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Introduction

| believe the world needs more women to stand up and speak about what really matters.

| believe it's time for us to stamp our unique brand of leadership on our missions to make a genuine
difference that benefits the world.

| believe you have something to say and it matters more than you can know right now.
| believe there are people hungry to learn from your experiences, stories, and hard-won wisdom.
| believe that women's true voices can change the world.

I also know that powerful public speaking is one of the best ways to serve more people, make a bigger
difference, and get more clients.

So, I thought I'd give you five ways to get more clients with your talks while feeling comfortable that you're
serving your audiences, and not being pushy or salesy.
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Why speak?

Powerful Speaking

Speaking works. In my first year in business, | did nearly 50 speaking engagements.

Not only did | get clients from 95% of those gigs, | became known very quickly and built my brand as the
“powerful speaking woman”.

| also gained referrals, and other opportunities such as interviews.

In that first year, | cracked my goal of creating a six-figure business, mostly from getting out there and
speaking.

After working with hundreds and hundreds of women, | know that, apart from the nerves that can get in the
way when you stand up to speak that stop you from owning the room, the biggest block to getting clients
from your talks is feeling uncomfortable about selling.

Who am I to tell you all this?

Here's what they commonly say about me in the media:

Tricia Karp is the No 1 Best Selling Author of “Own It: Powerful Speaking for Powerful Women," "Media

Talk: 35 Secrets You Need To Know Before You Talk To The Media," and "A Woman's Path to Power: Healing Self-
Abandonment and Betrayal."

After a media career as a TV and radio news anchor for more than 20 years, Tricia now works as a coach
to help women develop their power and leadership and “Own It”. She’s also a professional astrologer.

Tricia works with coaching clients around the world, and runs powerful speaking workshops and retreats in
Australia and Bali.

Her work has been featured on the Sunrise program, The Australian, ABC, 4BC, The Advertiser, and many
more media outlets.

Tricia is known for her ability to inspire, and generate results for the women she works with. She has a fun
style that will enable you to grow in a safe and supportive environment.

Now, take a few minutes to go through my 5 Ways to Get More Clients Without Being Pushy or Salesy so
you can speak powerfully, serve and sell.
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1. Be Vulnerable

Il let you in on a little secret.

That first year in business, when | gained clients from 95% of my talks, | wasn't trying to get clients.

It sounds silly, but really, | was just happy to be meeting people and growing my network. | wasn't using a
particular formula for my talks back then to try to get clients. In fact, | rarely made an offer to my audiences.

Seriously!

What | found though is that people would come up to me after my talks, and ask me how we could work
together.

I've reflected on that a lot, and why my style worked so well and achieved great results.
One of the reasons is that | was vulnerable.

By that | mean that | shared a lot of stories in my talks that enabled me to connect deeply with my
audiences.

When you're in the business of transformation, you need to show people where you've come from, what
you've been through, and how what you've learnt will help them.

Aside from your qualifications, your lived experience is your credibility, and it matters enormously.

Whenever | share personal stories, people are touched by my candour. It makes them trust me very quickly,
and it earns their respect.

It pulls them towards me, and makes them want to know and learn more.

Share your personal stories to ensure you connect
with your audiences and build their trust

- Craft your Signature Story that you’ll become known for, based on your own experiences
- Use relevant personal stories as much as you can in your talks

- Show people where you’ve been, and what you did to get where you are today

- Be generous in offering the real You when you speak
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2. Give Value

It's a common belief that you shouldn't give away too much helpful content when you speak because
people will walk away from your talks with everything they need, and then not invest to work with you.

| don't entirely agree.
I've been to talks that were so filled with fluff, and very little that was useful, that | felt the speaker was more
concerned about pitching for sales than being genuinely helpful. It didn't entice me to want to work with

her.

In your Signature Talk, there are a few essential elements to cover that will speak directly to your ideal
clients, and inspire them to want to work with you.

They're mostly what | call Heart Offerings, because they help you connect deeply with your audiences, and
offer a lot of value.

They include providing valuable content that people can use right now, whether they choose to work with
you or not.

The truth is, people expect free content, and they can access it online and in books. They want personal
help, ideally from you, and they need to know you care.

When you give something people can use now, it builds trust and inspires them to want to learn more from
you.

There's not enough time in a talk to give people everything you possibly can, anyway. However, you can
focus on one particular part of your signature system, for example.

Give your audiences 3 solutions to their problem that
they can use immediately

- Focus on serving by giving value

- Come up with simple solutions to share that can be used right now

- Speak from your heart

- Remember to sincerely thank people for investing their time and energy to listen to your talk.

That’s valuable content too!
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3. Make An Offer

This might sound obvious, although it certainly wasn't to me when | started out.

| even remember speaking at an event where | was selling my latest book, and | forgot to invite people to
buy a copy!

These days | always make an offer with every talk | do. It surprises me how many speakers don't.

People can't take the next step, whether that's booking in to one of your programs or buying your product,
if you don't tell them how.

| understand why this can feel uncomfortable, and it was for me until | found my own natural style. Like me,
| bet you've seen it done badly by so many speakers at “pitch fests”.

You need to find a way that's comfortable for you. Remember too, if you don't make an offer, but you follow
up later with people, that can feel like you're pressuring them.

Decide what's the most comfortable offer for you to make.

If you don't want to ask people to run to the back of the room with their credit card (personally, the thought
of that makes me want to vomit), then you can consider asking people to:

* Opt-in to your list
* Schedule a phone chat with you
* Schedule a free discovery call

When you do that, you're giving people what they need on the spot so they can make a decision.
You're giving them the power to choose. There's nothing pushy about that.

You want to help people. When they decide to work with you, they get the help they need.
When you don't give them a way to do that, you're ripping them off. You're not serving them.

Own that.

Decide which offer is comfortable for you, and make it
every time you speak

- Commit to always making an offer

+ Decide which offer will best suit you and your audience

- Own the fact that making an offer is an opportunity for your ideal clients to get the help they
need from you, so you can best serve them
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4. Structure Your Talk

Here's another secret: When your talk is structured the right way it does the selling for you.
That means you don't have to sell, certainly not in the way you think you do (or have seen it done badly).

Please, please, please don't ever wing your talk. And don't read it like a speech either. That's a guaranteed
way to lose authenticity and power.

Take the time to carefully craft your Signature Talk in a way that allows you to connect with your audiences,
gives valuable content, and gets results.

A powerful talk builds in positioning yourself, your offer, and your audience right from the beginning.

It means you don't have to do a clunky transition to the “selling part”, which makes so many women feel
uncomfortable. It's the part of the talk where many of my clients say they lose power. Some even start to
apologise, and only mention their offer as an aside.

| want more for you and your potential clients.

A talk that's been extremely well-crafted builds desire and trust all the way through. And the best part is,
you can use it whenever you speak:

* Live stages

* Small groups

* Webinars

* Teleclasses

* Media interviews

* Podcasts

* Networking events

My POWER structure is perfect for this.

You can also easily change your talk to suit the amount of time you have to speak, whether it's 20 minutes,
or 90 minutes.

Invest your energy in crafting a Signature Talk that’s wisely

structured to serve your audiences and sell for you

- Never wing your talk; always structure it

- Don’t read it like a speech; follow the structure and allow for spontaneity

« Use your Signature Talk whenever you speak

- Don’t waste time creating and giving a talk that isn’t structured and won’t get you the results

you want
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5. Do Free Talks

This is a question I'm asked a lot: Should | charge for talks or speak for free?

If you want to get clients from your talks, my answer is an unequivocal: Speak for free.

While you can get paid for speaking at conferences and events, the major drawback is that you can't use
your talks to sell. It's a different style of talk, and you need to fit the parameters laid out by the people who

book you.

When you're doing a free talk you have complete control, and the potential to make a lot more money than
doing a paid talk.

At one event | was offered a very small payment to emcee. | knew the audience would be filled with women
who were investing to be there to develop their power and leadership. They were my perfect audience, so |

agreed to do it. | booked coaching clients at that event worth $18,000.

Speaking agents won't like me saying that. | do have an agent. And when a talk comes via his office, | see
that as a bonus.

I have put a lot of my energy though in to speaking for free, and I'm strategic about that.
If you're starting out, do as many talks as you can. Target networking groups, Meetups, community
organisations, business groups and others relevant to your topic and audience. You might even decide to

create your own live events.

You don't need a large audience. You just need the right people in the room, as best as you can know they
will be.

Be smart and strategic about where you speak.

Create your speaker profile and start approaching organisers, or create your own events.

Focus on creating opportunities to do as many free
talks as you can

- Forget about a speaking agent and put your energy into doing free talks

- Wisely structure your Signature Talk and use it for every free speaking engagement

- Decide how long you’ll need for your talks and let organisers know

« When you speak for free, take charge of the process and ask organisers for what you need
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Ready to speak powerfully, serve, and sell?

If you're ready to use speaking to reach more of your ideal clients (you are, right!) and make a bigger
difference, please stick around.

You might like to check out some of my helpful videos and articles here.
| also offer a free Powerful Speaking Strategy Session to help you:

* Get clear about where you're at with speaking powerfully, and where you want to be
* Nail the next steps for you

Book your free Powerful Speaking Strategy Session

“rivia Karp

www.TriciaKarp.com


https://triciakarp.com/blog
https://triciakarp.com/strategy-application

