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Willie Crawford: Hi, everyone This is Willie Crawfordand!’d like to welcome
you to anotherepisodeof Willie Crawford Teaches REAL Internet
Marketing, Todayl haveasmy specialguestMs. FeliciaSlattery.

FeliciaJ. Slatterylives herlife with energy,passionandenthusiasm
becausesherealizeseachmomentis precious.During Christmas
week of 2004 while just 34 weeks pregnantwith her second
daughter, she contracted a rare and horrifically painful,
pregnancy-relatedisease She camewithin four to eight hoursof
death.

As shespentthe days,weeks,and monthsrecoveringphysically,
mentally, and emotionallyfrom the trauma,sherealizedher life —
andall of our lives — area gift. After morethana year of healing
and soul searchingshe decidedto put her communicationand
public speakingtalentsto useto createa positive impact on the
world.

As amom shewanteda professionatareershecould run at home
to be with hertwo “angel babies.”That s whenher coachingand
consultingbusinessvasborn.

A teacherand trainer for more than a decadeat businesses,
colleges,and universitiesall over Chicago,Felicia J. Slatteryis a
published author, popular public speaker,and communication
consultantandcoachto entrepreneuraroundtheworld.

Sheteachedeleseminarsas a keynotespeakerand offers private
coaching,aswell asvariouswritten and home study programsto
service-orientecentrepreneur®n improving their communication
skills. Then they can presenttheir bestimage and seeincreased
cash flow to succeedat work and enjoy happy and fulfilled
personalives.

Felicia J. Slattery holds two Masters degrees:one in adult
educatiomandtraining;andanotherin communicationShe knows
thevalueof justonelife andseekgo serveherclientsasthey serve
others.
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Her enthusiastigpassionfor communications contagiousbecause
she knows that one important messageleliveredwith power can
transformalife. You can learn more about Felicia on her
Web siteatwww.CommunicationTransformation.com

| needto confirmthatshehasjoinedusonthecall today.

Felicia Slattery: | amhereWillie. How areyou?

Willie:

Felicia:

Willie:

Felicia:

Willie:

Felicia:

Hi, Felicia.| amdoing absolutelygreat. Thankyou very much for
joining us.

Thanksfor havingme. I’ m excitedto be here.

| amtoo. | like the way you called them your “angel babies.” |
believel metthemin Orlando.

We werein Chicago.Thats wheremy husbandand| metyou. |
live herein the Chicagoarea.l said, “That' s a no-brainerevent!
Willie Crawfordis goingto bethere!”

| wentandtold my husband,Bring the girls overso| cangeta
chanceto seethemandvisit with them.” They cameby, we were
havingdinner,andtheygot a chanceo meetyou.

| didn't realizea lot of your story at thetime. Sincethattime | see
that you re all over the place and extremelybusy. | realizewe re

very fortunateto haveyou on the showtoday.Evenat thatseminar
you weregiving peopletips, sortof teachingand coachingthemon

how to puttheir bestfoot forwardwhentheywerespeaking.

| remembemwhenyou were broughtup on stage.l know a lot of
people are like me. They ve learnedpart of what they needto
know, but not everything.Part of what you teach,though,is what
you call a “signaturespeech.’"Why dori t youtell our listenerswhat
exactlya signaturespeechs andwhy we shouldhaveone?

That signaturespeechis somethingthat | teachpeople.A lot of
peoples first questionis, “What is that? Is that like your
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Willie:

Felicia:

three-secone@levatorspeector is that somekind of intro thatyou
do?”It' s notreally.

A signaturespeechis a full-length persuasivepresentationlt is
anywherefrom a 30- to 45- to 60-minute presentationthat you
preparesothatyou canmarketyour businesgo alive audiencdhat
'sfilled with youridealtargetmarket.

One of the things you want to rememberwhen you re putting
togetheryour signaturespeechis that nobodywantsto listento a
25- to 45-minute sales pitch. Peopleturn off in a hurry. It is
definitely a persuasiv@resentation.

It's a persuasivepresentatiorbut it’s not a salespitch. | know

many of us who are marketersare taught to have that elevator
speechlt’ s basicallywhensomebodyasksyouwhatyou do, to be

ableto very quickly tell themwhatyou do; yet you re sayingthis is

20to 45 minutes.t’ s aregularspeechthen.

That sright. It’ s aregularspeech.

I’ ve beena speechteacherfor the lastdecade.Thereare a couple
of differentformatsthatwe teach:persuasivespeakingjnformative
speakingandspeakingo entertain.

At the end of your speechyour goal is for somebodyto do
something;for somebodyto sign up to get a free report or free
e-coursepr you wantto try to sellthemane-bookor getthemto
sign up for a class.You want somebodyto do somethingwhen
you' re donetalking to them.

Whenwe re giving a speechto marketour businesspbviously we
want peopleto do something.We donit want themto just walk
away and go, “Wow, that was good.” We want to be able to
interactwith themlater on. We wantthemto do something.Thats
what makesthe presentatiorpersuasivebut you definitely want to
includeinformationin thatspeech.

Willie, | sawyou give a speeclthatwasvery closeto whatl teach
asasignaturespeechl’ll betyoudidn' t knowthat!



Willie:

Felicia:

Willie:

Felicia:

Willie:

Felicia:

Willie:

Felicia:

No, | didn't know it! I find myself actually giving quite a few
presentationgo local civic groups.!’m a memberof the local
Glazer-Kennedygroup. I've been invited to lots of different
groups;lots of different businessorganizations! do give a lot of
presentations.’d never really thought of them as signature
speechesbut | guessthats what they will becomeas soonas |
learnmorefrom you.

That s right.

A lot of our listeners probably dont think of themselvesas
speakersFor someonewho is not a speakerwill they have an
audience?

They will, Willie. 1 donit know if you thought of yourself as a
speakebeforeyou got started)’ m goingto turnit aroundandask
you. Did you think of yourselfasa speaketbeforeyou stoodup in
front of yourfirst audience?

| did, butthereason did wasbecause wasinvited asa speakeiat
theveryfirst seminarl everattended.

That s great!

I”’d neverevenbeento one;neverseenwhatwasinvolvedin putting
on a presentationl actuallydidn't evenhaveslides.l spokefrom
notes.Becausd’ d beenvery visible on the Internet,| wasinvited
to a seminardown in the Keys wherel knew | was expectedto
speak My situationis unusual.

You saidsomethingn your answerthatwasinterestingthat| want
otherpeopleto know. You re anexpertat Internetmarketing.That
s why you wereinvited to comeandspeak.You know whatyou re
doingin your businessYou arethe establishe@xpertandcontinue
to beyearafteryear.

Anyonewho hasa businesss anexpertin whateverit is thatthey
do, right? Theyobviouslywouldr t havestarteda businessn that.



For you listeners today, what do you know? What are you
interestedn? What do you teachpeopleto do in your business?
How do you servefolks in your business?

Whateveiit is thatyou servepeople thatyou showpeopleto do —
whetheryou do it on a one-to-onebasisor an Internetmarketing
basis— you canteachpeoplehow to do thatin alive situation;in a
live audience.You can standup in personor evendo it as a
teleseminar.

| teachpeoplehow to usetheir signaturespeechin a teleseminar
format. They dorit haveto be live andin personin front of an

audiencealthoughthat s a greatway to be. Thereis an audience.
Thisis theway | teachmy folks.

They think, “Well, gosh.I’m not a speakerl dont wantto be a
speakerl justwantto be a copywriter.l justwantto be a graphic
designer.l just wantto be a virtual assistanpbr coach.l’ll market
my busines®nlinesol cangetnewclients.l dont wantto go out
into theworld andbe a speaker.”

You dorit haveto grow up to be a professionakpeakerAll you
needis this one speechthis signaturespeechthat you can go out
anddelivertime andtime againto audienceshatarefilled with your
idealtargetmarket.

To start,you say,“What kind of questionsdo | get a lot?” Willie,
supposesomebodysays to you, “Internet marketing? What is
that?”I’ m sureyou getthat questionfrom peoplewho doni t know
whatit is.

From peoplewho do know whatit is you probablyhavea list of
frequentlyaskedquestionsThat s areally greatplaceto startwith
your signaturespeechThesearethe questionghat peoplewantto
know about.

When they hear your areaof expertiseand they re interestedin
knowing more about it, those frequently asked questionsare a
wonderfulplaceto startso that you can answerwhat peoplewant
to know most. As you know, Willie, the bestway to createany
kind of productis to give peoplewhattheywant.



Willie:

Felicia:

Absolutely. In fact, knowing what they want and eventelling them
that you re going to give it to them practically writes your sales
pageor your Webpagefor you. You re telling them,“l’ m going to

give youwhatyouwant.” | do thatall thetime.

A lot of our listenersaregoing to say,“Okay, I’ ll give this speech;
butdo | sellit? Why do | giveit?”

That s oneof thethings.Peoplethink, “Why am| goingto do this
speech?and“Is it goingto costmeanything?”

Whenwe re online, thereareall thesedifferent ways that we can
pay to drive peopleto our Web sites. We think, “Gosh. Is this
somethingelsel haveto pay for?” The answeris no. It should
nevercostyou anymoneyto deliveryour signaturespeech.

Willie, 1 know you travel around the world to give speeches.
Obviously,it costsyou to geton anairplaneand stay at a hotel. |
teachpeople,‘You candeliverthis speechn your community.” It’

S goingto costyou whateverit coststo put the gasin your car to
getto theplace.

Other than that, you should never have to pay any kind of
advertisingfee or pay an organizationso that you can give your
speechlf you do, they re probablynot the bestorganizationfor
you becausé¢heaudiencas notideal.

What you re looking for is an audienceof peoplewho are hungry
for yourinformationandwho aretherefreely— out of their own will
— to say,“l’ ve heardaboutthis speakercomingand| really want
to know more aboutwhatevertopic it happensto be.” They are
there,excitedto hearyou.

Very often,whenl delivermy signaturespeechin my community,|
getsomelittle benefits.You getfree breakfasor freelunchbecause
theythankyou somuchfor coming.Most organizationghatl teach
peopleto go to don't havea budgetto pay someoneThis is kind
of thebeautyof puttingtogetherasignaturespeech.



Willie:

Let metell you, Willie, thereareorganizationgroundthe world that
havespotsopenfor speakeranddon t havespeakerso fill those
spots. They wish they could find someonein their area and
communitywho would be wiling to comeandtalk to their group
for freefor a half hour to an hour aboutsomethingthat would be
interestingto themembersf thatgroup.Theycarit find people.

Therearea lot of professionakpeakersut there.l chargein the
thousandsof dollars to deliver a keynote presentationHowever,
when an organizationin my community thats filled with small,
home-basedbusinesowners— thosearethe peoplethat| serve—
calls me and says, “Can you come and give a speech?’l say,
“Yes, | can!”I’m happyto doit for freebecausé know I'm going
to get somethingout of it. | speakfor free and| also am never
chargedNo oneelseshouldbe chargedeither.

Another one of the cool benefitsthat you sometimesget is free
membershigo differentorganizationsFor example) belongto the
Chicago Women in Publishing organization.l got a year-long
membershidor just speakingto their group. They said, “Thanks.
In appreciationye d like to give youthis.”

You getlittle gifts andfree food. Thats a goodthing. You endup
with a whole bunchof peoplewho know you andlove you. After
you' ve just beenput on the stageas an expert, they trust you
becausehey ve heardyou speakingto them. There are tons of
amazingbenefitsfrom it, all free.

| agreewith you 100%. | mentionedthat | was at the local
Glazer-Kennedygroup. | met the owner of the local newspaper
thereandnow | havemediacontactsl dorit needto worry about
my pressreleasegyetting through.| can just call and say, “Be
looking for this.”

One of the guys whosejob it is to find speakersfor the local
RotaryClubin acity that s notevenmy city — in a neighboringcity
— askedmeto comeandspeak] know how powerfulthis canbe.

Becausd’ m usedto speakingrom stage,l alsoask,“How should
| structuremy presentationo gettheresultsl want,andat the same



Felicia:

Willie:

Felicia:

time deliver value?’| getthe feeling I’'m going to learnthat from
actually studyingsomeof what you teach.I’ m looking forward to
that.

You saidyou d give it for free, though.How do the peoplethat
you teachmakemoneyfrom it then?

Willie, 1 know you know the answerto this, but we ll tell your
listeners Actually, you follow prettycloselythe formatthat! teach.
It’ s called“motivatedsequence.!’ Il beyoudidn't know that.

No, | didn't.

I’ ve taken the motivated sequenceorganizationpattern.| didn't
createthis. This is a patternthats beenaroundfor hundredsof
years. It actually goes back to Aristotle. We' re talking about
thousand®f yearshere.Thisis a pattern.

I’ve takenit and said, “Let’s make this for right now, real life,
everyday;for folks who havea businesghey needto market.”l’ ve
just adaptedt to businesaise.Basically,the moneycomesin two
ways.

It cancomeimmediately.l delivermy speechaboutoncea month
or soin my community. Since Januaryl have not left an event
without moneyin my pocket,andthe organizershadnothingto do
with it. | didn't getpaidfor my speeches.

Becauseof theformatthat! follow andthe way that| presentmy
speechesattheendof thespeechpeoplearesaying,‘l| wantthat! |
needthat!” Theysignup. Theywantmy stuff: whatevel happento
be promotingattheevent.That s thefirst way.

The secondway is in the follow up afterwards.| teachpeoplea
numberof differentwaysto follow up. The mostpowerful way to
follow up is to collect the namesand e-mail addresse®f every
personin theroom.

You knowthe powerof an autorespondefThosewho arelistening
online right now typically know whatan autorespondeis. You get
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Willie:

themandnow you ve got this whole room full of peoplethat you
can enter into your autorespondesseries. You ask them first,
obviously.

With local audiencesmost of thosefolks have never heard of
Internetmarketing.Theydon t understandheway we do business.
They donr't understandhat whenthey sign up for somethingthey
might haveto doubleoptin.

| explainwhatthis doubleopt-in processneans! explainthatthey
re goingto getane-mailandthey haveto click alink in that e-malil
to makesurel enteredtheir information correctly, that they really
do wantit, andsoforth.

The cool thing is, now thatthey ve doubleoptedin, I’ ve got extra
people;howevemanythatarein theaudiencel usuallygeta 100%
conversiorrateon addingpeopleto my list.

| takethemstepby stepthroughexactly what they needto know.
Thenl tell themthe benefitof signingup for the free information!’

m goingto provideafterthemeeting Who would say,“No, | don't
wantthat™? I’ ve just explainedto themfor an hour the thingsthat
they needto know, and then say, “I'll give you more in-depth
information.Who wantsit for free?”

Theysay,“Oh, | do!”

| get25to 50 new leadsafter every presentationThen, the magic
andthemoneycomein thefollow up. You let themknow who you
areandtheygeta chanceto knowyouevenmore.

Thosepeopleareon your list for aslong astheyremain.As long as
you continueto provide usefulinformationin your e-mailsand in
your contact;you pay attentionto what it is that they want; and
offer them productsand servicesthat they re interestedn, they l
stayonyourlist andbuy from you. It’ s thatsimple.

Eachoneis probablymorevaluablethan100 randomvisitors who

dropin onyoursite,doni t really know you, andthink, “Let me see
what this personhasto say.” They ve alreadyseenyou. They ve
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Felicia:

Willie:

alreadybeensold onyou, actually.
Yes! Willie, that s whatl love aboutthis.

When | wasfirst getting started,l heardpeoplesay, “You carit
makeany moneyon the Internetuntil you havea list of subscribers
of atleast1,000.You re nevergoingto makeany moneyuntil you
haveatleastthat. That s atiny list. That s nothing.”

| remembeduring one of the big marketers campaignshe talked
about having a super-tiny list of 8,000! It's making me laugh
becauseny list is lessthan2,000.1 havelessthan1,500peopleon
my list.

| makea prettyniceliving becaus®f whatyou just said.More than
half of the peoplewho are on my list I've met face to face at
events.Maybel didn't shakeall of their hands but after delivering
a presentatiorfor an hour, peoplefeel like they know me. They
havea senseof who | am.

Theyknow exactlywhat!’ m aboutbecausé just spentmy speech
telling them. They re alreadyengagedvith me andthey re already
interestedn what! haveto offer. Whenl follow up andsay,“l’ve
got this classcoming up and this is what it's about,” they say,
“Yes! | wantthat!”

| ask,“Would you like to coachprivately with me?” All |1 haveto
do is say once, “Hey folks. | have an openingin my coaching
practice,”and | get a deluge of e-mails becausethey know me.
They ve metme.

You' re absolutelyright, Willie. You dornit needa hugelist to make
aniceliving. It’s fabulous.

| haveone client with lessthan500 subscriberswho makesover
$10,000a month from that small list. 1 have one friend with a
databaseof lessthan 5,000 who makesover a $1 million a year
from thatlist. What he doesis very concentratedThey re on the
list for a specific reasonand thats what he providesthem. It’s
extremelypowerful.
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Felicia:

Willie:

Felicia:

Willie:

The otherthing you mentionedvasthatyou follow up with them.I’

ve beento somanybusinessneetingsvherel’ ve collecteda stack
of cardsandl know the majority of peoplein the room go home,
stick thosecardsin their deskdrawer,andneverlook atthemagain.

It hasto be refreshingwhenyou actually follow up with someone.
They probablydidn't evenexpectit. Theywantyou to, but thatso
distinguishesyou from all the other businesspeoplein some of
thesemeetingsvho dorit everfollow up.

Exactly.Willie, | actuallymakea specialpoint of explainingwhat I’
m goingto do to follow up; how |’ m goingto follow up, whatthey
shouldexpectandwhenthey shouldexpectit. | go all out sothey
know, “Listen, this is not the lasttime you re going to seeFelicia
Slattery.”

| likeit. | like it alot.

In fact, that s oneof thethingsthatl teachpeoplehowto do. | give
the folks who sign up for my classesall of my handoutsand
everythingthatl usesotheydont haveto re-inventthewheel. They
canjustreplacetheirinformationwith mineanduseit themselvesilt
'S s0, sopowerful.

I’ ve only beento two eventswheretherewere Internetmarketers
speaking.Frankly, I was shockedat how | was the only one. |
spokeatmy secondconference.

| wasnit like you, Willie. | wasrit invited to speakat my first, but |
got to speakatmy second] wasshockedNo onehadsaid,“Hey,
everybody.l would like to follow up with you afterwards.l’d like
your nameandinformation.” Nobodyelsesaidthat.

| said,“Listen, folks. Thisis how | do my businessl would like to
follow up with you later, so could you pleasegive me your
information?”All of themdid because askedlt’s thatsimple.

Every now andthenyou Il havea speakersay, “Everybody pass
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Felicia:

Willie:

Felicia:

their card to the middle of the aisle,” or whatever.An Internet
marketemwill say,“Yeah, heé s building his list.” They often do that
without really pointing out what benefit they re providing to the
peoplewhosebusinessardsthey re collecting.

Maybe 10% of the roomwill passtheir businessardsin, but they
don't get everybodyin the room like you said you do. Thats
incredible.It’ s somethinghat! will find myselfdoing from now on
whenl goto speakatlocal groups.

The groups | speakto are solo entrepreneurssmall business
owners who spendtens of thousandsof dollars to grow their
businessThey are peoplewho want to talk to me. They tripped
over themselvesvhen| was at the last businesaneetingbecause
they thought I could solve some of their problems.It’s very
powerful.

That s it exactly.

What doesthis signaturespeechhaveto do with credibility? We
saidthatit sortof buildsyour credibility.

Thats right. One of the things that we ve beenkind of talking
aboutin thelast coupleof daysheresinceyou invited meto be on
the showis thisthing aboutcredibility.

Actually, Willie, | havetwo signaturespeechesiow. | had been
doing a signaturespeechfor over a year. Organizationghat I’ ve
spokento have invited me back and said, “Can you talk about
somethingelse?”

| said, “Okay, sure.l cantalk aboutsomethingelse.” So now |
havetwo signaturespeechedyut peopleonly really needone.

My first oneis all aboutcredibility. | call it “Credibility and Cash
Flow: How You Can IncreaseBusinessby CommunicatingYour
Credibility.” That s my wholefirst speechActually, you sawa little
bit of thatwhen| wascalled up to the stage;whenwe met at that
seminaiin Chicago.
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Willie:

Felicia:

Willie:

Felicia:

Wasthatthe“Three Cs?”

It wasthe ThreeCs! Yes! Look at you! You rememberedThat s
awesome!

It wasthe ThreeCs— thatwould be the letter “c” — of credibility.
Thefirst “c” of credibility is competencelt showsthatyou re an
expertin your subjectarea.

The second‘c” of credibility is characterCharactelis definedas
the audiences perceptionof your honestyandimpatrtiality. Do the
people sitting there think you re honest?Do they think youre
impartial?

The third “c” of credibility is charisma.Thats the audiencks
perceptionof your likeability and enthusiasmWoo-hoo! | always
haveto do thatwhenl say“enthusiasm.”

| think you cantell I getexcitedaboutthis stuff. | justlove it. Other
peopleask,“How canyou be soexcitedaboutpublic speakingand
communication?1 dor't know; | justam.

I’ ve seenthe importanceof all three of those“Cs.” In fact, I've
spoken in Malaysia and Singapore where they actually play
pumped-upmusic and get peopleup and on their feet before the
speakercomesto theroom. They wantthatenergy.Theywantthat
charisma.You can actually feel the energy in the room. It's
extremelyeffective.

At seminarsand conferencesvherethe speakerlacked charisma
anddidn' t havethe audiencethey weretaking breaksor whatever
in themiddle of his presentation.

Exactly. Whenyou give your speech your credibility shootsup.
Firstly we talked about competence.They would never ask
somebodyto standin front of aroomif thatpersondidn' t proveto
the eventorganizetthattheyknewwhattheyweretalking about.

Justby virtue of the fact of you beinginvited to standin front of
theroomyou re alreadyperceivedasthatmuchmorecrediblethan
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Willie:

Felicia:

someoneelse,becausegou re the speakerYou re the personthey
invited in.

Thenl talk to peopleaboutdifferentwaysthatthey canboosttheir
honestyand impatrtiality, and their likeability and enthusiasmThe
easiestway to boostyour enthusiasms just to pick something
aboutyour businesghatyou getexcitedabout;evenif peopleare
not excitedaboutit.

| haveall kinds of folks thatwould takemy classessuchaspeople
who are tax attorneys.How much more boring can tax attorney
stuff be,right?However theypick somethinghatthey re interested
in andfolks aredrawnto that. Theywantit.

They say,“Wow. This personis really excitedaboutthis. Let me
seeif | cangetwhatthisis all about.” Audiencesaredrawnto that
excitement and that passion. Thats one way to boost your
charismaight there.

Speakingin front of the room shootsyour credibility throughthe
roof, just by virtue of thefact thatyou getinvited. Thenwhenyou
re up thereandgiving valuableinformationthat peoplewant, need,
and can use immediately, that is whats going to make them
rememberyou, love you, andwantto do businessvith you later.

WE' re talking abouthaving a signaturespeechthat we re going to
presentto a group.It’s goingto establishall of thesethings about
our credibility, show them we re honest,and boostour imagein
their eyes.

Peoplewill be listening to this call and say, “Well, that sounds
great.Whenl getinvited to speaksomeplacel’ Il write my speech
then.” You sort of emphasizehatyou shouldnt wait until then.Is
thatright?

Neverwait. Let metell youwhy. Number one, you never know
whenyou re goingto getanopportunityto speak.

| remembewery clearly that Sundaywhen Ken McArthur was up
there.l hadtalkedto him just the night before.We just chitchatted
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for a while and he was askingaboutme and my business;and |
foundoutalittle moreabouthim. I’ d nevermethim before.

Whenhesaid,“Felicia, comeup here,”l hadno ideahe wasgoing
to do thatand| hadno ideawhat he was going to ask. Whenhe
said,”l haveto tell thesepeoplesomethings.Whatdo | needto do
to becredible?”l wentding, ding, ding, ding, ding!

| just pulled out part of my signaturespeech,and boom! Right
there,on the spot, | wasableto deliver fabulousinformation. He
was so impressedhat he invited me to speakat his next event.
Whatkind of amazingopportunityis that?

Peoplein the audiencecameup to me afterwards.They all wanted
to shakemy hand.They asked,"Who areyou?Whats your Web
site?Canl getyour businessard?”

Having your speechready to go at a moments notice is super
important, evenwhen you re not at events. There are so many
differentopportunitiegshatyou canhave.

First, other speakerscan cancel.l have five reasonswhy you
shouldhavea speechreadyright now. You mentionedthe Rotary
Club and otherlocal groups.Speakersare peopletoo. They have
thingscomeupin theirlives.

If anotherspeakercancelsand the personin chargeof signing
people up to speak at the Rotary Club knows that youre
somebodywho cangive a speechyour phoneis goingto ring.

The secondreasoris that eventplannerssometimesrocrastinate.
Thosefolks atthe RotaryClub arevolunteersThey re notgoingto
spendall of their time trying to line up speakerdor the next 12
months.

Sometimegheydonit havea chanceto geton the phoneandfind

somebodyThenit's a coupleof weeksbeforethey haveto have
somebodyspeak.They re thinking, “Oh no. What am | going to

do?Whatam| goingto do?” Theyjust startcalling downtheir list

of contactsAgain,if they know you re somebodywho canspeak,
your phonecanring.
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Willie:

When your phonedoesring andWillie Crawford says,“Can you
be on my Blog TalkRadio Show?” you want to be able to say,
“Sure!| wouldloveto do that!”

Whena decisionmakercalls you, you dorit wantto haveto say,
“Oh. Well, I think I could maybeput togethersomethingLet me
get backto you on that.” You absolutely,positively want to say,
“Yes. | cangive a speechHerés the topic of the speechandhere
arethepointsthat!’m goingto coverin thatspeech.”You wantto
be readywhenthatphonerings.

You canuseit at networkingeventsandin your 30-secondntro.
When you shakehandswith peopleat networking events,evenif
you re notthespeakerou cansay,“My nameis Feliciaand| give
speechedo groupsof small, home-basedusinessownersabout
how they cangetmorecredibility andgetmoreclients.”

If they re a small, home-basedbusinesowner their earsperk up
andthey say,“Really? How?” Theywantto know. It’s a fabulous
way to useyour 30-secondntro.

There are other opportunitiesat networking events. Sometimes
peoplewill go aroundthe room round-robinstyle andyou Il geta

couple of minutesto speakaboutyour businessor whateverit is

thatyou do. Usea sectionof your signaturespeechat that point as

well.

Thereareso manydifferentusesfor thesignaturespeech.You don
't want to wait until somebodypossibly might call you and say,
“Canyougiveaspeech?”

You wantto startputting out the word right now today: “I’'m an
expertin this topic and | cangive a speechon it. | carit wait to
comeandtalk to your group.”

That s excellentadvice.Always be preparedl’ m looking over at
the chat room, which is also a part of my screenhere on my
computeras | run the show. Alan Bechtoldis saying something
aboutyourocking.
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Thanks Alan! You rock too!

He is soright. Peopleherearetalking aboutgetting on stageand
speakingl’ m very comfortablewith it becausavhen!| wasin the
military for 20 years,| often had to get in front of groups of
hundredsf peopleandexplaintheplan.You justgot usedto it. At
first you hadno choice,but eventuallyyou did it because/ou sort
of enjoyedit.

| know andhavereadthatmanypeoplefear public speakingmore
thandeathitself. How do peoplegetoverbeingnervousspeakingn
public?How do you help?

That thing about people being more afraid to public speakthan
dying was actually a study that cameout in 1971. Peopleare still
talking aboutit. | dori t know how exactlytruethatis today.

When | talk to peopleabout public speaking,l get one of two
reactions.They go, “I cart wait!” or “Oh, | neverwant to do
that.” They re soscared.

For the peoplewho are scaredor nervous,is this somethingthat

you carit usein your marketingbag of tricks? Absolutelynot. This

Is oneof thosethingsthatis justlike anyotherskill. Publicspeaking
Is askill. You cangetoverbeingafraidof that.

One of thethingsthat! try to remind peopleof is thata lot of us
canremembetearninghow to drive acar.| remembethefirst time
| gotbehindthewheelof acar.

My parentsneverwantedto practicewith me. Thefirst time | ever
got behindthewheelof a carl wasin my Driver s Ed classand|
almosthit a parkedFerrari.Thatwasnot good.

| wasnt very goodatdriving thefirst time | got behindthewheelof
a car,justlike alot of peoplearent greatthe first time they stand
up and give a speech However, after you ve driven for a while,
you get great experience,you get really good at it, and you
probablydort eventhink twice aboutit anymore.
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It’ s the samething with public speaking.You' ve got to get out
thereanddoit. Practicing,deliveringit, andjust gettingout thereis
thefirst stepin gettingpastyour fears.

| havea few different exerciseghat | walk peoplethrough.!| call
oneof thema “visualization-meditation.WWe dori t havetime to get
into all that right now. Basically,it’ s just a way wherepeoplecan
closetheir eyesandvisualizethemselves.

We just got pastthe Olympics. A lot of Olympic athletesand
world-class athletes use this visualization-meditationtechnique.
They closetheir eyesand visualizethemselvegyoing throughtheir
event— whateverthat eventhappengo be — perfectly, flawlessly,
exactlytheway theyplannedt andwantit.

Speakersan do that aswell. You close your eyesand visualize
yourself going through your presentationperfectly, flawlessly,
feelingcomfortableandcalmall the way throughyour presentation.
You' re visualizingthat.

Whatit actuallydoesis createmusclememory.Your body doesnt
realizethat you havent donethis before.If you closeyour eyes
andwork throughit in your brain,thereare connectorghat go off
in your brain.

I’m not going to get into all the science.There are things that
happenn your brainthatgo, “Hey, wait! We ve donethis before!”
You feelmorecomfortableandmoreconfident.

Therés oneotherthingthatl wantto kind of leavewith you before
we go off of beingnervous.I’ ve beena speakeifor over 30 years.
| startediterally, whenl wassevenyearsold. Standingn front of
audiencess something’ ve donefor averylongtime andl loveit.

| spokethis pastSunday It wasthefirst time | took out a particular
speechn front of anewaudiencel wasnervous!Beingnervousis
normal.lt’ s your body s fight-or-flight responséicking in.

Some peoplethink, “I could neverdo it becausel always feel
nervous.”You' re going to feel nervous.Unlessyou standup and
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Felicia:

Willie:

Felicia:

speakeverysingleday, andyou re deliveringthe samespeecho a
similar audienceso thatit all feels exactly the same,your body s
fight-or-flight responseicks in andgoes,“Wait! This is different!
Thisis notright.” All thosenervoushingshapperto you.

With me,my mouthgetsdry. Sometimesny lips stick to my teeth.
| knowthat s goingto happenso | keepa bottle of waterwith me.
Whenthathappens justtakea sip of water.Do youthink anybody
in the audiencecaresthat| took a sip of water?No! It's no big
deal.

I’m thesameway. Alan mentionedon the chatthatheand| aresort
of addictedto thehigh of gettingonstagetoo. If we re sittingin the
audienceyve actuallywantto be onstage.

| watch professionalspeakers\When I’ m sitting up close to the
stage,| canactually seethemshakinga litte whenthey first start,
until they getinto the groove.l evensmile when| seethat. It tells
methatuntil theygetcomfortablewith thatcrowd, it’ s naturalto be
nervous.Theres nothingwrongwith that.

Absolutely.

Thereare peoplelike me, though,who are so comfortablegiving
speecheshatit really is no big deal. Evenif | thoughtthat maybe
theaudiencevouldri t like me,it wouldrit fazeme. | would still get
up anddoit. It's apartof whatl do andl enjoyit.

For someondike me,though,who is a seasonedpeakerdo | still
needasignaturespeech?

| think you do, Willie. Let metell youwhy.

Thereare peoplewho are comfortablespeakingand who get into
the front of theroom. I’ ve got a Mastets degreen this stuff. It's
not somethingthat | said,“l think I'm going to throw togethera
speechandstandin front of anaudience. This is somethinghat I’
ve studiedandl know alot about.

Therearea lot of nuancego it. Justlike with Internetmarketing,
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therearealot of nuancesl’ m suresomebodycanthrow up a Web
site, put up anautorespondeseriesandmaybemakemoney.

Or theywonderwhy they re notmakinganymoney.

Right. They say, “l put up my Web site. Why arethe peoplenot
there?”

It’ s the samething with a speechSomepeoplesay, Il tried giving
aspeeclonceandit didn't work.” Well, okay.| didn't doit right!

You may feel comfortablegiving a speech.Are you following a
specificformatthatl teachdt canbethemotivatedsequencen the
modified way that| teachit. A statemenbdbf reasonss anotherone
of the persuasiveorganizationpatternsthat | teach.If you re not
following oneof thesetwo patternsor if you re missingany piece
of thisformat,you re not gettingthe resultsthatyou want.

| know we re busy people.Why would you wasteyour time doing

somethingwhenyou carit getthe maximumresultsWhy get just

half of the resultsyou cangetwhenyou cangetall of the results?
That s why | thinkit’s for anybody;evenseasonegpeakers.

In fact, that s probablysomething’ Il beworking onlater:“So You
Think You re a Speaker.’Let s teachyou the signaturespeechso
you canreally getall of the benefitsfrom speaking.

We' re talking aboutactually speakingfor free. | know there are
differenttypesof speakersThereare speakersvho only speakfor

a setfee.Thentherearespeakersvho speakand maketheir money
from selling stuff in the back of the room. Do you think thatwe all

needafree speechevenif we makeourliving from speaking?

| think so.Again, it’s just one speechthat you re going to deliver
for free.You' re going to deliverit to audience®f your idealtarget
market.Whenyou re a professionakpeakerthink aboutwho your
idealtargetmarketis.

If youridealtargetmarketis decisionmakersand peoplewho hire
folks to give speechesthenyou want to find audiencesof those
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Felicia:

Willie:

people.Haveonespeechhatyoudeliverto thatgroupfor free that
's filled with informationthey canuseon the spot.

The way we work throughthe presentations that at the end, you
offer them somethingthat they definitely are going to want. Then
they I rememberou.

Theyll rememberyou firstly becauseif youre a professional
speakeryou re probablypretty good at this thing. You may very
likely getinvitationsonthe spotto fill up your calendarfor the next
year.It happengo meall thetime.

Every time | go to an organizationto speak,| know I'm not
speakingo peoplein my professional-speakeole. I’m not saying,
“Come and hire me.” I'm talking to them in my
communication-consultant-and-coacble, saying, “This is how
you getmorebusiness.’Everytime, | getinvited to speakto other
groups.

It's definitely a powerful tool, even for people who charge
thousandsof dollars for a keynote presentation.Not every
organizationhasthousandsof dollars, but there are organizations
that need to hear your messageand that you can benefit by

deliveringyour messagéor free.

| agreel00%.WEe re gettinga few peoplein the chataskingif you
haveatraining programfor that.| told themyes,you do, andgave
themthe URL for your site.

| actuallycreateda redirectlink so you canseewho comesto you
via the showitself. That s at www.SignatureSpeeches.coifhat s
somethinghat s easyto rememberAlthough,whenl did the bio at
the beginning | told them that your regular URL is at
www.CommunicationTransformation.com

Right. Thats my main site wherethey can seea whole lot more
aboutme. Theymight wantto takethe class.May | talk a little bit
aboutthatright now?

Sure.Absolutely.
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Felicia:

Willie:

Felicia:

I’ m teachinga classon this. W€ ve beentalking aboutthe signature
speech Hopefully, peoplehavegottensomegoodtips on this so
far.

| have.

I’m happyto staywith you for a while more andgive you a few
moretips.

| have this class coming up. | call it the Signature Speech
Workgroup. Like Willie said, you can find out more aboutit at
www.SignatureSpeeches.coBasically,it’ s a six-weekclass.

Whenl first startedhis it wasactuallya four-weekclass.l wasjust
teachingpeoplehow to go out in their community. Therewerefour
modules At theendof thefour modulestheywould havea speech
done,readyto deliverin theircommunity.

Not only would they havea speechready,we d talk aboutgetting
over the fear of public speakingaboutwhat goesinto the body of
the speech,and wherethey can find information to put into the
speech.We d talk aboutintroductions,conclusions,visual aids,
andall thesekinds of things.

The last sessionof the initial four was when| would tell people,

“Now thatyou ve got this speechwhereare you going to deliver
it?”

That s the biggestquestionl get: “Where the heckam | going to
go?” We cantalk moreaboutthatalittle bit later.I’m happyto give
your listenersa few tips. We spenda whole sessioron thatin this
program.

After | did that, | had a lot of peoplewho had takenthe class
saying,“Can | do it online?Is therea way that | can deliver my
speeclonline?’Theanswerpbviously,asyou know, is yes! There
areall kinds of waythatyoucando it online. So | addedtwo more
sessionsNow it’ s six sessions.

24


http://www.signaturespeeches.com/

How do you tapethesignaturespeech? There are some things
aboutthe signaturespeechthat you do live with an audiencein
person that you needto tweak a little bit when youre in a
teleseminarand you re on the phone.| tell people what those
tweaksare becauseahey are important.If you dorit know them,
you re notgoingto gettheresultsthatyou need.| talk aboutthat.

Thenwe talk aboutdifferentplacesanddifferentwaysthatyou can
find different audiencesaroundthe world; andyou dorit haveto
leaveyour housewhichis socool. It’ s six sessionsiow.

At that sameeventwhereyou and | metin Chicago,one of the
otherspeakersvasRichardButler. RichardButler actuallycameall
the way from Ireland to speakin Chicago.He s a world-renown
expertin NLP: neuro-linguistigorogramming.

NLP is kind of a cool thing. It was somethingl personallywanted
to learn more aboutthis year, so I'm excited. | talked him into
doing two bonussession®f NLP for everybodyin this program.
Hurray!

It fits sowell with the signaturespeeclandhewasexcitedto give it
becauseNLP is a way that people can create even better and
strongerrapportwith theiraudience.

At the end of the presentationnot only will they havefollowed the
formulathat| give them,they re goingto havethe non-verbalcues
andtechniqueshatRichardwill teachthem.Audiencegeally arerit
goingto beableto resist.That s why I’ m excitedaboutit.

Altogether,it’ s goingto beeightsessionsTherearetwo optionsin
this. My coachkeepssaying,“You shouldbe chargingway more
for this!” Someday probablywill becausé keepgettingtold, “It’ s
worth a lot morethanwhat you re offering it for. You should be
chargingat least$5,000for this.” I'm not, so go therenow because
I’ s goingto probablykeepgoingup.

There are two options. Therés a basiclevel whereyou can just

take the classesand participateand everything.It’s all fabulous.
Therés anextraoptionbecausesomepeoplewantmy help.
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For the folks who want my help, you can join with the VIP
membershipl’ m going to give theman hour on the phone.At any
point duringthe programandfor up to 30 daysafterthe program,|
"Il answereveryquestiornspecificallyabouttheir speech.

In additionto that, |’ m goingto give themanotherhour of my time.
They cansendme their speechonceit’s done.| will look at their
speechandgive thema written critique — a written evaluation— of
whatworksandwhat doesnt; whatthey needto changehow they
needto changet, andwhy. Thats the VIP upgradeandit’s worth
way morethanwhat!’ m charging.l know thatbecausé getpaida
wholelot of moneyto do thatin the corporateworld.

Sothat s theclass.t startsthis Tuesdaynight. That s the day after
Labor Day herein the U.S. Of course,I’m going to record
everything.Wherevempeoplearein theworld — if it’s in the middle
of thenight, theirtime — they canlistento therecordingimmediately
after we hang up. Everybodygetsall of that stuff; all kinds of

wonderfulbonuses.

As | mentioneckarlier,l givethemall of my stuff. Everybodyin the
classgets my signaturespeech.They get a copy of my notes.|
neverwrite my speechesut word for word. They re going to get
all my notes.

Theyre going to get my PowerPointso they can see what a
PowerPointlooks like that actually getsresults. They re going to
get my handoutghat | give that get results.They re going to get
specificinstructionon whatto offer at the endandhow to offer it.
You can get those80-100%conversionratesthat | typically get
everytime | go outinto alive audienceAll this stuff is involvedin
thatprogram. carit wait. I’ m soexcited.| loveit.

| carit wait to actuallytake your course.l will havelistenerswho
will hearthe recordingprobablyafterit starts.Will they be ableto
sign up andjust join in and listen to the recordingsof whatever
sessiortheymissed?

Theycancomein anytime. We |l takethemwhenever.
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| know thattherewill be peoplewhowill stumbleacrossthe show
in thearchivesmaybesometiman themiddle of nextweekandthey
will havemissedTuesday.

Anybody cancomeandtheywon't missanything. The recordings
areright there.It’ s goingto be eight sessionseight weeks.At any
pointalongtheway, if somebodywantsto comein andcatchup, |
set up a private group forum where people can go on, ask
questions,and catch up with everybodyelse in the class. Of
course/’ll beonthereandansweringquestionsaswell.

If anybodycomesin, evenallittle bit late, who hassomequestions
that areaboutstuff that we alreadycovered,of coursel’m happy
to answerthosequestionsNobodywill missathing.

Good.Beinga professionaspeaker | guesd cancall myselfthat
— | have studied neuro-linguistic programming.My friend John
Childersactuallycallsspeakingheworld' s highestpaid profession.

You canmakea lot of moneyfrom beinga professionakpeakeif
you getit downright. Most peopledon't realizethat everythingyou
do whenyou re onstageneedgo befor areason.

You mentionedhatif we talk to the persons subconsciousnind
with our bodylanguageandour choiceof wordsandthings,people
don't realizeoftenwhy they re so excitedaboutwhat you haveto
say;buttheyrespondheway youwantthemto.

It’ s avery powerfulskill onceyou learnit. It’ s onethatyou needto
use ethically, actually,becauset can be very powerful whenyou
useit properly.

Absolutely. It can. The NLP and public speakingtogetheris a
powerful, powerful tool. Whenyou useit ethically,it’s a win-win
situationfor everybodyinvolved.

Absolutely. When | listen to you talk aboutthis systemthat you

use,l sortof wonderhow you piecedit all togetherHow did you
figureit out?

27



Felicia:

Willie:

Felicia:

| mentionedthat I’ ve beenteachingthis stuff for a long time. It's
funny. | wasa competitivespeakein high schoolandin college.|
wason a nationalchampionshispeecheam.

I'll betyou didn't know therewas sucha thing as a speechteam.
WEe' re nottelevisedike the basketbalandfootball playersare!

They re notin the Olympicsyet.

No, were not in the Olympics yet. | dont know why. Some
people say, “Oh, it's like debate.”Well, sort of; but it wasnt
debate.l was a competitive speakerand my team and | were
nationalchampiong/earafteryearafteryear. This is somethinghat
| know. I’ velivedit. It’s in my blood.

By theway, in everyjob I’ ve ever had, I’ ve alwaysstoodin front
of audiencesandgiven speechesWhen| startedmy businessn
20061 wantedto do somethinghatl coulddo out of house.

| hadtwo little girls. At the time they were one and three.l was
Mommy. Thatwaswhat| did full time. | neededsomethingthat |
coulddo atnightaftertheywentto bed.

Insteadof flipping ontheT.V., | wouldflip on my computerandl’

d learnstuff abouthow to run a busines®nline and whereto find
clientsthatway. | ranafterthatfor abouta year.| learnedas much
asl couldlearn.| did awholelot anddid okay.

However,thingsreally broke openfor mewhenl said,“Duh! You
know how to do speaking.Go out andstarttalking to people.”As
soonasl startedto do that,my wholebusinesshanged.

Everythingcametogetherfor me.| said,“l’ ve got to teachpeople
how to do this. I’ ve got to quit just teachingthe college students
who dor't careabouthow to do this.”

| wantto teachpeoplewho aretrying to put breadandbutteron the

table; who want to pay their mortgageand not lose their house.
Thatwasthesituationl wasin atthatpoint.| wentoutandwasable
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to savethe houseand pay the mortgagejust by going out in my
community and delivering a speechthat gaveaudiencesvhat they
neededandwhattheywanted.

You were using a skill and knowledgeyou already had and just
took for granted.

How aboutthat?

You knewyou hadextensivdrainingin it, but it wassomethinghat
you hadandjust took for granted.l watchedyou sort of coaching
Ken, comingup on stagetalking aboutthe ThreeCs andthingslike

that.| canseeyou ve workedwith a lot of differentpeopleat a lot

of differentlevels.

What kinds of peoplehaveyou worked with to help them create
signaturespeeches?

Willie, it runsthe gamut.|’ ve talked to a lot of peoplewho call
themselvegoachesA lot of coachediavetakenmy class.Also, I’
ve had virtual assistants,massagetherapists, hypnotherapists,
graphicartists,Webdesignersauthors andcopywriters.

I’ ve got a lot of artistsand musicians.Thoseare things that you
would think, “God blessyou.| don't know how | would do it, but
you re theartistandyou re anexpert.”

All of thesepeoplehave come back to me — evenpeoplein the
healthfield — andsaid,“This is great!l hadnoidea!” They canfind
their audiencel teachthemwhereto go to look for it. They know
their stuff. You re anexpertin whateveryou re anexpertin.

Peoplecome from all of thesedifferent areasand fields. They
follow my stepsand put togethera speechTheyall comebackto
meandsay,“This is great!l lovethis!”

For any personwho doesa servicefor other people or has a

productthatotherpeoplemightbe interestedn, it's goodfor them
to puttogethera signaturespeech.
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| love this becausd know thereare peopleright now — especially
with the economicdownturn— who aresaying,“What can| do to

earnaliving?” Maybethey ve beenlaid off from their regularjob;

theyhaveskills. To justgetoutandstartgiving presentationsvould

be onethingtheycoulddo.

When they get that signaturespeechtogether,though, it naturally
showsthemhow to positionthemselve# front of theright people.
They canfind peoplewilling to paythemprobablyalot morethan
theyweremakingin thejob thattheyjustleft.

Absolutely. That s it. You ve definedyour areaof expertiseand
you' re speakingo theaudienceghatarehungryfor your message.
JohnChildersis right. It is one of the most— if not the most—
well-paid professionn theworld: public speaking.

The cool thing is that you don't haveto be a professionalpublic
speakerto benefitfrom that power. You can just haveyour one
signaturespeechwhereyou re marketingthe thing that you love to
do.

| love to speak;that s my thing. For thosewho arenit loving it and
are still back at the I' m-still-a-little-nervouspart of it, you dont
haveto beaspeaker.

Getout onceamonth,everysix weeks,or everyothermonth.Then
just revelin the leadsthat you get and work thosefolks. Talk to

thosepeopleone to one aboutdoing what you do best. Talk to

them after you ve presentedto them. It's really super-powerful
stuff, Willie.

Even the peoplewho say that they dorit like speaking,all like

talking aboutwhateverit is we re passionateabout,whetherit’s a
hobby, kids, or something.You re teachingus to take that interest
andto speakonthat. That s extremelypowerful.

We're down to abouteight minutes.Theremay be peopleon the
call who arewondering,"Where do | begin?’"Whataresomethings
that they could do to begin putting togethertheir own signature
speechbeforetheir headsvenhit the pillow tonight?
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Felicia:

Thefirst thing theywantto do is know who their audiencas. Who
do theybestserve?You ve gotto be clearon that. We talk alot in
Internetmarketingcirclesaboutchoosingyour niche.l dorit careif
you havea nicheor not.

In aspeechyou needto knowwho you re talking to whenyou put
this togetherptherwisenobodyis goingto wantto listento you; it’

s too helter-skelter.Thats numberone: know and be able to
addresgouraudience.

Thenthink aboutwho they are. Somebodyust signedup for my
classoverthe weekendafter| gavemy signaturespeechHe said,
“I’'m a pretty technical guy and I'm going to be talking to
non-technicapeople Whatdo | do?”

Make sureyou re talking non-technicalanguage.You dorit want
to evertalk overthe headsof your audienceYou wantto speakto
them in whateverlanguageis good for them.| said, “If youre
talking to technicalpeople,speakyour technicallanguageif they
understandat.”

It dependson your audience Make sureyou know who they are.
You pick atopicthat s goingto be sexyto them;thatthey re going
to like. Not in a XXX kind of way, but in a way that peoplego,
“Oh, | wantto know moreaboutthat!” that s thefirst thing.

Thenwhenyou put togetheryour speechthereare four thingsto
keep in mind. Number one is that you want to start off with
somethingpowerful. Never start with “Hi, my nameis Felicia
Slattery,”especiallysincenobodyelse s nameis FeliciaSlattery.

You doni t wantto startwith that.You wantto startwith something
calledan “attentiongetter”’that s going to makepeoplesit up and
go, “Oh! Thisis goingto begood!”

This pastweekendthe themeof the eventthat | spokeat was a
boot camp.| startedwith a military cadencel hada whole bunch
of peopléeline up on the outsideof the room andwe marchedn. It
was just so funny. | sang,“l dont know but I’ve beentold...”
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Theyrepeatedne andwe marchednto theroom.

| wasthe last speakeron the last day. After that entrancepeople
were sitting on the edgeof their seatswaiting to seewhat came
next. Startwith somethingoowerful.

The nextthing is thatyou wantto haveno more thanthreeto five
main points, evenif you ve got an hour. If you have more than
threeto five mainpoints,you re goingto losepeople.

Thenextthing you wantto do is makeit interactive.Comeup with
a way that you caninvolve your audience.There are a couple of
simple ways. Ask them questionsand get feedback from the
audienceThat s afabulousway to makeit interactive.

Thelastthingthatyouwantto do s finish your speechstrong.Just
aswith any Web site whereyou wantthe nextactionof the person
on your Web site to be clear, you want the next action for your
audienceo taketo beclear.

Thats how | get the 100% conversionrates,Willie. Therés no
doubtin their mindswhat| wantthemto do next.| tell them.You
wantto finish strongandleadthemright into the paththat you want
to leadthemto.

| watchso many speaker®on stagegive a presentatiorandfinish,
andthe audiencegetsup and leaveshaving not beentold what to
do next.If you don't tell themwhatto do, theycarit do whatyou
wantthemto do. Theydon t knowwhatit is!
Thatmakesperfectsenselt makesabsolutelyperfectsense.

During a typical, 30-minute signature speech,how much stuff
shouldwe try to fit into thatpresentation?

As | mentionedyou justwantto haveonesignaturespeechThere
s a big differencebetweer30 minutesand60 minutes,right? Heré s
thekey:tell storiesFill up your speech.

Practiceyour speechout loud. Peoplesay, “I’'m not going to
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practiceoutloud.” You haveto practicethe thing out loud because
you won't know how long thesethingswill go.

Practiceit out loud until you havean opportunityto deliverit over
and over again. Then you Il know how things are going to run.
Whatyou wantto do is fill it up with tips andtechnigueghat the
audiencecanuseimmediatelyright away.

When people are done listening to this conversationthat we re
havingtoday,| think I’ ve giventhemsometips andtechniqueghat
they canuseright away.| do that everytime | speak.You want
peopleto know exactlywhattheyneedto do.

Thenyouwantto fill it outwith stories.In 30 minutesyou wantto
include fewer storiesthan you do with a 60-minute presentation.
Maybeyoutell afew moredetailsin the 60-minutepresentationit’ s
the samehelpfultip: you eithercondensét for 30 minutesor spread
it outfor 60 minutes.

| like that. You basicallysetup a framework.You basehow much
of thatframeworkyou use— you contractand expandit — on the
time you haveavailable.

Exactly.

Storytelling is one of thosethingsthatyou canuseto flex a lot. |
like that quite a bit. | do usethat sometimesn my presentations,
but | needto work atit. You will definitely seeme on your calls.
Theseareteleseminarsarent they?

Yes,it's all telecourseThey re about75 to 90 minutes.| like to
startontime andendon time so peoplecankind of plantheir lives
aroundthem.

That s very important.Again, for peoplewho want to check out
Felicid s telecourseor anythingthat she hasonline, you cango to
www.SignatureSpeeches.com

We' re downto only abouttwo minutesto go. Whatl shouldreally
do is askyou if theres anythingthat you wantto throw out there

33


http://www.signaturespeeches.com/

Felicia:

Willie:

Felicia:

Willie:

that | havent broughtup yet. That way we can make sure we
coveredstuff thatyoulike to coverin your presentations.

I"d like to give somevaluableinformation. We ve talked abouta
couple of placesthat peoplecan go oncethey havetheir speech
together.l justwantto reiteratethatthe Rotary Club, Kiwanis, and
thoseserviceorganizationsn your communityaresomeof the best
placesto find audiences.

A lot of thosefolks meetweekafter weekafterweek.Theylove to

havespeakergome.Theylike to hearbusinesdopicsandpersonal
topics. Thoseserviceorganizationsare a fabulousplace to start
deliveringyour signaturespeech.

Do you know how | find those places?You go to the local
Chamberof Commerceand say, “May | have a list of your
members?’Every civic club and evengardenclubs andthingsare
memberf thelocal Chambeinof Commerce.

They |l give you a list andit will have contactsfor the business
meetingsandthingslike that.In onespotyou ve got a list with all
thosedifferenttypesof organizations.

I’ m suretherearelots more,butthat s how! doit whenl gointo a
newcity.

That s how | teachpeopleto doit, Willie! You cancometeachthat
segmentn my class!

| am a memberof the local Chamberof Commerce.l wanted
peopleto say,“He’ s abusinessnan,areal businesgperson.”That
s how | getoutthereandgetnoticed.

We' re down to a minute to go. What | really want to do is just
encouragepeople to go over and check out your main site at
www.CommunicationTransformation.conThey can sign up to
your list andstayin touchwith you thatway.

They canalsofind out aboutyour upcomingteleclassand sign up
for thingsevenafter the teleclasss in progress.Thereare lots of
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Felicia:

Willie:

Felicia:

Willie:

Felicia:

greatwaysto stayin touchwith you, learnfrom you, andlearnall
aboutsignaturespeeches.

You alsoteachpeoplethatthey cantaketheirarticlesandturn them
into signaturespeechesr roll theminto themsomehow.

Actually, Willie, thats where my secondsignaturespeechcame
from. I’ ve written a ton of stuff on public speakingand this whole
thing we ve beentalking about. When that Chamberorganization
camebackto meandsaid,“Canyou comeandtalk to usagain?’l|
said,“Sure.”

| just pulled out three of my articles.Do you remember talked
aboutthreeto five mainpoints?Thoseweremy threemain points.
It wasdone.

| know you re a manwho hasa couple of articlesthat you may
havewrittenin the past,soyour speechs probablydone.

That s excellent.

We areout of time. | wantto thankyou for joining us. | wantto tell
peoplethat they canfind you on your Web site. Again, that Web
site is www.CommuniationTransformation.conYou'll also see
Feliciahangingout at placessuchasTwitter. Checkherout.

Thank you very much for sharing some extremely valuable
informationthatyouwill seemeusing.

Thankyou, Willie. | wasexcitedto be here.l really appreciatet.
Thankyou. Bye-bye.

Bye-bye.
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Additional Recommended Resources

Audio recordingof thiscall:
http://BlogTalkRadio.com/WillieCrawford/

While on thatsite,pleasebookmarkthe showas“a favorite.” It really helpsour
ratings.

CommunicateVNith Willie In Real-timeOn Twitter
http://Twitter.com/WillieCrawford

EasyPushbuttoraffic - Useto automaticallysubmityour videosto over30
videosharingsite.You' Il find EasyPushbuttorTraffic at:
http://EasyPushbutttonTraffic.info

Viral DocumentToolkit - Usedto createthis PDF andto makeit rebrandable.
You'll find VDT at: http://ViralDocumentToolkits.com

TheInternetMarketinginnerCircle
http://ThelnternetMarketinalnnerCircle.com
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