




 Minding My Business 

A mastermind at her craft, Judy Hoberman is an honored 
training manager, who has developed top performing sales 
techniques for selling to women, and addresses the 
different techniques employed by women and men in 
sales, as well as the advantages of how women focus in 
sales. 
 
Her leadership abilities and sales experience are a result of 
three decades of commitment to assisting corporate 
professionals and entrepreneurs in developing the best 
methods for success. 
 
As a sought after consultant and speaker, Hoberman is 
helping companies employ strategic sales techniques 
unique to their organizations, guiding them on the path to 
achieving incredible results. 
 
At her core, Judy is an extraordinary entrepreneur who is 
experienced in both the corporate and self-employed 
fields. Her skill set and knowledge of sales has had an 
impact on companies of varying sizes from large insurance 
companies to the small business owner.  
 
After she created a turn-key program for sales personnel 
and managers on a national level, she began developing 
training on site for one of her passions - addressing the 
challenges women sales persons face. Judy has taught men 
for many years, and she has recently started teaching how 
various sales strategies differ among males and females.  
 
It was a pleasure to speak with Hoberman about some of 
her recent experiences in working with professionals in the 
corporate and entrepreneurial worlds. She graciously 
shared her insights on how to employ sales strategies that 
bring lasting results. 
 
Monica:  You have gone through many of the experiences 
that a lot of women are going through today. What are 
some of the things that you are helping women achieve as 
career professionals and as business owners today that you 
wish were available to you when you were working in the 
corporate world and when you were beginning your own 
business?  
 
Judy:  One of things I wish I had had without question 
would have been someone to mentor me or a person to 
keep me accountable, because when I first started out, 
there were no women who were mentors. It wasn’t 
because they didn’t want to be, it was because there 
weren’t any.  
 

I come through the ranks and I’m working 
with some very, very successful men.  I 
loved most of the things that I did, but I just 
couldn’t get to that next level.  I didn’t have 
someone to say, try it this way, or do it this 
way. I had to make up my own playbook all 
the time.  
 
The one thing that I always tell women is 
hire a coach, find a mentor, even if you 
work in corporate America and they don’t 
have an official mentoring program, find 
someone who can be your unofficial 
mentor, because they will learn as much 
from you as you will learn from them. If 
you can’t afford a coach, find a mentor. If 
you can find a coach, and you have the 
money, then hire a coach.  
 
A coach will not only help you celebrate 
your successes, but will also call you out 
when you’re not doing the right thing. I’ve 
had experiences both ways, both as a coach 
and as the one being coached.  
 
Monica:  Sure. Coaches help you become 
accountable for what you say you are going 
to do.  
 
Judy:  Absolutely. When I had my very 
first business coach, she told me I was going 
to write a book, and I said no, and she said 
yes, and I said no, again. It was 30 years of 
experience in my head and I finally agreed 
to it. However, agreeing to it and 
doing it are two totally 
different things.  
 
She said on our next 
call, which was two 
weeks later, “You 
need to have just 
the outline done, 
that’s all you need 
to do in two 
weeks.” In our 
follow up call she 
said to me, “Did you 
do your outline?” I 
went, mm-hmm, I never 
said yes. Then she said, 
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“Read it to me.” I said, “When?” She said, 
Right now.”  I said, “I don’t have one. I 
can make it up.” She said, “You pay me 
this money and yet you don’t want to do 
this, so why are you paying me this 
money?” It was like the biggest light bulb 
ever had just flashed on.  
 
She was right. Why was I spending 
money?  
 
Monica:  As a publisher, I’ve had 
conversations with many business owners 
and entrepreneurs and what I’ve found is 
that in the process of running or starting a 
business, marketing and sales seems to be 
one of the most challenging parts. Most of 
them seem to be strapped for cash.  How 
can a new business owner who is often 
strapped for cash get the biggest bang for 
their marketing dollars?  
 
Judy:  As a new business you have to 
remember that you are now the accounting 
department, the marketing department, the 
sales department, you are everything. 
Sometimes it gets to be very 
overwhelming. What I always tell my 
clients is on your calendar, whether it’s 
once a week, ten times a week, it doesn’t 
matter -- on your calendar you have to put 
down marketing and you have to put down 
sales, and make it an appointment, because 
you wouldn’t stand up an appointment. 

Pretend it’s a new client coming in -
- you’d never stand them up, 

so why would you risk not 
having the ability to 

reach clients or 
prospective clients to 
sell to them? You 
need to put that on 
your calendar.  
 
If it means that you 
don’t want to pick up 

that phone because it 
weighs 900 pounds, go 

out and do some 
networking and build 

relationships, because you 

have to be able to support this habit that you have and that 
habit is your business. How do you do that if you don’t get 
in front of people, whether it’s over the phone, on the 
computer or however you want to do it? If you don’t have 
people to talk to, then you don’t have business. If you 
don’t have business then there is no way for you to support 
yourself.  
 
Who is your target market? Inevitably, people will give 
you this gigantic target. “My target is women.” Well, what 
about women? We go through this process of the needs 
analysis. You might say, “I want to work with boomer 
women.” What about the boomer women? “I want to talk 
to the ones that are recently divorced, separated or 
widowed.”  
 
Every time you do that, your niche goes down. Now that 
you’ve become an expert in your field, not only can you 
find your people, but people can refer people to you, 
because you’re now the expert in that field. If you’re new 
in business and you have to make some money, you’ve got 
to be able to narrow that niche and be able to offer 
something to your market.  
 
Monica:  People sometimes try everything when they 
really haven’t decided on the best method(s) to market 
their business. What should they be doing to determine the 
best marketing practices and methods for their type of 
business?  
 
Judy:  Let’s go back to what I said about the niche market. 
Let’s say your niche market is moms who stay home and 
run a business out of their home. You have to figure out 
where they are. Are they on Facebook, Pinterest, 
Instagram, or are they on LinkedIn? Who are they and 
where do they hang out? Once you determine that, then 
you can start creating a very intentional marketing plan 
towards them.  
 
If your market is hanging out on Facebook and you’re only 
doing LinkedIn because everybody tells you LinkedIn is 
for business, you are not going to create the momentum or 
the buzz that you need. If your people go to a luncheon 
once a month, then you need to get yourself to that 
luncheon once a month. You have to become a detective 
and figure out where they are and what they’re looking for 
and how you can reach them.  
 
With social media the way it is, you get to reach more than 
one-on-one now. Now it’s one to many. That’s changed 
the entire playing field since we first started doing 
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business. You didn’t have access to the internet because 
there was no internet. You had to go one-on-one and you 
had to pick up the phone. There was no computer.  You 
couldn’t do email, so it was a lot different. Now you can 
do everything on the computer, but you also don’t want to 
hide behind a computer.  
 
Monica:  New and many existing business owners 
oftentimes don’t leverage the power free publicity. 
Oftentimes, I’ll tell people that if you are not taking 
advantage of that, then you’re leaving money on your 
table.  
 
Judy:  Without question.  
 
Monica:  I coach people who are looking to utilize 
publicity and the media as a great way to gain credibility, 
as well as to grow their business.  
 
Judy:  I think a lot of people think that the only way they 
are going to get exposure through media is to be on the 
Oprah Show or Good Morning America. In fact it’s harder 
to do it that way, because you probably won’t get onto 
those shows that easily, but there are a million ways to get 
into media. If you are not afraid to pick up the phone, you 
can call a local station and say, “I have a great story for 
you.” I do a radio show so I know the value of radio.  
 
Will you make $1 million on the radio? Probably not, but 
you are going to be exposed to another whole market. 
Now your name is out there.  Radio show hosts are always 
looking for guests, so all you have to do is find the show 
that appeals to you, and appeal to your market.  If you 
want to get your name out there, start speaking; go to 
every chamber, every rotary club and every association. If 
you’re working with women, go to every women’s group 
and look for speaking opportunities. If your message is a 
good message, you’ll get referred from one to the other.  
 
When I first began this business, I started speaking at 
every chamber and every rotary, and people in the 
audience would say to me, “Oh my God, you have to 
come to my group.” Oh, you have to be here, you have to 
be there. I was everywhere. I was everywhere because 
that’s what happens, people hear you and your message is 
different.  It’s not the same old thing that everybody else is 
doing, because you have a good message.  
 
Of course, when you are first starting out, you also don’t 
get paid to speak but that’s okay, because you are being 
exposed to new markets, and you get to practice your 

signature speech. There is nothing better 
than that.  
 
Radio is awesome. Go on a local TV 
program if you can.  Begin writing a blog 
post for different magazines. There are a 
million ways to use the media.  It’s just that 
when people think media, they think, “Oh 
my God, I have to be on Fox, and I have to 
be on CBS, and I have to be on ABC.” 
That’s great, but it doesn’t happen like that 
all the time.  
 
Monica:  You get a lot more coverage if 
you spend time focusing on starting with 
your local area, your own community, and 
it’s amazing how quickly things can grow 
from there, rather than wasting your time 
trying to seek a spot on a major  show or 
even a regional newspaper. It’s always great 
to start locally in your community when you 
are talking about getting media exposure 
and then work outwards.  
 
Judy: Also, the way you and I met was 
through one of the reporter’s sites, was it the 
HARO? That doesn’t cost anything. If you 
are diligent about it and you start looking at 
what comes out once a day, twice a day, 
three times a day, depending on which one 
you go on, they are saying, “I have a story, 
and I don’t have anybody to respond to it. 
So could you respond to this?” This is 
basically what they’re saying. Here is the 
story, just make it fit.  
 
Again, it doesn’t cost 
anything, and you never 
know who you are 
going to meet. You 
never know where 
it’s going to go, or 
sometimes people 
have never seen 
themselves in print. 
It’s like the most 
amazing thing. When 
I got my Exceptional 
People interview and I 
was featured on the cover, 
oh my God, I thought I died 
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and went to heaven. Honest to God, I really 
thought what you and I were doing was an 
article. You have no idea how many emails 
I sent out to forward this to people.  
 
Monica:  I think people are afraid to take 
that leap to try something new and see 
what comes from that. Being able to step 
out of your comfort zone and begin doing 
things that you ordinarily wouldn’t do is 
really an important key to success.  
 
Judy:  If you really want to get into the 
media, you have to make yourself 
available. If somebody calls you from a 
news station and they ask, “Can you make 
a comment in 20 minutes?” Unless you are 
getting on a plane or have some other 
emergency, you say yes. That is totally out 
of your comfort zone. The very first time it 
happened to me, I got a message on my 
voicemail, and they said, “Hey, if you can 
be available tonight in an hour, we want to 
do a news story with you.” I called and 
said, “Absolutely.” Now they call on a 
regular basis. All you have to do is be 
available, be a fun guest, and just give 
them some great information.  
 
I always say this, and it’s not that I mean 
anything by it, they are not always looking 
for expert speakers or trainers, and they are 
sometimes looking for somebody who can 
fill a void in their schedule. I’ve been on 

shows and they’ll say to me, “It’ll 
be a three-minute interview,” 

and it turns into 25 minutes.  
 

Do you know what it 
cost to advertise on 
radio for 25 minutes?  
 
Monica:  It is true 
that it costs much less 
to keep a customer 
than to get a new 

customer and I think 
that referral marketing 

is a great way to do that. 
What are your thoughts on 

referral marketing?  

Judy:  I’m a big proponent of referral marketing.  I always 
tell people that because I’m a sales trainer, it’s part of my 
process. It is part of the sales process, but it’s one of the 
things that people hate the most. They hate to ask for 
referrals but they love to get them.  
 
Do I ask as soon as I make the sale? Do I ask later on? If 
you don’t start doing it from the beginning of your career, 
you’re never going to do it. It’s uncomfortable. You just 
have to hold your breath and just ask for it. The problem is 
that if someone built a relationship with you and you’re 
afraid to ask for something, then it’s not a relationship that 
you thought it was.  
 
I think referrals are probably the best and easiest clients to 
have, because somebody thought enough of you, 
somebody already knows how amazing you are, you didn’t 
have to tell them, they told you, and they told everybody 
else.  
 
Monica:  It’s almost like they become your sales team.  
 
Judy: They are like my walking ambassadors, right.  
 
Monica:  I’d like talk about the art of closing. Oftentimes, 
people know how to get a potential customer interested but 
for some reason, they are not able to close.  They are 
unable to get the customer to buy their product or service. 
Would you agree that it takes a special skill in order to 
become a successful closer?  
 
Judy:  I don’t know if I’d call it a skill. I just think it’s part 
of a conversation. I think people think that it’s always 
about closing. You have that in your head, and the closing 
then becomes a challenge and it becomes uncomfortable.  
 
For me, it’s always been about a conversation. I’ve never 
sold anything in 30 years. All I did was have a 
conversation. I’d be asking you so many questions that you 
would tell me everything I needed to know, because we 
are now having this relationship. If you don’t ask the 
questions you don’t learn anything.  
 
Sometimes, what I had was not appropriate for people, and 
I would tell them, “This is not right for you.” I may have 
just lost a commission, but you always do the right thing.  
 
I would ask questions and when I was done asking all the 
questions I’d ask one more. And my last question was 
always, “Is there anything else?” I always call that my 
secret weapon, because that gets you any objection right 
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then and there, not when you are trying to close. This is 
still when you are in the fact-finding stage.  
 
It’s not like you have to push for the close because, you 
just ask, “Is there anything else?” If they say, “No, that’s 
it, I love this,” then you ask, “How do you want to start, 
because you’ve already gone through that whole fact-
finding process. There is nothing left that you have to say 
or push.  
 
One of the things that women do more than men is that we 
build these relationships while we are having this 
conversation. Guess what we forget to do? We forget to 
ask for the sale. We are having such a good time building 
the relationship we never ask.  That’s why a lot of people 
don’t close, especially women. We didn’t get around to it. 
 
If you don’t get the sale right away, I would definitely 
follow-up with them. I always follow-up with anybody 
unless they say to me, “Don’t follow-up with me. Get 
lost.” I’ve never experienced that, but you should always 
follow up.  
 
Monica:  Can you talk about the impact of what women 
wear and how it can make or break their success, let’s say 
in business? Sometimes I think we as women have a 
tendency to wear less or shorter skirts or dresses because 
sometimes we think that that’s what it’s going to take to 
get business or to climb the corporate ladder.  
 
Judy:  If you go back a couple of decades, women had to 
dress to show skin in order to be promoted, in order to be 
liked. A lot of times they went through their whole career 
like that. Today, it is a little different, but there are still a 
lot of women who feel that the more skin that they show, 
the better off they are.  
 
But I’m going to tell you that I spoke to a couple of guys 
last week, we had the same conversation.  They asked me 
what I thought about what women wear in the workplace.  
It doesn’t matter what age group, because the younger 
ones wear things that look like they’re on the beach, and 
the older women wear things that may look like they are in 
a club.  
 
They told me that they find it inappropriate when women 
wear things that are either too high, too low, or too tight, 
because it doesn’t show that they’re being professional. 
You can actually be ostracized for wearing things that 
aren’t appropriate, not just by men, but by women also.  It 
is not a good thing to come to an office, a job site, or meet 

a new client, when you are wearing 
inappropriate clothing.    
 
If you’re women in corporate America and 
you are in an executive role, you’ve got to 
be dressed more appropriately than 
everybody else, because people are looking 
at you. If you are a speaker, you have to 
dress at least one level up, because people 
are looking up to you, people are looking to 
see what it is you’re doing and what makes 
you successful. You get one chance to make 
a first impression, and that’s what people 
are going to remember.  
 
Monica:  I was having a conversation with 
a woman a few days ago and she happened 
to be an individual who, many years ago 
was the first female to work in a specific 
male-dominated industry. Today, she is also 
in a male-dominated industry, and we were 
talking about how women in positions of 
authority often feel that they have to carry 
themselves like men in order to become 
successful in business or in the corporate 
world. What are your thoughts on that?  
 
Judy:  I was the only woman in male-
dominated industries, and for me it was a lot 
of uphill battles, with one hand tied behind 
my back. It’s also the same for men though.  
When they are in the position of power, they 
still have to learn how to work with this new 
group of female executives. When I talk 
about communication differences, I 
talk about the differences, I 
talk about the fact that we 
need to understand how 
each one of us works. 
It’s not better or 
worse, it’s not good 
or bad, it’s not right 
or wrong.  
 
I think sometimes 
men have a more 
difficult time trying to 
get into the heads of 
women, because they’re 
so used to working with 
very successful men.  
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Number one; they have to let us speak.  
Number two; listen to what we are saying. 
As women, we also have the opposite 
problem, because we want to talk about 
everything in a story form, and men can’t 
hear that. We also have to begin saying 
things in bullet points, so they can hear us 
and they can ask for more.  
 
Monica:  Can you talk a little about your 
program, Selling in a Skirt?  
 
Judy:  Selling in a Skirt actually began 
because I was trying to figure out how to 
become a mentor and a coach. That’s how 
it started. Then men came into the picture 
and they said that they needed to know 
how to work with women, how to motivate 
women, and keep them on their teams. I 
opened it up for men as well, but I have to 
say that if I’m speaking or if I’m doing 
training, I can easily do it in a co-ed 
format.  
 
Monica:  You recently launched a new 
book, right?  
 
Judy:  Yes, it’s called Pure Wealth: 26 
Ways To Crazy Profitability and 26 
women put this book together.  It’s all 
about being profitable. As silly as it 
sounds, profitability is not only about 
money, it’s about so many other things.  
That’s what really came out in this book, 

that each one of these women has a 
way to express her sense of 

profitability. When the 
book was launched we 

did a live event, and 
each one of the women 
had 12 minutes.  It 
was like a TED talk, 
again, not self-
promoting, not 
selling. It was 12 
minutes of sheer, pure 

content about what it 
means to be profitable 

and why you wrote your 
chapter.  

 

It was unbelievable.  Everyone was crying, everyone was 
laughing. That’s what it is. When we talk about pure 
wealth, we talk about your passion and your purpose, and 
when you put those two together, you get pure wealth. It is 
pretty amazing. 
.  
Monica:  I certainly wish you much success with it. 
 
Judy:  We are an Amazon bestseller.  
 
Monica:  Congratulations. You’re really changing a lot of 
lives, but you’re doing something that you truly enjoy. I 
think that’s the key to success.  
 
Judy:  I agree. In the middle of all of this craziness, I’ve 
been in business for a little over four years, and I’ve made 
tons of mistakes. I wrote a book about it called, Famous 
Isn’t Enough. It’s about every mistake I could make. But 
with that, I started discovering things and being open to 
different opportunities, and in the middle of it all I met 
someone and got married in 2012.  
 
Monica:  Wow, what a story.  That is wonderful.  
 
Judy:  That’s what I’m saying, things that you didn’t 
realize were happening are happening.  Things that you 
were not open to, you are now open to.  Things that you 
thought were perfect are not perfect. You just have to learn 
the lesson. That’s what I did, I learned every single lesson.  
I laughed and cried, and it lasted for about 22 seconds.  
 
Even 22 seconds is too long, honestly. It was very painful.  
 
Monica:  There is no way that we’re not going to make 
mistakes, and the key to becoming successful or moving 
forward is learning from mistakes and letting them go.  
 
Monica:  This has been a great interview.  I appreciate you 
sharing your life experiences as well as your business 
experiences and all the tips and ideas and suggestions. I 
know a number of women are going to learn from this.  
 
Judy:  My goal is just to give as much information as I 
can, because I believe if someone had been available for 
me, my life would’ve been a little different.  It would have 
been a little easier. A lot of people I know don’t want to 
give anything. They just say, “You’ve got to pay for 
everything.” I understand that. I believe most of us have 
for-profit businesses, but if you don’t give anything, how 
do you expect to receive anything?  
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Monica:  What is your last word?  
 
Judy:  The one biggest thing that we have to do is be open 
to opportunities. We have to be present in the moment 
because an opportunity can fly pass before you realize it. 
They don’t always come gift-wrapped. Just be aware of 
what’s going on around you.  So many things are being 
presented to you that you just don’t know they are 
happening.  
 
My favorite line always is that women want to be treated 
equally, not identically. That’s my tagline because I truly 
believe it. Those are my last words.  
 
Monica:  Thank you. It’s always a pleasure to speak with 
you and to know that you are very successful at what you 
do. As I mentioned early on, you are a mastermind at sales 
and helping people to realize their true potential as 
salespersons in their fields. I wish you continued success.  
 
Judy:  Thank you.  

Pure Wealth: 26 Ways to Crazy Profitability 
 

Presented by Judy Hoberman 
 

Available at: www.sellinginaskirt.com, 
www.amazon.com, and www.barnesandnoble.com. 
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Thank you...Founder, Monica Davis 

GET INSPIRED TO...GET INSPIRED TO...GET INSPIRED TO...   
   
do something do something todaytoday that will change your life  that will change your life tomorrow,tomorrow,  
  
  make a difference in your community,make a difference in your community,  
  
    share your knowledge,share your knowledge,  
  
      take action on your dream,take action on your dream,  
  
        learn something new,learn something new,  
  
          build better relationships.build better relationships.  
   
   


