you and enrolling in your program and buying 

your product.  Your ideal clients want to know that they’re going to experience some 

effectiveness and efficiency after applying your strategy, or your process or your 

procedure with steps – whatever that is.  They want to know; your ideal client wants 

to know that.   

And then your ideal client also wants to have a sense that you’re going to have an 

impact that is going to last for a while for them. So that’s all about establishing 

value, and you do that in the selling conversation.   

And I’ll just say this about a selling conversation:  every conversation is a selling 

conversation.  Every conversation is a selling conversation.  The reason I say that is 

because neural-linguistic programing is founded on building rapport and connection.  

It is totally founded on building rapport and connection.  Now I don’t use NLP 

typically the way people use it.  I don’t tell you, you know, tips and tricks.  That’s not 

my style of NLP.  It’s understanding the depth of connection based on language, 

and language having a bigger definition than just words.  It’s pictures, it’s sounds, 

it’s attitude, it’s belief, it’s understanding, it’s listening, it’s paying attention to things  
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that impact behavior and helping your client make sure that they are moving forward 

and growing and expanding and they’re shifting to places that are resourceful for 

them in their business. 

Jama: Okay. 

Wendy Y:  So when I talk about rapport and connection, what I’m really talking 

about is making sure that you are about that service.  Every conversation is a 

selling conversation.  Every conversation is an opportunity to establish rapport and 

build a relationship.  Every conversation, whether you are speaking from the stage, 

or speaking with someone individually, or talking to your potential ideal client at the 

networking function, every conversation is an opportunity for that rapport and 

relationship and that bond of trust.   

Jama:  I find everything you’ve said today very interesting.  And I could just go on 

and on and listen.  

Wendy Y:  Well, you’ve got to at least tell me why you find it interesting.  I know 

that I’m hitting a couple of notes with you.  But tell me why. 

Jama:  Because as business owners, selling is so important.  And I like what you 

say about every conversation is a selling conversation, and it doesn’t have to be a 

cheesy selling conversation, but it’s about building that rapport and that connection 

and building that relationship with people.   

And I’ve picked up on the financial value and the different things that you’ve 

mentioned there; I know I’m going to go back and look at my conversations that I 

have with prospects and even clients and see how I can incorporate some of those 

ideas, like building the systems in the business value - the systems and the 

procedures you mentioned and the impact on their bottom line.  I’m so glad I had 

you on today! 

Wendy Y:  Well, I’m glad that it’s making a difference, because this is the piece that 

most people lose sight of.  You know, we’re taught, when it comes to marketing, I’ve 

been at this for almost twelve years now; next month will be twelve years.  And what 

I’ve found is we’re taught how to build the systems.  We’re taught how to build the 

tool or strategy or to talk about that.  But when we only talk about that, Jama, we  
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miss with the client the opportunity to really connect and make a difference and 

make a meaningful impact with the client. 

The ideal client comes to us because they want to know what’s in it for them.  You 

know, “What’s in it for me?”  So they’re looking for service.  They’re looking for 

support.  They’re looking for service.  They’re looking for coaching.  They’re looking 

for selling when it means their problem is solved, when it means you get them; you 

connect; you understand them.   

I had a conversation, just real quick, with a potential client a couple of days ago. 

She’s been on my list for a while, and I reached out and gave her a call and we 

talked and there was an opportunity for her to provide some service for me as well - 

and when we started talking about how we could support each other. And what she 

said to me was, “Wow.  You know I really get with you that you care about what I’m 

doing.  You care about what I need.  You care about how you can serve me.”  And 

she named a couple of other coaches that she had talked with, and she said she 

really didn’t get that.   

Now that’s not to knock those other coaches; that’s to say that oftentimes, we’re so 

focused on in a selling conversation (remember, all conversations are selling 

conversations), but we’re so focused on our process, our system, our strategy or 

we’re going to do this for you or we’re going to do that for you, that we miss out on 

the opportunity to just connect – to just be in communication and connection with 

the client.  And that’s really what clients are looking for. 

I see a movement happening today where clients are demanding that.   

Jama:  Yes, and I think it is so important that there is a connection between people 

that are working together in the virtual assistant business.  There’s so much 

personality involved in that.  I think it’s so important that it’s recognized when you’re 

talking to a prospect or when prospects are talking to me.  There’s a personality 

there, and there has to be a good match before it becomes a good relationship. 

Wendy Y:  Yes, without a doubt. 

Jama:  We are out of time. 

Wendy Y:  Uh-oh! 
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Jama:  I know!  It went fast! 

Wendy Y: It did!  We’ve got one more thing to talk about! 

Jama:  What would be one strategy that you would want our listeners to take away 

from today? 

Wendy Y:  The one strategy that I want listeners to take away - I’m going to wrap it 

up with this thought around ideal client clarity (and then our final point that I wanted 

to be sure I made). When you speak only with your one ideal client; when you do 

your discovery sessions, your strategy sessions, your breakthrough sessions – 

whatever you call them – with only your one ideal client, when you speak at a 

networking event, when you stand on the stage, in your speaking, speak only to 

your one ideal client and a sea of your one ideal client. When you do that, your 

client conversions increase.  So does your confidence, so does your opportunity to 

make more money.  Ideal client clarity and client conversion go hand in hand. 

Because when you speak to your one ideal client only, then you are in a prime 

position to make an impact and increase your profits and impact your ideal clients’ 

lives and businesses. 

Jama:  Okay.  Well, I’ve got some networking events coming up, so I’m going to 

change my strategy a little bit. 

Wendy Y:  Good! 

Jama:  You said you had a point you wanted to cover.  Did we get it? 

Wendy Y:  Oh, I covered it, yes.  I sort of wrapped it all together with the client 

conversion.  That was the thing I wanted to emphasize.  So yes, I got it in there!  

Jama:  I wanted to make sure.  I didn’t want us to miss anything.   

Wendy:  Not at all.  I always find a way to bring it all together, and hopefully I did 

that with my last point. 

Jama:   You did!  So you have a gift for our listeners.  Can you give us thirty 

seconds about what it is?   

Wendy Y:  Yes, I can actually make it less than that.  I did a webinar a while ago.  

It’s called Closing the Sale is Never about the Money.  It’s a $147 value, and what  
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I’m going to do is extend an opportunity for your listeners to go and grab that 

webinar.  They have to watch it online.  It’s a really, really nice walkthrough of 

‘what’s really happening when you get to those objections, why the client is really 

buying from you.’  They can go to http://groupcoachinginstitute.com/salesfreebie/ 

Jama:  Thank you so much!   

Wendy Y:  Sure! 

Jama:  And just so our listeners know, we’ve got a page set up.  We’ll have a 

transcript on there and a link to Wendy Y’s freebie also.  And you can find that at 

www.strategicbusinessbuilding.com/wendyy.  And thank you, Wendy Y, for being 

here today. 

Wendy Y: Thank you so much for having me.  I’m honored to have been here to 

share with your listeners. 

Jama:  I’m glad you were here, and I’m glad we finally met also. 

Wendy Y:  Yes, absolutely! 
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Contact Us: 

 

Strategic Business Building Website: 

http://strategicbusinessbuilding.com/ 

Strategic Virtual Solutions Website: 

http://strategicvirtualsolutions.net/ 

Phone: 

404-477-4267 

Email: 

info@strategicvirtualsolutions.net 
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