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Speaker’s Boot Camp 
 

In The Beginning, There Was The Word … 

 

There is great power in the spoken word. 

Before there were iPads, before there was the Internet, before there was radio or television, 
before there was the printed word … before there was even writing … there was the spoken 
word and it was everything.   

There’s no doubt our early ancestors could communicate through physical touch, rudimentary 
sign language and the crude use of symbols.  And much later, written language emerged.  But 
most people were illiterate.  Only a chosen few understood the code.   

The spoken word was THE means of communication for 99.9% of the population of the planet 
from the beginning of homo sapiens’ time on earth up until just 560 years ago.  That’s when 
Gutenberg invented the first printing press in 1450 ...  and everything changed … slowly at 
first and then at lightning speed. 

All of a sudden, people were able to communicate at a distance from one another in an 
impersonal, disembodied, mass media way.  It was revolutionary.  Until then, almost all 
communication consisted of an up-close and personal encounter with other human beings … 
one-on-one or in a group. 

We’ve come a long way since humankind spoke its first words.  We can now, as individuals 
with no special license or expensive equipment, communicate to large numbers of people 
anywhere in the world via electronic transmissions … all at the click of a button.  We’ve 
“progressed” to the point that people now have romantic relationships online with people 
they’ve never actually met!  Impersonal and disembodied, indeed. 

And yet, the power of the spoken word remains.   

We’re wired as a species to respond to it … to the effect of the physical vibrations on our ears, 
to the emotions evoked by certain words spoken in a certain way, to the passions those words 
incite.  The awesome power of the spoken word is available to all of us still.   
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But the great majority of people no longer place much value on the ability to speak 
passionately, incisively, and persuasively with power and authority.  That’s too bad, because 
the power to touch, move, and inspire comes, more than anything, from the ability to 
command the spoken word.  Absent the ability to speak powerfully, much of our power to 
influence is lost.   

 

The bottom line:   

Your ability to influence comes from your ability to communicate in an up-close and 
personal way using the spoken word … to connect at that deep and primal level where 
our ancestors first connected … when the spoken word was all they had! 

And nowhere does that apply more than to your efforts to attract new clients, customers, or 
patients.  Learn how to speak confidently and well and you’ll always have the edge in securing 
new business, and you’ll more than likely be able to generate all the business you’ll ever want 
or need. 

So, let’s go back to where it all began and look at how to connect with people in the kind of 
genuine, personal, professional, and profound way that produces results for both you and your 
clients. 

Our job here is to give you everything you need to get started speaking as a way to build your 
business … and then some.  We may not be able to cover everything, but we’ll cover a heck 
of a lot. 

 

Prior to our first meeting, we’d like you to read the following: 

 1.   What Exactly Do We Mean By “Speaking?”  

 2.   Why Use Speaking As A Primary Marketing Tool? 

 3.   What Kind Of Results Can You Expect To Get From Speaking? 

 4.   It’s Simple … And It Doesn’t Have To Be Hard 

 5.   Let’s Focus On You … The Speaker 

 6.   Two Quick Reminders 
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1. What Exactly Do We Mean By “Speaking?” 

 

Please understand, when we use the word “speaking,” that’s a blanket terms that includes 
every conceivable way you can present yourself and your thoughts before a group of people.  
What we’re talking about is using the spoken word as your medium for delivering a message 
to the folks in your target market in as intimate and personal way as possible. 

Speaking includes giving informal talks, doing “lunch and learns,” teaching workshops, 
participating in seminars and panel discussions, giving structured presentations, and doing 
demonstrations.   

People don’t even have to be present.  You can communicate through mass media or 
electronic means via interviews, programs, and teleclasses.  You’ll lose some of the benefit of 
being right there with the people in your audience, but connecting by means of technology 
allows you to talk with more people in more places at more times … often with less hassle and 
expense. 

Notice we haven’t even mentioned speeches yet.  We give a lot of actual speeches, but don’t 
let the idea of having to get up and deliver a speech freak you out.   

That may sound like a daunting prospect to some of you, but what are we really talking about?  
It’s pretty simple actually. 

Can you talk about yourself and what you do?  Of course you can.  Do you have something of 
value to share with others?  Of course you do. 

Okay then, just organize your thoughts, find a group in your target market and go do it.  The 
particular method doesn’t matter as much as getting out in front of people and creating that 
personal connection. 

That said, when we talk about speaking, we tend to focus mostly on standing up in front of 
existing groups whose members have come to hear what we have to say.  You can call it a 
speech, talk, or presentation but that’s the kind of speaking we do more than anything else 
and what’s been most successful for us.  Just know that “giving speeches” isn’t the only way 
to go.  There are lots of ways to connect under the umbrella of “speaking.” 
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2.  Why Use Speaking As A Primary Marketing Tool? 

 

1.  It’s the number one way to allow prospective clients and patients to get an up-close and 
personal experience of you, and nothing is more important than that when it comes to 
securing comp sessions.  It’s the premier active strategy. 

2.  It’s the most efficient way to generate complimentary consultations by the bunches and all 
the business you can handle in the least amount of time possible.  Why speak to one person 
at a time when you can reach out and touch 10 or 40 or 100 at a time and generate several 
new clients from one engagement? 

3.  You gain instant credibility just by virtue of the fact that you’re up there speaking to people 
on a subject.  You become “the expert” in the eyes of the audience.  And people hire experts. 

4.  You get exposure to groups of people in your target market, which creates buzz and you 
never know where that’ll lead.  It often leads to more speaking engagements and the 
opportunity to form strategic alliances with the people you meet. 

5.  It’s a tremendous confidence booster.  If you can learn to speak confidently and well in 
front of people and produce results, you feel good about yourself and you get a powerful 
sense of what you’re really capable of.   

“If I can do this, I can do anything.” 

6.  It makes you a better service provider.  Anytime you have to distill what you do and what 
you want people to know down to its essence and communicate it in a compelling and 
impactful way, it’s a good thing.  It helps you get clearer in your own mind what your business 
is all about and what your services can mean to people.  There’s nothing like having to “teach” 
something to make you really learn it and understand it at a deep level, inside and out. 

7.  It’s tremendously satisfying, in and of itself, to speak on a subject of importance to you and 
have people listen.  What’s more, give them value and you feel good for having served them. 

8.  It’s fun! 
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3.  What Kind Of Results Can You Expect To Get From Speaking? 

Although we’ve been paid for keynote speeches, most of the time, we travel somewhere to 
speak for free.  They’ll often pay us something for expenses.  There might even be a small 
honorarium, but you’ll be lucky to break even on your costs.  So, is it really worth it? 

You decide. 

Let’s say you’re just starting your business … or you’re new to speaking … and you’re 
presenting to a room of 40 people.  If they’re in your target market, you’ve done a good job, 
given them value, and made a compelling offer, 10-20% of those people will sign up to do a 
comp session with you.  That’s somewhere between 4 and 8 people.   

If you do the comp session the way we prescribe, approximately 50% of those folks will 
become new clients.  That’s somewhere between 2 to 4 new clients from a room of 40 people.   

Let’s just say you charge $400 a month for your services and those clients stay with you for 
six months.  You’ve just made $4,800-$9,600 for one speech.   

That’s not bad!  And we’re not puffing these numbers up.  If anything, they’re pretty 
conservative … and they’ll only get better the more experienced you become. 

To give you some idea of what’s possible once you’re up and running and in the groove, we 
went to our files and picked out a recent example that’s pretty representative of the kind of 
results we get.  This one is actually somewhat better than average, so they won’t all be this 
good.  But it’s a good one to look at to inspire you around what’s possible. 

We spoke to 32 people. 

14 people signed up for comp sessions.  That’s on the high side at 44%. 

Of those, 7 became new clients.  That’s 50% … just what you’d expect in our field. 

To date, these 7 clients have accounted for $30,476 in revenue.   Two clients are still working 
with us at the time of this writing.  And that event led to three other speaking engagements 
and a large webinar with a strategic alliance! 

In addition, you can expect 75-80% of audience members to sign up for your newsletter, so 
there’s the potential for more business down the road, either from those who heard you speak 
or via referrals from them. 

You see why we say speaking is the number one active strategy for building your business.  It 
quite literally pays to learn the ropes and get good at it. 

And sometimes, they’ll even pay you quite a bit just to come speak.  How sweet is that?  
There’ve been a couple of times when we’ve made $4,000-5,000 for a 45-minute speech … 
and we still got to make our offer!  Wahoo!  Life is good! 

So, what do you think?  Is it worth it?
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4.  It’s Simple … And It Doesn’t Have To Be Hard 

Yeah, but this is hard, right?  And not everybody can do it.  And there’s so much to learn with 
so many skills to master that it’ll take forever to get up to speed, right?   

Nope.    

Anybody who’s got what it takes to be a professional service provider should have what it 
takes to be a good speaker.  And it’s not that big a deal to put together a compelling talk, 
make your arrangements with a group, and give a good little presentation.  

We want to give you the confidence that you can do this, so let’s take a few moments here to 
break this subject of speaking down to its essence … to de-construct it, de-mystify it, and just 
plain simplify it.   

You, the speaker have a message to deliver to an audience in hopes of achieving a specific 
result.   

How simple is that?  Those are all the elements that go into the speaking equation.  There’s 
you in the role of the speaker, the message you have to deliver, the audience you’ll be 
addressing, how well you deliver the message to them, and the outcome you hope to achieve 
as a result of speaking.   

Throw in how to secure the speaking engagement in the first place and how to handle the 
logistics involved in making it happen at that particular time in that particular place with that 
specific number of people, and that’s pretty much all you need to know to starting building 
your business by speaking. 

And while some of this, like figuring out your desired outcomes and knowing how to handle the 
logistics, is relatively straightforward, the biggies, like how to put together a compelling 
message and how to deliver it effectively, will take some work.  Honestly, you can speak for 
years and still be learning and fine-tuning.  It’s a never-ending process of continuous 
improvement. 

But we don’t want to make it sound as if it’s a struggle or suggest that it’s going to be difficult, 
because, you know what?  It really isn’t that hard. 

It’s just talking to folks!  This isn’t brain surgery.  There’s no need to make it into something 
hard.  Yeah, there’s work involved, but heck, it should be kinda fun. 
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5.  Let’s Focus on You … The Speaker 

Guess what the most problematic element is in the whole speaking equation.  You and 
what’s goin’ on between your ears.  Your beliefs, your doubts and fears.  You know … all 
those things your little voice is telling you.   

The biggest issue in making speaking work for you is self-consciousness … the worry 
that you won’t be very good or that you’ll forget what you want to say, or do something stupid, 
or mess up somehow and be embarrassed in front of a bunch of people!!! 

That’s enough to stop a lot of folks right there.  We understand.  We’ve experienced those 
same fears and doubts.  But we were able to move past them enough to just go ahead and 
speak anyway.   

And you know what?  The fears were unfounded.  Sure, we’ve had our share of challenges, 
but they’ve been relatively minor.  Nothing really bad has ever happened!  And a whole lot of 
good has.  It was all just chatter. 

The worst thing that ever happened, actually, was when my partner, Barbara, was speaking to 
the annual conference of the San Diego Bar Association.  It was a lightly attended session and 
people were sprinkled throughout a big ballroom, mostly in the back.  She couldn’t leave the 
front of the room and go to them, because she was doing a PowerPoint presentation and the 
mike was mounted to the lectern.   

Worst of all, they didn’t really want to be there!  They just came to get continuing education 
credits.  They weren’t really interested in what she had to say.  And they just sat there 
throughout the presentation.  No energy.  No love.   

Not fun.  But hey, not horrible either. 

This’ll probably never happen to you, because you’ll almost always have a “volunteer” 
audience of people who have chosen to be there.  They really want to hear what you have to 
say and they want you to do well.  They’ll be supportive and engaged. 

Would you like to know the bottom line right up front?  It’s the number one key to success in 
speaking. 

You have to be there for the audience. 

It’s normal and natural to be self-conscious, but you can’t be at your best and deliver real 
value when your primary focus is on protecting your ego.  You have to put yourself out there 
and trust that if your heart’s in the right place and you’ve done the work, everything will turn 
out fine. 

This isn’t about you.  You’re doing what you’re doing for them.   

Sure, you’re the messenger and nothing happens without you.  And yes, you’re there for a 
reason … to get comp sessions … and maybe to sell books, CDs, or some other product on
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the side.  But this is about them.  What do they want?  What do they need?  And how can you 
serve them? 

When you’re able to get beyond the self-consciousness and be completely there for the 
audience, you’ll have arrived.  When it becomes all about them instead of you, when you’re 
able to quiet the voice in your head and become totally audience-centered, that’s when it 
happens.   

That’s when you make that deep and profound connection we talked about at the beginning of 
this chapter.  That’s when it becomes real at an entirely different level and you’re able to tap 
fully into the power of attraction. 

When you allow yourself to fully enter their world and understand where they’re coming from, 
you become a vibrational match for what they need … and it all clicks into place. 

Okay, so that’s where you want to be, but where you are now is probably a little afraid.  That’s 
perfectly okay. 

First of all, 99% of your fears are unfounded.  It’s just talkin’ to folks.  And people want you to 
do well.  They want to like you.  If you don’t make it into a big thing, it isn’t a big thing. 

That said, we know that nearly everybody gets nervous and anxious when it comes to 
speaking.  Research will tell you that 997 out of 1,000 people report getting at least somewhat 
nervous before they speak … and there’re bound to be three liars in any group that size. 

Everybody gets the butterflies.  Don’t think you’re unusual in that regard.  And don’t think you 
get more nervous than others.  You may feel really uncomfortable, but here’s the thing.  The 
audience can’t really see how you feel.   

Sure, they may pick up some outward signs of nervousness, but what you’re feeling internally 
is a lot more intense than what they’re seeing manifested externally.  And of course, the 
reverse is true.  When you look at somebody else, you can’t usually detect much of the inner 
turmoil they’re experiencing, so there’s a tendency to think that others aren’t experiencing the 
same kind of things you’re feeling when they get up to speak.  Not so.   

We all get a little weak in the knees, even the pros.  It may not happen every time or be all that 
strong, but that anxiety and discomfort just kind of comes with the territory. 

The question is, will having to endure a case of the butterflies deter you from doing the one 
thing that will make more difference to your business than anything else you can do?  We sure 
hope not. 

Our advice is to ignore those feelings as much as you can.  Think about something else in the 
days and hours leading up to your talk, including right before you go on, and then, when it’s 
show time, just act as if you’re confident.   

You don’t have to actually feel confident.  Just act as if … be big, be bold, move in a self-
assured and confident-looking way, speak with a well-projected voice … and not only will
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nobody know you’re churning inside, you’ll start to actually feel confident.  Trust us.  It works.  
And it’s really all you have to do.   

We could go on and on about what causes nervousness and how to minimize it, but we think 
that kind of misses the point.  It’s okay to be nervous.  It’s part of the deal.  Just be there for 
the audience and act as if you’re confident, and it quickly becomes a non-issue. 

Before long, the jitters are nothing more than a passing annoyance.  You just acknowledge 
that the little voice of fear is just trying to protect you.  You say to it, “Thanks for looking out for 
me.  I can take it from here.”  And, you get on with your business. 

 

6.  Two Quick Reminders 

This is a quiz! 

So, what’s the specific result you hope to get out of speaking to groups?  You want to come 
away with ________________________. 

Yeah, that’s right … complimentary consultations.  No matter what your business is, your goal 
is to have your potential client or customer sample what you have to offer in a way that leads 
them to a buying decision. 

Remember, the purpose of ALL your marketing is not to get new clients. 

The purpose is to generate complimentary consultations.   

People buy in bite-sized pieces.  In most cases, they aren’t going to jump from not even 
knowing you to hiring you in one fell swoop, no matter how good an impression you make on 
them. 

And the beauty of this shift away from getting clients to securing comp sessions is that it sets 
you free.  Everything changes.  The stress melts away and you can concentrate on just being 
of service. 

Ahhhh, can you feel it?  That simple change in focus just makes everything so much better, so 
much easier, and so much more fun. 

Next question: 

Let’s assume you’re a whiz-bang presenter and do a fantastic job of speaking.  What makes 
the biggest difference of all when it comes to really producing great results? 

Being in front of people who are ____________________________________. 

Right again.  The folks you speak to have to be in your target market. 

Let’s say you’re a coach who helps women rebuild their lives after divorce.  Which is the better 
audience, a Parents Without Partners group or the local Rotary Club?  The answer may seem
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obvious, but we see people wasting their time speaking to general audiences when they’d be 
far better off focusing.  Heck, we’ve done it ourselves.  That’s how we know it doesn’t work! 

To help you anchor in on just how important this is, let’s listen in on a section from Denise’s 
speech, “How To Build You Business By Speaking … The Inside Scoop!” 

“I don’t care how compelling your presentation is … how inspiring and uplifting you are … how 
much value you give … if the people you’re speaking to aren’t your target market, even if you 
generate the comp sessions, they probably won’t hire you.  

For example, I spoke to 1,100 women at a Women’s Conference for a big metropolitan 
hospital system.  The evaluations were great!  They loved me and were inspired by my 
message!  I generated a ton of complimentary coaching sessions … and I got one new client!   

Why?  It became very apparent during the comp sessions that these women were not my 
target audience.  This was a free event with health-related breakout sessions, a lovely lunch, 
and free gifts that the hospital and its sponsors offered.    

And these were mostly women of limited means.  They weren’t my target market, and as 
much as they may have liked me, and as much of a difference I may have made in their lives 
that day, they didn’t have the resources to hire me. 

So, do all that you can to pre-qualify the groups you speak to in order to be sure that they are 
indeed your target audience.  

And, if you don’t have a very clear, very specific target market, you need to back up and 
identify it before you go any further.  It’s the basis for all your marketing.   

In this particular instance, they paid me quite well to speak and I wouldn’t have passed up the 
opportunity for anything.  It was a great experience and I was honored to have the chance to 
speak to these women, but in terms of comp sessions and new business, the results speak for 
themselves. 

You know one of the ways you know that you have a clear target market?  If you can find 
them.  If you’re able to identify where they hang out, what kind of publications they read, and, 
most importantly, what kind of groups or associations they belong to.”   

*** 

Okay, so now that we’ve looked at why speaking is such a powerful tool for connecting with 
people in your target market and we’ve reviewed what goes into the speaking “equation,” 
what’s the next step?  It’s learning how to put together a great presentation that gives them a 
ton of value, moves them emotionally, and inspires them to take action.   

What action is that?  Signing up for a complimentary session or consultation. 

Up next:  Putting Together A Great Presentation … Getting Started. 


