
SPEAKING  

YOUR  WAY  TO  

PAYING CLIENTS

B E COM I NG  A  

CON F I D EN T  

GU E S T  S P E AK E R



WHAT WE'LL COVER

1) NEEDS V WANTS OF THE AUDIENCE. 
 
2) WHAT MAKES A GREAT SPEECH. 
 
3) CRAFTING A GREAT SPEECH. 



WHY BE A GUEST SPEAKER
It's the fastest way to build the KLT factor! 

 

Your ICA gets to experience YOU. 

 

It can be free (or even PAID) marketing.  
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WHAT MAKES A GREAT PRESENTATION?

1) Builds rapport 
 
2) Relaxed body language (not stiff or wooden) 
 
3) Emotionally engaging  
 
4) Confident presenter



WHAT MAKES A GREAT PRESENTATION?

5) Humour 
 
6) Clear message 
 
7) Energy 
 
8) Eye contact



1) BUILDING RAPPORT

The most important aspect of a well-received presentation is that the audience 

feel you are sincere. They also feel that you 'get' them and aren't here to judge.  

 

This comes from not being afraid to share your vulnerability and your story.  

 

I didn't share mine and it was a mistake!!



2) RELAXED BODY LANGUAGE

Your body is your instrument. 

 

Play it up.  

 

Use the stage and get out from behind the 'podium'.  

 

Stand with feet firmly in place to begin with to help ground you. 



3) EMOTIONALLY ENGAGING 

They don't just want to hear facts - they could Google that! 

 

If you don't involve your audience emotionally, they are far less likely to buy 

your message.  

 

Get the audience involved.  

 

A great speech should be like a conversation between two people. 



4)CONFIDENT PRESENTER

Nerves are natural. People don't mind that.  

 

But they won't buy into you or your message if you don't seem confident. 

 

So planning is key.  

 

You are an expert in your field. Make sure it comes across that way and you 

aren't fumbling around unsure what to talk about. 



5) HUMOUR
Appropriate humour builds rapport with the audience.  

 

It doesn't need to be knock knock jokes. Although... 

 

Alicia Kite joke. 

 

 

You can use stories! You can say things in a story that you couldn't say in any 

other way. 



6) CLEAR MESSAGE 

There's nothing more painstaking that listening to someone who doesn't even 

know the point they are trying to make.  

 

Make sure you always have an objective or outcome for each section of your 

presentation. 



7) ENERGY 

Getting yourself into an energetic state physically and mentally is essential, if 

you want to make an impact with your audience. 



8) EYE CONTACT 

As you speak, imagine that you're having a conversation with everyone in the 

room.  

 

Eye contact is one of the best ways to connect with your audience. 



EMOTIONALLY ENGAGE YOUR AUDIENCE

1) Ooh (I hadn't realised that) 
2) Ahh (how lovely!)  
3) Hehe (make them laugh) 
4) Yuck (gross them out) 
5) YES! (I can use that - useful fact/tip) 

6) Yeah, baby! (I want that!) 
 

“People won't remember what you said 

or did, they will remember how you 

made them feel.” 

 

― Maya Angelou 



CRAFTING A SUCCESSFUL SPEECH

1) CLARITY - Decide what you want to achieve and WHY.  

2) BRAINSTORM - Collect all of your great content. 

3) CHUNK - Segment into sections to crafts your audience's experience. 

4) MAP - Install it into your brain (then eventually onto a postcard). 

5) REHEARSE- Practise so your material is unconsciously competent. 

6) DELIVER - Deliver a memorable and compelling message. 



CLARITY

"What do they want from me and what do I want them to do afterwards?" 

 

Plan what you intend to achieve. What information do you want to share?  

1) Create an environment that will help your creativity. 

2) Gather all your materials - training, thoughts, books, laptop, pens, post-its. 

3) Get into a relaxed state. 



BRAINSTORM

Get everything out of your head and onto post-it notes.  

 

For every idea, thought, comment, joke, metaphor, song, fact, activity, story 

etc. add it to its own post-it note.  

 

Stick them onto a wall. DO NOT ORGANISE THEM AT THIS POINT! 

 

When you think you're done - keep going!! ;-)  



CHUNK

Now, you can start to clarify your thoughts and 

consider the best sequence for delivering them.  

Group the notes that go together into chunks. 

Order the post-its. 

Give each chunk a title. 

Decide which order the chunks should occur.

Decide which you're keeping. Must. Should. Could. 



MAP
Now we put it back into your brain.

We are mapping a mind-map now.  

1) Put the name of your talk in the middle of a large piece of paper or wall. 

2) Put your first chunk at 12 o'clock and continue round with a new brand for

each chunk.  
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REHEARSE
Now you have your speech mapped out, it's time to become unconsciously  

competent. In other words...you need to turn your plan into a speech and then practise. 

 

Get into the right state. 

Script your open and closing lines ONLY. 

Stand up and deliver out loud - make notes.  

Remember the main branches and try to 'learn' what goes in each part. (POSTCARD) 

Repeat as often as you wish but don't over-do it! 

 



DELIVER

Have everything ready. 

Plan out your clothes.  

Stay hydrated (even the day before!!) 

Pack some deodorant, water, throat sweets. 

Get a good night's sleep. 

On the day : 

Write a checklist for things to take. Then the day before make you sure: 

Arrive in plenty of time.

Give the host your introduction to read and agree details of your entry/exit.

Set up your stage. Walk the stage.

Give yourself ample time for your STATE rituals and do them!



SPEAKING  TO BOTH SIDES 

Logic. 

Details. 

Facts.  

Practical. 

 

 

LEFT RIGHT

Uses feeling 

Fantasy.  

Imagination.  

"Big picture' oriented.

 

 



PLAN THEIR EXPERIENCE!

What will they KNOW at the beginning? 

 

Logical Creative
What will they be feeling at the beginning?

 

What will they KNOW at the end? 

 

What will they BE FEELING at the end?

 



ADDITIONAL TRAININGS/RESOURCES

I'll be sharing EFT scripts/videos to help you feel more confident. 
 
I'll be talking about taking your emotional 'wardrobe' with you.  
 
You can always use one of your 1:1 sessions with me to walk through a 
presentation and then use it again and again. 



THIS WEEK
1) Brainstorm some topics you'd love to speak on that you know your 
ICA wants to hear. 
 
2) Follow the 6-step process to create your speech (1-4 at least!) 
 
3) Brainstorm 30 places you could speak at.  
 
4) Contact at least 5 of those places and offer to give a talk. 
 


