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'Thank you for purchasing PAID to $PEAK: How to Become a Professional Speaker!

'This book will share
how I got started
in professional
speaking, and more
importantly, it will
outline a step-by-
step blueprint for
you that has enabled
me to speak for over
1,000,000 people across 1,150 audiences
in all 50 states and around the world. I
was able to quit my full-time ‘day job’as a

Dean of Students and live my ‘dream job’

as my own boss. I am confident you can
do the same by following the roadmap
I've outlined for you.

Audiences I speak to range from students
to corporate groups, from associations to
nonprofits...and all in between. Because
I have been asked to speak for practically
every industry I know exists, your target
audience(s) are likely groups I have pre-
viously spoken. Therefore, I am confident
that the content in this book will equip
you with the resources, guidance, tem-
plates, strategies, and motivation needed

to build your speaking business...and get
PAID doing it.

PAID to $PEAK will provide you with
the knowledge and process to launch
a speaking business. All you need is
the passion and discipline to work
through the entire book. Be prepared
to read this book with a pen. It’s a
workbook that allows me to be your
virtual speaker coach and help you cus-
tomize and build your own speaking
business along the way. If you complete
the exercises, you should have speaking
engagements by the time you have fin-
ished reading!

SPECIAL BONUS for action tak-
ers...you have 30 days from your date
of purchase (list deadline date here:
) to receive a FREE
coaching call with me to ask any ques-
tions — value $250! All 1 ask is that you
read the book and provide an Amazon
review before scheduling your call. On
the final page of this book are directions
for how to schedule your call.
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Some readers inform me they read com-
pletely through the book (not completing
exercises) and then later re-read portions
to work through the exercises. This strat-
egy is fine, especially if you find your-
self getting stuck in certain areas. But in
order for an event organizer to hire you
for speaking, they will need from you
what I'm sharing in this book! By speed-
ing through the book and not complet-
ing the exercises, you'll be short-cutting
your own future speaking business.

Important Recommendations Before
Getting Started

1. Visit my website (www.KevinCS-
nyder.com) to see specific examples
of suggestions inside this book.

2. Visit my website dedicated
for speaker coaching at www.

PAIDtoSPEAK.biz where you can
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subscribe to my “PAID Speaker

Tips” email newsletter and view
free speaker resources.

. If you would like for me to help

you work through this book
or review any of your speaking
materials and provide feedback
along the way, I offer one-on-
one speaker coaching programs.
I also offer a self-paced PAID
to $PEAK online course work-
ing you through this book, a
“Speaker Mastermind Group” and
access to “The Vault\” Visit www.

PAIDtoSPEAK.biz for more

information.

. To help you work through this

book, I've created FREE work-
sheets for each module at www.
paidtospeak.biz/worksheets.
(password: paidtospeak)




his book is not only the product

trom over 20 years of my own pro-
fessional speaking experience, but also
hundreds of questions I've been asked by
aspiring speakers along the way. There’s
not a speech that goes by where I don't
have someone asking me how I got into
speaking and how they can too. I wish
my answers could be simple, but they are
not. Hence this book to outline my strat-
egies for you!

In this book I am sharing a step-by-
step process to help you do what I've
done. I believe what I have done is rep-
licable as long as youre coachable, follow
my blueprint and are committed to tak-
ing action, consistently.

I wish a book like this existed when
I first started speaking. As you will read
in my Preface, I didn’t know what I was
doing, and I didn’t seek out help. As a
result of struggling, I doubted myself,
made lots of unnecessary mistakes and
nearly quit on several occasions.

I have read dozens of other books on
professional speaking and found signifi-
cant gaps in what they try to share. None
of them outline a blueprint model that
guides the reader step-by-step. None
provide templates and free resources
that I'll be sharing with you in this
book. Reminder: visit www.paidtospeak.

biz/worksheets for access to

these resources. (password:
paidtospeak)

Professional speak-
ing is a business, and if
you are willing to treat
your speaking like a
business, you will attract
business results. I'm liv-
ing proof. I'm also here
to help you.

While reading this book, and/or after-
wards, feel free to drop me a question or
comment at my personal email — Kevin@
KevinCSnyder.com. In case you missed it
on the prior page, there is a SPECIAL
BONUS for action takers...you have
30 days from your date of purchase (/ist
deadline date here: ) to
receive a FREE coaching call with me to
ask any questions — value $250! All I ask
is that you read the book and provide an
Amazon review before scheduling your

call. On the final page of this book are

directions for how to schedule your call.

“In' 5 modules, you'll learn

what took me 15 years to PﬁJD
understand. Everything | write
in the book | wish | knew when SPEAK\

| first started speaking. It’s time | OO SHEAR . g
to be your own boss and get

PAID doing what you love.”

Excerpt from “PAID to SPEAK:
How to become a professional speaker”

View an outline of all 5 modules in the book!
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717 ¥7 ¥ ¥r This book’s worth MANY times its price

August 28, 2017

Format: Paperback | Verified Purchase

Kevin Snyder is the real deal! I've been professionally speaking for some years, and/but it's time to up my
game, so decided to read “yet another” of these books on the business. Kevin's is the best, hands-down. He
provides better resources—copies of actual contracts, lists of actual fees, etc.—than anyone out there ALONG
WITH a smart, specific, detailed, solid business plan. Kevin walks the talk, which is to say he actually makes a
living by public speaking. Lest you wonder if this might be one of those reviews by a friend—well, | admit I've
done some for friends in the past (my apologies!), but this isn’t one. | moved to the Raleigh-Durham area last
year and had never heard of Kevin. A new acquaintance recently invited me to a professional association
meeting where Kevin was going to the be the speaker... so | looked him up online and bought this book, given
that the time's right for me to up-level. I've read many of these books in the past, and most are at least
somewhat helpful. However, they often tease readers with vague information because they serves as up-sells
to expensive programs. Kevin does offer coaching, but meanwhile the book gives amazingly high value. On top
of that, by buying the book you get a 30-minute session with Kevin at no charge. Usually those kinds of calls
consist of further efforts to up-sell. Once again, Kevin shines. He was encouraging, helpful, wise and generous
on our call. And he followed up with personalized helpful information afterward by email. Hard to estimate
this book’s REAL value!

v 1r{r 1 First, let me say, this is more than ...

B 0 _0_|

Format: Paperback | Verified Purchase

First, let me say, this is more than just a book. This is a workshop in print. Dr. Snyder takes the reader from
beginning thought through the steps of creating a keynote to everything you need to promote yourself to
finding your clients and customers. This book is exciting. This book is motivating. This could be 'the’ catalyst to
starting your career in public speaking! It's worth the $$ and it's worth the time! This is an investment in you!
Don't just buy the book - don't just read the book - DO THE EXERCISES!!!! Thank you Dr. Snyder!

17 17 7 ¥r v¢ L would highly recommend it to anyone seriously considering this business

R R _R_0_|

Format: Paperback = Verified Purchase

I have been speaking publicly and professionally for many years. | have also read many books on public
speaking and speaking for a living.

"Paid To Speak" is a remarkably well put together guide book for the industry of professional speaking. It is
filled with clear cut how to's on so many levels. It covers the gamut from speech development to contract
signing and everything in between. It gives the novice and the seasoned veteran new perspectives on the
industry of today. Unequivocally, it is the most comprehensive book | have ever read on the subject of
professional speaking. | would highly recommend it to anyone seriously considering this business.
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717 {1 This is the perfect read for anybody looking into the speaking/presenting arena

Format: Paperback = Verified Purchase

This is the perfect read for anybody looking into the speaking/presenting arena. This book is a step-by-step
guide on how to book jobs and make money. There are a lot of distractions out there when you first get into
the speaking world. At times it can be hard to navigate all the different options and products a speaker has
when they first begin (keynotes, workshops, webinars, blogging, memberships, podcasts, LMS, etc) This book
will help you focus on what you need to do to make money so that you can even afford all those other options

when the time comes.

7 1r{r1r If you want to get paid to speak, get this book!

Format: Paperback = Verified Purchase

Great book! I've been speaking most of my life, but not getting paid for it in most cases. This book will change
that. Kevin has made the book approachable and weaves his story of becoming a speaker - and helping others
do the same - into the workbook where he flat out demands you to write in your responses in order to build

your speaking platform.

I also know Kevin personally, and he truly gives of himself and desires to see others win.

Highly recommended!

17771y 1y EXCELLENT ORGANIZATIONAL SYSTEM FOR GETTING CLIENTS

Format: Paperback = Verified Purchase

| purchased a lot of books and ebooks in my search for learning the best way to start a professional speaking
career. | was amazed at how Kevin details his organizational structure or system to get clients, keep them and
follow up on them. That was the missing key that other books don't have. It is for this reason amongst others
that | value this book greatly.

17 1rvr Highly recommend for anyone wanting to get into the business!

Format: Paperback = Verified Purchase

Great book! Easy to follow steps on how to become a professional speaker. Packed with lots of resources,
templates, etc. It gives you the ins and outs of becoming a speaker.
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About the Author

szin Sny-
er  battled
through  teenage
depression and

being arrested to
becoming a best-
selling author and
sought-after moti-

vational  speaker.

Audiences love
Kevins high energy, his interactive delivery
style, his authenticity and the actionable
leadership principles he shares through his
empowering inspirational presentations.
His struggles growing up inspired him
to write his first book on personal devel-
opment that would ultimately launch

in Marine Biology, Kevin continued
onward to earn Masters and Doctor-
ate degrees in Higher Education. His
Doctorate research focused on student
success factors for first-generation com-
munity college students.

Most recently Kevin served as Dean
of Students for High Point Univer-
sity. He has worked in Student Affairs
for institutions including University of
South Carolina, University of Central
Florida, and Embry-Riddle Aeronauti-
cal University. Kevin continues to teach
as adjunct faculty for Wake Tech Com-
munity College based in Raleigh, North
Carolina.

Publishing his first book, “Think Dif-

and lead to his motivational speaking ferently to Achieve Success,” and presenting

success. His first book, “7hink Differently
to Achieve Success,” became a best-seller.
Kevin was inspired to work in col-
legiate Student Affairs in order to help
other students battle through negative
mental health, realize their full leader-
ship potential and unleash their pur-
pose. After earning a Bachelors degree

a TEDx talk began Kevin’s transition to
full-time professional speaking. To date
he has presented keynotes and work-
shops for over 1,000,000 people through
1,150 organizations in all 50 states and
around the world. Clients who have
booked Kevin to speak include Jet-

Blue, Anheuser-Busch, FedEx, Orkin,
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Caterpillar, Bank of America, SHRM,
the United States Air Force, hundreds of

associations, and over 400 colleges and

universities.
Wnte - Kevin is also co-
founder of Write Way

Publishing Company

Publishing Company, a
self-publishing company
he created to help other aspiring authors

become published.

Kevin is also a certified skydiver,
scuba diver, has sailed around the world

and been a winner on the television game
show, The Price is Right!
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Format: Paperback

doesn't.

{7 ¢r Outstanding! This workbook is the detailed guide | was looking for

Kevin Snyder's book is a must-read for anyone who is serious about learning the ins and outs of becoming a
paid speaker. He is an "old pro" who has taken the time to share a detailed review of what works and what

This pragmatic workbook is filled with answers to most every question you will have AND it also contains the
specific questions you need to think through and answer. Together, you will be given a powerful road map to
finally get you on your way to becoming a paid speaker.

turning ...

Format: Paperback

717 Kevin's book PAID to SPEAK details the best practices to follow and mistakes to avoid when

Kevin has successfully published what can aptly be described as "paid professional speaking for dummies". This
book lays out an easy-to-follow step-by-step process for building a career as a professional speaker. Not to be
confused with one of the dime-a-dozen guides meant to teach the reader how to improve their public
speaking skills, Kevin's book PAID to SPEAK details the best practices to follow and mistakes to avoid when
turning your talent for the spoken word into a revenue-producing venture.
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‘v 1r1r Greatest shortcut in your hands

Format: Kindle Edition

First of all the author is a speaker and relates his own beginning journey to becoming a speaker. His testimony
is the best proof of the right to receive a readers attention or an aspirant's focus on the content being shared.
It was great to not only have a recap of each module but as well space to hold yourself accountable for reading
the content.Valuable point consistently expressed by the author to only move forward upon building action
upon previous modules.

This is more than a beginners instructional on becoming a paid speaker. This work is a reference to retune your
instrument when you lose the "magic”, not getting the results you desire, or feel somethings just not right.

My only challenge was some wording mistakes were made but thanks to context, are minimal. Best reading so
far, on how to become a paid speaker.

¢r{r A must read for anyone who has ever thought of becoming a speaker!

B

Format: Paperback

| own a speakers agency and am constantly approached by individuals who want to become a speaker but
don't know where to start. This book is where you start! It will teach you everything you need to become
successful. Jam packed with real-world scenarios and specific action items, you need to read this book before
your competition!
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Dedication

To Dyess, my first boss. You politely told me I wasn’t any good at speak-
ing. Thank you, because you inspired me to improve... and prove you
wrong.

To Michael, you didn’t know it at the time, but you gave me my first paid
gig - $250. I still have the framed check.

To Karen, on that cold day in Chicago, you told me my silly story of
being on 7he Price is Right changed your life. You helped me realize that
speaking is really about sharing a message that connects to others.

'This book is also dedicated to YOU, the reader, for being a future agent
of change through speaking and by sharing your story. One speech at a
time, you'll be making this world a better place. 'm honored to be part
of your journey.
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Introduction

his book will outline a roadmap

to help you develop a professional
speaking business. The chapters of this
book are written as step-by-step mod-
ules within my PAID fto $peak™ coach-
ing program. Therefore, read with a pen
in hand and be prepared to work through
each module as if it were a coaching call.
By holding yourself accountable to com-
plete the activities, you will not only gain
tremendous momentum toward your
speaking aspirations, but you will also
have created what meeting planners need
to hire you for speaking.

Each module is designed to help you
customize my blueprint to make it your
own. If you speed through the modules
without completing the reflective ques-
tions and module checklists, you won't
have aspects of your speaking business
addressed and this will negatively impact
your potential speaking success and
paid bookings. To support you working
through this book, I have created FREE
worksheets for each module at www.
paidtospeak.biz/worksheets. (password:
paidtospeak)

I know my process can work for
you. It’s also worked for me and within
six months, I had eleven keynotes lined
up. It’s also worked for numerous other
speakers I've coached. This process, and
success, is replicable!

'The only reason you do nof complete
the questions is because you plan to read
the entire book first and are committed
to reading the book again in order to
complete the activities. From previous
teedback with some coaching clients, this
was a preferred approach so they could
envision the “big picture” upfront.

Many people inquire with me about
coaching and working with them through
this book. My most popular coaching
programs are the 1-on-1 coaching pro-
gram (10-week and 5-week option) and
my online coaching program. I also cre-
ated “The Vault” providing templates and
scripts of everything I used in my own
speaking business and a “Speaker Mas-
termind Group” to help provide account-
ability additional
opportunities with other speakers. Details

on my PAID to $PEAK™ one-on-one

and collaboration
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coaching programs, and online course,
are available at www.paidtospeak.biz
where you can find more information
and apply. I do not work with everyone
so please inquire.

I also recommend you visit my personal
speaking website, www.KevinCSnyder.
com, so you can see samples of everything I
share with you in this book. Read through
my sample programs, watch some of my
demo videos, and visit my client summary
of over 1,000 organizations I've spoken all
over the world. If you become one of my
coaching clients, I can make introductions
to those clients for you.

Important: This book is about profes-
sional speaking and what’s required to
earn PAID speaking engagements. This
book is not about how to SPEAK; rather
it is about how to get PAID doing it.
'This is the reason you will notice I will
capitalize PAID each and every time. Of
course being a great public speaker will
impact one’s ability to be a professional
speaker, so in this book I will share tech-
niques and strategies to help you outline
a great speech, design a signature presen-
tation, and differentiate you as a speaker.
However, this book outlines step-by-step
business strategies to help you launch
and grow a professional speaking busi-
ness. This book is for people who are
passionate about sharing a message that

xviii * KevinCSnyder.com | PAIDtoSPEAK .biz

will help people in audiences be better as
individuals. And the good news is that
my blueprint can help speakers at any
level, whether they are just starting out
or they have significant speaking experi-
ence behind them.

Module 1: Where to Start
Question: How do you eat an elephant?
Answer: One bite at a time!

'This module will help you understand
specifically where to start on this journey
of professional speaking. In this module,
you will:

® set your foundation of speaking
through a series of reflective questions

® learn the most critical compo-
nents of a successful and engaging
speech

e discover how to differentiate and
brand yourself as a speaker

e understand the beginning steps to
crafting your signature speech

e identify your Call to Action and
how audiences will remember you
Module 2: Developing Your Program
In this module you will:
® learn how to avoid the most com-

mon pitfalls and speaking business
myths
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understand what meeting planners
need to hire speakers

learn the requirements for submit-
ting proposals and Call for Speakers
begin to outline your signature
speech and presentation using my

‘Speaker Storyboard’ model

Module 3: Finding Speaking Opportu-
nities & Getting Found

'This module will show you how to:

identify the right target audiences
and industries for your speaking
connect in that industry and find
speaking engagement opportunities
outreach to meeting planners and
event organizers

learn about speaking to college

and university audiences

know how to maximize your ability
to gain both referrals and inquiries

Module 4: Getting PAID to $PEAK!
'This module will help you:

monetize a pro bono speech to max-
imize benefit for your speaking

know when to charge for speak-
ing and what to charge for your

speech

understand the psychology of a
speaking fee and how to position
yourself

craft speaking proposals, contracts
and invoices

Module 5: Getting PAID Bookings
Consistently!

'This module will:

provide a collection of recommen-
dations to help you earn consistent
gigs

teach you the importance of sur-
rounding yourself with support

offer ideas for how to show mem-
orable client appreciation

share strategies for how to stay in
touch with prospective clients

help you identify and set realistic
expectations moving forward

BONUS Module: How ro Write and

Publish a Book in 90 Days!

Upon completion of this book and leav-
ing an Amazon review, you are eligible

for your complimentary coaching call
with me directly. Details for scheduling
your coaching call are on the final page

of this book.

Let’s get started.
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Author’s Preface

“So how did you become a speaker?”

he most common question I receive

from aspiring speakers is how I
got started in professional speaking. It’s
also the number one question I receive
from anyone I meet once they find out I
speak for a living. Not because people are
interested in me, per se, but because the
profession of speaking sparks quite a bit
of curiosity. It’s not a career most people
desire. In fact, speaking in public causes
most people to panic and feel terrified.
So when someone meets me and knows I
speak professionally, they usually ask lots
of questions.

My backstory of how I started in pro-
fessional speaking, i.e. the Preface, you
are reading now, is extremely important
because it sets the tone for this entire
book. I did not set out to speak profes-
sionally. I had no interest in speaking
growing up. A wild variety of events
occurred that led me to begin my speak-
ing journey and to where I am today as
a professional speaker. Moreover, I am
confident you will identify with many of

my experiences and connect to them for
your own benefit. You'll be able to learn
from the things I did well, and not so
well, which will help you build your own
speaking business and hopefully avoid
pitfalls along the way.

I suftered from depression in my teen-
age years and was diagnosed with an eat-
ing disorder at just twelve years old. This
was in the mid-1980’s when the doctors,
psychologists, psychiatrists, teachers, and
even my family had no real clue how to
treat my condition and help me. Men-
tal health back then was not nearly as
understood as it is today and treatment
and services were not nearly as available.
I write much more about my depression
and eating disorder experience in my
book “Ihink Differently to Achieve Success,”
and I dedicate an entire chapter, Turning
Point, to that time in my life and how I
recovered. Additionally, at sixteen years
old, I was arrested. This experience with
the police would also change my life and

I share it in a chapter of Think Differently
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titled, Lessons of Wisdom. Still to this day
in my presentations, I share my teenage
depression and arrest with audiences.
After my speeches, people always tell me
how much they appreciated and/or con-
nected to what I shared. As you’ll soon
read in this book, audiences connect more
to struggle than strength. When they feel
a speaker is authentic and transparent,
they pay attention.

I continued to struggle attending col-
lege. I remember being a first-year student
(i.e. freshman) and feeling so lonely. I kept
my bags packed the first month because
I didn’t expect to make it. My roommate
and I had nothing in common, I was in
a long-distance relationship several hours
away, and I lacked self-confidence. I was
still struggling through many aspects of
my depression earlier in my life.

I tried dropping out of college on
numerous occasions, but the Dean of
Students, Dean Terry, always convinced
me otherwise and would never sign my
withdrawal paperwork. I remember
him saying to me, “Kevin, I'm techni-
cally required to sign these forms when
students come to see me, but for some
reason, I don’t want to sign yours. I
see something special in you. Will
you let me help you and just give us
another month?” Because I admired and
respected Dean Terry, I always gave him
another month. He always had ideas to

xxii * KevinCSnyder.com | PAIDtoSPEAK biz

help me and, most importantly, he just
really seemed to care.

In the beginning of my sophomore
year, things began to change for me.I had
gotten more engaged on campus, had
developed more confidence in myself,
and I had a new roommate (because the
first one flunked out). I finally felt like I
was fitting in. College would ultimately
become transformational and help me
discover aspects about myself I never
knew existed, both personally and in my
own leadership abilities. Not only did I
excel academically with a near 4.0 GPA,
but I excelled as a leader on campus as
well, receiving awards like Greek Man
of the Year, the Chancellor’s Achieve-
ment Award, and Homecoming King.

During my senior year I was giving a
campus tour to prospective students and
parents when a life-changing awareness
hit me. I wanted to be like Dean Terry
to help other struggling students transi-
tion to college like I did. I realized that
I wanted to work on a college campus.
Although I was going to graduate with
a Marine Biology degree a few short
months later, I knew my future career
would be taking a detour. This became
my moment, at the age of 21, where I set
a vision and career dream for becoming a
Dean of Students.

I would eventually work in Student
Affairs at several different colleges and
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universities across the country — Uni-
versity of South Carolina, University
of South Florida, University of Central
Florida, Embry-Riddle Aeronautical
University and High Point University.
Titles 1 served in included Assistant
Director of Student Activities, Director
of Orientation, Director of Greek Life,
Director of Advising and ultimately,
Dean of Students. In all these roles, I
would frequently speak to student groups
and be asked to facilitate workshops at
conferences I attended. I did not neces-
sarily enjoy presenting to students, but I
did it anyways because it was part of my
job. I never had any intention or desire of
becoming a professional speaker early on.
And when I did speak, I never got paid
or ever thought about compensation in
any way.

One particular conference in 2001
changed my life. I remember listening to
the opening welcome remarks from the
conference organizer. I do not remember
what they shared but I do recall them
being extremely boring and looking as
if they were having a panic attack. There
was nothing engaging about the open-
ing remarks and frankly, it was painful to
watch. If smart phones existed back then,
I would have immediately been texting
or checking my email.

Once the conference organizer was
finished with opening remarks, they

introduced an opening keynote speaker
by the name of Zig’ Ziglar. Music began
to play, the energy skyrocketed and Zig
took the stage. Within the first 30 sec-
onds, I was laughing and giving high five’s
to people sitting around me. One minute
later, I was on my feet both giving and
getting a back massage from the person
sitting next to me. I kept thinking, “This
speaker is amazing!”

Zig commanded attention from me
and that entire audience of 1,000 people
for over an hour. What I remember most
is relating to his stories, feeling inspired
and laughing constantly. Zig did not share
any type of ‘Mount Everest achievement’
or ‘near death’ experience that changed
his life. He was just extremely good con-
necting with his audience, engaging us
and setting an incredible energy tone for
the conference event.

Half-way through his presentation, I
heard a voice inside my head say, “You can
do this, Kevin. You can speak like this.
You can make an impact like this too.”
'This inside voice made me feel good. It
filled my chest with positive energy.

Right then and there my first seed
of desire for becoming a professional
speaker was planted by watching such
a great speaker. My heart felt like it
was pumping rocket fuel. This feeling
was something I had never experienced
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before. And when Zig finished, the audi-
ence responded with a standing ovation.

I found Zig at his book-signing table
afterward and waited in line behind at
least 50 people. When it was my turn to
greet him, I said, “Thank you, you were
incredible. I would love to talk with you
about bringing you to my campus for a
keynote presentation.”

Zig smiled and replied, “I'd be
honored.”

Unexpectedly, the spirit moved me to
keep talking and I added, “How in the
world did you get into speaking?”

It had not been my intention to ask
him about speaking. It somehow just
came out of my mouth.

“Meet me for coffee in the lobby
when I am finished here,” Zig said. “I'd
be happy to talk with you about speaking
and answer any questions.”

My heart pounded with excitement. I
could not believe Zig Ziglar was going
to talk with me! I was both honored and
humbled. I didn’t even know what ques-
tions to ask or where to start.

I'waited in the lobby for nearly an hour
while he continued shaking hands, and
taking future speaking leads, from those
who were in the audience. “Wow!” I kept
thinking, “I can’t believe he gets paid to
speak. What a rush. What an impact!”

When Zig finally sat down with me,

we spoke for nearly thirty minutes. He
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was just as authentic and amazing one-
on-one as he was on stage. He gave me
excellent tips about how to get started
in speaking and how he commonly got
speaking engagements like the one
where I just saw him speak. (Note: Some
of what Zig shared with me about how
to get started as a speaker is the basis of
what you will read in this book.)

'The most important tip Zig shared
with me though was through a question.
Zig asked, “Kevin, young man, there are
two questions you'll need to answer in
order to be successful as a speaker. What'’s
your story, and how can it help people?”

“What’s my story? How can it help
people?” I thought. “Uhm, OK. I don't
know though, Mr. Ziglar.”

Zig replied, “I think you have a few
stories in you, even at your young age. I
sense you have a real passion. And once
you figure out which stories to use in
order to help people, you'll be far ahead
of most speakers. You see, great speakers
are great storytellers with a purpose.”

“Wow,” I thought. He’s incredible.”
Our time was short so I sincerely thanked
Zig for his time. He was gracious enough
to take a picture with me which would
serve as a constant reminder of him and
the time he invested with me that day at
the conference.

Ireflected on Zig’s questions through-
out that entire day and evening. The next
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morning I facilitated my own breakout
session at the conference. The session was
my normal workshop which I had pre-
sented several times in the past. However,
I made a slight change to it this time.
Incorporating Zig’s advice about a per-
sonal story, I added a personal element
to the workshop. I shared my story about
how I lived a dream of meeting Bob
Barker and being on the television game
show The Price is Right (TPIR). Being on
stage with Bob Barker had been a dream
of mine since early childhood. After
years of studying grocery prizes, analyz-
ing how to play the games, arranging my
class schedule in college around the show
and even skipping my college graduation
to drive across the country to be on the
show, I finally was able to achieve, and
live, my dream of meeting Bob Barker
and being on TPIR.

I had never included this story in
any previous presentation. I never really
understood how meeting Bob Barker
related to leadership or was relevant for
my workshop. Although unique and
funny, my story just seemed like a silly
adventure. I did not realize how impor-
tant it is for great speakers to also be
great storytellers. Zig was exactly correct.

Not only does a great story connect
and engage an audience, but it also dif-
ferentiates the speaker. The more unique
your story, the more people will remember

you for it, find you as authentic, and be
engaged with the message carried by
that story. Great speakers truly do have
an ability to craft great speeches through
great storytelling.

Extremely nervous and apprehensive
about adding my new ten-minute seg-
ment of winning on 7PIR in the work-
shop, I followed Zig’s recommendations
and included it. I used my story as an
example connecting to the overall work-
shop message of (1) having a clear vision
for your dream in life, (2) developing an
action plan around that vision, and then
(3) never giving up to achieve it despite
the adversity.

My workshop ended up being a huge
success! Attendees were more engaged
and excited than ever before. Present-
ing it was also more fun for me than it
ever had been as well. As attendees left
the room, several stopped to thank me.
Normally a few students would talk with
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me afterwards, but this time was dif-
ferent. There was a line of students
waiting!

I observed a young lady standing in the
back of the room. She appeared shy and
uncomfortable. After making eye contact
several times, I quickly realized she was
waiting for everyone else to leave. I had
a hunch there was something important
she wanted to say to me.

She finally approached me once the
room had cleared, slightly shaking.

“Mr. Snyder,” she said with a tentative
smile. “That...that, was an incredible pre-
sentation.” She paused and looked down.

“Well thank you. That’s very kind,” I
replied. “What’s your name?”

“My name is Karen,” she said. She
paused again. I could sense she was strug-
gling for words. A few moments later she
continued, “I want you to know that your
presentation today really made an impact
on me. It got me thinking.”

“Oh really?” I said. “How so?”

Something then triggered in Karen
and she shut down. She took a step
back and looked away. Her face turned
slightly pale and I could tell she was
extremely uncomfortable talking fur-
ther. I felt there was more she wanted
to share yet she seemed conflicted on
how to say what was really on her mind.

“Just about stuff,” she said. “I have a
lot of stuft I'm dealing with right now.”
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I noticed that both times she said the
word ‘stuft’she looked away. Before I could
ask her anything else, she turned to walk
away, heading out the door. As she walked
out, I called out, “Thank you Karen.”

I felt I would hear from her again at
some point. I was convinced there was
more she wanted to tell me...and for a
reason. I finished packing up my work-
shop materials and left the room.

Later that day I was standing in the
conference hotel lobby. An older gentle-
man approached me with a smile and
asked, “Are you 7he Price Is Right guy?”

“The Price Is Right guy?” I thought to
myself. I was confused. I had never heard
that phrase before.

“The Price Is Right?” 1 replied to him.
“Uhhmmm. Well, I was on the show not
too long ago. How did you know?

He continued in an enthusiastic tone,
“You made a presentation earlier today
didn’t you? And you spoke about your
dream growing up to meet Bob Barker
and being on 7he Price Is Right?”

“That was me,” I said, smiling.

“Wow!” he replied. “Let me tell you
something. My students have been rav-
ing about you all day. I'm glad I found
you. My name is Mike. We have a stu-
dent leadership conference in a few
months and we want you to be our key-
note speaker. We'd love for you to share
the same story.”
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Mike didn’t know it, but he had just
given me my first keynote presentation
opportunity.

Trying not to seem the amateur I
was by showing too much excitement, I
smiled and replied, “That sounds amaz-

ing. I'd love that opportunity. Thank you,

Mike. And by the way, my name is Kevin.”

“Wonderful, Kevin. I'll contact you
soon for more details. But just remember,
we want to hear 7he Price Is Right story
that you shared today. Our students will
love you.”

As we exchanged business cards, we
made small talk for a few moments. He
then inquired, “Oh, one more thing.
What’s your speaking fee?”

I feltlike I had been jolted with a mini
bolt of lightning. “Uh oh,” I thought to
myself. “My speaking fee? I don't even
have a fee. I didn't expect this. What do
speakers even charge?”

“Uhm...uhm...uhm,” 1 stuttered.
“Mind if I get back to you on that? I just
need a few more details from you first.”

Mike seemed a bit surprised I was not
prepared to quote a fee. I am confident
at that point he sensed I was a newbie in
the field of speaking. In fact, I am sure
that a vibe of ‘speaker rookie’ was oozing
from every pore in my body.

“Sure thing, Kevin,” he said. “We’ll
talk very soon.” Mike then turned and
walked away.

I turned around
jumped up and down clicking my heels
together. “My first real speaking gig! I
cannot believe it!” I was thrilled. That
day is still one of the happiest days of
my life because it helped me open up a
new door that would ultimately lead me
to where I am today as a professional
speaker.

But now I also had a problem! Not
only did I have to organize my workshop
presentation into a keynote speech, which
I had no clue how to do, but I also had
to determine a fee and write a contract.
Would I be engaging enough? Would 1
be good enough? What should I charge?
How does travel work? I did not know
where to start. (Note: We'll be covering
all these questions in this book.)

and mentally

Throughout that evening at the
conference event, random people kept
approaching me with a smile and inquir-
ing if I was ‘The Price Is Right guy.
Although I must admit the attention was
inspiring, it felt plain odd. I didn’t expect
any of this. Frankly, I wasn't sure I liked
the nickname of “7he Price Is Right guy.’ It
did seem to stick well though and it was
unique.

The following morning I checked
my email. I had a message from Karen,
the student from the previous day who
was hesitant talking to me. Her message
began with:
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Dear Mr. Snyder, you probably don't
remember me but...

Of course I remembered her! In fact, I
had hoped to hear from her. As I contin-
ued reading her message, my jaw dropped
and a tear dripped down my cheek. She
wrote that my presentation and story
of being on 7The Price Is Right inspired
her to find a dream. For as long as she
could remember, Karen suffered from
depression, addictions, had been in and
out of rehabilitation clinics and foster
care homes, and had been arrested. She
continued writing about her challenges
being bulimic and had attempted suicide
on multiple occasions.

Another tear rolled down my cheek
when I read that she had attended the
conference in order to commit suicide.
She wanted to be in her own room and
tar away from anyone who could help her.
She had tried committing suicide before
by taking pills, but someone always
found her and saved her life by calling an
ambulance.

Karen wrote, “Your presentation
about living your dream got me thinking
different about my own life...you gave
me hope to find my dream. Kevin, you
saved my life.”

I re-read her message several times.
I couldn’t believe it. “I saved her life?”
I thought. “No way. Not my silly little

story.” I did not understand what was
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happening. How could my presentation
have such an impact on someone?

Also, Karen had no clue how much
she and I had in common. You see, she
did not know that I had dealt with very
similar issues as she growing up. As you
read earlier in this Preface, you know
that I had also suffered from depression
through my teenage years, was clinically
diagnosed with an eating disorder, had
run away from home a few times, had
considered suicide on multiple occasions,
and had even been arrested. Karen had
no clue about any of that. How could
she? I didn't share it in my presentation.
All T shared was my silly story of being
on 7The Price is Right.

What I immediately realized sitting
alone in my hotel room was that whether
byaccident or by divine intervention, had
an opportunity to help people through
my presentation. I had the answer to Zig
Ziglar’s second question, “How do I want
to help people?” By sharing my struggles
from the past, I could use those experi-
ences for good to encourage others. By
revealing my pain and loneliness from
having depression, perhaps other people
wouldn't feel so alone. And by disclosing
mistakes I had made in my past, like my
arrest, I could empower others to learn
from my teachable moments.

Karen taught me that I needed to
share even more in my presentations,
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not less. She showed me that people in
audiences relate much more to struggle
than strength. Karen gifted me that day
by helping me understand the power of
transparency, connection and relatability
whether through speaking to audiences
or in a one-on-one conversation.

As speakers, when we share our stories
of struggle and perseverance, our audi-
ence knows we have been tested and are
more open to hearing what we did to get
through it. Someone in the audience is
dealing with a similar issue. After all, the
audience assumes we are the expert and
are speaking to them for a reason. We
have command of the presentation which
means the audience expects us to inform
and help them in some way. Our signa-
ture story crafted into a problem-solving
professional speech will not only differ-
entiate us, but it will also carry a powerful
message that audiences will remember us
for...and recommend to others.

I sincerely thanked Karen for her
message and asked if she felt comfort-
able talking with me in the hotel lobby
over coffee. During our conversation,
I applauded her for demonstrating
strength by sharing her story and talking
with me. I also told her briefly about my
struggles and how she and I had much
more common than she realized. She
cried while listening to me talk about
my depression, eating disorder and being

arrested. (Note: Again, I write about my
teenage struggles, my depression, my eat-
ing disorder, and my arrest in my book,
“Think Differently to Achieve Success.” You
can download a complimentary copy by
visiting my website, www.KevinCSnyder.
com.)

Sitting there with Karen, I realized I
was connecting with a complete stranger
and helping her through a very dark time
in her life. And best of all, Karen agreed
to talk with a professional counselor
when she got back to campus.

Karen and I have kept in touch since
that day. In fact, she is aware of my dedi-
cation to her in this book. The dedication
is always the first portion of every book
I write. It anchors me to why the book is
being written. When you know your why,
you become stronger than any adversity
you face. Purpose fuels persistence.

Karen earned her Masters degree in
psychology and is now a college coun-
selor. I will not be surprised to hear she
becomes a Dean of Students or Vice
President of Student Affairs one day in
the future. Perhaps she just might even
be a keynote speaker.

After my conversation with Karen
in the lobby, there was a closing session
to conclude the conference and send
all attendees on their way back home. I
walked inside the ballroom and took my
seat at a table with my students. One of

KevinCSnyder.com | PAIDtoSPEAK.biz * xxix




PAID To $PEAK™: How to Become a Professional Speaker

my students immediately shouted out,
“The Price Is Right guy!”

We all laughed. My own students had
somehow heard of my new nickname and
were happy to let me know they would
carry it back home to our campus as well.

Lunch began and several awards
were given out. One of the awards was
‘Best Presentation’ which recognized the
highest evaluated session from over 150
educational breakout sessions at the con-
ference. I didn’t even know such an award
existed.

“The ‘Best Presentation’ award goes
to...” the emcee announced into the
microphone. “Kevin
please come to the stage to receive your
award.”

Snyder...Kevin,

My students all jumped to their feet
as I sat there in disbelief. I felt numb as
I walked toward the front of the con-
ference room and onto that stage. But
once I stepped onto that main stage in
front of 1,000+ people in the audience,
it felt natural. And as the emcee and 1
shook hands and smiled for the camera,
I remember feeling a sense of connection
to the stage, the lights and the people in
front of me.

Walking through the audience and
sitting back down at my table, my stu-
dents patted my back and put their arms
around me. They were just as surprised
as I was about the award which I passed
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around to them. When the award came
tull circle back to me, I held it in my lap
mesmerized by Best Presentation Award
in laser etching.

After all the awards had been given
out, the emcee announced, “Before we
conclude our conference, it is my privi-
lege to introduce our closing keynote
speaker.”

“Awesome!” I thought. “Another key-
note speaker!” Whereas most people
would be gritting their teeth wanting
to leave, I was ecstatic about hearing
from another keynote speaker. If they
were anything like Zig Ziglar, the open-
ing speaker, we were in for an incredible
treat. I was already rooting for them even
before they began speaking.

Unfortunately though, this closing
speaker was nothing like Zig. In fact, they
were absolutely horrible! They did noth-
ing interactive during the presentation,
spoke about themselves quite a bit, had
no audience laughter, used bullet-pointed
presentation slides and actually shared an
inappropriate joke that offended many
people in the audience.

Within the first 15 minutes, that inter-
nal voice inside my head started saying to
me, “You CAN do this, Kevin. You can do
this...better!”

Zig Ziglar helped instill the desire
of me wanting to be a professional
speaker and the closing speaker instilled
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the belief that I could be a professional
speaker. You've probably had a similar
experience watching a great speaker and
then watching a not-so-great speaker. I
speak at dozens of conferences each year
and most of the keynote speakers, even
the ones whose names are well known,
are simply not very good. By watching
speakers, I learn a lot about what to do
and what not to do.

Both realizations would serve to
be extremely important in my speak-
ing journey and developing my speak-
ing business. Desire for speaking is not
enough. You must also have high levels
of self-efficacy and belief that you can do
it. Those beliefs will ultimately provide
the grit for you to do what is required
to make your vision of speaking a reality.
Because like purpose, when your desire
and passion for something are greater
than any adversity you face, you will be
successful. Passion fuels purpose.

When I returned home from that
conference, I proudly displayed my ‘Best
Presentation’ award in my office next to
my picture with Zig Ziglar. As excited as
I'was, I was also overwhelmed with mixed
emotions. I knew there was something
inside me that connected to speaking
but I was still unsure what it all meant.
My career was in Student Affairs, not in
speaking, so why was speaking pulling me

towards it so strongly like a gravitational

tforce? Should I pursue speaking? Could
I pursue speaking and still work my day
job? Where do I even start? I had a great
speech at the conference, but am I really
that good or was I just lucky?

As my mind raced with all types of
questions I did not know the answers
to, I remember feeling excited about the
idea of at least further exploring speak-
ing with more seriousness and commit-
ment. I began by writing notes down
from the recommendations given to me
by Zig Ziglar. After a few pages, I felt
surprised remembering so much of what
he had shared with me in a very short
period of time. I also went to the local
Barnes & Noble and looked for books on
becoming a professional speaker. I could
not find any so I bought several books on
public speaking.

I began reading those books instantly
and taking notes. The energy that filled
my chest while reading them felt inde-
scribably good. As I worked through the
book content and reflected on my own
situation and goals for myself, I ultimately
found clarity in what type of speaker I
wanted to be like and what I wanted to
achieve through speaking. (Note: You'll
experience the same by working through
Module 1 of this book.)

At that time in my life, my goals for
speaking were not to quit my day job
as a Director of Orientation. Rather,
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speaking was something fun and pas-
sionate for me to do ‘on the side’ while
I still worked a full-time job in Student
Affairs. My ultimate professional goal
was to be a Dean of Students. Speaking
was just something new and exhilarating
that made me come alive in ways I had
never experienced before. Some of my
friends worked side jobs on the week-
ends to make extra money. I decided to
do the same, but in my own way through
college speaking. I thought, “Why work
at Bed Bath and Beyond or be a bar-
tender on the weekends when I can
speak instead, help people and get paid
a lot more money doing it?”

And because I would bring in speak-
ers to my campus and present for my stu-
dents, I knew the types of specific events
where colleges hired speakers. I knew how
to find those events, who to outreach to
and how to outreach to them. I also knew
what speakers charged for a speaking fee.
'The speakers I would hire for my student
events charged $3,500 - $5,000 per speech.
So it I even came close to speaking at half
that fee just one or two times a month, I
would be making as much money through
speaking, if not more, than I would com-
pared to an entire month’s salary in my
full-time day job.

But as you read this, please remem-
ber that although potentially lucrative,
money was not the primary motivator
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that got me into speaking. It should not
be for you either. The way I looked at it
was that money was a byproduct of me
being successful in speaking and sharing
my message with students. If I was suc-
cessful getting in front of student audi-
ences, then the money would follow.

So finishing my public speaking books
and preparing for my first PAID keynote
presentation at Mike’s campus event on
Saturday, June 2, 2001, I wrote an out-
line, I scripted out my entire speech, I
joined a Toastmasters organization, and
I practiced segments of my speech with
my own students on the campus where
I worked. When June 2 arrived for my
first ‘professional’ speech, I was just as
terrified as I was excited. Nerves had hit
me. I remember feeling the pounding of
my heart and moisture from the palms
of my hands. As much as I thought I had
prepared, it still wasn't enough. Or per-
haps more likely, I didn’t prepare in the
correct ways. In front of 200 students,
I remember losing my train of thought
constantly and feeling like everything
was going wrong. The only portion of my
presentation that seemed to go right with
the student audience was my segment of
The Price is Right. They loved hearing that
story more than I ever expected. In fact,
I felt like a stand-up comedian sharing
the story, and then a true motivational
speaker when I connected my dream of
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winning on 7The Price is Right to them
by asking, “What’s your dream? What’s
your Price is Right?”

Sitting down after the keynote
speech was over, I remember thinking
to myself, “Well, that didn’t go so well.
I have a lot of work to do.” Surprisingly,
Mike approached me afterward and
congratulated me. “Well done, Kevin,”
he says. “I know this was your first real
speaking engagement and I think you
did a good job.”

“Thank you, Mike.”I paused. “Is there
a ‘but’?” I smiled with hesitation.

“Well,” he responded. “Depends what
your goals are and how serious you really
are about speaking. Since you mentioned
wanting to speak to colleges more often,
there are some things to be aware of. You
are going to have a lot of competition
and youre going to experience tougher
audiences than the one you had today.
So I can help you. I spoke for over 10
years and would be happy to mentor you
if that’s of interest.”

“Help me? Mentor me? I'd be hon-
ored,” I said. “I didn’t know you had so
much speaking experience.”

“Well I'm glad you didn’t know. But
now you do. And if youre committed to
speaking, I will help. Your Price is Right
story is one of the best I have ever heard.
It has all the elements of an extraordi-
nary speech. I see something in you. How

about I take you to dinner tonight and
we start talking about it all?”

“Thank you, Mike,”I said. “I'm grate-
tul to you for seeing something in me.”

“You have ‘it’ so we just need to fig-
ure out what ‘it’ is. It’s not going to be
easy, but it’ll be worth it if you work hard
enough and are coachable. See you in
about 2 hours for dinner.”

“I'm coachable. I promise,” I said to
Mike.

“We'll see,” he responded, smiling.

That night during dinner, Mike sat
down with me for several hours to talk
about the speaking business, his experi-
ence speaking, and his recommendations
for me starting off. We stayed at the res-
taurant until closing time. Mike came
into my life at the perfect time and pro-
vided me with beginning tips and recom-
mendations that I otherwise would have
only learned the hard way and by making
mistakes. He helped me understand the
difference between speaking as a hobby
and speaking as a business. I knew noth-
ing about how to actually start a speak-
ing business. I knew nothing about how
to find consistent speaking opportuni-
ties, how to charge, when to charge, how
to promote myself, etc. I knew nothing
about real professional speaking...until I
met Mike.

Good news for you is that, similar to
Zig’s advice for me, a lot of what Mike
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shared with me over dinner that night
and throughout the following year is
inside this book. Mike helped me refine
my program description, tighten up my
actual outline, identify which college
groups were the best fit for my program,
and how to best outreach to campuses to
get the attention of students and staff so
that they knew about me.

Mike and I connected monthly for
a little over a year. These were the days
before smart phones, social media and
texting when it was more difficult to
stay in touch. After a year, Mike and I
started to lose touch. I had just taken a
new job as Director of Advising and had
also started writing my first book. Plus,
I was already speaking one or two times
a month which kept me busy enough.
My plate was full both professionally
and personally and I didn't want to waste
Mike’s time if I wasn’t following through
and making progress on his recommen-
dations. Besides, I felt content.

But once I took a step back from
Mike’s coaching, I realized my content-
ment was disguised as complacency and
the speaking gig inquiries no longer came
to me so frequently. I landed nine PAID
speaking engagements during the year
that Mike was coaching me, and each
gig ranged $2,500. The year after Mike’s
coaching ended though, I had only three
speaking engagements. I felt confused

XXXV ®

KevinCSnyder.com | PAIDtoSPEAK .biz

and frustrated. My contentment and
complacency crushed my budding speak-
ing business and I turned away one of the
greatest speaker coaches someone could
ask for. When I reached back out to Mike
the following year, he was at a different
place in his life too. He was now a Senior
Vice President for a university and had
no available time.

“I'm sorry,” Mike said to me. “But
the good news is that I taught you what
I know. You know more than you think
you do, Kevin. Your main challenge is
holding yourself accountable to do what
you already know to do.”

Mike was exactly correct. Account-
ability was my biggest issue and was
exactly what I struggled with most.
When I felt distracted in the past, Mike
would help me stay on course and focus.
Despite feeling disappointed about not
having Mike as my coach any longer, I
opened my folder of speaking notes that
Mike had helped me with the year before.
I reviewed every page from every discus-
sion he and I ever had. Reading through
the folder, my passion and energy for
speaking came back to life. This time
though, I wanted to make speaking a top
priority.

A few months later I had several
speaking engagements on the calendar.
That next year, I totaled eight speak-
ing engagements. I had twelve speaking
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engagements the year after that. This time
it felt difterent. Not only was I spreading
my powerful message and helping stu-
dents across the country, but I was getting
PAID to do it! I was now making more
money in part-time speaking than I did in
my full-time day job. I used every sick day
and personal leave day to go speak some-
where. Luckily, I had a supervisor and
Dean who believed in me, supported me
in speaking, and provided flexibility for
me when needed. When I wasn't speaking
though, I was back at the office working
10-12 hours a day to catch up. I was also
still writing my book and exploring Doc-
torate programs. I'm not sure how I kept
it all together...but passion and purpose
were the glue that binded everything and
provided the motivation sources I needed
to press onward when tired.

Early the following year I reached
out to CAMPUSPEAK, a collegiate
speakers bureau. I applied to be on their
speaking roster and was humbled to be
selected! Later that same year, I had also
finally finished my book and found an
editor and publisher. I had also applied
for, and started, a Doctorate program in
Student Affairs Administration.

The following year I had become
CAMPUSPEAK’s ‘New Speaker of the
Year.” A year after that I was one of their
“Top Ten Speakers.” A year after that, I was
a “Top Five Speaker’and on track to be one

of their top speakers on the entire speak-
ing roster. I felt like I was living a dream
again, maxing out speaking roughly 15-20
times a year while also achieving a variety
of other personal and professional goals.

One month after I finished my Doc-
torate program and walked across the
graduation stage, I spoke at a campus
called High Point University (HPU). As
I was doing my typical research on the
university in advance of my speaking
engagement, I remember thinking HPU
was a special place. When I was on cam-
pus, I felt a special connection. I had spo-
ken at about 150 campuses before then,
but none had the energy and atmosphere
that HPU did. After my presentation,
several students approached me and told
me about their Dean of Students posi-
tion being open. They recommended that
I apply!

Even though I felt completely unpre-
pared to be a Dean of Students at just 34
years old, the job description was actually
perfect for me. The position was respon-
sible for all the Student Affairs positions
I had previously worked in. It seemed
like a perfect fit if they could overlook
my young age. So despite expecting a
rejection letter due to green experience,
I still applied. Less than one week later,
I received a phone call from HPU to set
up a phone interview! Although ecstatic,
I was terrified. I assumed that once they
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realized my age, they would move onto
another applicant with more experience.

The first phone interview must
have gone extremely well, because they
wanted to fly to campus for an interview.
The on-campus interview must also
have gone well because they invited me
back to campus to solely meet with the
university President, Dr. Nido Qubein.

If you know much about professional
speaking or High Point University, then
you likely have also heard about Dr. Nido
Qubein, or vice versa. He is an amazing
hall of fame professional speaker who
has earned top honors and recognition
throughout the National Speakers Asso-
ciation. So as you can imagine, I was both
terrified and thrilled to meet with him.
'This short, 30-minute interview would be
the most important conversation of my
life. In preparation for my interview with
Dr. Qubein, I read several of his books,
watched his videos, and anticipated the
ultimate interview test.

My interview with Dr. Qubein was
fascinating. He was, and is still, a truly
exceptional person with an aura that
exudes charisma, personality, and suave.
When I walked into his office, I felt like I
was in the Oval Office with the President
of the United States. I was unsure if he
knew anything about my own speaking.
Part of me hoped he 4id so that we could
talk about speaking. However, another
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part of me hoped he did not because I
didn’t want to appear like an amateur in
front of him or, more importantly, have
him question my commitment to being
his Dean of Students. Since he was a
university president and spoke profes-
sionally, commanding fees of $50,000+
per speech, then I felt I had nothing to
hide. I was the Young Jedi and he was the
experienced and respected Yoda.

Dr. Qubein did bring speaking up
during my interview and asked how I
planned to balance both if selected as the
Dean. I had planned for that question, so
my response was, “Well Dr. Qubein, both
Student Affairs and speaking are passions
of mine. I've been fortunate to be able to
do both. However, Student Affairs is my
career. Speaking is not. Being the Dean
of Students for High Point University is
and would be, my top priority. Period.”

My response must have been more
than satisfying. I didn’t directly answer
his question and he didn’t push me on
whether I would give up speaking to be
the Dean of Students. A few days later
I received a phone call with the official
invitation to be the Dean of Students
for High Point University! I graciously
accepted and began working out the
logistics of moving from Florida back to
my home state of North Carolina. I felt
dots being connected and stars aligning
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like never before. I felt so blessed and
humbled.

When I received the official hiring
paperwork in the mail though, I noticed
a condition that I did not expect. In writ-
ing, this condition was that I no longer
speak. Being the Dean of Students had
to not only be my #9p priority, but also my
only priority. Although I was taken back
by this requirement and spoke with my
hiring manager about it to take the job, I
ultimately signed the paperwork. I felt if
I pushed the issue and tried to negotiate
speaking in any way, they might retract
their offer. So I gave up my speaking to
become the Dean of Students at High
Point University.

Giving up my speaking business to
take the Dean position was not a mistake.
However, giving up speaking which I had
built over several years and loved eventu-
ally made me realize how much I missed
it. Looking back, I had convinced myself
that my mantra of “Student Affairs is my
career, not speaking” sounded better to
others than how it sounded to me. I was
trying to convince myself more than any-
one else.

Long story short, being the Dean of
Students at High Point University was
an ‘extraordinary’ opportunity. I knew
being a young, green Dean I had a lot to
learn. I did my best to make up for any
lacking experience with uber compassion,

authenticity, and doing my absolute best.
I worked twelve-to-fifteen-hour days
consistently, dealt with every issue you
can possibly imagine in high stakes cir-
cumstances, visited hospitals weekly to
check on students, and got called by furi-
ous parents for a variety of reasons. I did
the best I possibly could that first year,
but it was tough. The far majority of my
work was managing serious conflicts, put-
ting out metaphorical fires, and leading
a team of seventeen staff members over-
seeing an entire Student Life division. I
put up with anything that came my way
hoping it would make me a stronger and
better future Dean. Besides, doesn't every
job have its stressors and complicated
issues? Of course it does.

During that first year as a Dean, I also
received speaking inquiries. However, I
had to turn them all down and refer them
to other speakers. I was even asked to key-
note at conferences I had only dreamed
about before I retired my speaking. Not
keynoting these events was literally pain-
tul and every time I was contacted about
speaking, I felt as if it was a reminder
that something greater than me was call-
ing my name. I didn’t understand it at the
time, but speaking was trying to get my
attention.

Everything changed one morning.
My mom called, crying, to share that my
sister had been diagnosed with breast
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cancer. My sister was just 31 years old
with two young kids. I was just as shocked
as I was in disbelief. She seemed healthy.
She was a teacher and took care of herself
and her family. This wasn’t fair. Her life
was too short.

On my way to work that morning, I
made a decision that something needed
to change for me too. Life is too short
to deal with more stress than happiness.
Life is too short not to be able to pursue
your dreams and explore your passions.
I committed that morning to resign my
role as the Dean of Students to go back
into speaking.

I began my exit strategy to resign my
‘day job’ in order to live my real ‘dream
job. I gave myself three months before
submitting my resignation. During
those three months I constantly doubted
myself and wondered if I was mak-
ing the right decision. I did more soul
searching, reflecting and praying than I
had ever done in my life. Every time I
considered staying at High Point Uni-
versity, I felt conflicted. However, every
time I envisioned myself speaking full-
time professionally and being my own
boss, there was no conflict whatsoever.
Speaking felt right.

Was it risky? Yes. In fact, even perhaps
a bit crazy. I was leaving familiar waters
to enter waters of uncertainty. However,
I knew I was being called for something
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greater in my life and I could no longer
ignore it.

On January 2, 2012, I burnt my meta-
phorical boat on the island of professional
speaking by submitting my resignation as
the Dean of Students. There was no retreat
back into familiar waters now. I was going
to sail to my own destination and risk los-
ing sight of the shore.

I stayed at HPU through February
to help with transition issues and finish
up projects I had been working on. I also
spent every extra waking moment quietly
working on my speaking business. I did
not tell anyone what I was doing. When
they asked, I just replied, “I'm pursu-
ing other opportunities.” I'm sure this
response aggravated some and confused
others, if not both. And during those
three months of exit strategy preparation,
I did land some speaking engagements,
but most were quick pro bono freebies. I
needed PAID speaking engagements and
most of these were booked out months in
advance.

Although I had some collegiate speak-
ing experience to fall back on, speaking
tull-time was a different ball game. I had
been speaking ‘for fun’ but now I was
going to be speaking ‘for real.” Meaning,
the stakes were much higher and I had to
treat speaking like a business. No longer
could I treat my speaking like a hobby.

Yes, I had significant success after four
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years as a part-time college speaker, but
those achievement fruits required several
years to grow from seeds. I didn’t have
several years to wait this time.

That first year of speaking I floun-
dered. I nearly quit several times. I felt
pressure to be successful, I had bills to
pay and I no longer had a safety net
salary. I remember traveling to speak
at one of my pro bono freebie speaking
engagements with a group of human
resource professionals. My credit card
was maxed out and all I had was $22
in my bank account which was not
enough money to pay for gas and return
home. I thought to myself, “All I need
to do is sell two books and I’ll have gas
money to get home.” I kept saying this
to myself even during the presentation!

After the people
applauded and thanked me, but only one
person bought a book. This meant I didn’t
have enough money to even drive home.
As I sat inside my car in the parking lot,
I just cried. Not only was I unable to pay

presentatlon,

next month’s rent or afford groceries, but
I couldn’t even afford gasoline to drive
home! I felt like a total failure.

Once I stopped crying a few moments
later, I reached across the seat and opened
a small gift bag that the group had given
me as a ‘thank you’ for speaking. I could
tell there was a t-shirt and mug inside the

bag, so I hadn’t bothered to look inside

it yet. I pulled out the t-shirt and mug.
“Whoopie,” I thought. “This doesn’t get
me home.”

Then I noticed there was something
else inside the bag. It was a small card. As
I opened the card, I started crying again.
Inside the card was a $50 gasoline gift
card! I just sat there in amazement trying
to control myself. After a few minutes, I
started smiling. Then I said out loud, “OK,
big guy,” looking up to the sky. “You've
got my attention again. But is this a sign
or is this a test...or both? Unless you
want me to be one of the most educated
bartenders out there, I need some help.”

‘That drive home I reflected on all the
hard work and sacrifice I had made in my
career. In a prayer, I made a deal that as
long as I was provided for, I would not
give up speaking. I was never motivated
by money to start speaking, so I was not
going to let money persuade me 7ot to
speak either. I still felt destined to speak
and I felt something was missing in my
life when not speaking. I had entrepre-
neurship blood in me, I wanted to con-
trol my own schedule and I wanted to be
my own boss. I knew speaking had the
opportunity of being extremely lucrative
as well and far beyond any glass-ceiling
salary.

Looking back on that first year of full-
time speaking, what really kept me from
quitting was commitment to my faith and
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keeping the end in mind. The vision that
I knew I would be successful in speaking,
despite not having the success yet, was no
different than my vision for being on 7he
Price is Right. Just like I made a decision
and committed to my vision of being on
The Price is Right, 1 made a decision and
commitment to become a successful, pro-
tessional speaker. I was now in the midst
of my own motivational speech and I had
to walk my own talk! And although I
needed to accelerate my speaking quicker
than I had before, I still knew it would
not happen overnight. But I also knew
I needed something more than hope. I
needed strategy.

I reached back out to Mike and begged
him for some help and coaching. Unfor-
tunately, his situation as a Vice President
still did not provide him any availability.
However, he did recommend and encour-
age me to attend a seminar for professional
speakers which was ironically coming up
in a few weeks just a couple hours away
from where I lived. Mike shared with me
that this same seminar was what started
him off in speaking. Mike said, “The
greatest athletes have coaches, Kevin. So
if you want to be great at speaking, attend
this seminar and ask about coaching with
Kirk. I credit Kirk with any success I ever
had. He'll be a great fit for you.”

Mike was exactly correct. I attended
that Kirk and was

seminar, met
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immediately captivated by him. Kirk
did things a bit diftferently and had this
amazing ability to help speakers not
only find speaking engagements that
could pay, but a proven system for how
to outreach to meeting planners and
stay in touch. What Kirk provided was
what I needed to get to that next level in
professional speaking.

'The problem I had was that I didnt
have any money! So long, long story short,
I knew I had to ask Kirk to consider cus-
tomizing a training program for me.

“The answer is always ‘no’ if you don’t
ask, right?” I said to Kirk.

Kirk smiled and responded, “You were
paying attention during the seminar.”

Kirk ended up customizing a special
speaker coaching program for me but it
was still outside my budget. I knew he
did the best he could, and I knew that
I needed his program. But most impor-
tantly, I knew that just one speaking
engagement would pay for the entire
training program and a lifetime of knowl-
edge for a career in speaking.

I went home and considered asking
my mom and dad for help. But at 34 years
old, my pride was in the way. So instead,
I contacted my financial advisor. “All that
money I've given you and your company,”
I said to him. “I need $7,500 out imme-
diately and I don't care about the taxes or
penalties.”
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As you can imagine, my advisor did
everything in his power to persuade me
from taking that money out, but I had
no choice not to. And the way I looked
at it was that it was my money anyways
and it was making his company more
money than it was making me. So with
a long-term vision requiring small-term
sacrifice, I withdrew that $7,500 and re-
invested $5,000 in Kirk’s speaker coach-
ing program. I would come to find out
later that my investment in Kirk’s pro-
gram was a business expense; meaning
it was a tax deduction and so were the
taxes I paid on withdrawing the money!
So all in all, for me at least, it was a wise
decision to ‘reallocate’ a small portion of
my standard retirement and treat it like
a true investment in my own speaking
business.

Important Note and Disclaimer: con-
sult your CPA and/or tax advisor before
doing what I did and withdraw funds

from any retirement account. I am not

recommending you do what I did nec-
essarily. I'm simply sharing what I did
to find a way to make Kirk’s speaker
coaching program possible for me. You
do need to know that most business
expenses such as training and coach-
ing are also tax deductions. Also, one
consideration I have always focused on
before any major expense in my speaking

business is whether just one speaking
engagement should pay for that invest-
ment. If the answer is ‘yes’ or ‘it should,’
then it’s a no-brainer for me to invest in
it. Serious speakers make investments in
their speaking because they treat it like a
business.

One of the quotes Zig Ziglar shared
with me was, “Kevin, when you have pas-
sion for something, you will find a way
to make it happen.” I include this story
about how I invested in Kirks speaker
coaching program as a testimony to
you, the reader, for how difficult my cir-
cumstances were when I started speak-
ing full-time and how I pushed through
those circumstances to live my dream of
speaking. As I say to my own audiences
now, “Circumstances dont define you,
they reveal you. So extraordinary mea-
sures are often required to create the cir-
cumstances you want.”

Mike was exactly correct about the
power, clarity and return on investment
that Kirk’s speaker coaching program
would provide to me. It was a ton of work,
but within a few coaching calls with Kirk
and following his process and guidance,
I had narrowed down my corporate key-
note speech, had identified my target
associations with professional audiences,
and had developed outreach strategies to
connect with meeting planners. By the
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end of my 3-month coaching program,
I had eleven paid speaking engagements
lined up. By the end of that first year I
was asked to keynote at several state
associations and by the middle of the
following year I was asked to be a key-
note speaker at the national association
conference in between Daniel Pink and
Hillary Clinton. The year after that I was
appreciating six-figure speaking results. I
don’t write that to impress you; rather, 1
write that to impress upon you that having
a proven speaking strategy and following
that blueprint is what professional speak-
ers do who operate a successful speaking
business. It’s not easy and most speakers
who are just interested in speaking will,
respectfully, never make it as a profes-
sional speaker. But if youre committed
to results, if your passionate about your
message, and you're coachable to follow-
ing a proven roadmap, then success is
replicable. My results should be no dif-
ferent than yours...if you do what I've
done and if you did what Kirk did. I do
believe that success leaves clues.

Kirk is no longer with us, so I've out-
lined in this book some of the most valu-
able portions from his speaker coaching
program. Much of his program is trade-
marked but with his permission I was
able to tweak it and make it my own for
you. My own speaker coaching programs
are also similar to what Kirk provided me
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— view them at www.PAIDtoSPEAK.
biz.I customize my speaker coaching like
Kirk did for me. If youd like my review
of your materials while working through
this book, or if you need some help, sim-
ply reach out. I dont work with every
speaker, so I encourage you to apply so
we can determine if you're a fit. My web-
site provides more details.

Since my first keynote speech at
Mike’s campus on June 2, 2001 in
Tampa, Florida, I have presented key-
notes and leadership programs for over
1,000,000 people through 1,150+ audi-
ences spanning all 50 states and several
countries. I have spoken at over 400 col-
leges and universities as well as hundreds
of associations and companies like Jet-
Blue, Anheuser-Busch, TIAA, SHRM,
Wells Fargo, Toshiba, the United States
Air Force and many, many more. Visit
my website and view my client summary
— www.KevinCSnyder.com. If you see a
client I have previously spoken and you
are interested in speaking with them as
well, we can talk about this during your
coaching call after finishing this book.

Because I started speaking to college
audiences and evolved into corporate,
professional speaking, I am one of the
tew speakers who understands the colle-
giate, youth speaking industry as well as
professional industry. I am also one of the
very few speaker coaches who is actually
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a speaker. Most coaches out there don't
speak professionally so there’s quite a bit
of knowledge they do not have. If college
audiences or youth audiences are one of
your target audiences, then the blueprint
youwill read in this book is just as eftective
for youth audiences as it is professionals.
(Note: At the time of this publication,
roughly 70 percent of my current PAID
professional speaking is with professional
audiences and the remaining 30 percent
is with collegiate and high school groups
and organizations.)

Sharing my journey and story with
you about how I started as a speaker is

important because you likely connect
with different aspects of it. My journey
wasn't pretty and although I had a pas-
sionate vision and desire, there were still
many times I wanted to quit and nearly
did. I figured out most of the speaking
business the hard and long way, which
is why I wrote this book to help hungry,
aspiring speakers like you. You'll benefit
from knowing what Zig Ziglar shared
with me, what Mike taught me, and what
Kirk showed me. You can do it alone and
figure it out the hard way, but you don't
have to. I'm here to help.
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Points to remember. ..

“What's your story? How do you want to help people?”

“Treat your speaking like a hobby and you'll earn a hobby income. Treat your

speaking like a business and you'll earn a business income.”

“You don’t need to quit your day job to be a professional speaker...
but imagine if you could?”

“Whats your Price is Right? In order to live a dream, you have to have one first.”

“In order to truly live your dream job,
at some point you'll need to let go of the day job.”

Are you calling speaking or is speaking calling you?”

%ny investment in a speaéin g business is also a business expense.

And if it could pay for itself, do it!”

“Circumstances don’t deﬁne you. 77.7€y reveal you. Extraordinary measures are
ofz‘en required to create the circumstances you want!”
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Author’s Preface,
Part Il

Why I wrote this book. ..

en I first moved to Raleigh, North
Carolina after leaving my Dean of
Students position at High Point Univer-
sity, I was doing anything and everything
to meet people and network in hopes of
building my speaking business. As people
found out or heard about my speaking
background, I was naturally connected
to other people who wanted to get into
speaking.

I've always enjoyed talking with peo-
ple about speaking and helping people
with a great message do what I was able
to do in building a speaking business. So
when people would ask me out for coftee
to ‘pick my brain’or invite me to lunch ‘to
just ask a few questions,’ I was happy to
do so.

However, after coffee chats, lunches
and cocktails with so many people I

can’t count, I recognized several patterns
that finally forced me to look differently
at how I could answer those questions
and more effectively help people build a
speaking business and find PAID speak-
ing engagements. I realized that I knew
more about the speaking business than I
thought. The strategies I applied and the
model I created were not so obvious to
others. I became aware of three patterns:

Pattern #1: I started getting asked the

same questions over and over...and
over.
How do you get paid to speak?
Who books speakers?
Is there a specific topic that is best
to speak about?
How do you get hired to speak

on col[ege campuses?
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Should I speak for free?
How do you set your fee?
Should I hire an agent or speakers bureau?

When you start being asked the same
question, or questions, repeatedly, the
universe is telling you something. More
importantly, it means you have knowl-
edge that can help others. However, when
pattern #2 emerged, I started becoming
frustrated.

Pattern #2: All talk. No action.

Our coffee chat and lunch conversations
about their interest in becoming a speaker
did not lead anywhere. I was providing
actionable tips and recommendations,
but they weren'’t taking any action.

I would meet with people again per-
haps 1-2 months later or I would bump
into them at an event and ask, “So how’s
speaking going?” Though I was assuming
they had applied a few of the recommen-
dations we discussed, I consistently heard,
“Oh well...you know, things have been
really busy...< insert excuses here >...”

Here I was sharing important and
helpful advice, as well as my valuable
time, in hopes it would help them move
forward toward their speaking aspira-
tions. I soon realized both their time and
mine had been wasted.

'This might sound like I had unrealis-

tic expectations, but most of those people
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I met with were business owners, consul-
tants and entrepreneurs. Some even had
‘Speaker, Author, Coach’ on their busi-
ness card and I assumed they were seri-
ous about the speaking business. I just
expected a bit more action from those
I was volunteering my time to help and
was finding myself being frustrated more
often than I wanted to be.

So I stepped back from agreeing to
coffee chats and lunches and went in a
different direction. I coordinated a work-
shop on speaking and attached a small
price tag of $49 for room rental and
supplies. I then cast out a net of invita-
tions. I did not even have a name for the
workshop, so I called it “How 7o Become
A Speaker Workshop.”

To my pleasant surprise, 33 peo-
ple attended this workshop. Moreover,
what was scheduled to only be a 2-hour
workshop ended up being 3.5 hours and
people following me to my car asking
about one-on-one coaching services.

Pattern #3: Feedback from the speaker
workshop although
extremely positive, helped me recognize
that attendees were hungry for more.

Despite my efforts to outline a roadmap
that could be customized for specific
topics and industries, most attendees still
seemed to lack a clear strategy for where

evaluations,

they should to start in speaking. It was
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then that I thought about developing a
step-by-step approach to help people
become speakers.

After weeks of writing, tweaking,
reviewing, beta testing, editing, and re-
writing, that written system is what you
have in your hand. If it were not for pat-
terns 1, 2 and 3, this book would not be
in your hands.

Because every speech, every speaker
and every industry is unique, each per-
son needs a customized approach. One

size does NOT fit all. Every audience
is different. Furthermore, speakers have
different stories, help audiences in differ-
ent ways, and frankly, speak in different
ways. There are many ways to get PAID
to speak as well.

Despite my process taking me years to
tully understand, I am confident that you
can have, and accelerate, your speaking
success by following my proven roadmap.
My approach works and I am reminded
of that each time I receive a speaking gig.
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Important Recommendations
Before Module 1:

Iencourage you

to write in this
book and under-
line and highlight
that
with
By work-

everything
connects

e

" you.
ing through this book, you’ll be creating
what event organizers need in order to
book you for speaking!

To help you work through the most

important exercises in each following

module, I have created FREE work-
sheets for you on my PAID to $PEAK
website. To download those worksheets,
simply visit:

www.paidtospeak.biz/worksheets

(password: paidtospeak)

Each module builds into the next. Don’t
get stuck. If earning $3,500+ per speech
is motivation for you, I'm here to help
you get there more quickly. Contact me.

NEW! 1 provide samples and tem-
plates of everything I use in my own
speaking business inside “Zhe Vault.” 1f
youd like access to these resources, sim-
ply visit www.paidtospeak.biz/Vault. This
way you don't have to create documents
on your own.

To Your Speaking Success,

~ Kevin
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MODULE 1:
Where To Start?

It all begins first with a dream.” ~ Wavrt DisNEY

What makes the speaking profession
fascinating to me is that every
speaker is unique. Not only do speak-
ers have different experiences, stories
and expertise, but speakers also desire to
speak for a variety of reasons. Just as no
audience is the same, no speaker is the
same. With that in mind, never com-
pare yourself to another speaker and then
think that you’re not good enough. You
are unique and you have experiences and
expertise that no one else does. I applaud
you for opening this book and I am look-
ing forward to hearing how you are using
this roadmap to grow your own speaking
business.

The greatest inventions of all time
have a common denominator — a vision
with the end in mind. That vision was

achieved because someone eventually
broke it down into actionable goals with
strategic legs and timelines. A career
in speaking is no different. The journey
must start with vision first. You have to
have a vision - a dream - for what you
to want to accomplish through speak-
ing. It’s impossible to achieve a dream if
you don’t know what that dream clearly
looks like.

For me personally, my vision for
speaking was born by watching Zig
Ziglar, a phenomenal speaker (see
Author’s Preface), when I said to myself,
‘I WANT to do that!” Zig helped me
establish a vision for doing exactly what
he was doing. That vision anchored my
planning for years as I worked extremely

hard to build my speaking business.
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Even when I finally met my speaking
goals, I envisioned higher goals so that I
would continue growing. I continued to
envision the next higher level I wanted
to achieve. Even now I continue to cre-
ate new visions for my speaking career.
'These visions are what guide and moti-
vate me to stretch my speaking goals
further and perpetually advance. They
are expectations for what is to come. If
I don't vision something, I don’t make it
a goal.

Having a vision for speaking is
imperative for your speaking success. You
have to begin with the end in mind. The
clearer your vision for speaking the more
likely you will achieve that outcome.
Below is a series of broad questions
to help you attain clarity on what your
vision to become a speaker looks like. As
you reflect and answer these questions,
picture yourself being five years old and
teeling as if anything is possible. Do not
put limits on yourself.

Describe your overall vision for speaking. What do you want to accomplish through

speaking?

Envision you just completed a speech. One of the attendees approaches you after-
ward and gives you amazing feedback about your presentation. Write down what

you hope they will be saying:

2 + KevinCSnyder.com | PAIDtoSPEAK biz




PAID To $PEAK™: How to Become a Professional Speaker

Do you envision yourself speaking full-time where speaking is your primary
income?

Do you envision being hired to speak or is your speaking designed to market a
product or service that you offer such as training, consulting or coaching?

How do you want to inspire others through speaking?

Do you want to speak in front of large audiences (500-1,000+) or do you prefer
speaking in smaller group audiences (< 100)? Or both?
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Describe your average audience participant. Who are they?

What frequency of speaking would you like? Twice a week, once a week, once a
month, etc.?

Are you bound by geography or would you be open to traveling across the coun-
try/globe and anywhere you are asked to speak?

Unless you plan to re-read this book, it is recommended that you do
not continue until you have answered the previous questions. As
simple as they read, your clarity for speaking goals is the foundation
for everything else in this book. You can’t hit a target you do not see.

And if you’re not sure what your goals are, there’s no better time than

right now to figure that out. To help you get serious about your future
speaking, please go back and complete any unanswered questions.
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he questions I've just asked you are

designed to help get your creative
juices flowing. Exploring the possibili-
ties as well as identifying any limitations
for your speaking career is fundamental
to your success. Let me provide you with
a real-life example of why defining the

boundaries of your vision is so paramount:

A 3-day Tour: A few years ago I invited
one of my speaker coaching clients to

join me on an upcoming speaking tour.
I had been booked for three consecutive
days of speaking with different groups
and I thought it would be invaluable for
this person to experience all the behind-
the-scene details with three completely
different types of audiences. The plan was
to fly in on Sunday evening, speak to one
group on Monday, speak to another on
Tuesday, another on Wednesday and fly
back home Wednesday evening.

The first day of speaking was exciting.
We had flown in the night before and
had a one-hour drive from the airport.
We each woke that morning at 6am to be
onsite at the client conference and ready
by 10am. The keynote was scheduled for
noon and it went phenomenally well
with a very receptive audience. Following
the keynote we had two hours of book
sales and mingling in the conference
hotel lobby. Finally at about 3:00pm we
packed up and began the two-hour drive

to the next day’s presentation city. We
checked into the hotel near 5:30pm and
then visited the conference center ball-
room where the following day’s morning
keynote was going to take place.

Speaker Tip: Always view your location/
venue sefting as far in advance as pos-
sible. It will help you with visioning your
speech delivery.

At about 7:30pm we relaxed and
strategized over dinner. I then returned
to my room to review my notes for the
next day’s keynote and breakout sessions
and went to bed about 11:00pm.

I was downstairs in the ballroom the
following morning by 6:45am and ready
to greet the meeting planner and AV tech
staff who arrived at 7:00am. By 7:30am
we finished our sound check. I then min-
gled around the ballroom with my coach-
ing client until the conference kicked off
at 10:00am. My keynote was an opening
keynote presentation. The keynote went
extremely well and the audience seemed
quite engaged. We spent the following
two hours on book sales and book sign-
ings. Then there was a conference lunch
followed by two breakout workshops I
had agreed to facilitate at 2:00pm and
3:00pm. The conference concluded by
4:30pm and we were packed up and leav-

ing by 6:00pm.

KevinCSnyder.com | PAIDtoSPEAK.biz * 5




PAID To $PEAK™: How to Become a Professional Speaker

We hit the road and drove three hours
to the next city, arriving that evening
about 9:00pm. After checking into the
hotel and visiting the ballroom where
the conference was to be held, we ate a
late dinner and were back in our sepa-
rate hotel rooms by 11:00pm. I stayed
up until 1:00am reviewing the morning’s
keynote and additional breakout presen-
tation. Just like the day before, I woke up
that Wednesday morning at 5:30am to
be downstairs and ready by 6:45am for
the 11:00am keynote presentation.

Wednesday’s
extremely well and I facilitated my break-
out session from 2:00-3:00pm. Follow-
ing the breakout session, we mingled for

a bit and then packed up near 4:00pm.

keynote also went

We drove two hours to catch our evening
flight from Texas back to North Caro-
lina. While waiting for our flight, I was
surprised to hear my coaching client talk
about how exhausted Ae was.

He says, “Kevin, I did not expect this
to be so much work! These were 15-hour
days!” I kept silent, apprehensive of what
might come from my mouth. I finally
responded to him, smiling, “It’s not work
when you love what you do. Speaking
will be the toughest job you ever love.”

I then reminded him that I didn’t
have any speaking engagements booked
until the following week, so technically

I had just worked a 3-day week. And
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not that money motivated him or I, but
I also reminded him that those 3 dif-
ferent speaking engagements PAID me
$22,500.

During our coaching call the follow-
ing week, we talked about how he was
feeling. I wasn't surprised to hear that
he was having second thoughts about
speaking. Experiencing all the pre-logis-
tics and onsite details seemed to have
overwhelmed and intimidated him. He
also shared with me that he did not want
to travel that intense or be that far away
from his family for more than one day a
week. Even though he felt stuck in his
day job and had a bad boss, it was less

risky.

I share this story with you for a variety
of reasons. Know that speaking requires
incredible investment and work upfront.
Building your PAID speaking business
will likely be one of the toughest things
you have ever done. But it’s no differ-
ent than starting any type of business,
whether you want to be a baker or an
attorney or launch a startup business. It’s
also really no different than starting any
new job. Every career and occupation has
an intimidating startup phase requiring a
learning curve.

Like being a successful business
owner, there are aspects of a speaking
business you might not want to do. But
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that can’t mean you can ignore what’s
required. Speakers are entrepreneurs
and entrepreneurship can feel exhaust-
ing at times. But would you rather work
for a boss or would you rather be your
own boss? Would you rather have a day
job or live a dream job? Speaking is one
of the few professions that every time
you do it, you could be changing peo-
ple’s lives.

This is why beginning with the end
in mind is so crucial. You have to work
through the beginning stages of its learn-
ing curve. You have to work through the
intimidation factor and the imposter syn-
drome that you might encounter. All the
‘work’ becomes less work the more you
do it because you put systems in place. So
let’s reframe your speaking aspirations as
a new adventure that will help you break
through any limitation and glass ceiling
you might face working for someone else
instead. Yes, some weeks will just seem
crazy. You might be preparing for one
speaking gig right after the other. Some
days you might be speaking two or three
times. Then you might have a week or
two completely off in between speaking
engagements. That might seem exciting
and appealing now, but when you’re in the
moment, tired from traveling and having
to be on and off; it can seem daunting.

But then you receive emails from
people in your audience stating that you

changed their life, like Kelly shared with
me when I was first getting started in
speaking. Then you receive inquiries for
speaking because people talked about
how amazing you were. Then you receive
a check in the mail for $5,000 or $10,500
or even higher...these are the things I
hope you will focus on because they make
everything worth it.

And, by the way, the coaching cli-
ent I mentioned earlier didn’t quit even
though he wanted to. I was able to help
him circle back to his ‘why’ for speaking
and why it was important to him. He is
a successful speaker now averaging fees
close to mine. I'm so proud of him. He
quit his day job so he could live a dream
job.'This is one reason why coaching and
support is so crucial for anyone who is
serious about living life to the fullest
and taking advantage of opportunities.
“You might be able to do it alone, but
you don’t have to.”

Be clear about what your vision for
speaking looks like. Do you have geo-
graphic or schedule limitations? Are you
able to travel? Do you want to travel? If
you have a full-time job, will you have
flexibility 1-2 times per month for speak-
ing? Do you desire to speak just once per
week or would you prefer to only travel
once or twice per month? These are all
extremely important factors.
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SO WHAT IS PROFESSIONAL
SPEAKING?

Ithough the focus of this book will

be on keynote speaking, you can be
PAID to $PEAK in a variety of formats.
For example, I have been hired as a key-
note speaker for hundreds of confer-
ences and special events. I also have been
paid to be an emcee, small group work-
shop presenter, full day retreat leader,
board meeting facilitator and even have
presented public speaking seminars for
organizational leaders and their internal
employees. When people see you speak
and they are captivated by your energy
and content, they will be thinking of
creative ways to use you. You want them
thinking, “Wow, this speaker would be
great for our
Point is that you could be hired to
speak in a variety of formats, venues and
environments. Be prepared for random
requests once people start seeing you
speak!

Keynote speaking is unique because

»

people are listening to you, and only you,
for a specified period of time. Most likely
you will be on a stage, or at least in front
of a room, and you will be speaking for
roughly an hour. You might be asked to
speak for less or more time depending on
venue, environment and objective. Audi-
ence sizes range as well — from a handful
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of 15-20 people to thousands. When
I speak at conferences, my most com-
mon audience size ranges from 400-600
people. My largest audience has topped
5,000 and my smallest was three attend-
ees. I was PAID the same amount for
both keynote speeches and it was the
same speech! As I will explain in later
modules, I have a daily fee regardless of
attendee size, speech length and location.
Professional speakers do not get PAID
by the hour.

As you will read in Modules 3 and 4,
speaking fees are determined by scope
of customization and additional ser-
vices provided. A large percentage of my
speaking business comes from offering
additional value beyond just a keynote
speech or single training. Meeting plan-
ners and event organizers usually inquire
with me about presenting just a keynote,
but when they find out I can offer them
much more they become even more
interested. Not only do they select me
over another speaker, but I end up get-

ting PAID even more.

THREE MOST IMPORTANT
QUESTIONS

Regardless of the type of speech you

are asked to give, there are core
fundamentals that any keynote, training
workshop or retreat must incorporate.
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The fundamentals of any presentation
must be:

e extremely engaging and connecting
with the audience

e share a powerful, relevant message
e integrate personal/relative stories
and examples

e leave attendees with an empower-
ing Call to Action

Module 2 in this book will help you
integrate these fundamentals in your
speech. For now though, just know
how important they are. This segment
will provide three questions to ensure

your speaking foundation is built cor-
rectly on these fundamentals just listed.
Through experiences of my own and
many others, I have found that being
able to answer these questions will keep
you focused on not only developing a
tailored program that gets referrals but
also identifying the best industries and
organizations for you to seek speaking
engagements. If I had focused on these
three questions years ago, I would have
been much more successful in signifi-
cantly less time. When I realized the
importance of the answers to the three
questions below, my speaking business

exploded.

Qtestion 1

What problem do you want
to help others solve?

Explanation: As a speaker, you are not
being hired to speak. Rather, you are hired
to help an audience solve a specific, or
series, of problems. It’s about your mes-
sage and how the content empowers the
attendees with problem-solving strate-
gies they can apply in their own situation.
You will be developing your presentation
around your overall message of how you
will help them solve a problem.

Most speakers do not realize they
are expected to be professional problem

solvers. Instead, they focus on what they
want to speak about. Speaking on a spe-
cific topic but not addressing the prob-
lem of that topic are two different things.
Most meeting planners and executives
who hire speakers are seeking experts
who will help them solve problems, not
just talk about a particular topic.

For example, one of my speaking top-
ics is employee engagement. Although
I address various aspects of employee
engagement and motivation through-
out my program, the signature problem
I am helping professionals at all levels
address is why 73 percent of employees
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are disengaged in the workforce lead-
ing to low morale and increased turn-
over. Through my program, attendees
will learn techniques and strategies to
empower themselves and those around
them leading to increased motivation,
performance, and bottom line results. See
the difference?

'The speaker coaching clients I work
with often struggle with becoming
crystal clear on the problem they want

to help audiences solve. They are more
focused on what they talk about rather
than the problem they will be helping
people solve. It’s not easy to under-
stand this differentiation but it’s crucial
because successful speakers not only
understand it, they promote it. And the
clearer you are on your problem-solving
abilities, the more likely you will be per-
ceived by others as a credible expert in

your field.

In the space provided below, describe what specific problem you want to help
your ideal audience solve. Complete the following sentence:

The signature problem | will be helping my audiences solve is ...

(lz'testion 2

What makes you different as
compared to another speaker
on a similar topic?

Explanation: There are lots of speakers,
but only one you. How you are differ-
ent is how you will be remembered. Your
uniqueness is part of what differentiates
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you. Be different. Be so good they cannot
forget you. As I previously mentioned,
share a unique story that only you have
or share something proprietary that you
coined or created that no one else has.
Sharing information that someone can
find online isn’t unique or proprietary. Or

perhaps, like a good TED talk, you have
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a unique, uncommon angle on something
common that will ensure you stand out.
Not only does a speaker’s content need
to be unique, but their delivery needs to
be unique as well. If you watch any of my
keynotes or demo videos (visit my website
demo page — www.KevinCSnyder.com),
you'll realize that I differentiate myself
through audience engagement, energetic
delivery, and humor. I wasn’t very engag-
ing or funny starting oft, but I've devel-
oped that craft through repetition. The

reason my audiences laugh is because I
have practiced what makes them laugh
hundreds of times.

Meeting planners and executives
book me now because they've either seen
me speak or heard about me delivering a
great problem-solving message in a high-
energy manner. So point is, for you, to
reflect and think about the various ways
you can be unique. Or what are the ways
you already are unique that people share
with you?

In the space provided below, write what you feel makes you different from
other speakers on a similar topic? What differentiates you?

For example, I've been called “Zhe
Price Is Right guy’ to my face countless
times - behind my back likely thousands
- but that’s a good thing because peo-
ple remember me for that story. As you
read in the Preface, that story literally
launched my speaking career. I've been
stopped on campuses, at conferences and
even in airports by people asking, “You're
that speaker who was on 7he Price Is
Right?”

My story of being on 7PIR isn't about
how to win on a game show; rather, it’s
about how to live a dream. Thousands of
other people have been on 7PIR, but no
one on this planet has my signature story.
It’s what makes me different, just like you
and your story. Our story anchors our mes-
sage. Our story helps liven our speeches
and keeps the presentation engaging.

And your story doesn’t have to be
about sailing solo around the world or
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climbing Mt. Everest. Of course those
achievements help but very few speakers
have them. In other words, most success-
tul speakers do not have achievement-
laced stories that precede them. I didn't
understand this until a few years ago. I
wish I understood it much sooner in my
speaking career because I would not have
doubted myself so much.

My experience on The Price is Right
was a hidden gem story. I didnt even
know how incredible that story was until
others told me it was one of the best sto-
ries theyd ever heard. Meaning, it took
others to help me realize that I was sitting

on a story that would ultimately launch
my professional speaking career.

I'm confident you have a great story
that aligns with your overall message and
problem for helping your audiences. The
challenge for you is to discover it or per-
haps decipher which story to use. Most
speakers starting out have too many sto-
ries that compete for attention and con-
fuse the audience. Or they think they
have a great story but they just haven't
packaged it the right way that captures
all the elements needed in a professional
speech. One story, a signature story, is the
best one to use because it sticks.

What are some of your life and/or career stories that have impacted you?

What is your signature Price is Right story? Meaning, what one single story
stands out in your life that has most meaning?

How can you use that story to help people in your audience solve the prob-

lem you identified earlier?
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Qtestion 3

What is your Call to Action?

Explanation: This is by far where most
speakers, even professionals, fall painfully
short. What do you want your audiences
to do differently as a result of hearing
your message? Your Call to Action is
what clearly inspires attendees to take
action toward something. Most speakers
I have seen do not have a clear Call to
Action, or any at all.

In order for your attendees to know
what your Call to Action is, you must tell
them specifically. Do not let them wonder.
Be transparently clear. If your presentation
does not inspire them to make a change
in their personal life and/or business, then
you have wasted your time. More impor-
tantly, you've wasted theirs and, as a not-
so-surprising result, the likelihood of you
getting referrals and spin-oft speaking
inquiries will be minimal.

In the space provided below, list some of the action steps you would like your
attendees to do differently as a result of hearing you speak.

From the prior list, write your single most important Call to Action below:

“SO WHAT DO YOU SPEAK ON?”
I I: nvision this scenario of you and I

sitting next to each other on a plane.
I am a professional meeting planner for a
major association and you are a speaker.
We have just met. We make small talk
for a few moments and then exchange
names one hour into the flight. The likely
question I am going to ask you at some
point is, “So, what do you do?”

'This is one of the ultimate questions
you need to be prepared for as a speaker.

You reply that you are a speaker. After
hearing your response, I'll likely inquire
turther. Consider the dialogue below:

I'll respond, “Oh really? Youre a
speaker. So what do you speak on?”

You look away to the left and
then back at me, responding “Well,

uhmm ... I speak about < business
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leadership. >” (or insert your topic here
)

I'll likely probe a bit further because I
have a need for a speaker at our upcom-
ing convention, so I'll ask, “What about
business leadership?”

“Well, uhmm ...” you reply again.

Our exchange begins to fade away
this quickly, and also my interest in you
as a speaker. When I hear the words
“Well uhmm,” it makes a statement far
greater than the statement itself. Do not
let this happen to you. Be prepared. You
very likely just lost an opportunity for
a speaking engagement because you do
not seem to be clear on your own speak-
ing topic. If I were a professional meet-
ing planner or conference organizer, your
lack of an answer tells me that you are
likely not the professional speaker I need
for my big event coming up.

However, if you were prepared to
answer that question, youd immediately
capture my interest and likely close the
deal. Point is, know what it is you speak
on and anticipate that question! Also, be
able to answer that question in one sen-
tence or less.

I cannot count the number of times
I have been asked, “What do you speak
on?” This question always arises whether
I am on an airplane, at a conference
where attendees have not seen me speak
yet, waiting in line at random locations,
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at a networking event, etc. This is by far
the most common question I receive.

Let’s assume now that the roles are
reversed, and I am sitting next to you on
that plane. You ask me, “So what do you
speak on?”

I would answer that question in a way
that would compel you to further inquire
with yet another question. The more you
talk and inquire the better.

My reply, “My programs help people
and organizations think differently to
achieve new results.”

What would your response be to my
answer?

Likely your response would be some-
thing that inquires further:

“Interestin 9. Tell me more.”
“Who are some groups you speak to?”
“What are some of the topics you speak on?”

‘How did you get into speaking?”

Important: Depending on who I think
you are will likely determine my answer.
It also depends where we are. For exam-
ple, if we are at a professional conference
for a certain industry, at a local network-
ing event with business entrepreneurs,
or at a collegiate leadership conference,
I will at least vaguely know what type of
career you are in. Therefore, my responses

might be, “I speak on topics of leadership
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and innovation that help organizations My Call to Action for you is this:
empower and engage their employees.”

Or I might say, “I speak to college stu- “Prepare in advance for the question, ‘So
dents about how to identify their pas-  what do you speak on?, and always leave
sions in life and be exceptional leaders.” them with a desire to ask you more.”

In the space provided below, write down three ways you could answer the
following question, “So what do you speak on?”
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MODULE 1 REVIEW

In this module, you have:

e gained clarity in your vision for
speaking

e forecasted possible speaking
limitations

e reflected on what problem you will
help audiences solve

e begun to discover what differenti-
ates you as a speaker

e understood the power of your mes-
sage and your signature story

e identified what your Call to Action
will be

e developed a powerful answer when

you are asked, “So what do you
speak on?”
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If you have completed all the reflec-
tive questions in this module to your
own satisfaction, then congratulations!
You are ready for Module 2! However,
if any portions are missing, I highly
recommend you go back and complete
them now. You will not be following my
PAID to $PEAK™ blueprint by speeding
through this book. Remember, what you
are reading is designed to be a step-by-
step coaching manual to help you grow
your speaking business. Be your own
accountability coach and complete the
activities if you have not done so already!
'The checklist on the next page will help

ensure you are ready.

“If you don’t have time to do it right, when
will you have time to do it again?”
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MODULE 1 CHECKLIST
| feel confident about my vision for speaking Yes_ No_
I have reflected on possible limitations and | have clarity Yes_ No_
on frequency/geography.
| am clearer about the different types of formats Yes_ No_
| could be PAID to SPEAK. Yes__ No__
| know what problem | am helping solve. Yes_ No
| know what differentiates me as a speaker. Yes No
| have a signature story to share. Yes No_
| understand what my Call to Action will be. Yes No
When someone asks me what | speak on, | have a powerful Yes No_
answer.

I am ready for Module 2. Yes No

If you have checked ‘YES’ on all the items above, proceed to Module 2!

** As a reminder, I have provided a free worksheet for each Module to help you work
through the most important exercises. Visit www.paidtospeak.biz/worksheets to down-
load (password: paidtospeak). If you find yourself stuck or need some help working through
any module, reach out to me for help or questions. I offer discounted coaching for readers of

this book! Also, check out “Ihe Vault” on www.paidtospeak.biz/vault.
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MODULE 2:

Developing Your Program

hear a lot of excuses why speakers
struggle or don’t think they can make
it. They make assumptions about what
the speaking business is like and reasons

why they aren't getting booked:

‘I have to have a bureau represent me.”
“I need to have a book.”

“Ihey aren’t returning my phone call.”
“They don't have any money.”

“I need a better website/marketin g ‘vz'deoﬁier. 7

While some of these statements may
have relevance later down the road on
booking higher paid speaking engage-
ments, do not focus on them right now.
They are common speaker myths that
should not be allowed to get in your way
as you get started.

To get started, and grow further,
you need belief in what problem you

solve and an incredible presentation
to share that message. You will never
get booked as a speaker until you first
have a great, engaging presentation
that helps the audience solve problems.
Your presentation gets booked, not
you. That is, unless you are a famous
speaker the likes of Anthony Robbins,
Les Brown, John Maxwell, Wayne
Dyer or Tom Hopkins and your name
precedes you.

I would encourage you to have two or
three programs eventually, but let’s start
with getting your first program solidified
and nailed solid. Chase one squirrel at a
time. Chase more than one squirrel at a
time and you won't catch any. Focus on
just one. I have found that most begin-
ning speakers chase squirrels and shiny
objects all over the place. Then they blame
circumstances and wonder why they
were not successful. It comes down to

KevinCSnyder.com | PAIDtoSPEAK biz + 21




PAID To $PEAK™: How to Become a Professional Speaker

F.O.C.U.S. - Follow One Course(Squirrel)
Until Successful!

Later in this module we will go in
more depth on how to design your pre-
sentation, both as an outline and in aes-
thetic appearance. I will also provide
you with tips that will help you differ-
entiate yourself from other speakers in
your field.

Let’s be clear here - your program
is what you speak on and it articulates
your purpose for speaking. Your purpose
should be the problem you are help-
ing audience participants solve (Mod-
ule 1). Your actual program includes
several important components such as
a presentation title, a description and at
least two learning outcomes. All of this
information should fit onto one page and
also include a short speaker biography,
professional headshot, contact informa-
tion, a few clients (if available), some
client testimonials (if available) and a
link to your website (if available). Most
commonly this is referred to as a Speaker
One Page. Consider it the same as your
information sheet that gives a confer-
ence organizer or meeting planner ini-
tially what they need to consider you for
speaking. And don’t worry for right now,
because whatever you do not have you
will eventually get by speaking pro bono a
tew times. I'll explain this in much more
detail shortly.
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Speaker Tip: Inside “The Vault” you will
find several examples of Speaker One

Pages so that you have an idea what they
should look like.

Whether someone is inquiring with
me about a speaking opportunity or I
am submitting a ‘Call for Programs’ or
‘Request For Proposal’ (RFP) to speak
at a conference, these elements in my
Speaker One Page are always required.

(Note: ‘Call for Programs’ or an ‘RFP’
are defined as what conference organizers
announce when they are seeking speaker
submissions. Commonly, these are for
educational sessions, not keynotes. These
phrases might also be called ‘Call for
Speakers’ or ‘Call for Presenters.”)

I'have never been asked to speak where
at least a presentation title, description
and bio were not needed upfront. Hav-
ing these elements available immediately
and upfront sets you apart, makes you
appear professional and saves you con-
siderable amounts of time because you
already have it prepared. I can submit a
conference ‘Call for Programs’ within 15
minutes because I already have my pre-
sentation content available.

Your program description should
always be tailored for the industry and
audience you are speaking. If you are
speaking at a conference and they have




PAID To $PEAK™: How to Become a Professional Speaker

a theme, tweak your program title and
description to fit. In fact, I have had
numerous occasions where a conference
theme was set around my keynote title!
'The attendees likely did not know this,
but the meeting planner or conference
organizer loved me for it.

When you tweak your presentation
title and/or description, you do not have
to change considerably much content —
hence the word zweak. If more than a
tweak was needed, I would call it a new
keynote. All you need to do is adjust it
ever so slightly so that the person(s)
reviewing your proposal feels as though
your presentation is relevant for their
audience. Your goal is to make them feel
that way and say to themselves, “Wow,
this presentation is exactly what I'm/
we’re looking for!”

Example #1: I recently was encouraged to
apply for a ‘Call for Speakers’ announce-
ment at a prestigious national conference.
After doing quick research on both their
association and the event itself, I tailored
my common leadership presentations
around both the conference theme and
the industry itself. I simply took ten min-
utes to review their website and I wrote
down common buzzwords and reflected
on what I felt would most appeal to the
people reviewing my presentation. With
this information in mind, I made a few

simple tweaks to tailor my presentation
descriptions and submitted them online.
I knew my proposal would be compared
to dozens of other submissions. Long
story short, I heard back two weeks later
that two of my programs were selected!

Speaker Tip: When submitting ‘Call for
Speakers,” I recommend you submit several
different presentations. Do not submit
Just one. I recommend you submit at least
three. However, if you do not have sev-
eral programs yet, thats fine. Start with
one. But just keep in mind that down the
road you will need to create additional

pmgmms.

Example #2: I shared this same ‘Call
for Speakers’ announcement with my
“Speaker Mastermind Group” (www.paid-
tospeak.biz/mastermind) and several of
them applied for this same conference. A
few weeks later I received an email from
one of my mastermind members who
speaks specifically to that type of indus-
try. Surprisingly they were denied. This
person was frustrated and was inquir-
ing with me why. I asked if they tailored
their presentation for the conference or
it it was one of their common programs
also listed on their website. What do
you think their answer was? You likely
guessed right — their submission had not
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been tailored whatsoever. They took the
easy approach and submitted the same
presentation off their website without
tailoring it for the unique conference
theme. The presentation reviewers likely
recognized this lack of attention and
effort as well.

Whether you are submitting a ‘Call
tor Programs’ or they are contacting you
with an inquiry, tailoring your program
goes a long way. It shows you care and
you are willing to stay fresh and current
in your topic. It’s the little things some-
times that make a big difference. And
remember, it doesn't take long! You might
even surprise yourself and develop a new
keynote through the tweak.

PRESENTATION TITLE

So let’s start with your presentation
title. Do you have one? Remember,
depending on where you are at in your
speaking career, you might have several
titles or programs in mind. For right now
though, let’s just focus on one presenta-
tion. Remember, chase only one squirrel
at a time.

If you do not have a presentation
title, think about what your title might
be. It will not be set in stone at this
point and it will likely be modified
many times depending on the type of
group you are speaking to and if they
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have a conference theme. If you are not
sure what presentation title to move
forward with, contact me for help.
Consider these tips below:

SPEAKER TIPS:

e I recommend looking at comparable
speakers for your topic and their pre-
sentation titles. Study them and take
notes. Do NOT copycat them. Do

this on/y to generate ideas.

e Find a conference schedule, likely
online, of an industry where you
would like to speak. Review their pre-
vious year’s conference and published
programs to study the presentation
titles that were accepted. (This is also
helpful when drafting the description

which we will do next.)

e Write out title ideas and show them
to a few of your close friends or busi-
ness acquaintances. Get feedback.
Ask me for assistance if needed. If
youre a member of my mastermind
community, you could also share this
with the group for feedback. (Note:
Always be open to feedback when
you ask for it.)

titles should sound
unique, intriguing and even some-
what ‘sexy.” Think of your presentation

title like a book title or a movie. But

® Presentation
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don’t give much away in the title other
than plant curiosity for the person to
learn more about it while watching
you present it!

e Share titles with me. When you com-
plete this book and earn your coach-
ing call, I will provide feedback as well.
Asking for your Speaker One Page will
be one of the first things I ask you for

in advance!

Below are a few of my most common
presentation titles:

“Ihe E.D.G.E. Factor: Keys for winning

success!”

“Millennials and Motivating the Multi-
Generational Workforce”

“Success Leaves Clues: How to attract,
retain and empower your employees!”

“Ihe Ripple Effect: Where growth mindset

cultures start and real change begins.’ ’

Speaker Tip: Visit my website at www.
KevinCSnyder.com for samples of my
own program titles and descriptions for

my youth, college and professional speak-

z'ng engagements.

As you can see, I currently have four
main programs that can be designed as
interactive breakout programs or as sig-
nature keynotes. In fact, I often send my
‘menu’ of programs — listed on my Speaker
One Page — to those who inquire with me
for speaking. I allow them to view all my
presentations and then select which one
sounds most appealing and the best fit for
their industry and audience. Besides, they
know their industry, group and attendees
better than I do. Once I am informed
which title is most appealing to them,
I then tailor the title and description to
meet their needs and objectives. As you
build your speaking business you’ll be
able to do this as well.

Write below the title of your presentation(s) - or at least write down ideas for
a title. You might need to do this on a separate piece of paper:
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Of those titles you just drafted, write below the single, specific title of your
signature presentation. There can only be one! This will be our working title

for you:

presentation title. If you need assistance, reach out to me and

I I do not recommend continuing onward until you have your working
[

we’ll schedule a coaching call.

PRESENTATION DESCRIPTION
Congratulations, we now have your

presentation title to work with!
Next step is to craft your presentation
description. Your description should cap-
ture the essence of your presentation and
include your purpose, what problem you
will solve and the Call to Action (IMod-
ule 1). We also want your description to
sound both catchy and powerful.
Similar to your title, envision your pre-
sentation being compared to 20 other
presentations for the same speaking slot.
It likely will be so make it good! You
also want to envision being a conference
attendee and comparing your presenta-
tion description to the others in the same
educational session block. What would
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make your description so appealing that
attendees feel they must attend your ses-
sion instead of someone else’s? Keeping
these two reference points in mind will
help you greatly in writing down your
presentation articulately and powerfully.

I recommend two different types of
descriptions; one description under 100
words and another under 150 words.
Most ‘Call for Programs’ require a
description of 100 words or less because
word count is based on space available in
the conference program and/or on web-
sites. Moreover, readers should be able to
understand your point within 100 words.
If you cannot fit your description within
100 words, find someone who will help

you edit down, cut content and make
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it concise. Sometimes though, a longer
description might be required — it all
depends. Remember, the speaking busi-
ness is not one size fits all. Be prepared for
anything. By having both short and long
descriptions available, you can respond
more quickly and professionally.

Still focusing on one presentation and the
title you just created, let’s move forward
with creating your program description.
Start with just writing phrases, one-liners
and sentences you feel best describe your
presentation. Once you accomplish this,
begin writing out a description keeping it
about 120 words for now. We can adjust
the length later so that you have one pre-
sentation description under 100 words
and another under 150 words. What we
need now is a good beginning descrip-
tion to work with.

Speaker Tip: Review my tips listed
previously on  selecting  presentation
titles to also help you with crafting
your program description. You can also

view samp/es af my own descriptians on

www. KevinCS nyder.com.

In your description, be sure to state
a problem/issue, how your presentation
will address this issue and what attend-
ees will learn from your presentation.
Your description should reference both
the industry and your learning outcomes

in some fashion so attendees will know
upfront what that they take away.

Do not rush this process. Most of
the speakers I work with take at least a
week or two to complete this assighment
— some need longer because they are
reflecting on questions I posed to them
from Module 1 — i.e. problem to solve,
Call to Action, story differentiation.
Review your program description over
and over, tweaking and modifying it until
you are satisfied. Have others look at it as
well. If youre a member of my master-
mind group, share it with them. Contact
me for help as well. You have resources
and support all around you!

Next is a sample presentation descrip-
tion of my “Millennials: Motivating the
Multi-Generational Workforce” presen-
tation. I'll share with you my shortened
description (< 100 words), the longer
description (< 150 words) and the tai-
lored version from the marketing confer-
ence I referenced earlier.

<100 WORDS:

A new generation of professionals
has emerged, officially becoming the
majority workforce demographic. This
population known as Generation'Y, or
Millennials, is changing how organi-
zations attract, develop, retain, and
engage cross-generational employees.
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Organizations that understand the
needs of Millennials will benefit from
more engaged employees and an abil-
ity to bridge all generations in their
workforce, but also avoid significant
costs of rapid employee turnover. In
this interactive presentation, you will
learn how Millennials have impacted
workplace culture and take away ideas
to bridge all the generations in today
and tomorrow’ workforce culture.

<150 WORDS:

A new generation of profession-
als has emerged and officially become
the majority workforce demographic.
This population known as Generation
Y, or Millennials, is changing how
executives and managers foster an
organizational culture that attracts,
develops, retains, and engages cross-
generational employees both now and
in the future. Organizations that
understand and embrace the needs
and perspectives of different genera-
tions will not only benefit from more
engaged employees and an ability to
bridge their workforce, but also avoid
significant costs of rapid employee
turnover and disengagement. In this
interactive presentation tailored for
both Millennial and non-Millennial
professionals as audience participants,
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you will discover empowering best
practices, next practices,” and tan-
gible take-a-ways on how the torpo-
rate melting pot’ can leverage unique
generational mentalities and expecta-
tions. You will learn how the arrival
of the most civic-minded and tech-
savvy generation has impacted work-
place culture and the way work will
continue to get done.

TAILORED VERSION FOR
MARKETING CONFERENCE:

A new generation of creatives and
marketers has emerged and offi-
cially become the majority workforce
demaographic. Ihis population known
as Generation Y, or Millennials,
is changing how marketing, com-
munication and branding is being
performed and accepted. Organiza-
tions that are proactive about how
to attract the interest and attention
of Millennials will find better results
in their marketing efforts, engage-
ment and retention. In this interac-
tive presentation, you will discover
empowering best practices, ‘next
pmcz‘ices,’ and tangible take-a-ways
on how to leverage and embrace
unique generational mentalities and
expectations. You will learn how the
arrival of the most hyper-connected,
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civic-minded and tech-savvy gen- As you read my examples above, I
eration has impacz‘ed how markez‘ing hope the differences are easy and clear to
gets done and innovation begins. understand.

Using all the space you need, separate sheets if possible, write below sample
sentences and phrases that describe your presentation:

Now that you have sample phrases and sentences, write below a draft of your
presentation description under 120 words:

I do not recommend continuing to the next section until you have a
presentation description to work with. Return to previous pages and
complete your presentation description if you have not yet done so.

@ If you need help, you have resources all around you!
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PRESENTATION LEARNING
OUTCOMES

Learning outcomes can also be
called learning objectives. They
are succinct statements that describe
what the attendees will learn and take
away through your presentation. Con-
sider learning outcomes as articulated
Call to Action statements. I am not
always asked to provide learning out-
comes but regardless, I always submit
them. Having learning outcomes shows
the organizer that you are clear on
your objectives and action statements.
My advice is to have learning out-
comes ready. I recommend at least two

learning outcomes but no more than
four per program description.

Below are a few learning outcomes
tfrom my Multi-Generational program:

® [cearn about genemz‘z'onal perspec-
tives and how to embrace and lever-
age those unigue mentalities.

® Discover what isn't being said and
written about Millennials that will
lead to a new understanding about
this new workforce majority and
their needs.

® [Leave with several ‘Call to Action’
and ‘Next Practice’ strategies for
bridging the generations and build-
ing workforce synergy.

Write below three or four sample learning outcomes for the presentation you
selected earlier. What will attendees learn and leave with?

| do not recommend continuing until you have at least two learning

outcomes. Help surrounds you if you need assistance!

SPEAKER BIOGRAPHY
’ 7 our speaker biography is extremely

important. It must reflect your expe-
rience, your credibility and the impact

30 + KevinCSnyder.com | PAIDtoSPEAK biz

you have made in the industry, or indus-
tries, you serve. Your speaker biography
is not your speaker introduction. Your
introduction is what someone reads to
introduce you before speaking.
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Look at it this way, your speaker
biography is what attendees will read
and your introduction is what attendees
will hear. Most speakers are good with
drafting a biography — shocker — because
they enjoy writing about themselves.
However, please be cautious about this.
When I read a biography or hear an
introduction longer than the actual pre-
sentation description, I know am going
to be listening to someone with a very
large ego. It’s a turn oft from the very
beginning.

Focus on the impact you have made
more than the work you have done. Throw
some humor in there. Be different. Add
a fun fact. I have people come up to me
all the time inquiring about information
they read in my biography or heard in my
introduction that had nothing to do with
my speech. I learned early on that as long
as I include the most relative experiences
about my background for the industry I
am speaking to, I should sprinkle some
personality on there as well.

Below is an example of my speaker

biography:

Dr. Kevin Snyder is a motivational
speaker and author with a PASSION
for helping individuals think differ-
ently to create new and innovative
results. Kevin has presented for over 1
million people through 1,000 audiences
in all 50 states and around the world.
Prior fo becoming a sought-after
speaker, he held a career in univer-
sity Student Affairs and most recently
served as a Dean of Students for High
Point University. Kevin is author of
several books, has sailed around the
world, is a certified skydiver, scuba
diver, and a winner on the television
game show, “The Price is Right!’

Speaker Tip: You can read an additional
biography, and perhaps a more current
version, on my website, www.kevincs-

nyder.com/for-meeting-planners. I fre-

quently update and edit my biography.

Keeping your speaker biography under 100 words, write your sample biogra-

phy below:
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HEADSHOT PHOTO

Your headshot photo can make you
appear less than professional or more
professional — which do you think a
meeting planner or executive would pre-
fer? You want your photo to represent a
professional aura, not a Facebook one.
Your headshot is likely going to need to
be taken by a professional. If you do have
a headshot photo but it’s more than two
years old, then I recommend getting a
new headshot. If you have gained, or lost,
significant weight or have changed your
hair color since your last photo, then get
a new headshot. If you are missing hair or
teeth since your last headshot, then get a
new headshot! I'm assuming you under-
stand my point. Your headshot will make
a statement about you while meeting
planners consider you and before audi-
ences hear you speak. Make your head-
shot look professional and, please, just
look like your picture.

Headshots do not need to cost a lot of
money, if any. Ask around. Post a request
on Facebook. Look on Craigslist ser-
vices. Reach out to your local community
college and inquire with their graphics

department or faculty who teach pho-
tography. Attend a charity silent auction
and bid on photography. I attend char-
ity events all the time and there is always
a photographer package someone has
donated. You end up winning a profes-
sional headshot session for a fraction of
the cost and you help charity. Respect-
tully, there are photographers everywhere.
Talk to an emerging photographer and
tell them you will credit their photogra-
phy if they provide you with a headshot.
For them it’s free marketing. For you, it’s
a free headshot. Barter.

You can view sample headshots of
mine at the following link: www.kev-
incsnyder.com/for-meeting-planners.
Although I use my favorite headshot
in my outreach and marketing, I refer
meeting planners to my website so that
they can review several headshot sam-
ples and select the specific one they pre-
fer and feels is most appealing for their
group. I have found this to be creative
and unique. Sometimes they use one
headshot for the website and a different
one for any email newsletters or any-
thing that goes to print.

Do you have a current headshot? (yes/no)
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If yes, would you consider your current headshot a professional headshot?

(yes/no/kinda)

If ‘kinda’ or ‘no’, then you need a new one. Write below your plan for obtain-

ing a professional headshot:

Congratulations, you have come far.
If you have completed all the portions in
this module, then you have most of what
you would need to speak at a conference
or other event. Depending on the event
and your speaking fee (Module 4), you
might even have enough for a meeting
planner to hire you for speaking. Since
you have followed instructions and
treated this module like a coaching ses-
sion, I hope you have not allowed your-
self to advance until each prior section
has been completed. You might be saying
to yourself, “Well, I'll come back and fin-
ish this later. I want to get through the
book first.”

I understand your desire to get right
to the Moneyball module — Module 3.

However, there are aspects in Modules
3, 4, 5 that will not help you without
having completed the foundations from
Modules 1 and 2. You haven't graduated
yet to Module 3 if you are still doing
homework from Module 2. Please just
trust me on this. More importantly, trust
the process.

If any prior sections are not com-
plete, please revisit them now unless you
are committed to return and complete
them immediately after reading this
book. You'll never be selected to speak at
conferences without your presentation,
title, description, learning outcomes and
biography. Meeting planners and execu-
tives will also always ask you for program
information as well.
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No seriously, are you ready? Is your pre-
sentation actually outlined, do you have
a finished presentation PowerPoint (or
Keynote for Apple users)? Have you
been practicing and refining your deliv-
ery? Have others told you yet how awe-
some you are?

Now that you have your program
title, description, learning outcomes,
speaker biography and a headshot, you
have much of the needed information to
be considered for a speech. Congratula-
tions! But let’s assume that you receive
an email right this second for a speaking
engagement next week. Or perhaps you
have a speaker friend who gets sick or
has a family emergency last minute and
needs you to take their keynote speak-
ing spot tomorrow. Would you be ready
to send them your PowerPoint today and
present tomorrow? Envision having a
$8,500 speech inquiry...would you truly
be ready to speak for an audience of 500
people and feel confident about receiving
a standing ovation?

I have had last minute inquiries occur
on multiple occasions for a variety of rea-
sons. I recently flew across country on a
day’s notice to fill in for another keynote
speaker whose mother unfortunately
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Are You Ready For a Speaking Engagement?

passed away. Because I had the presen-
tation information ready, I was able to
take on the speaking engagement. More
importantly, because I was truly ready
to deliver that presentation, it showed
and I benefited from spin-off refer-
rals and inquiries for additional speak-
ing engagements afterward. Short term
speaker requests are common, especially
for conferences and annual events so
having your presentation sincerely ready
will position you nicely for paid speaking
engagements.

Assuming you have your Speaker One
Page complete and your program is ready
to be selected for a speaking engagement,
whether PAID or not, let’s focus on the
presentation itself (i.e. your product)
because only a polished product will lead
to a happy meeting planner, referrals and
spin-oft requests for additional speaking
engagements. The best marketing for a
speaker is to speak and the only way you
will earn future speaking business is by
having an outstanding presentation that
audiences will remember you for and
want more of.

Throughout your presentation, you
and your content need to be so excel-
lent that attendees will be thinking, “This
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speaker is amazing. We have to bring
them to our __< insert event they had in
mind >__!” A presentation that does not
lead to referrals and spin-off opportuni-
ties means something didn’t hit home in
the actual presentation. Something needs
to be worked on whether it’s in presen-
tation delivery, content, organization, or
all of the above. Another way of saying
it is this...the issue of not getting speak-
ing leads or spin-off business after speak-
ing is either the message, the messenger,
or both! Speakers who struggle in their
speaking business need to work on their
speech most above all. Nothing else really
matters if the product needs work.

I am frequently asked, “How did
your presentation go in _< insert city
or group >_?" I respond with, “Think
it went pretty well. You should check
my Twitter or Facebook page for some
really impressive comments.” Or better,
I might say, “I woke up to some emails
today that make me think it went really,
really well.” Or even better, “I got five
inquiries for speaking already. It must
have gone really well!”

To help ensure you are truly ready for
an upcoming speech opportunity, and
most certainly a PAID speaking engage-
ment, I have created a Speech Review
Form that others watching you speak
can complete and provide constructive
teedback for you. You can download your

copy at www.paidtospeak.biz/worksheets
(password: paidtospeak). My Speech
Review Form is based on science, public
speaking instruction and modeled after
the judging rubric from the Toastmasters
International Speech Contest.

If you are feeling confident and ready
for a speech, then wonderful. But until
others actually watch you in action and
provide consistent written and ver-
bal feedback that you are indeed ready,
youre not ready yet, respectfully. From
my experience watching hundreds-if-
not-thousands of other speakers, even
well-paid professionals, at conferences
and other types of paid speaking engage-
ments, most speakers are not as ready
as they think they are. It should be no
surprise then why their speaking busi-
ness suffers. You cannot wing it or fake
it til’ you make it on stage in front of a
live audience for sixty minutes. Anyone
who thinks they can doesn’t have a clue.
Professional speakers don’t approach a
speaking business this way.

'The majority of speakers I coach are
not nearly as ready as they think they are.
But that’s OK because they usually know
it and are asking for my feedback. They
want to grow and improve! It’s interest-
ing that the more experience someone
has, the less likely they are coachable!
So if you are new to speaking or still in
the developing stages of building your
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speaking business, you have an advan-
tage over someone with more speaking
experience as long as you are coachable
and willing to receive feedback! After my
coaching clients share a sample video of
them speaking, a coaching benefit I pro-
vide, I watch their entire video and pro-
vide feedback on the Speech Review Form.
As a ‘thank you’ for purchasing this book,
you can receive the form as well.

For me personally too, I would much
rather know the areas I need to work on
before launching myself into my next
speech and struggle. There’s no greater
pain than the feeling you are bombing a
speech in front of a live audience. I've had
this experience and every speaker I know
has encountered it as well. I created my
Speech Review Form to get feedback for
myself when I was practicing new speech
content. I still use it too when I'm prac-
ticing new content.

As you’'ll read about later in this mod-
ule, there are many opportunities to find
and create free speaking engagements to
practice your speech. During those free
engagements, you should be getting feed-
back from those watching you through
some type of evaluation. I recommend
giving certain audience members a copy
of my Speech Review Form and asking
them to complete it for you because I
guarantee it will provide the feedback you
need to improve your speech and take it
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to the next level. Again, you can down-
load your copy at www.paidtospeak.biz/
worksheets.

HOW TO DESIGN YOUR
PRESENTATION

I will now help you actually design your
presentation so that it includes all the
important speech elements and helps you
grow your speaking business. As you read
in Module 1, the elements of an incred-
ibly powerful presentation are engage-
ment, a powerful message, a memorable
story and a Call to Action. Each ingre-
dient matters and provides its own secret
sauce for an amazing speaking recipe. If
anything is missing, the finished product
won't have the flavor it needs. However,
these elements are somewhat conceptual.
What does audience engagement actu-
ally look like? How is a powerful message
within the presentation outline actually
structured? What should you include?
How do you time your presentation?
How can you add humor?

Your presentation must be orga-
nized and crafted like a heartbeat. If it
doesn’'t have a heartbeat, it’s dead. You
must organize the content - what I call
the puzzle pieces’ - around the big pic-
ture emotions, sensations and interactive
components that take your audience par-
ticipants on an emotional and engaging
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‘ride’up and down. Aspire to design your
speech the way master engineers design
a roller coaster. This will keep the audi-
ence’s attention regardless of the time-
frame of your speech. You will need to
incorporate audience laughter, empathy,
lecture, interaction, listening portions,
watching portions, and more. Your pre-
sentation should be organized to engage
and connect with different personalities
and various senses of perception - audi-
tory, visual, kinesthetic. Just do NOT
make them smell you.

As you design your presentation, ask
yourself these questions:

How am I going to be introduced?

How am I going to raise the energy imme-
diately at the beginning?

How am Igaz'ng to intrigue them to listen
to me?

When are they laughing?
When are they going to be emotional?
When will they be moving?

When are they being reﬂecz‘i@e and writing
something down?

When are they sharing with the person
next to them?

When are they watching?
When are they listening?
When are they...?

How do I get them to visit my website and
subscribe?

How am I planting seeds during my pre-
sentation so they know I travel to speak?

How am I going fo close my presentation to
get that standing ovation 2

I created a Speaker Storyboard to help
me outline my presentations and ensure
all the above questions are answered.
Similar to how I outlined my course syl-
labi when I taught at the university, this
storyboard instructional design process
has proven to be extremely effective in
my speaking business as well. Even suc-
cessful speakers who hear about my sto-
ryboard model ask me to share it with
them so they can make it their own.
(Note: I refer them to “The Vault!” too! I
do not give this away for free because it
is such a valuable resource that took me
years to create and craft.)

Not only does my Speaker Storyboard
help me organize and outline a speech,
but it also ensures I vary my delivery
techniques to maximize audience inter-
action and keeping their attention and
focus! The average person’s attention span
is less than 10 seconds, so as speakers, we
need to keep this in mind. If T keep talk-
ing, talking, talking without any interac-
tion, laughter, or empathy, I'm going to
lose my audience. Or if I show too much
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video or have too much audience reflec-
tion, I'm going to lose my audience. A
proper speech heartbeat ensures I do not
lose them. My Speaker Storyboard ensures
I keep them.

I will share with you one of my com-

how the heartbeat concept works so that
you can outline your own presentation to
ensure it includes all the necessary ele-
ments. You can view my completed ver-
sion below and at www.paidtospeak.biz/
worksheets.

pleted Speaker Storyboard’s to demonstrate

Speaker Storyboard Outline

“A speech designed without a heartbeat won't have one!”

PAID to FPEAK

how to b

teaching speak
successful. PAID speaking business!

Action: Listening | Sharing | Reflecting | Watching | Laughing | Moving P " 4 '
/
A o A\ |p 3
Emotion Happy | Motivated | Serious | Excited | Informed | Empathic k y ¥
Descriptors Application Domi
Action
2 claps Increase energy in room Moving / Laughing Excited
10/10 INTRO
Keynote karacke: Increase energy / audience Moving / Singing / Happy
“Don’t Stop Believing” engagement / set tone Laughing
#1 determinant of individual Belief in ourselves is crucial / Awareness for the power of Listening Informed /
success is our beliefs / beliefs come from thoughts / thoughts and thinking / Empathic
thoughts are seeds
“my thinking was the self - motivated people
problem until I discovered it produce business results /
was part of the solution.” /
What thoughts do you allow to
“change the station” occupy your mind?
Growth Mindset vs Growth mindset is principle | Growth mindset requires us to Listening / Informed
Fixed Mindset of successful companies / constantly adapt and learn and Laughing
500 Fortune Companies / grow through failure /
Kodak, Blockbuster, Sony / Do you have a growth mindset
they refused to change / / ready to plant seeds of
P.U.S.H. through greatness?
5/15 Menu Menu image My style of speaking/ Who It’s not what you know; it’s Reflecting Motivated
am [ to think I know what what you apply / leadership is
you're struggling with right about influence /
now / You decide what you transformation
order today
‘Who could be somewhere We ALL could be somewhere But everyone made a choice ... Reflecting / Happy
5/20 “SHOW UP” else? / Look around / Check else to SHOW UP ... which is Moving
their pulse success /
Quote: 80% of leadership 100% success is showing up What happens if you don't Reflecting Informed
show up?
He was brilliant but he never
Roommate in college showed up & flunked out / Reinforcing the Power of Listening Empathic
was NOT brilliant but 1 Showing Up
“showed up” (4.0)
High Five the person nextto - just audience engagement Moving / Laughing Happy
‘Puzzle Application Action
Piece’
“Sign flipper” Both showed up, but they Takes more than just showing Listening / Motivated /
5/25 HOW we showed up differently / up / Who would you follow? / Watching Empathic
show up Showing up matters but how Best way to be motivating is to
we show up determine be motivated
potential
“3 bricklayers” They are a laying brick but Every brick matters / what are Listening Informed
5/30 WHY we Laying brick, each have a different bricks you deal with?
show up Building wall understanding what bricks
differentiates Building Biltmore represent
us Reflecting Serious /
Metaphor for laying brick Can’t build a wall without the What are we building here Empathic
brick ... & we decide whether today? What do you build?
we lay a brick down or pick
one up
Set the scene - early 90's and
profits down / fish market in What was their product? Listening Informed
10/40 Pike Place Seattle surrounded by other FISH
Fish Market fish k
‘What was their product that
What did this struggling fish differentiated them? How can we create the same Reflecting Serious
market do differently? EXPERIENCE they provided experiences?
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How did this come to be? #1 determinant of
organizational success is How can the FISH philosophy Reflecting Empathic
people relate?
FISH ...show up, show up
differently, focus on new Setting the tone for ‘What new possibility can you
possibility envisioning new possibility envision?
Success Arrow Success is in the "squigglies” | Proudestaccomplishments are Reflecting Informed
5/45 Envisioning what we battle through
New JFK / Moon Landing 97% ofthe time we had to Success is adapting Listening Informed
Possibility / adapt
Growth J.K Rowling / Harry Potter Success came from hitting Fail forward Listening Empathic
Mindset rock bottom
Roger Bannister / 4-minute If your dreams don’t scare What has someone told you Reflecting Motivated
mile you ... They aren’t big enough could never be done?
15/55 Price Is Right story ‘Whatl “envisioned” as a kid Listening / Happy /
PRICE IS ... to meet Bob Barker on Laughing Motivated
RIGHT TPIR
Watching / Excited /
Price is Right video / entertainment Laughing Empathic
prizes on stage
“Snyder Lives Dream ..." “I lived a dream because | had What's your Price is Right? Reflecting / Empathic /
one .." / 2type of dreams ... ‘The Price is Always Right to Sharing Motivated
live your dream!
Time Descriptors Point Application Action Emotion
5/60 Close Skydive / Follow the Leader FEAR will try to get in your What do you need to jump Moving Excited /
way of living your dream ... through to live your dream? Happy
Feel the Fear / Jump out of
comfort zone
Close Recap Believe BIG / Dream BIG / Listening Excited /
Have your pets spayed and Empathic
neutered
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You likely do not understand the con-
tent, or descriptors, in my storyboard.
That’s OK — you should not understand
them because it’s not your content. But if
you watched me speak, you would easily
be able to follow along. I have uploaded
several videos of my keynote presenta-
tions on my professional speaking website
at  www.KevinCSnyder.com/demo-vid-

eos. I encourage you to visit, watch and
follow along with the storyboard sample
I provided for you!

By writing my presentation down on
my Speaking Storyboard, 1 ensure I have a
clear mental picture for how everything
should be organized. This also ensures
I diversifty my audience actions and

emotions to ensure that heartbeat I men-
tioned earlier is crafted. What I encour-
age you to focus on are the speaking
mechanics and how to ensure the ‘puzzle
pieces’ of content vary in approach.

Important: Within the first sixty sec-
onds of your presentation, your audience
has already decided if they like you and
will pay attention for the remaining por-
tion. Do what is necessary for them to be
thinking, “Wow;, this speaker is amazing...
funny...inspiring...different!” Otherwise,
they will already be checking their phone
— and perhaps their pulse - and you will
have lost them. The ‘likeability factor’ is

imperative with any audience and you

KevinCSnyder.com | PAIDtoSPEAK.biz * 39




PAID To $PEAK™: How to Become a Professional Speaker

must ensure this upfront. They ‘likely’

have just come from another speaker
they did noz like for this exact reason.

The first five minutes of my presen-
tations are simply fun and engaging. I
design my speech beginnings to create
immediate laughter and to set an ener-
getic tone. We have plenty of time for
content. My ‘style’ is to get them ‘two-
clapping’ and singing Don’t Stop Believin’
as soon as possible. Again, observe sam-
ple demo videos on my website, www.
KevinCSnyder.com. Point is to be like-
able and immediately engaging.

I have reviewed presentation outlines
from other speakers and find it extremely
evident they lack organization and emo-
tional variety. Unfortunately, it’s even
more evident when they are on stage.
Boring.

I recently asked one of my speaker
coaching clients to send me their Speak-
ing Storyboard outline so I could review
their speech organization for an upcom-
ing speaking engagement. They confi-
dently replied, “I already have my own
outline. See attached.”

“Ugh oh,”I thought. “They #hink they
are ready.” When I reviewed their outline,
it looked like a monologue. I thought
to myself, “How in the world can they
remember this content? More impor-
tantly, how do they expect to engage an
audience? Where are they nor talking
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about themself?” I then asked them to
show me specifically where in their
outline the attendees would be laugh-
ing, doing something interactive, being
reflective, watching or listening to a video
or music. The response I received was
silence. I kept my feedback constructive,
but we had a lot to work on. They were
not ready for that upcoming speech. The
fact they thought they were ready con-
cerned me even more. If I were an audi-
ence member, their likeability would be
zero. So I shared my Speech Review Form
with them and asked them to evaluate
their own speech. I also recommended
they present a portion of their speech
at an upcoming Toastmaster club meet-
ing and ask for feedback using the same
form. Once they did this, they called me
almost in tears.

“What do we do?” they asked.

“Well, what do you think we should
do?” I responded.

After some discussion back and
forth, I was finally able to lead them
where they needed to be in understand-
ing how to effectively design a presen-
tation. They outlined their presentation
using my Speaker Storyboard and sent the
updated presentation to me a few days
later. It looked completely different...
and fantastic!

“How do you feel about your presen-
tation now?” I asked.
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“I feel great! It feels like a completely
different presentation. I'm so much more
confident in it now and I cannot wait to
present it.”

“Outstanding,” 1 responded. “And
because I know you will continue prac-
ticing, you'll do just fine. Let me know
how your presentation goes, OK?”

During our next coaching call about
two weeks later, they told me the presen-
tation went extremely well. “I still have
some things to work on that I need your
help with, but overall I'm pleased. And
more importantly, the group that brought
me in to speak was happy. They want me
to come back next year.”

“Congratulations!” I “Just
remember to follow the process by using
that Speaker Storyboard for each of your
presentations. There’s nothing else like

said.

it and it’ll help you grow your speaking
business.”

“Thank you, Kevin!”

Speaker Tip: Always remember that the
best marketing for a speaker is a great

speech!

As you develop your presentation
outline, you must ensure your audience
quickly knows where you are taking them.
Once you are likeable and have set a pos-
itive tone, make sure you are addressing
the problem, or challenge, that you will
be helping the audience member solve
upfront. Tell them what you will be tell-
ing them. Tell them how you will help
and why it is important. Otherwise, they
might begin to wonder what your point
is and why you are speaking. Once they
begin to wonder, they begin to wander.

It is tough, if not nearly impossible,
to get an audience back after you have
lost them - another reason to appeal to a
variety of senses and keep them engaged
from beginning to end. Remember that
you are there to help them solve a prob-
lem whether they know what that is
yet or not. Some attendees, if not most,
might be sitting in that chair listening to
you because they are required to attend or
they are receiving professional develop-
ment credit in some form. Even for those
tolks who are just there for themselves,
still appeal to a variety of senses and pull

line it with you and/or provide feedback, simply reach out to me for a
coaching call. I'm glad to help. Your next presentation should lead to

l If you have a presentation coming up and you’d like my help to out-
@

more speaking opportunities if designed effectively!
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them in. Everyone has challenges they
face personally and professionally. Drop
a statistic. Know their industry and share
a relevant story. And once you tell them
your message, triple down and tell them
what you just told them. Anchor your
points well and your Call to Action even
stronger.

Now that you have seen what my
storyboard looks like, it is crucial that
you create your own. You can view and
download both my completed version
and a blank version by visiting www.
paidtospeak.biz/worksheets. If you have
subscribed to “Zhe Vault” then you also
have access to the Speaker Storyboard
template in Microsoft Word. For more
information, visit www.paidtospeak.biz/

Vault.

PRESENTATION AESTHETICS

What does your presentation actually
look like? Are you using Keynote(Apple)/
PowerPoint(Microsoft) or are you speak-
ing with just a microphone? If you
are using anything visual, please have

someone review your slides before you
incorporate them into your presentation.
When you complete this book and earn
your coaching call, I would be happy to
review your presentation slide deck and
share feedback with you.

To help you know what professional
slides should look like, I have uploaded
a few slide deck samples from one of my
presentations at www.paidtospeak.biz/
worksheets. I encourage you to observe
my slide designs. Members of “The Vault”
receive actual PowerPoint samples from
several of my programs as well.

I constantly see horrible presentation
slide designs. I speak at dozens of con-
ferences each year and am able to watch
hundreds of speakers. From the hundreds
of presentations I see, roughly 80 percent
of them look poorly designed and need
quite a bit of work. I do not design pre-
sentations for my coaching clients but I
would be happy to refer people to you who
create slides professionally. Your invest-
ment in having someone help you will be
priceless. An attendee knows when you

tion storyboard. Your presentation IS your product and one of the most

' | do not recommend continuing until you have drafted your presenta-

important aspects of your entire speaking business. Spend as much
time on this as you need. This is where most speakers struggle.
Contact me for help. Don’t get stuck here!
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put something together last minute or if
it’s done unskillfully — that attendee could
have been your next speaking lead. The
conference organizer or meeting plan-
ner is also someone you need to impress.
They likely hold the gate key for addi-
tional presentations.

Any audio/visual you use should
complement your speaking and the over-
all presentation. Anything coming out
of your mouth should be viewed on the
screen in a different way. Absolutely no
bullet points. Your font size for all text
should at least be thirty. When possible,
show pictures rather than words. No
more than twenty words per slide.

If you don’t adhere to these rec-
ommendations, your attendees will be
squinting trying to read your slides and
not listening to you. Do you really want
them not paying attention to you and
staring at a screen? Of course not.

View some of my presentation slides
for samples of my own work. I am com-
monly told my slides are engaging and
visually appealing. I aim for pictures
that portray the story I am sharing. It
helps me and the attendee both. I also
weave in two or three videos, add some
music here and there and just keep it
lively and fun. However, I am fully pre-
pared to do my keynote presentation
without visuals should my PowerPoint
not be available.

Example: A few years ago I showed up
to deliver a keynote presentation and was
told that their entire audio visual sys-
tem was down. All they had for me were
two handheld microphones. Prior to my
arrival, and confirmed through two pre-
event conversations plus my contract and
email communication, I was ensured that
they would meet my AV request which
included two projectors, two large screens
and house sound for my interactive Pow-
erPoint. Upon hearing that nothing was
working, I immediately had to adjust my
content and plan for the worst. I couldn’t
even share my video of winning on Zhe
Price Is Right — my signature video. Well,
I didn’t feel bad for me — 1 felt bad for
the attendees and even more for the con-
ference planner. The fact nothing worked
looked bad on the planner.

Always be prepared in case your tech-
nology does not work. Expect it to fail and
have a backup plan. It would have been
a disaster if I wasn’t prepared to present
my program without any audio/visual. If
I had not already envisioned something
not working, which I do before every
speech, then I would have looked like a
chump on that stage with 1,000+ attend-
ees in the audience.

After my presentation, the repre-
sentative for the audio visual company
approached me with a handshake and

a smile. The conference organizer was
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standing beside him as well. The repre-
sentative said to me, “Of all the speakers
I have ever seen, you have been the most
engaging even without the AV working.
Best speaker I've seen. Good job today.”
My heart smiled. This experience was
a test and luckily I passed. But it was not
luck. I prepared for it. Technology prob-

lems occur frequently.

Speaker Tip: Before every presentation
always ask yourse[f what could go wrong.

Vision the worst. Expect the worst. Plan
for the worst so that youre not surprised
when it does happen - because it will at
some point.

As Steve Jobs is quoted, “People who
know their content don’t need Power-
Point.” Please, for the sake of the pro-
fessional speaking business, know your
speech. At some point in your speaking
career, the projector will die, the com-
puter will freeze up, your remote clicker
will not respond to you, and your projec-
tor which was supposed to be there never
showed up. (Note: notice I highlighted
the word “and.”)

Every single one of these situations
has happened to me...and on multiple
occasions. Remember, I've spoken for
1,000+ audiences in all 50 states and
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around the world. Something goes wrong
in most every speech actually! But the
professional speaker adapts to it quickly
— even in the moment — so that the audi-
ence doesn’t even notice and the meeting
planner is impressed. It’s like skydiving.
After so many jumps your parachute
eventually will not open and you will
have to cut the cord to pull the reserve.
Not fun. That’s why I stopped skydiving
after 12 jumps. Always be prepared for
the worst case scenario.

With speaking you want to mini-
mize the equipment and materials you
need, especially starting off. This is a
challenge for me because I like using
props and other types of tangible items
to connect with my audience. If you
have watched my videos or seen me
speak live, you've likely even watched
me jump on stage holding up my Price is
Right prizes as the audience is watching
me win them on the screen. When I do
this, the audience erupts in laughter. It’s
actually pretty hilarious and something
people remember for a very long time. It
requires me taking along an extra suit-
case though. Not a big deal, but 'm usu-
ally bringing another suitcase of books
to sell, emergency AV cords, handouts,
business cards, my tripod (or two), my
video camera, and possibly a few more
items. It can end up being a lot of stuff!
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So when I do show up, I show up early
and bring everything in before anyone
sees me carting two or three suitcases
with me.

For you right now though, my rec-
ommendation would be to focus on
your content, not your props. When you
need your slides and are glaring at them
unsure of what slide is coming next, it
more than shows. It suggests you are
not professional and do not know your
own content. So never rely on Power-
Point or whatever medium you’re using.
If you need notes to speak, why? In that
case, what you really need is simply more
practice.

Speaker Tip: The only times I am nervous
before speaking are when I feel unpre-
pared. The more I have prepared for that
specific presentation, the more confident I
feel. When you are speaking to a variety
of different groups and industries, this is
a challenge. However, as you'll read in
Module 3, having a specific target audi-

ence minimizes this fram /_)appening.

If you are getting paid thousands of
dollars to speak, or want to, the expec-
tation is that you are an expert in your
topic and you know your stuff. Makes
sense right? Well, common sense isn’t
so common sometimes. I have watched

speakers use notes, literally read content
from slides verbatim, and blame technol-
ogy when something didn't work right.
It’s painful to watch and not only does
it look extremely unprofessional, that
speaker will never ever get repeat or spin-
oft speaking business.

If you need notes at this point in your
speaking journey, I understand. But that
also means, with all due respect, you are
not yet ready for a paying gig — or at least
an upper pay-tier speech yet. However,
I'm here to help you get ready. Perhaps
you just need some tweaking in your out-
line, or you need some help with your
slides or you need some practice oppor-
tunities. Contact me and I can help and
explain more.

Moreover, I also believe in what we
attract from the universe. When you
are ready because you have outlined
your presentation and you've prac-
ticed it numerous times and always
received great feedback, you show the
universe that you are ready. When you
don’t need notes and you have prac-
ticed enough, an opportunity will
come your way when least expected.
You cannot fake professional speak-
ing. You will get referrals because
you are an incredible speaker with a
well-prepared speech that has specific,
thought-leading points.
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Now you must begin creating your actual presentation and consider

using Keynote, PowerPoint or some other technology. You must plan

on investing several hours of research and design on creating your
presentation. Contact me for help.

If you have subscribed to “The Vault,” then you have access to

several of my PowerPoint slide decks to use as reference!
Don’t do this part alone.

PRACTICE OPPORTUNITIES

As Anthony Robbins, another mentor
of mine, is quoted by saying, “Repe-
tition is the mother of skill.” Let’s assume
you've crafted a really good Speaker Sto-
ryboard outline, your presentation slides
have been reviewed by me or someone
else with legitimate design experience
AND you are ready to give your presen-
tation to a live audience. Where can you
practice?

What you do NOT want to do is
practice on a group that could actually
book you as a speaker. Even a Rotary
group, who by the way books speakers
each week, is not a group to practice on.
You want to speak to them once you are
ready to launch. Even though they do not
pay speakers, Rotary group members are
business leaders who pay a decent chunk
of money to be a member.

Your community is different than
mine. You know your area best and are
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aware of resources available. I can help
you identify more opportunities when
you reach out to me for your compli-
mentary coaching call, but consider these
next following groups and resources to
practice your speaking:

Most clubs

weekly and there are likely over a

e Toastmasters: meet
dozen different groups within a
20-mile radius from you meeting
every day during all sorts of times.
Start with one group and then con-
sider joining two or three other clubs
so you have several speaking opportu-
nities each week. I joined four clubs
when I first started speaking and I
still am a member of Toastmasters.
In fact, I earned my Distinguished
Toastmaster (DTM) award not too
long ago. I also visit other clubs as a
guest speaker when I travel for speak-
ing engagements. On some weeks I
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cannot attend my club due to trav-
els, but I try to attend meetings as
often as possible. Toastmaster clubs
are incredible groups that support
speaker development and will help
you improve your speech. If you are
not a member, you should be to take
advantage of practice opportunities
and surround yourself with other like-
minded people who want to grow and
improve their speaking. To find a club

near you, visit www.toastmasters.org/

find-a-club.

Meetup Groups: Check out www.
Meetup.com and search for groups
related to speaking, leadership and
networking. Just search and you'll find
a variety of opportunities. Often there
are events where you can offer your-
self as a free, pro bono, speaker. I've
done this too and it works.

Networking Groups/Seminars: Do
a Google search for groups, contact
your local Chamber of Commerce,
look on Eventbrite, and just explore.
You will find opportunities to speak
and meet others who speak as well.

Facebook/Friend Inquiry: Ask for
referrals where you live. Ask friends
you know if you could provide some
free training for their company or
any group they are involved. Post
about your speaking development on

Facebook and offer yourself for a free
workshop. If you live in an apartment
community, reserve the clubhouse,
offer free food and invite anyone you
know. Call people to make it happen.
Caste wide nets. Cast deep nets. Do
anything to make it happen and find
speaking opportunities to practice in
front of live audiences regardless of
size. No excuses. Reasons or results!

When you do find or create a practice
opportunity to speak, maximize what you
can glean from it. Videotape yourself and
study the video. Audio record yourself
and listen. If your video/audio is really
good, and professional quality, you could
even use it in your marketing or edit it as
a demo video. Count your ‘ahs’and ‘ums.’
Count how many laughs you receive.
Practice new content. Study your vocal
inflection, your movements, and body
language. Also, ask for feedback when
you do speak. Request that the audience
complete your Speaker Review Form or
create your own evaluation form and ask
questions specific to the type of feedback
you are looking for. Get testimonials. Get
pictures. Plus, the groups you do speak
to, even for free, are now part of your cli-
ent summary! The only two people who
know whether you got PAID to speak or
not are you and the person who brought
you in to speak. It’s no one else’s business
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and frankly, they won't care. The only rea-
son they should care about your speaking
fee is because your speech ends up being
so incredible that they ask you to speak
for a difterent group they had in mind!

Example: When 1 was preparing for a
new keynote presentation, I leveraged
all the above resources to practice new
content, try out a new delivery style and
hear feedback from those in the room. I
videotaped myself and critiqued myself
harshly. I also watched the video on
mute to study my body language and 1
listened to just the audio of my presenta-
tion without watching. It is amazing to
‘hear’ communication that does not exist.

If you have never watched yourself on
video without having audio, give it a try.
You might need a stiff drink afterwards. I
did. I also asked each attendee to provide
feedback on my Speaker Review Form
and share what they enjoyed most, what
they felt was best, what they felt could
have been improved and what could have
been omitted. The feedback I received
was priceless. Months later, when I deliv-
ered that keynote presentation at a direct
marketing conference of over 2,000
attendees, I nailed it. I had both the con-
fidence and content that made my key-
note a winning speech. And as result, I
received numerous spin-off inquiries and
paid speaking engagements.

List the local resources below where you can find speaking opportunities to

practice your content:
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MODULE 2 REVIEW

In this module I have described the
importance of the following:

® Speaker One Page, including your
presentation title, description,
learning outcomes, speaker biogra-
phy and headshot picture

® Speech Review Form to receive
helpful and constructive feedback

e creating your speech outline using
the Speaker Storyboard

e having your actual presentation
designed properly

® practice group opportunities

'This was a chunk of a module. Do not let
it feel overwhelming. Of all the modules,
this one is the most important because
it lays the foundation to your product
which is your presentation. Nothing
else really matters beyond this module

if your product needs work. If youd like
for me to review your materials or help
you design your speech, I provide Speaker
Assessments and coaching calls to review
your work and talk through these issues
to create your final product. I'm here to
help as a resource.

If you have completed all the reflec-
tive questions to your own satisfaction,
then congratulations! You are ready for
Module 3! However, if any portions are
missing, I highly recommend you go
back and complete them now. You will
not be following this PAID to SPEAK™
system by speeding through this book.
Coach yourself and review the checklist
on the next page to help ensure you are

ready for Module 3.

“If you don’t have time to do it right, when
will you have time to do it again?”
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MODULE 2 CHECKLIST

My presentation title is complete. Yes__ No___
I have my program description complete. Yes__ No__
I have at least two learning outcomes complete. Yes_ No___
I have my speaker biography complete. Yes No_
I have an updated professional headshot. Yes_ No_
I have completed my Speaker Storyboard. Yes No_
I have my actual presentation ready. Yes_ No__
I have practiced my presentation. Yes No_
I have gotten feedback on my presentation. Yes_ No_
| feel confident that | could present tomorrow. Yes_ No
| do not need any notes for my presentation. Yes_ No_
I am ready for Module 3. Yes No

If you have checked ‘YES’ on all the items, proceed to Module 3!

™ As a reminder, I have provided a free worksheet for each Module to help you
work through the most important exercises. Visit wwaw.paidtospeak.biz/worksheets
to download (password: paidtospeak).
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MODULE 3:

Finding Speaking
Opportunities & Getting Found

Who you know is important, but what’s more

important is who knows you/

Question: Do you find speaking
engagements or do they find you?

Answer: Both.
Iam consistently amazed at the variety
of ways I find speaking engagements
and how speaking engagements come to
me. Inquiries come in all sorts of ways -
from the associations I network with, from
an attendee in the audience at a previous
speaking event, from the spouse of an
attendee, from one of my speaker bureaus,
from a ‘Call for Programs’ that I submit-
ted, from a fellow speaker referral, from

my own marketing, from social media (I
recently booked a $10,000 speaking con-
tract off LinkedIn!), sitting next to some-
one on a plane, at a coftee shop, from a blog
I just wrote, from young professionals who
saw me speak at their college and now work
for a company needing a speaker and from
my email newsletter, just to name a few!
Point is, you just never know where a
speaking engagement could originate. A
great presentation will be remembered,
referred and lead into spin-off inquiries.
This is again why Module 2 is so impor-
tant. Craft a great speech and then follow
the roadmap I'll provide here in Module
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3. There will be times you need to out-
reach to find speaking opportunities, and
if you do that well, opportunities will find
you. Because meeting planners and event
organizers rarely need a speaker until
they need a speaker. And when they do
need a speaker, you come to the forefront
of their mind. It’s not so much about yox
knowing who needs a speaker; rather,
it’s more about #hem knowing about you
when they need a speaker!

My best marketing strategy is sim-
ply to be seen. Over 90 percent of my
speaking comes from referral and that
most always originates from somewhere
as I previously described. I do not invest
much in marketing. I do not invest in
pay-per-click advertising and I will not
be suckered into marketing gimmicks.

Also, as I will share in the bonus
chapter of this book, ‘How to Write and
Publish Your Book,” my books sell my
speaking and my speaking sells thou-
sands of my books each year. We will
discuss the power of a book and how to
leverage your book for speaking oppor-
tunities, but for right now just keep in
mind that a book can help you be found
for speaking opportunities. A book can
also help you get the speaking gig and,
most importantly, can help you double
your speaking fee if not more. When
people know about your book, they know

about your speaking — and vice versa!
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The questions I recommend you focus
on answering are:

“How can 1 find speaking opportunities,
whether PAID or not?”

“‘How can I be seen?”

“Who are the people who book speakers and
how can they find out about me?”

“What do I have to do to get exposure?

Now that you have a dynamic and
engaging presentation loaded and ready
(Module 2), it’s time to aim and fire
that metaphorical gun at the appropri-
ate target. What does that target look
like though? Meaning, who is your ideal
target audience? Knowing the answer to
that question is essential for your speak-
ing success.

I always ask new speakers that I coach
the following questions, “Who is your
ideal audience?” Answers I commonly
get are “Executives,” “Anyone really,”
“College students,” “Uhmm,” “Business
Owners,” “Uhmm,” “Technology People”
or “Not sure.”

None of these answers will work. They
are not focused enough. You need to have
a specific vision for the type of organiza-
tion and industry you want to be speaking
for (Module 1). You have to be extremely
clear on who you want and envision lis-
tening to you. Funnel your focus. The




PAID To $PEAK™: How to Become a Professional Speaker

more specific you are, the clearer you will
be on finding your specific target audi-
ences and opportunities to speak.

One way to identify your target group
is to think of the specific position title on
a business card of the person sitting in
your ideal audience. For example, some
sample business titles include Direc-
tor of Marketing, Director of Human
Resources, Certified Public Accountant,
High School Teacher, Principal, Attor-
ney at Law, Auditor, Branch Manager,
IT Manager, Project Manager, Sales
Manager, Direct of Student Activities,
Director of Greek Life, etc., etc. This is
how specific you need to be, especially
starting off.

But you might ask, “Kevin, my speech
is great for a variety of groups. Why
should I limit myself?”

Yes, your presentation should be solv-
ing universal problems (Module 2) and
therefore suitable for a variety of groups,
audiences and industries. However, get-
ting started in professional speaking and
growing your speaking business requires
that you focus on just one group at a time.
A scattered shotgun approach will not
work. Your speaking must be very tar-
geted and precise. Remember, chase one
squirrel at a time. Even if you are already
having some speaking success, you are
going to need to know which groups you
want to grow into.

Follow me for an example. Let’s
say you speak on topics of market-
ing. It should be obvious to you then,
I hope, that the speaking sandbox you
want to play in is organizations within
the marketing industry. Those could be
marketing associations, marketing agen-
cies themselves, marketing departments
within colleges, suppliers to market-
ing companies, etc. I would recommend
that you identify as many organizations
as possible within the marketing niche
— if marketing groups were your focus.
If marketing groups are not your focus,
then you will apply this same process to
your own ideal niche group. To teach you
how my speaking model works, we will
first focus on marketing organizations as
an example. Then I walk you through the
same process to help you customize the
model for yourself later in this module.
Clear?

Although I speak to marketing groups
on occasion, my speech topics are gener-
ally not tailored for marketing industries.
I am not a thought-leading expert in the
marketing space. However, I am a moti-
vation expert and since marketing pro-
fessionals are people, my programs are
relevant for them because everyone needs
to be self-motivated to be effective.

I am not as immediately familiar
with all types of groups that exist in
the marketing industry as compared
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to someone who actually worked, or
spoke within, the marketing industry.
Yet even still, my speaking model will
work for this group which is the reason
I specifically selected marketing organi-
zations for you. I performed a Google
search specifically for ‘Marketing Orga-
nizations’ and identified the following
groups within 20 seconds:

American Marketing Association
Business Marketing Association
Interactive Marketing Association
The Marketing Association
Web Marketing Association
Mobile Marketing Association
Internet Marketing Association
Digital Marketing Association
Word of Mouth Marketing Association
Legal Marketing Association
Direct Marketing Association
Hospitality Sales and Marketing Association
Produce Marketing Association
Destination Marketing Association
American Wholesalers Marketing Association

International News Media
Marketin 4 Association

Multimedia Mar,éez‘ing Association

...and many more!

Not all these groups will provide
the structure and events to make them

58 + KevinCSnyder.com | PAIDtoSPEAK biz

verified and worthy of pursuing. I will
explain to you how to verify shortly.
Right now though, just know that all
you need is to find the right one or two
associations, because these alone could
keep you extremely busy with speaking
engagements. You see, every industry
has dozens of organizations and asso-
ciations that belong to it and book
speakers for their conferences, work-
shops, trainings, chapter meetings and
other special events. The main point I
want to ensure you understand is that
these groups were simple to find. And
again, what I have shared with you is
only a short list.

What you will need to do is reflect
on vyour target industry and then
‘Google Search’ your way to identify as
many organizations and groups as you
can find in that industry space. This
should slightly overwhelm you because
you will find numerous opportunities.
After verifying those groups, you will
then focus on just one or two associa-
tions. Later in this module I will help
you weed through all the noise to find
the best groups who have the events that
actually hire speakers.

If you do not find at least five spe-
cific groups (whether companies or
associations) within your target indus-
try, then your industry is likely not
specific enough or it doesn’t have the
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structure or events conducive for hir-
ing speakers. If that’s the case, move
on to another industry. From my expe-
rience, most industries do have quali-
fied groups that belong to it which
need speakers. This might be where
you need to stop doing this on your
own and ask for some help. Contact
me, because selecting the right target
audience is crucial for you. You do not
want to go down a metaphorical rabbit
hole where you might get lost.

In the marketing example I just pro-
vided and searched for you, I found
mostly association-level organizations.
Of course you could identify marketing
departments and marketing companies
singularly, and you should, but to get
the best bang for your time investment,
I recommend focusing on the associa-
tions first. My rationale is your expo-
sure. Think about it...would you rather
exhaust yourself to contact each company
one by one for a speaking engagement or
would you rather be a credible speaker
at the association meeting in front of
100 marketing professionals each repre-
senting a different company who could
book you? I hope you answered the latter.
Speaking at conferences is the best use
of your time and it’s incredible exposure.
'This same principle, and process, applies
to most any association whether market-
ing or not.

Speaker Tip: Focus on associations first
that belong within your target indus-
try. Do not start contacting companies
one by one.

Once you have a list of associations
within your target industry, you must
verify, or qualify, them as the proper asso-
ciation to dive deeper into. Remember,
you only need one or two verified asso-
ciation groups.

Verified association groups meet two
criteria that I look for: (a) structure and
(b) events. If the association you are
reviewing does not have both structure
and events, move on to another asso-
ciation within your target industry that
does. If they have structure, they very
likely will have events as well.

A verified structure means that the
association has a local, statewide and
national association structure. Keeping
the marketing industry as our example,
one easily verified association within the
marketing space would be the Ameri-
can Marketing Association, or AMA.
'The AMA has local association chapters
and state chapters within its national
umbrella. Professional marketing profes-
sionals who are members of the national
AMA are also likely to be members of],
involved with, or at least attend, local
chapter events.
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Each association is different though.
Some associations require that profes-
sionals join the national association to be
accredited, or certified, to do that line of
work. It just depends on how regulated
that association is. Accountants, teachers,
human resource professionals, real estate
professionals, and attorneys, for example,
must also earn a certain number of ‘pro-
fessional development credits’ each year
to be approved to work in that industry.
'This not only helps ensure quality con-
trol, but it is also ensures the association
makes a ton of money off its own mem-
bers through membership fees.

I focus my efforts on highly regu-
lated industries. The more regulated by
the government, the more regulated the
association will be and very likely require
strict and high amounts of professional
development credit to be earned. For a
speaker, this is good news. Because think
about how professionals obtain the actual
professional development credit. This
could be through webinars, taking tests,
attending local events for a one-hour
(one credit) presentation, and attending
conferences where they can earn all their
hours in one day or weekend!

I speak at dozens of events each year
where I know the main motivation for
most attendees is to earn their ‘credit.
They are not attending the conference
because they want to necessarily. They
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are attending because they have to earn
credit in order to do their job back home.
Within my speech, and early on, I
make reference to this so the audience
knows I am aware they earn credit to
do what they do. I make an appropriate
comment about them ‘showing up’ pri-
marily to earn credit and tie it into my
actual speech two or three times. By cre-
atively addressing it, I get their attention
and it helps add further to my credibility
and their perception of me understand-
ing of their industry. (Note: To learn how
I do this appropriately, watch my demo
video on www.kevincsnyder.com/demo-
videos and skip to the portion about the
sign-flipper. The sign-flipper ‘showed up,’
but how he showed up was ineffective.
“Showing up gets us started, but how we
show up determines our potential.”)

Speaker Tip: Speakers should focus on the
most highly regulated industries and then
seek out the best association(s) that belong
to it for speaking opportunities.

It is not so important that you inves-
tigate to find out whether associations
require professionals be a local chapter
member in order be a national associa-
tion member or vice versa. It all depends
and this can be slightly confusing. So
don’t worry, your focus is simply looking
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upfront to find, and verify, whether a
structure exists. Because if structure does
exist, events will very likely follow where
speakers are needed.

In addition to membership fees that
associations make from their members,
they also make significant money from
providing professional development
credit and hosting conferences. Regis-
tration fees and sponsorships from ven-
dors and suppliers total quite a bit of
money. And because meeting planners
and conference organizers have suffi-
cient funds from these registration and
sponsor dollars, they have budget to pay
for speakers.

As you will read in Module 4, I out-
line a few criteria for helping me know
both when and what to charge. Whether
I am reaching out or responding to a con-
terence speaking opportunity, I require
my full speaking fee. I do this because I
know they can afford it.

Envision a conference registration
price tag of $299 per person. Now multi-
ply that number by 300 attendees. In reg-
istrations alone for that one event, that
association just banked nearly $90,000.
Adding in sponsors and revenues could
easily exceed $200,000. After expenses,
and assuming the event was coordinated
properly and fiscally reasonable, profits
should be anywhere between $50,000 -
$100,000+. Does this make sense why

associations are so excited to host events
for their members? I hope so!

Again, a verified association will meet
your structure criteria. And if it meets the
structure criteria it will meet the event
criteria. Furthermore, the more regulated
that association is, the more likely you
will have both!

In order to speak at the state and/or
national conference of your verified asso-
ciation, you will likely need to first do
some pro bono free speaking, or at least
heavily discounted, at the chapter level.
Chapters likely do not have budget to
pay speakers as compared to the state or
national conference. If you are newer to
speaking or are just starting off, you'll
need to speak for free until the inquiries
and spin-off speaking begins to flow. As
I wrote in detail throughout Module 2, if
you're out there speaking but not getting
speaking business after a speech, then
something in your own speech needs to
be worked on. Follow my guidance from
the previous module.

Keeping the end in mind though,
delivering an outstanding speech at
just two or three chapter events should
be all you need to springboard your
speaking. Before you know it, you'll
be speaking in front of an audience
where attendees are also members of
the state conference planning com-
mittee or another group that needs a
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speaker. So whether you are PAID or
not, every speech is the best marketing
for a speaker. Because when the first
one is free, the second has the fee!

In addition, a verified association will
provide opportunities for you to speak all
over the country. If the Virginia Asso-
ciation of _ < insert association name
>_ has several local chapters and a state
conference, then it is very, very likely
that so will California, Texas, Indiana,
New York, Florida, North Carolina, etc.
A properly qualified and verified target
association will have a state association
model that you can replicate for most
every state across the country. This is
another reason why focusing on the right
target association should keep you busy
enough.

Does this make sense for you? If not,
re-read this module because this blue-
print is extremely important for your
future speaking business. If you end
up not verifying associations properly,
you'll be investing time in groups who
don’t have the events to hire you or the
ability to pay you for speaking. Most of
my speaker coaching clients who ini-
tially struggle, even the ones who speak
fairly well, do so because they haven’t
identified the right target association
groups. Once I help them weed through
groups with a focused lens of seeking
out structure and events, they quickly
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find more momentum...and speaking
opportunities! So contact me right now
it this process does not make crystal
clear sense for you.

Speaker Caution: Do not select a target

group or association outside your exper-
tise just because it is highly regulated
and meets the structure and events cri-
teria I've outlined. You must be a specific
problem-solver (Module 2) and have a
presentation relevant for the group you
are speaking to. Module 2 comes before
Module 3 for this reason! You must be
Ready before you Aim and Fire! How-
ever, after completing this module you
might need to take some time to review
Module 2 again.

To help you verify structure of your
own target association, I recommend you
start with internet research. Your goal is
to identify local and statewide chapters
and find out when and where they meet.
If you cannot find more than two or
three groups within your state, then focus
on a different association. Assuming you
do find several groups within your state,
now explore whether they have monthly
or quarterly meeting events. If they do,
they very likely bring in speakers. If there
are several groups locally or within the
same state, which is even more ideal, they
likely host a conference, annual meeting
and training events where they bring in
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speakers. Assuming you are able to ver-
ify this, then seek out what that speaker
selection process looks like. Usually this
information is online.

You can also, and should, attend their
next meeting to network with their lead-
ership who brings in those speakers and
begin building trust and likeability. Invest
your time with them upfront and you'll
likely be asked to speak once they know
who you are. Asking to speak upfront
might turn them off. It’s a delicate dance
of knowing who goes first. Start with
cultivating the relationship. Be a giver,
not a taker.

When you visit this groups next
meeting, you'll likely determine whether
there is a fit and if it is a group you should
actually join as a member. If you speak
to marketing organizations, keeping to
my example, then why not join the local
marketing association chapter and net-
work with other marketing profession-
als? You do not necessarily need to be a
member of your target industry associa-
tion to speak at their events, but it could
certainly help. The bigger, most impor-
tant factor is your expertise and how it is
relevant and helpful for that group.

I am shocked that more of my speaker
colleagues do 7zoz have a blueprint like the
one I have just shared with you. Meaning,
they do not focus on an industry specific
association model. Their target groups are

scattered and they do not follow a state
association model. Most speakers strug-
gle until they either quit or break through.
It’s impossible to dabble in speaking for
too long, especially when you are treat-
ing it like a full business. However, I do
believe that success will come if you fol-
low the roadmap I've laid out for you.
It’s worked for me in nearly every target
association and it’s worked for dozens of
other speakers I have coached.

Example: I became involved with and
joined my local meeting planners orga-
nization (IMPI). This group is comprised
of professional meeting planners and
suppliers who coordinate big events for
companies and associations. This means
they book speakers! MPI doesn't have an
extensive local structure, but they do have
a statewide structure. Moreover, they are
the ideal professional for me to be con-
nected with and speak in front of. So
after the second chapter meeting, I joined
the association. During the third chapter
meeting, I was asked to lead a commit-
tee. By the fourth meeting I had gotten
to know all the leaders on the Executive
Council and had been asked to keynote
their statewide annual conference. And
once I keynoted that state conference, I
leveraged that experience to contact other
state associations and spoke for their
conferences as well. During all of this, I
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was always one of the very few speakers
who attended these local chapter meet-
ings and state conferences. It made no
sense to me why other speakers were not
there at these meetings. In a way though,
I am glad they weren't!

In summary, once you identify the
local associations for your target industry,
look at how they are structured. If you
find a local chapter in your community,
then this organization likely has numer-
ous sister chapters within the state where
you could speak. You could inquire imme-
diately about speaking opportunities
outside your local chapter through these
sister chapters. If they know you had spo-
ken for another chapter and had excel-
lent reviews, youd have a good chance of
being considered for speaking to them as
well. Also, if you use a bit of their ‘lingo’
in your conversation and email messages,

and include a testimonial, your chances
of being selected to speak are even better.
There should also be a state association,
a regional association and a national/
international association — all of whom
have conferences and trainings and seek
speakers.

'This blueprint state association model
- system really - has been my secret sauce
roadmap for not just finding opportuni-
ties and getting found, but also getting
booked to speak — and PAID. Within
one association alone, you could have
your entire year of speaking all booked!
This is how I launched into corporate,
professional speaking. This is what Kirk,
my speaker coach, helped me learn how
to do many years ago as I shared in the
Preface. Now I'm sharing it with you
step-by-step. It’s time we put this model
to work for you...

List some of the broad industry professions you desire to speak to:

(far example: accountants, human resources, marketing, college students, teachers, military,

lawyers, ﬁnancial services, real estate, parem‘s, grocers, etc., etec., etc. )

64 + KevinCSnyder.com | PAIDtoSPEAK biz




PAID To $PEAK™: How to Become a Professional Speaker

If you are struggling with types of to help? Who are the groups my content

groups and industries, then just ask your-  is most applicable and relevant for?

self, who are the groups of people I want

This might be difficult but select just one of those groups/industries and list below.
This will be your target industry. Yes, select just one:

Now, do some internet research and type in the name of this industry from
above in the search toolbar. Then, below, write down the names of the first five
associations that appear once you hit ‘enter.”’ (Note: I recommend you skip over the

sponsored ad groups that might appear at the top)

Now what you will need to do is ver-
ify all the associations in your top five
list to confirm which one is best in hav-
ing most clear local and national struc-
ture and events. You definitely will need
to do this on a separate sheet of paper.
Start with looking for structure on their

website. Often this tab is located under
‘About’ or ‘Membership, or ‘Communi-
ties.” When you find the right tab, sim-
ply investigate for chapters near you
and how many are in your state. You
are hoping to find several. If you have
experience in your target industry, or
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know someone with experience you can
ask, finding the best target association
should be quick and easy.

Investigating your top five associa-
tions in order to find the best one should
take some time. Whether that time is
an hour or several, several hours is up
to you. I could help you in just a few
clicks during a coaching call, so contact
me for help if needed. Do not expect
this to be easy. It can feel daunting and
overwhelming, especially if your tar-
get industry is large and has numerous
associations that belong to it. From my
experience though, most industries have
two or three premier associations that
belong to it. Your job is to find the best
one to start off. Focus and chase just one
squirrel at a time.

selected human

Example: If you
resources as your target industry, then
you should have both identified and
verified that the Society for Human
Resource Management (SHRM) is your

target association. This is the website

where you can view there are numer-
ous chapters within every state as well
as state chapters and state conferences:
www.shrm.org/Membership/commu-
nities/chapters/Pages/default.aspx. For
events, click the far right tab on their
website (www.shrm.org) and their state
conferences are nicely organized here:
www.shrm.org/Events/Pages/State-
-Affiliate-Conferences.aspx.  Clearly,
SHRM is a verifiable and premier tar-
get association if, and only if, human
resources is your target industry.

Speaker Caution: Do not select SHRM
just because it is a group I used and is
previously verified. Only select SHRM if

indeed it is the most suitable association

for you and your program.

Speaker Caution: Do not speed through

this process. Invest all the time you need
because the remaining portion of Mod-
ule 3 relies on you identifying and verify-
ing your target association. Contact me

for help.

Of those first five associations you identified, write them down below in order of
priority preference. #1 should be the best verified association and #5 (if applicable)

should be least verified.
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#1 from above will be your target association that you have identified having the
best structure and events. Write down below the name of this association:
(Note: you will not forget about associations #2 - #5. After completing Module 3, you can

repeat the same process yau’re about to experience with those associations. You can also repeaz‘

this entire process with new industries.)

Write below the website for the association’s local chapter. Also write down how
often this chapter meets (i.e. monthly, quarterly, etc.) as well as when/where their

next meeting is:

Now mark this date on your calendar
and RSVP for the next chapter meet-
ing. After you RSVP on their website,
identify the leadership contacts for this
group and send an email to the President,
President Elect, and Membership Chair
stating that you are a first-time guest and
look forward to meeting them. That’s it.
Include nothing else in your initial email.
Ensure that your message signature

lists what you do and your website, if
applicable.

Be subtle. Be sweet. Chances are they
will look at your website without you ask-
ing and notice your signature line indicating
that you are a speaker. This drip approach
works. You want them asking about you
rather you telling them about yourself.

Assuming you have this chapter event
on your schedule, congratulations! You
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will soon be connected and networking
with dozens of professionals in the indus-
try you desire to be booked for speaking!

Speaker Tip: Whether or not you have
extensive experience in this association
or not, you should do your homework on
the association and the local chapter before
attending the meeting. Study this group
online and write down copious notes.
Find their latest state and national con-
ference and look at their list of keynote
titles and program descriptions. What are
their top issues? Challenges? Buzzwords?
How does your program fit? How does
your program help them solve problems
they face?

By doing your professional homework
upfront, by the time you eventually attend
that meeting you’ll be well informed and

Please, do not continue until you have completed the above tasks.

much better to ‘talk shop.” Be sure to get
there early and bring plenty of business
cards. Casually meet officers of the group
and be sure to also introduce yourself to
the VP Programs or whomever it is that
books speakers. Just introduce yourself —
no more. Afterward, before you leave, tell
them how much you enjoyed their event
and the speaker. No need to be eager on
your first date!

In preparation for this meeting, or
afterward, you should stay familiar with
the structure and events for this associa-
tion. For example, how many chapters
are within the statewide association?
When/Where is their state association
conference? Do they have a regional
and/or
within the association? If so, list those
details. Then, list when and where the
national or international conference is

being held.

sub-association conference

Does the association you selected have a statewide association? If so - and
they should since they are verified - list the state association’s name below:
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Looking at that state association website, how many chapters are within this
statewide association? List the names of each chapter below:

By clicking on each chapter’s website within the state association, you will want to
identify which person at each chapter makes decisions on speakers. Likely their title
will be similar to a VP Programs or the President Elect.

For each chapter, write the name and email for VP Programs/President Elect:

(Note: you should need much more space to write so flip to the end of the module and list in
the notes section.)
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Once you write this information and
know who to contact, you'll have it orga-
nized and ready to fire once you attend
that upcoming local chapter meeting. Or
if you already have some speaking expe-
rience and are confident your speech is
great fit for this association, then you
do not necessarily need to wait to make
contact.

When you are ready to reach out to
other chapters, I recommend writing
something similar as below via email.
You will attach your Speaker One Page
as well.

“Hello ,

Il speaé fo
organizations on topz'cs of

and I help them to

77Jroug/.) your website, I noticed
that you select speakers for your meet-

ings. I would be honored to present my

« »

presenz‘a—
tion for your group. Attached is more infor—

mation about the program, other groups I
have previously spoken, testimonials, etc.

1 look forward to the opportunity of present-
ing for your group,

< your signaz‘ure >

Speaker Tip: Above is just one exam-
ple and you can tailor. I provide several
more examples of outreach emails in “lhe
Vault” including follow up emails that

receive /_n'g/J response rates!

If you do not hear back within one
week, make a phone call or send a very
brief follow-up email. If you do not hear
back within another week, pick up the
phone. Most of the association leaders are
volunteers for their association and work
full-time jobs. I keep in mind they are
busy people. And remember, they don't

need a speaker until they need a speaker!

When/Where is this association’s state conference?
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List the conference ‘Call for Programs’ deadline date:
(Note: you should always submit several proposals — never just one!)

Does this group/association have a regional association and/or conference as
well? If so, list that name here along with date, location, and any ‘Call for Pro-
grams’ deadline. Plan to submit proposals here too!

List when and where this association’s national or international conference is
being held. Include the ‘Call for Programs’ deadline date and plan to submit a
presentation.
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I have followed this exact process
with numerous industries and associa-
tions. This blueprint has worked for me
each and every time as long as the asso-
ciations are verified having structure and
events. If you are following my roadmap,
but not finding success in responses or
speaking opportunities, then we can dis-
cuss during your complimentary coach-
ing call once you complete this book. I
tell readers upfront that if they are work-
ing through this book, they should have
speaking engagements on their schedule
by the time they finish reading! I stand
behind my process and I truly want to
help you as much as I possibly can. If you
decide to read through this book without
completing the activities, that’s OK but
don't expect the speaking engagements.
You can still schedule your complimen-
tary coaching call with me.

Speaker Tip: As a reminder, once you
complete the previous questions for the top
#1 association, rinse and repeat for asso-
ciations #2 - #5 you identified earlier. You
can also repeat for additional industries
as well. You will find that the majority
of industries follow a similar associa-
tion model structure. Remember, associa-
tions make money through memberships
and hosting conferences. This means they
always have need for speakers!
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SHOULD YOU SPEAK FOR FREE?

ow, I know you are wondering,
“OK, great, Kevin, but how do I get
PAID to speak!?”

Some chapters do pay speakers at their
monthly or quarterly events and some do
not. Presenting breakout sessions at con-
terences typically does not pay. However,
keynote speakers at those conferences
very likely do get PAID...and well! This
is where you speaking locally and for con-
terence breakout sessions should position
you nicely for next year’s state conference
keynote!

I'll discuss how to better monetize
these pro bono speaking opportunities in
Module 4. For the purposes of this mod-
ule though, you need to find the appro-
priate association sandbox first. You must
pursue every opportunity possible that
puts you in front of the right people who
might think, “Wow;, this person would be
a great speaker for our _ < insert their
event >__!”

You are much more likely to be
invited to speak, and PAID, if your repu-
tation precedes you through referral from
prior speaking at a few of the chapter-
level groups. When they contact you, you
should have a standard speaking fee. Fur-
thermore, when you speak at these asso-
ciation meetings and conferences, you
will be in front of dozens, if not hundreds,
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of different companies. I can think of no
better marketing promotion for you than
to show high value prospects what you
can do for their own organization. This
is the genesis of PAID speaking. When
your presentation is solid with a power-
tul Call to Action, you will receive refer-
rals and inquiries. When those inquiries
come in, you have a fee. Again, if the first
one is free, the second has the fee!

Question: Should you speak for free?
Answer: What do you think?

Yes, speakers SPEAK! Plain and sim-
ple. In order to be referred for speak-
ing, someone needs to see you speak.
Which comes first, the speaking chicken
or the speaking egg? Stop debating...
who cares?! Just speak! The more you do
it, the more referrals and inquiries you
will receive. As you prime your speaking
pump, water will flow! If it’s not lowing,
then something isn't working with the
pump. If you have verified the association
correctly, there is water there. Reach out
to me for help.

It 90 percent of my speaking business
comes from referral, do you think I still
speak for FREE occasionally? Of course,
yes, but only when certain criteria are
met. I'll share these criteria with you in

Module 4.

SPEAKING TO COLLEGES

could write an entire book on col-

lege/university speaking and how to
get booked — I probably will. There are
over 5,000 colleges and universities in
the United States alone. You have public
and private institutions, colleges and uni-
versities, two-year and four-year institu-
tions, proprietary institutions and many
more.

From this point forward, when you
read the word ‘college’ know that I am
referring to all of the types of colleges
and universities. Each one has numerous
opportunities for speaking and many of
them can be PAID at the $2,500 level
and beyond. Some college speaking
engagements do not pay so you have to
know how to avoid those.

As I stated in the Preface of this book,
I started off speaking to college students.
If you have not read the Preface, I encour-
age you to do so. It will shed light on how 1
evolved from ‘fun college speaker’ to ‘pro-
fessional motivational speaker.” To date, I
have spoken at over 500 colleges. My col-
lege speaking fees average $3,500, some
more and some slightly less. I encourage
you to visit my website to see some of
the colleges I've been honored to travel:
www.kevincsnyder.com/client-summary.

I'understand college speaking because
Student Affairs is where I started my
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professional career. Before 1 resigned
being a Dean of Students at High Point
University to launch into speaking, I also
taught as Adjunct faculty at several col-
leges and held several different positions.
I have a significant advantage in under-
standing the college speaking niche, just
as you do in your own industry niche. So
if you have a desire to speak to college
students or faculty/staff, or all the above,
then you just need to know how to find
speaking opportunities, who to outreach
to and how to outreach.

Speaking to colleges will require a
learning curve but do not get frustrated.
Just focus. Once you understand how
one college is structured and the types of
groups that you could possibly be booked
by, know that most colleges are struc-
tured in a similar way. Depending on the
type of institution and size, there will be
variation, but for the most part you will
understand the most important elements.

If you attended college, think back
to how you enrolled and what you were
involved with during your time in col-
lege. If it’s been a long time since, and
you have children who are attending or
attended college, think of them. There
was an Admissions Open House or cam-
pus tour. Once admitted, there was Ori-
entation. After Orientation there was
Campus Activities Week. Depending on

the types of organization(s) on campus,
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there were fraternity and sorority orga-
nizations, Student Government events,
a variety of campus programs, student
leadership conferences, activities spon-

sored by Resident Advisors and Hall

Governments, Homecoming events,
Athletic events, guest speakers in classes,
Lecture Series, Faculty/Staft events, Par-
ents Weekends, all sorts of Awareness
Weeks which included topics such as
‘Safe Spring Break Week' and ‘Alcohol
Awareness Week.” At the beginning of
each semester there were officer train-
ings, and at the end of each semester,
there were awards banquets and leader-
ship dinners of all types.

'The speaking events and groups above
are just a short list of just some of the col-
legiate organizations which have booked
me to speak. I am also proud to be on the
roster for CAMPUSPEAK, a collegiate
speakers bureau. They help represent me
to these colleges but I also invest my own
time attending various student confer-
ences so students and faculty/staff can

see me in action.

Speaker Tip: If you desire to speak to

college students, I recommend you wvisit
www. CAMPUSPEAK . com/snyder — or
www.kevincsnyder.com/college-univer-
sity. Observe my speech titles and how
they are tailored differently than my pro-

fessional speaking titles.
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The question you need to ask your-
self is, if interested in collegiate speaking,
“What is the type of collegiate group I
want to speak to?” Do you have a spe-
cific group in mind or do you feel that
any type of college group could book you
for speaking?

If you feel that any type of college
group could book you for speaking, then
unfortunately you are mistaken. The pro-
cess for speaking to collegiate groups is
very similar to professional groups. You
must know, and verify, the specific asso-
ciation within your target industry. This
means you have to know the specific type
of type of student association within the
collegiate industry. Yes, perhaps your
message can appeal to several different
college groups, but you have to focus
with college speaking just as you would
with professional speaking.

For example, below are specific groups
you should consider:

o College freshman, sophomores, juniors,
seniors, graduate students

® Student Life departments

(Student leadership, student govern-
ment, fraternities and sororities, peer
educators, resident advisors, etc.)

® Academic Departments

(Business, Marketing, Communications,
Education, Political Science, etc.)

o College athletes

o Admissions departments and events
® Orientation Services

® Residential Life or Housing

°

°

°

Faculty
Staff

Lecture Series

Similar to researching your profes-
sional associations, identifying the con-
tact in each respective area is just a few
clicks away on the college and/or college
association’s website. Do some research
on your own. Select a college and look
at their website. You will quickly see
that the type of group you desire to
speak to has events listed throughout
the year where you could be PAID to
speak! Once you know who these con-
tacts are, I recommend you reach out to
them and share your Speaker One Page
which should be tailored for the colle-
giate industry. If you are unsure how to
tailor your presentation toward a col-
legiate group, then do research on the
Internet to better understand the issues
and challenges they face. You can also
contact me. Also, since colleges are one
of my expert niches, we can discuss this
during your coaching call once you com-
plete this book.

Once you identify the type of colle-

giate group you want to speak to, know
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that this group very likely has its own
state and national association as well,
both professionally and for the students.
Typically, the professional association is
nationwide and they host an annual con-
ference. The student conferences tend to
be more regionally based. All of these
conferences hire multiple keynote speak-
ers per event and also accept ‘Call for
Programs’ proposals!

It is extremely important for you to
focus on your ideal collegiate audience.
For example, let’s assume you wanted to
talk with collegiate women. Even that’s
too broad because you need to know
what ‘type’ of collegiate woman would
most benefit from your presentation?
For example, collegiate women athletes?
Collegiate sorority women? First year
collegiate women? Collegiate women
seniors? Etc.

Keeping it broad to collegiate woman
for right now, and performing a quick
Google search, I recommend you con-
sider the following groups:

Panbhellenic Associations (i.e. sororities)
National Association of Co[[egim‘e Women
American Association of Collegiate Women

University Women Centers
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National Association of University Women
National Association af Cal[ege Women

American Association far Women in

Community Colleges

The American Cal[egiaz‘e Womens Association

Some of these groups are campus
based at each college and some are more
association based and only host regional
and national conferences. After a bit
of review and homework on your part,
you should be able to quickly determine
which student group is most suitable for
you. When you do speak at association
conferences, you will likely be speaking
in front of hundreds of campuses being
represented, each with the potential of
saying to themselves, “Wow, this speaker
is great. We need to bring them to our
campus!”

Speaker Tip: In my speaker coaching, 1
invest considerable time fto help speakers
become very clear on their target audience.
Again, the clearer the ideal audience, the
clearer it is to find them and then reach
out to them for speaking opportunities. ..
and be found! You can do this alone, but
you don't have to. Reach out if I can help!




PAID To $PEAK™: How to Become a Professional Speaker

If collegiate speaking is of interest to you, list below the specific college
groups you feel your presentation is most suited for:

Of those groups, which college group are you going to focus on?

GETTING REFERRALS & INQUIRIES
YET?

Let’s assume you have been working
through this book and been speak-
ing for groups in your target associa-
tion. Or perhaps you've been speaking
anywhere and everywhere you can for
experience while youre sorting out
your program and your ideal audience.

Either way, congratulations! You are
successfully finding speaking opportu-
nities, but are you getting PAID yet?
Are referrals and inquiries coming
in afterwards? If the answer to either
question is ‘no,” then now is the time
to reflect and adapt. Now is the time
to make some tweaks so you can earn

PAID speaking gigs.
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This is a common scenario, so if
this is how you feel then know you are
not alone. Not every speech is in front
of people who have authority to book
speakers. To help you build momentum
to getting PAID speaking engagements
though, let’s dissect what might be hap-
pening. First, answer the question for
yourself. Meaning, why do youx think
youre not getting referrals or inquiries
after speaking? What feedback have
you been getting from these previous
speeches? Or have you been getting any
teedback at all?

If you have been speaking but have
not been receiving referrals and spin-
oft inquiries, I would encourage you to
review Modules 1 and 2 again. The con-
tent in these modules is commonly where
your answer will be found.

You must reflect closely on what prob-
lem you are helping attendees solve, your
Call to Action and the overall effective-
ness of your presentation whether that be
in content or delivery — or both. Some-
thing is likely missing or not powerful
enough in the content you are sharing.
'This is within your control and what can
you also strengthen. As I've written sev-
eral times in this book, people don’t need
a speaker until they need a speaker! So
perhaps things might change for you in
the next few weeks or months.
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Also, not receiving inquiries could
also mean you are not speaking in
front of decision makers, maybe you
aren't building your contact list or
staying in touch (Module 4 and 5),
or perhaps you are not planting the
right seeds to ensure they know that
this is your business of speaking. Let
them know you speak for a living! I
can’t tell you many times when I spoke
early on and attendees would come up
to me afterward asking, “So do you
travel to speak?” I wanted to bang my
head against the wall. “Of course I do!”
I would think to myself, “Why they
would ask me that?”

Well, the problem was with me and
in my presentation design. I modi-
fied my presentation accordingly and
no longer get that question because
the examples I use in my presentation
are from my speaking travels and how
groups have applied my content to get
different results.

If you’re not getting good feedback
or youre not getting spin-off speaking
business from each speech — whether
youre PAID or not - it is impossible
for me to provide a proper prescription
for you without an accurate diagnosis.
I would need to see your outline and
watch you speak in action to identify
further recommendations. Once again,
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contact me. Show me your Speaker Sto-
ryboard (Module 2). Revisit Module 2
carefully and be sure you are ready to
speak. Are you building your contact list
and keeping in touch properly? I'll be
sharing tips about this shortly. Remem-
ber, Ready, Aim, Fire!

You should always be asking for feed-
back from others as well. Invite people
to watch you speak — provide them
with my Speech Review Form (Module
2) and ask for feedback. Befriend a fel-
low speaker and ask them to watch you
speak — ask for feedback. Develop a rela-
tionship with an attendee who just saw
you speak — ask for feedback. Record
your next speech — ask yourself for feed-
back based on what you observe. Watch
yourself with audio on and off. Send me
that video of you speaking — ask me for
teedback.

There are so many ways to get feed-
back. If you do not ask, you will never
know. If you have been choosing to just
keep speaking while not asking yourself
and others how you can improve, how
has that approach been working for you?
Chances are, with all due respect, it hasn't
been working at all. So it’s time to make
a change and chart a new course. This is
within your control.

I was not a good speaker when I first
started speaking. But I was coachable and
always wanting to grow and improve my
speaking. I embraced the need to get bet-
ter and sought coaching to help me do
just that. Still to this day, I ask for feed-
back every time I speak. I provide a short,
two-question evaluation to people that
talk with me after a speech. I also provide
numerous ways for my audiences to share
teedback with me which you learn about
shortly.

Ask yourself again, why do you feel
you have not been receiving inquiries
and feedback on your previous speak-
ing engagements? Do you need more
practice? Is your content relevant and
actionable for the audience? Is the
audience engaged? Is the issue perhaps
your delivery style? Does your Power-
Point look like junk? Are you still look-
ing at notes? Or perhaps the attendees
you are speaking to are not decision
makers? The group you thought you
had verified as your ideal audience
actually isn’t.

Any of these questions above could
be a factor explaining why the refer-
rals and spin-off inquiries are not flow-
ing after you speak. You need to find
out why. Get feedback. Continually

improve.
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If referrals and inquiries are not coming in yet, why do you think that is?

What do you think you need to do?

DO YOU KEEP IN TOUCH?

Another reason inquiries and referrals
may not be coming in is that you do not
have a system for building your contact
list and keeping in touch with attendees
— whether they keep in touch with you or
you keep in touch with them. This could
be through social media, your blog, a fol-
low up email you send them, your news-
letter and other means of communication.

Always be thinking about ways for an
attendee to find you weeks, months or
even years later. Attendees during your
current and previous speaking engage-
ments will likely not have a speaker need
tomorrow or next month, but they likely
will at some point in the future. If you
have a system of keeping in touch and
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you have built a solid list of contacts
within your target industry, you will not
be forgotten. Below are tips on how you
can, and should, develop your system.
When I speak, I provide several ways
for attendees to connect with me. First,
since social media is currently very popu-
lar, I add @KevinCSnyder to the bottom
of every third PowerPoint slide in addi-
tion to a customized event hashtag. As
incentive for them to post, I announce a
social media competition (usually Twit-
ter) that rewards the top “Iweeter’ with
a free book at the end of my presenta-
tion. Towards the conclusion of the
event, during a video, I review the posts
on the hashtag. Or I might event ask the
meeting planner who hired me to do
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this. After the presentation, I also ensure
that I reply to direct messages and fol-
low those individuals who have tweeted.
Typically, if these individuals are not fol-
lowing me already by that time, they will
follow me back when they are notified
that I am following them. At the conclu-
sion of my presentation, I also have a slide
with all my social media information and
encourage them to follow me to stay in
touch. I have thousands and thousands of
followers for this reason. Speakers have
incredible exposure opportunities that
can be used to successfully build their
contact lists quickly and efficiently.

If you are not familiar with social
media, you are missing incredible connec-
tion opportunities with your audience. I
have booked speaking gigs through Twit-
ter, Instagram, Facebook and LinkedIn.
You can visit YouTube for a tutorial on
any of these social media platforms. Five
years from now there will be new ones.
Simply type in “Tutorial and _ < insert
what you want to learn >_’ and you can
find anything you need to learn more
about!

Second, on the bottom of every hand-
out, I list my contact information includ-
ing email, social media usernames (which
are all ‘KevinCSnyder’) and my website.
You want to ensure they have your infor-
mation and provide options for how
attendees can keep in touch with you.

Third, I provide a quarterflier or evalu-
ation that provides my contact informa-
tion and asks for their feedback and a
testimonial. I have found massive success
with this process. Especially when I am
at a table after a presentation or doing a
book signing, I ask everyone who visits
me at the table to complete a short evalu-
ation. And they do it, providing me with
helpful feedback, a testimonial, and most
importantly, their contact information so
I can add them to my newsletter and we
keep in touch in perpetuity!

Remember, you are giving away in
order to receive. Attendees are less likely
to give you their email or subscribe to
your newsletter, for example, unless you
are giving them something of perceived
value such as your presentation slides, a
free tip sheet, a white paper, an e-book,
etc. The key to building your list is by giv-
ing away something helpful and infor-
mative. Give to get.

Speaker Tip: I have more examples of

everything I use in my own speaking
business such as evaluations, handouts,
sample presentation slides, and much
more. This way you have examples of
everything I write about this book and
templates to make your own! Visit “lhe
Vault” for more details at www.paidto-
speak.biz/vault.
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Fourth, when I do receive attendee
names and emails from the handout
or quarterflier, I connect with them on
LinkedIn within 24 hours. This allows
me to stay in touch with them via Linke-
dIn in perpetuity and it allows them
to see my posts in the future. They are
much more likely to accept my LinkedIn
request if I connect quickly.

‘Think about this approach and time-
line from an attendee’s perspective. If
they are hearing you at a conference,
they likely also heard dozens of other
speakers. Hopefully your presentation
made an impact (Module 1 and 2) but
with so much going on, expecting them
to remember you on top of all the other
speakers is not a good assumption. You
are the one who needs to connect — and
quickly. When you do, include some
point from your presentation so they
remember and connect you with your
message. By doing so, you show profes-
sionalism and you stand out among the
rest. Surprisingly, most speakers do not
do this.

Fifth, within 24 hours I also send
attendees who provided me with their
email whatever it was I promised to send,
i.e.an e-book, article, video link, an activ-
ity, white paper, my presentation handout,
or whatever it was that I promised. Wait-
ing beyond this time window is destruc-
tive for you and your speaking brand. The
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longer you wait, the sooner they forget
you and get back to being busy. You want
to schedule time that same evening or
early that next morning in order to spe-
cifically thank them for attending your
session. Don't have time? Either make
time or hire someone. Remember, this is
what successful speakers do. It’s business
strategy.

In your follow-up email message you
also include the item you promised to
send. That message could look like this:

Thank you so much for attending yes-
terday’s session on /s
was a privilege speaking for you and
I look forward to staying in touch!

As promised, I am sending you a free
copy of my best-selling book, “Think
Differently To Achieve Success!” Sim-
ply click here to download your free
copy. You have my permission to share
with others as well. If you enjoyed the
presentation, you will enjoy this book.

I would like to stay in touch. Thank
you and make it a PASSIONATE

day!
< insert email signaz‘ure here >

Important: On this first email, you do
not want to promote yourself. You only
want to give them what you promised.
'They will expect you to promote yourself.
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This is one of the very few times you do
not want to meet their expectation! In
fact, you should rarely promote yourself.
Rather, let your speaking style and its
content promote itself. When you share
and post great content, your readers will
appreciate YOU! Share CONTENT.
Most speakers get this wrong.

Again, and surprisingly, most speakers
do not follow up. When I'm at a confer-
ence listening to a speaker who promises
to send me something by visiting their
website or subscribing to them, I do what
they ask to test how quickly they follow
through. Some might follow up a few days
or weeks later and some never follow up
at all. Point is, none follow up as quickly
as I do. The key is to follow up and fol-
low through quickly while their audience
memory is fresh. They will be impressed!

Sixth, I provide a free copy of one of
my books on my website that audiences
can instantly download via a pop-up opt-
in. I mention this during my presentation
two, maybe three times as a reminder. By
the time I am finished speaking, I should
have dozens of email notifications for
each new opt-in subscriber. These sub-
scribers simply provided me with their
email to download their free book. Now
they are in my contact list for future news-
letters in perpetuity unless they opt-out.
Creating an opt-in pop-up on your web-
site is very easy to do. Whoever designs
your website can provide this quickly and
easily.

Below is a screen shot of my email
from a recent presentation. Of the 250
attendees that day, 86 subscribed for my
free book during the presentation!

rM Gmail Q, search mai G Suite
o- c¢ > m- R
me New submission from Free eBook / Opt-in form pop-up for Dr. Kevin Snyder 10:17 PM
me New submission from Free eBook / Opt-in form pop-up for Dr. Kevin Snyder 9:42 PM
me New submission from Free eBook / Opt-in form pop-up for Dr. Kevin Snyder 9:42 PM
0O % me New submission from Free eBook / Opt-in form pop-up for Dr. Kevin Snyder [ ]

me

me

me

me

me

me

me

New submission from Free eBook / Opt-in form pop-up for Dr. Kevin Snyder
New submission from Free eBook / Opt-in form pop-up for Dr. Kevin Snyder
New submission from Free eBook / Opt-in form pop-up for Dr. Kevin Snyder
New submission from Free eBook / Opt-in form pop-up for Dr. Kevin Snyder
New submission from Free eBook / Opt-in form pop-up for Dr. Kevin Snyder
New submission from Free eBook / Opt-in form pop-up for Dr. Kevin Snyder

New submission from Free eBook / Opt-in form pop-up for Dr. Kevin Snyder
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List below how you plan on keeping in touch with attendees during and after

your presentation:

What do you plan on giving away in order to receive their contact informa-

tion?

SHARE YOUR CONTENT

As I briefly stated above, let your content
be your brand and messenger. If you are
not sharing content in a variety of differ-
ent ways, such as blogs or social media
posts, then you are missing out on oppor-
tunities to build your contact list and
then connect with them. More impor-
tantly, you are missing out on an excellent
strategy for attendees to remember you.
You can share content through a variety
of social media platforms - by blogging,
replying and contributing to other blog
postings, writing for industry publica-
tions, sending a newsletter, etc.

By sharing content, you are earn-
ing free marketing. I would much rather
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invest one or two hours to write a news-
letter or an article for an industry pub-
lication than to spend $500-$1,000 on
advertising in that same magazine. In fact,
you could even receive complimentary
advertising space by writing an article for
your target association. The possibilities
are numerous. Just know they exist and
then look for them.

I enjoy sharing relevant articles, com-
menting on other’s articles and blog
posts, sharing trending content, adding
a funny video clip, attaching a motiva-
tional picture, sharing a relevant industry
quote or statistic, etc. I post items each
week on social media and I also send
out my e-newsletter every two or three
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weeks. This does not take long and it is
extremely effective to stay in touch by
sharing content.

Some speakers utilize an instant text-
to-subscribe feature. I did this at one
point as well before offering my book as a
free download on my website. For exam-
ple, I used to have audience members text
the word KEVINCSNYDER to #22828.
Audience members would receive an
autoreply confirmation and be added to
my list while I was still speaking! My
email platform was Constant Contact.
Mailchimp is another common platform.
I don’t use an instant text-to-subscribe
feature any longer. Instead, I reference
my website, www.KevinCSnyder.com,
where they input their email to receive a
free copy of my book immediately.

Speaker Tip: Connect with me on social
media to see and follow how I share con-
tent and keep in touch. Feel free to model
it. Visit my website at www.KevinC-
Snyder.com and enter your email at the
pop-up to experience how I leverage my

book to build my contact list as well.

Even if you are starting from scratch
right now, start somewhere. You will be
glad you did six months from now. Or
perhaps you already share content fre-
quently. If you are already a frequent
content generator, how can you take it to
the next level? How can you brand your-
self even better as an expert on a topic by
sharing more content about it? Food for

thought.

What is your strategy for sharing content and what media/platforms will you

use?

GOOGLE ALERTS
Google Alerts are a way for numer-

ous speaking opportunities to find
you. You set up keywords and phrases,
such as ‘Marketing and Keynote Speaker
Wanted, and then anytime Google finds

that announcement posted online, you

receive an automated email — called a
Google Alert. Each alert is one particular
keyword or short phrase. The alert is up to
you. You decide what the word or phrase
is. You can set up as many different alerts
as you wish. This strategy is simple and
effective. I have received many speaking

bookings through Google Alerts.
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Setting up Google Alerts properly

should Iead to speaking business

==

Google Alerts Google Alert - campus wide keynote speaker - Google campus wide keynote speaker Daily update . November 217 PM

*
o Google Alerts Google Alert - High School Leadership Speaker - Google High School Leadership Speaker Daily update - Nove. 2:08 PM
- Google Alerts Google Alert - Student Leadership Conference - Google Student Leadership Conference Daily update - Novem 2:04 PM

]

i Google Alerts Google Alert - Call for Presenters - Google Call for Presenters Daily update - November 21, 2019 NEWS Edited.. 2:03 PM
= Google Alerts Google Alert - Inspirational Leadership Speaker - Google Inspirational Leadership Speaker Daily update - Nov 2:02 PM

0
B Google Alerts Google Alert - Keynote Speaker Wanted and Student Leadership Conference - Google Keynote Speaker Want.. 2:02 PM
» Google Alerts Google Alert - Greek Week Speaker needed - Google Greek Week Speaker needed Weekly update - November 201 PM
» Google Alerts Google Alert - Keynote Speaker Wanted - Google Keynote Speaker Wanted Daily update - November 21, 2019 2:01 PM

»
Google Alerts Google Alert - fraternity and sorority life greek week speaker - Google fraternity and sorority life greek week s 2:01 PM
Q Google Alerts Google Alert - Greek Week and fraternity and sorority life - Google Greek Week and fraternity and sorority life 201 PM
Google Alerts Google Alert - Motivational Speaker Wanted - Google Motivational Speaker Wanted Daily update - November 2:00 PM

To help you set up your own Google
Alerts, reflect on the popular words and
phrases used in the types of speaking
announcements you are most interested
in. You can edit, delete, or add alerts
whenever you like. You also can dictate
how often you desire to receive the alerts;
daily via one email, separately for each
alert, weekly, etc. I recommend a daily

email for each alert so you can respond in
a timely manner.

I also have my own name as a Google
Alert — which I recommend you do as
well. You want to know when your name
pops up on the internet! Simply visit
www.google.com/alerts to learn more
and get started.

List below the phrases and keywords that would best describe the speaking

opportunities you are looking for:
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WEBSITE

D o you have a website for your speak-
ing yet? If yes, how would you rank

your site on a scale of 1 to 10, 1 being
‘er*p’and 10 being ‘amazing?” How would
others rank your site? Unless you and
others unanimously agree that your site
is a solid 10, you have work to do.

This segment will not focus on web-
site creation, SEQO, or what an ideal web-
site should look like — that is not my forte
- but you just need to determine whether
your website is helping or hurting your
speaking aspirations.

S‘beaker Tip: Meeting planners and
event organizers often select the speaker

they want by ruling out the speakers they
dont want. Speakers are always being
compared against other speakers, so if
a speaker doesn’t have a website and/
or demo video for meeting planners to
review but other speakers being consid-
ered do, then that speaker likely will not
be selected. They could even be the better
speaker!

If you do not have a website yet but
have been diligently working through
this book, then now is the time to begin
compiling the text, pictures and outline
for your website. Although I have not
focused on websites until now, it’s time

to recognize that the big players, meet-
ing planners and conference organiz-
ers who PAY speakers significantly will
be needing to see a website and speaker
demo video. If you do not have a website,
or do not have one that you are proud
about, it’s OK. You likely have numer-
ous friends and contacts who do website
design. Or contact me for a few resources
to get your site made < $1,000 including
videos and blog features. You do not need
a website to get started speaking but you
need a website to make money and grow
your speaking business.

If you have someone else designing
your website, all you need to focus on is a
general idea for what you would like your
website to look like. I recommend that you
study other speaker’s websites and send
examples of what you like and don't like
to your website designer. From that point
on, all you need to focus on is the website
content. At minimum, you want to have
the following items in your website:

e About you page

e Programs page

Client summary with testimonials
page

Demo videos

Blog page

For meeting planners

Contact page for inquiries
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I encourage you to weave pictures, a
few testimonials and a few demo videos
of your speaking throughout your web-
site as well. You also will want to have
a products page if you have products to
sell or give away. Other features, like a
resources tab, would be an additional
recommendation.

I have both a products page and a free
resources page. I reference my resources
page to share my presentation material
with audiences.

I frequently hear about speakers who
pay fifteen or twenty thousand dol-
lars for a website. This baffles me. Even
after looking at their site, expecting to
be “Wow’d,” I am not. Websites do not
need to be that expensive unless you have
extensive infrastructure for course access

you might be offering.

Speaker Tip: I highly recommend you
visit my website to look at all the elements
Tve included in mine — www. KevinCS-
nyder.com. Also, study the website of other
speakers you want to be like. Model their
layout and content elements. No need to
recreate the wheel!

Note: If youre on a serious budget, I
recommend Wix.com. I built www.
PAIDtoSPEAK.biz on Wix.com and it
took me just one weekend. However,com-
pare that site to www.KevinCSnyder.com
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which was professionally done...you'll
likely notice a difference. The reason I
decided to do www.PAIDtoSPEAK .biz
on my own was because I knew I would
be adding content constantly. I wanted
access 24-7.

Now is the time to either begin compil-
ing your content for your first website or to
assess your current website objectively and
get needed changes made immediately. If
you have been working through this book,
you should already have the majority of text
content needed. When you actually start
speaking, you have the opportunity to build
your client summary, compile testimonials,
get professional pictures taken, record clips
for your demo video, and much more. By
approaching your first pro bono speaking
engagements in this manner, you should
have everything you need to compete with
a professional speaker! Your website needs
to rank at least a 7 or 8 on a 10-point scale
if you want to be realistic about earning

PAID speaking engagements.

Speaker Tip: FEwvery free, pro bono,
speaking engagement is yet another client
and additional opportunity to obtain ftes-
timonials, speaking pictures, and obtain

clips for your future speaking demo video.
Whatever you do not have yet for your
speaking business you can obtain for free

by speaking for free!
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Do you have a website? If not, what is holding you back from beginning to
draft content, compile images and begin building one this weekend?

If you have a website, how would you rank it on a scale of 1-10? What ele-
ments need to be improved? What is missing?

Who is someone that can help you get your website created or up to speed?

MODULE 3 REVIEW

In this module, you have learned: e techniques to build your brand
through sharing and creating

e how to find speaking opportunities content

and how to be found e how to use Google Alerts so speak-

e the process for verifying your target ing opportunities find you

association and audiences . . .
e the importance of a website as it

e how to connect with that associa- relates to PAID speaking

tion and get involved . .
8 e which elements to include for your

e the various groups of college stu- website and how to get them

dents you could speak for

e tips for building your contact list
and staying in touch with audiences
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If you have completed all the reflective checklist below will help ensure you have
questions, then congratulations! You are completed each question.

ready for Module 4, Gezting PAID! 'The

MODULE 3 CHECKLIST

| am confident about my target industry. Yes No_
I’'ve identified several associations within that industry. Yes__ No__
I have verified one specific association. Yes__ No___
I have reviewed its website and know this Yes No__
association meets criteria for structure and events. Yes__ No___
I know when/where the local group meets. Yes_ No_
I have RSVP’d for the next meeting. Yes__ No___
I have contacted this group’s leadership. Yes No__
I have written down contacts for other chapters. Yes_ No___
I have identified college groups | want to speak for Yes_ No_
if college speaking is applicable for me. Yes__ No___
I have developed a system for building my contact list. Yes_ No_
I have a plan to share content with that list. Yes__ No___
I understand and have set up several Google Alerts. Yes_ No_
| understand what to include for my speaking website. Yes_ No__
My website is a solid 8 on a 10-point scale. Yes No__
I am ready for Module 4. Yes No

If you have checked ‘YES’ on all the items, proceed to Module 4!

™ As a reminder, I have provided a free worksheet for each Module to help you work through the
most important exercises. Visit wwaw.paidtospeak.biz/worksheets to download (password: paid-
tospeak). If you find yourself stuck or need some help working through any module, reach out to me
for help or questions. I offer discounted coaching for readers of this book! Also, check out “Ihe Vault”
on www.paidtospeak.biz/vault. “The Vault” is extremely valuable for samples in Modules 3 and 4!
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MODULE 4:
Getting PAID

If the first one is FREE, the second has the FEE!

have written this phrase several times

already, but let’s dive deeper into
its meaning and how it should benefit
you when applied. If I found or had an
opportunity to speak but was told there
was no speaker budget, then I might con-
sider that pro bono, waived fee, speech as
a marketing opportunity. I will not pass
up an opportunity to speak as long as the
speech is in front of my target audience
(Module 3) and I am available within a
reasonable amount of time. Referrals and
spin-oft inquiries will result if my pre-
sentation is good enough and delivers the
impact that it should.

'The challenge when agreeing to a pro
bono speaking engagement is what you

will do if a conflicting PAID opportunity

comes along? For me, I do not agree to
pro bono opportunities more than two
months out. It is very, very bad business
to cancel a speaking gig, whether PAID
or unPAID. However, sometimes the
circumstances might be too tempting
to pass up the opportunity — especially
when you are starting out. If you do agree
to speak without payment, I recommend
providing a statement or clause in your
contract that simply informs the meet-
ing planner of this dilemma and how
you will handle it. When they read this
clause, they might change their mind and
creatively find funds for you.

Moreover, as I've written about
already, there are many ways to mone-
tize value and future speaking gigs from
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a pro bono speech. Not only are you gain-
ing experience and being visible so oth-
ers know about you, but you are adding
a new client for your client summary,
building contacts, adding testimonials,
getting video, selling books, selling your
program (if available), receiving adver-
tising space in their publication and
more. Is that not what you want regard-
less if you are getting PAID? Answer
should be “yes!”

Speaker Tip: Always provide a speaking
contract whether PAID or unPAID and

include clauses to ensure all parties are in
agreement for what is being exchanged
and expected. If you plan to have a profes-
sional photographer or videographer pres-
ent, include that in the contract. If you
plan to sell books, include it. If the client
has agreed to provide you with a testimo-
nial, include that.

I'know speakers who claim they would
never speak pro bono. These same folks
wonder why they are not getting refer-
rals and desired results in their speaking
business six months later. Any successful
speaker who says they do nor speak for
free is likely not telling the truth. Speak-
ers SPEAK to get speaking business! It
is impossible to get a referral for speak-
ing if you aren’t speaking. Remember, 90
percent of my speaking business comes
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from direct referral and people who have
seen me speak.

You might be thinking, “OK, I agree,
Kevin, but I cannot speak for free all the
time. I need to get PAID!”

You are exactly correct and I under-
stand. This is where the association
model approach I referenced in Module
3 comes into practice. What I love about
associations is that once you get to the
conference level, whether that be state,
regional, national, or international, they
likely pay very well and at the $5,000 -
$15,000 range. An experienced confer-
ence organizer or meeting planner knows
that a good speaker costs money and they
have a budget to pay for speakers through
attendee registration fees.

As you may have felt while reading
Module 3, building your speaking busi-
ness to get to the state or national level
doesn't happen overnight. Speaking to
at least one, if not a few, local associa-
tion chapters of your target association
will serve you well. Your reputation will
proceed you and they will be contacting
you because they know you are good and
can deliver when it counts most — their
state conference! Once you speak at your
first state conference, getting PAID and
delivering well, you have leverage to
speak at several more state conferences.
Once you speak at several state confer-
ences, then expect your next level to be
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at the national and international con-
ference. Once you are in with an indus-
try, you earn the speaker fee desired and
you can continually increase it. Once I

keynote two different state conferences
for a particular association, my speaking
fees increase 25 percent.

From your work in Module 3, you know your target association. With that as-
sociation in mind, write below three(3) different state conferences where you

can set a goal for speaking:

With your target association in mind, write below at least one of its national
conferences where you can set a goal for speaking:

HOW DO YOU KNOW WHEN TO
CHARGE FOR A SPEECH?

have four simple criteria that help me
quickly determine my speaking fee,
sometimes called a speaking honorarium:

1. Is this person contacting me? (as
compared to me contacting them)

2. Has this person seen me speak or
been referred by someone who has?

3. Is this speaking opportunity at a
conference where attendees pay to
attend?

4. Is this a new industry I want to
explore?

If the answer is ‘yes’ to the first three
questions, then my proposal will require
my full standard speaking fee. If they are
contacting me, have seen me speak (or
been referred to me by someone who has
seen me speak) and are charging a regis-
tration fee, then I have leverage. The only
reason I would consider discounting my
speaking fee is if they were a new indus-
try I wanted to tap into, and they were
upfront about having a limited budget
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(and I confirmed this through my own
homework). I would not want to risk
losing the speaking opportunity to get
inside a new lucrative industry that was
of interest to me.

Example: Several years ago I had spo-
ken locally for a CPA group. I had dis-
counted my speaking fee because they
were upfront about not having the local
budget available to pay my full hono-
rarium. This was also a new industry for
me at the time. I agreed to speak but I
ensured they understood they were get-
ting a one-time discount and that my fee
had to be kept confidential. The speaking
gig went extremely well and the meet-
ing planner just so happened to be the
individual responsible for finding speak-
ers at several other regional conferences
later that year! They asked me to speak
at two of those conferences and PAID
my full fee. Those opportunities put me
in front of more than five hundred CPAs
throughout several states which led into
additional bookings as well.

During one of those regional confer-
ences, I was approached about speaking at
one particular state conference. They were
upfront about not paying their speakers.
Instead, they tried to convince me that
my payment was the ‘exposure.” However,
knowing they met all three of my personal
criteria for charging my full speaking fee,
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see #1-3 on prior page, I was reluctant
to waive my fee. Before responding back
to them, I did my homework and looked
online to find the website for this con-
ference. I was pleased to see they were
charging $499 per attendee!

I delicately responded back to their
inquiry and thanked them for contact-
ing me. I included my Speaker One Page,
a link to my website and a sample video
from the regional conference they had
seen me present. I then indicated that I
always do my best to work with reason-
able budgets; however, my normal daily
speaking honorarium was < $ my full fee
>. I also informed them that my hono-
rarium included a full day of availabil-
ity, additional breakout presentations, 50
complimentary copies of my book, and
an unlimited e-book download for all
attendees.

I front-loaded value for them. I did
not know it at the time, but my response
and additional value also stood out
amongst my speaker competition - the
other speakers they were considering.
'They were asking me for a keynote pre-
sentation and the proposal they received
back included options for a whole lot
more. When they realized I could facil-
itate additional speaking sessions, it
meant less work for them to find addi-
tional speakers. Also, by offering my

complimentary book, this added value
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for attendees. The final result was that we
negotiated a speaking fee pleasing to me
that was $8,500 more than what they ini-
tially stated they had. Interesting?

In your conversations and in your
contracts, you must state a confidential-
ity clause about your speaking fee. Meet-
ing planners and conference organizers
talk, understandably and they should,
but your fee is conditional on circum-
stances that you determine, not them.
When your fee is confidential, only you
and the conference organizer or meeting
planner know what and if you were paid.
This is extremely important not only in
your decision to discount any type of fee,
but also for future speaking inquiries. All
inquiries and conversations about speak-

ing fee are only, and strictly, had by you.

Speaker Tip: Hawve a daily speaking fee.

Speakers are not hourly workers. We are
being compensated as experts in specific
content knowledge that we've crafted and
built over a lifetime. Moreover, whether
you are speaking for sixty minutes or six
hours, your full day is booked. Unless you
are speaking in town, it would be impos-
sible for you to be somewhere else on that
same day. Therefore, establish a daily
speaking fee for yourself and encourage

the conference organizer or p/emner fo

utilize you as much as possible on that

day. Organizers expect speakers to arrive
and leave quickly. However, when you
express interest in, and options for, maxi-
mizing your time, they appreciate that.
This reflects positively on you as a profes-
sional speaker. 1 have been approached
on numerous occasions by both attendees
and organizers and told they noticed, and
appreciated, me being so visible before
and after my keynote at a conference.
Guess where that visibility leads to? You
guessed right — more speaking bookings!
We'll discuss this more in Module 5.

When you speak at conferences, offer
upfront to facilitate extra sessions as edu-
cational breakouts. Conference organiz-
ers and meeting planners love this even
if there is not a need. Offering yourself
to do more not only frontloads your
value but also makes them aware you
have additional programs. Facilitating
additional sessions is beneficial to you
because it allows you to be in front of
more people at the conference as well. I
cannot count how many times this strat-
egy has worked for me and helped secure
additional PAID speaking engagements.
If my keynote presentation happens to be
before the educational breakout session,
then I know those who attend the break-
out session liked me, enjoyed my presen-
tation, and are excellent prospects to hire
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me for speaking at their company. If my
keynote presentation follows the break-
out sessions, then I use the pre-keynote
sessions to get my speaking juices flow-
ing and ask lots of open-ended questions
to really get to know my audience bet-
ter and the challenges they specifically
face. I'll incorporate as much of this last-
minute intel into my keynote presenta-
tion later on. If it were up to me though,
I always recommend a breakout session
after the keynote.

Speaker Tip: Offer something extra for

attendees. As stated above, I offer com-
plimentary copies of books with my full
speaking honorarium. If I choose fo dis-
count my fee, then I include fewer books.
What I love about the arrangement with
my book printer is that I can tailor books
for the group bringing me to speak. This

allows me to offer a welcome letter with

their logo on the inside page of the book.
This personal touch goes a long, long way
for both the conference organizer or meet-
ing planner hiring me as well as the
attendees. Having a personalized, tan-
gible takeaway yields golden results later
on. Providing a book is the equivalent of
them taking you home and talking about
you with others. We will talk more about
the book in the BONUS section at the
conclusion of this book. To see complimen-
tary samples from my customized books,
visit  www.paidtospeak.biz/worksheets
(password: paidtospeak).

Speaker Tip: Offer a three-tiered speak-
ing proposal. Most speakers only offer
one tier which just includes their speech.
When they do this, they end up leaving
money on the table. I'll share more about
speaking proposals later in this module.

Which of these speaker tips can work best for you? Why?

List ideas for how you can add value to your speaking fee by offering more

than just your speech:
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HOW DO YOU KNOW WHAT TO
CHARGE FOR A SPEECH?

You should now have a better under-
standing of when to charge, but how
do you know what to charge for speaking?
Meaning, what will be your standard
speaking fee?

'This can be a tough question to answer
because part of the answer lies in a sense
of self-worth and you feeling ready. And
if we're honest with ourselves, there is also
a bit of ego attached to setting speaking

fee. Of course we all want to be $10,000
- 20,000 speakers, but are we there yet?
What do speakers in the higher fee
range do differently than speakers charg-
ing $1,000, $2,500, or $5,000> Why do
industries pay speakers differently? What
is the
What does the target association you
identified in Module 3 pay speakers? If
you do not know, how can you find out?

These are all questions I will be helping

difference between industries?

you answer in this module!

What does the target industry and/or association you selected in Module 3

typically pay a speaker?

If you do not know, what are ways can you find out?

If I were working with you as your
coach through this book, this would be
an excellent, in-depth conversation for
us to talk through and help ensure you
were setting your speaking fee correctly
upfront and out of the gate. I could also
help you know what your selected indus-
tries and the associations that belong to

them typically pay speakers, if anything.

What you don’t want to do is select an
industry that can’t afford to pay you.
Although I do have a standard speak-
ing fee with a three-tiered approach, not
every group has the ability to pay me the
same. There are some groups I know I can
charge more and there are some groups I
know I will need to discount my speak-
ing fee. Within the same week, I have
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spoken pro bono, presented another gig
tor $3,500 and presented another gig for
$10,000. What I have discovered is that
speaking fee is based on both what your
selected industry and event can afford
and the psychology attached to it.

Industry: Let’s say, for example, you
want to speak at colleges. Unless you
are a celebrity or a mainstream author,
comedian, actor, or political pundit, your
speaking fees will range between $2,500
and $5,000 per speech. These speaking
engagements will be for student events
as well as groups I previously listed in
Module 3, not the marketing club or the
political science club, for example. Those
clubs will never have the ability to pay
you unless they are hosting an event
such as a conference and have budget
from the Student Government Associa-
tion to pay you.

Speaker Tip: If you plan fo speak to col-
lege students, like I did when I first started

in speaking, always focus on events such

as conferences where they need speakers.
Review Module 3 for refresh details.

If you desire to speak to community
colleges or Small Business Develop-
ment Centers, then know upfront that
these groups #ypically have much smaller
budgets. Do not expect $5,000. In fact,
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expect $500 at best. You simply need to
know parameters. I italicized #ypically for
a reason because some of these groups
can pay a higher fee. Since I earned a
Doctorate degree, have experience work-
ing in Student Affairs for nearly fifteen
years and have spoken for over 400 col-
leges and universities, I can charge more
than most speakers. Often when I speak
for a college, I know how to help them
find more money to pay my full speak-
ing fee. In short, I help them block-book
me and collaborate with other campus
departments and/or other local insti-
tutions. I can also speak to faculty, staff
and students so I might recommend they
utilize me for a faculty/staff event in the
morning and a student event in the after-
noon or evening. When I combine a vari-
ety of groups, I combine their budgets
too. Make sense?

I am not suggesting you not speak
to groups with smaller budgets. Instead,
I am recommending that you be realis-
tic and aware of their budget limitations
and understand what fee they can afford.
Otherwise, you will constantly be frus-
trated. To know all this you will need to
do some homework. Or just schedule a
call with me so I can help you and talk
this through.

While some professional organi-
zations and industries simply do not
have the budget to pay speakers, others
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commonly do — banking, health care,
technology, legal, government groups,
national associations, etc. The challenge
is not about selecting a high-paying
industry and telling them what your
speaking fee is hoping they book you.
'The challenge is sincerely being an expert
thought-leader in their industry so you
can help them and their employees solve
problems and increase their bottom line
profit in some way. On a few rare occa-
sions, I have been ‘nickel and dimed’ to
speak for high-profile companies, but
not by associations at their conferences.
'This goes back to the structure and event
concepts that I explained to you in Mod-
ule 3. My top recommendation for you is
knowing how to verify associations and
then focusing on the events for one spe-
cific target association at a time.

Psychology: There is both an internal
psychology (for you) and perceived psy-
chology (by others) as it relates to speak-
ing fee — and this fascinates me. Envision
you have a speaking inquiry for a confer-
ence keynote. Whether it’s the meeting
planner, conference organizer or member
of the planning committee who contacted
you, they will be very likely comparing
you with several other speakers. Upon
their inquiry you send them your infor-
mation (professional response includ-
ing your Speaker One Page, website, link

to your demo video) and wait patiently.
As they begin to review proposals, they
narrow down to three speaker finalists.
And you’re one of them. They are not
sure whom to select though. All speakers
seem like a great fit. One speaker’s fee is
$10,000, another is $6,500 and your fee
is $3,500. What do you feel they might
be thinking based on comparing speak-
ing fee of these three speaker finalists?
I can guarantee you that a thought held
by all of them, and likely spoken, will be,
“Well, I really like the $3,500 speaker,
but I wonder why they are charging so
much less? Maybe they are not as good.
Let’s go with the middle speaker < insert
other speaker’s name > for $6,500 and
buy some of their books too. We've bud-
geted for it.”

'This psychology may not make sense
to you at first but think about the sce-
nario from the conference organizer or
meeting planner perspective. Even with
budget in mind, they are always looking
for the best speaker. Your speaking fee
will be a factor they consider, and your
amount and how you position your pro-
posal will be perceived as the quality of

you and your speech.

Example: I discounted a speech for a
high school athletic conference several
years back. In transparency they paid me
$2,500 which I was pleased with because
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it was a huge conference, a new industry
and it was held at the At/antis Resort in the
Bahamas! Of course I would have wanted
to charge more, but the event was less than
five weeks away. I felt the cost-benefit
analysis of me agreeing to speak weighed
higher than not speaking and hoping to
get booked by another group six months
away. So I agreed to do the speaking gig.
(Remember, speakers SPEAK!)

After the presentation,one of the adult
chaperones approached me and we spoke
for several minutes. I will never forget
the exact words coming from her mouth,
“I'd like to book you for my company. Do
you speak for professional groups, and if
so, what is your speaking fee?”

I stood there like a deer in headlights.
“Ughh, my corporate fee? Well...ughh.”
I felt like an idiot because I did not know
what to say. At that time, I had not done
much corporate speaking.

She asked, “You do speak for corpo-
rate groups, don’t you? What is your cor-
porate fee?”

“Most certainly,” I replied. (note: 1
should have replied, “Absolutely, tell me
more about your event.”)

Working through my unprofessional
stutter 1 said, “$5,500 is my speaking
fee with corporate clients.” I threw that
number out like a dart in the dark. I had
no clue what her industry could afford to
pay a speaker.
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“$5,500?” she confirmed. “OK, send
me a contract for $5,500 at this address
and we’ll find a date that works for your
schedule,” handing me her business card.
She then said, “In the future though,
you might need to raise your speaking
fee because some people in my industry
might not think you are as good as I know
you are based on your amount. Luckily
I just saw you speak. I would have paid
whatever you told me.”

Arrghh!Twanted to charge her double
after saying that! But I knew I couldnt
and had to honor what I told her. This
situation is a perfect example of knowing
your industry and the perceived psychol-
ogy that is attached to a speaking fee. Be
prepared. In this example, if I told her my
speaking fee was $10,000, or even more,
she would have been happy paying that
higher fee. I easily missed out on an extra
$5,000 or more that day. Some lessons
are expensive.

Speaker Tip: When you quote speaking
fee, always emphasize that your speaking

fee starts at § amount. If
you are submitting a three-tiered speak-
ing proposal, you will list option one at
base price, option two at a higher, middle
price and option three at premium price.
Think of it like purchasing a car. Most

versions have a standard style, sport
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version and the luxury model. If groups
receiving your speaking proposal have a
higher budget than what you quoted, they
likely will go with option two or three!
Plus, you got the speaking gig and did not
leave thousands on the table like I did in
the previous example. Make sense?

You do not want to overprice yourself
either though. This is a delicate balance
and something you must learn how to
navigate around. Before I ever quote
a speaking fee or send a customized
speaking proposal, I state to them both
in discussion and in their proposal, that
I do my best to work with reasonable
budgets. That way at least they know
there might be some wiggle room if
needed. The ones who can pay do not
ask for wiggle room though. They pay
the full amount.

Other professional speakers might
disagree with me on my previous para-
graph.That’s fine because I likely will get
their next speaking gig due to their ego-
inspired-refusal to work with a client’s
budget. I have earned speaking business
and beat out fellow professional speak-
ers — even speakers I felt were a better fit
for that event - on numerous occasions

for this reason alone. If the conference
organizer or meeting planner feels the
speaker will not budge on price, they
will not waste their time to negotiate.
Similar to the analogy I shared earlier
of buying a car, this process is akin to
buying a home! There is usually negotia-
tion regardless of list price. A speaking
honorarium often needs to be negoti-
ated so that both parties feel as though
they win.

If I am available on a requested
date, would I really want to turn down
$6,500 even though I proposed $8,000?
Or turn down $9,500 even though I
offered $12,000? Of course not. Would
your

Remember that your speaking fee
carries a perception of your credibility
and quality of you and your program. As
long as you have done your homework
to know your industry and are clear how
to verify your target association, you
should be setting speaking fee correctly.
Do not undervalue yourself but don't
overprice yourself either. Be realistic and
leave your ego at the door. Contact me
for help and to discuss. Setting speak-
ing fee is a paramount decision for you
that will greatly impact your speaking
business.
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How much do/would you currently charge for a speech right now?

What would you like for this fee to increase to within ONE year?

What do you envision this fee increasing to within THREE years?

PROPOSALS, CONTRACTS AND
INVOICES

t is now time to create templates

for your speaking proposal, contract
agreement and invoice. I will be sharing
a few screenshots of my own documents
on the next few pages. You can also access
tull Word templates inside “7he Vaulf’ at
www.paidtospeak.biz/vault so you can

create your own. If you are working with
me through this book, or you decide to
now, I will help you create your document
templates so you are more likely to get
the speaking engagement and maximize
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your speaking fee! You can do this alone
and hope it’s correct, but you don't have
to. 'm here to help.

Let’s first review a typical process for
how speaking gigs are commonly booked.

Step 1: Speaking inquiry arrives or you
make outreach and they respond.

Step 2: You respond and set up confer-

ence call to discuss their needs.

(note: see sample “Phone Script” on www.

paidtospeak.biz/worksheets)
Step 3: After successful call(!), you send a

customized three-tiered proposal.
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Step 4: After proposal terms are agreed
upon, you send contract agreement and
invoice.

Step 5: 50 percent of your speaking fee
is paid in advance to block the date and
confirm your speaking engagement.

Sample Step 1: Speaking inquiry arrives
or you make outreach and they respond.

Hi Kevin,

1 received your information from my colleague,
She  had wonderful

things to say about you and her experience in lis-

tening to your presentation at the

I was inquiring about having you speak at our
Annual Business School Awards Symposium.The
date is November 12th from 6-8 pm. Please let
me know if you are available and your fee to speak
at this event.

Looking forward to hearing from you,
Kim

Sample Step 2: You respond and set up a

conference call to discuss their needs.
Hi Kim,

Great to hear from you! I would be interested
in talking with you about this event and learn-
ing more about some of your needs. Would a
time window this Thursday morning or Friday
morning be convenient for you? Also, when you
reply if you don’t mind answering a few quick
questions:

* Is this request for a keynote speech? Would you

like for me to present more than one presentation?

* Do you have a website and/or selected event
theme?

*I'll be happy to share my speaking fee with you.
I do my best to work with reasonable budgets.
What is your speaker budget, or range?

* Anything else you would like for me to know
before we speak?

Thank you!

~ Kevin < signature >

Note: Above is just a sample response
and this will likely be tweaked each time
depending on the information I already
have. My response to them helps me
obtain very critical information before
our phone conversation. Even though I
will be following my phone script dur-
ing the call, I want to know as much as
I can before it takes place. I never just
jump on a phone call unprepared. I also
never send a speaking proposal or tell
them my fee until after we speak on the
phone or I at least know they speaker
budget. By asking the right questions
and knowing more about the event itself
— whether through conversation, by my
own research, or both — I will have a firm
grasp on their speaker budget, whether
they are charging attendees, audience
size, outcomes they expect, etc.
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Speaker Tip: Have a proper inquiry form
on your website which asks the right ques-

tions upfmm‘. Visit my website for a sam-
p/e.' www.kevincsnyder. com/hire-kevin.

Speaker Tip: During the call itself; it
always best to keep them talking. Usually
the person who talks first, and the most,
loses. The best phrase that works in my
discussions 1s, “So tell me more about...”

At some point in the conversa-
tion, they will either ask you about
your speaking fee or you need to con-
firm what their speaker budget is. You
should already have a sense of their
speaker budget and know what types
of speakers they have hired in the past
from doing your homework. I prefer to
be the one who brings up speaking fee,
the elephant in the room. If I am bring-
ing up fee, I keep it simple by request-
ing, “Tell me about your speaker budget
for this event.” Even if they have already
responded to the question about fee via
email, I ask again for confirmation.

I then shut up and listen. Whatever
next comes out of their mouth will deter-
mine what my proposal looks like which
I will send to them afterward. I have
lost speaking engagements because I
didn’t know a prospective client’s budget
before submitting a proposal and either
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underpriced or overpriced myself. I have
also lost out on thousands of dollars
because I underpriced myself. Point is, it
is imperative to know their budget. Do
your homework. Ask the right questions.
Confirm it.

When the fee issue is being discussed,
I tell them I have a daily fee with a range
based on several options they might like
to consider. They will receive the pro-
posal after the phone call to review those
options which could include:

® Availability of additional breakout

sessions
® Purchasing quantities of book(s)
® [Including personalized book(s)

(Note: This is included in option three
which can double my speaking fee.
See a sample at www.paidtospeak.biz/
worksheets.)

® Including unlimited Amazon e-book
download

° Including pre-event welcome video to
help boost registrations

o K.

The key is for the prospective client
to know that your proposal will have
options. Option one should be your stan-
dard fee. Option two is a few thousand
higher and option three should be near
double option one.
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Sample Step 3: After successful call,
because you followed my phone script(!),
send a customized three-tiered

speaking proposal.

you

Each proposal is unique based on
the conversation you had with the pro-
spective client. Your ultimate goal is to
have the proposal reflect your conversa-
tion and meet their needs. When they

few diff iation £ .

LI I I A

full-time professional speaker with 15 years professional speaking experience
over 500,000 people, 1,150 audiences in all 50 states and nhumerous countries
leadership background including a Doctorate degree in Leadership

high energy and engaging delivery style that empowers audiences

every presentation is customized and tailored to your objectives & theme
customized books with your logo and welcome message (see option 3)

read it, you want them thinking, “Wow,
this is exactly what we are looking for!”
Of course it will be because you custom-
ized the template for them based on your
discussion! Most speakers do not do this
which is why you should.

I share sample proposals I have per-
sonally used as well as templates for you
to create your own inside “Zhe Vaulr.”

I will work with you to customize a special presentation based on your specific audience, your objectives,
and any particular theme. You can review sample presentation titles and descriptions on his website here:
http://kevincsnyder.com. I will touch base after agreement approval to begin customizing.

General Speaking Honorarium (Fees)

Due to customized preparation, delivery, travel, etc., speaking bookings normally begin with a daily
honorarium speaking fee. | will do my best to work within reasonable budgets. Below are three options:

Option 1 Features

Option 2 Features

Option 3 Features

Keynote design and
delivery

Keynote +

additional breakout session

Keynote +
[full day availability

50 autographed copies of my best-
selling leadership book, “Think
Differently to Achieve Success”

250 autographed copies of my best-
selling leadership book, “Think
Differently to Achieve Success”*

Book signing session and/or
reception following event

Unlimited eBook downloads of “Think
Differently” for all attendees and
anyone throughout your organization
(2,250 value)

Customized book with your logo and
welcome message inside page
($1,500 value)

Pre-event welcome video
($750 value)

Five 30-min coaching calls after event

Slide deck and resource link to all
attendees in post-event email

Utilize me for Q&A w/ audience, Q&A
with your CEO on stage, or use me as
an Emcee for awards/banquet

$15,500 + travel

$18,250 + travel

$22,500 + travel

e Additienal books can be purchased at a wholesale printer cost of $8.27/book (soft-cover} + bulk shipping. Hard-

cover books (dust jacket) can also be available.

e Speaking honorarium fees above do not include travel. Travel should include hotel, airfare, and ground
transportation. Normally, I flat rate this at $750 as an additional fee for domestic travel and prefer to coordinate

all travel logistics on my own.
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If you choose to work with me as your
speaker coach, I would be happy to
review your speaking proposal, contract
agreement and invoice to ensure you are
including all the correct elements and
positioning yourself properly. This step
is extremely important because if you do
not position yourself properly or do not
set your fee range correctly, you'll either
miss out on the speaking engagement
or leave thousands on the table. I did
this many times early on because I did
not know how to properly follow this
process! Below is page two of a recent
speaking proposal which reflects my tier
options.

After sending them your speak-
ing proposal, ask for confirmation they
received it and indicate that your speak-
ing availability could change. This will
initiate a sense of urgency for them to
make a decision sooner than later. In my
proposals and contracts, I emphasize that
I only block out dates once the speak-
ing agreement is signed. This process is
similar to buying a house! If you do need
to follow up, simply inquire via email or
phone. If they decide not to go forward
with you as the speaker, try to find out
why. That information and reasoning will
help you in the future.

Thinking positive though, let’s envi-
sion a scenario where they select you as
the speaker for their event and go with
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option two which includes your key-
note, an extra breakout session and some
books! Woot woot - congratulations!
Now all you need to do is follow up with
a contract agreement and invoice...and
perhaps write the book!

Sample Step 4: After proposal terms and
options agreed upon, contract agreement
and invoice are submitted.

Once your proposal arrangements
are agreed upon, the contract agreement
outlines and confirms all details. Noth-
ing should be a surprise and expectations
should be transparently clear. You include
everything from date and location, to
speaking session(s) titles, when deadline
dates are, fee payments, additional add-
o, travel, confidentiality, etc.

My contract is four simple pages in
total and has been vetted by attorneys. I
keep it simple to be readable and clear
for planners and organizers. If the meet-
ing planner or conference organizer has
their own contract requiring your own
signage, read it carefully and make sure
you understand it and agree to the terms.

Important: Still submit your own con-
tract to them as well! It will ensure you
get PAID when you expect to be, not
when they tell you. I have had clients
send me contracts before that are not in
my best interests as a speaker. In fact, I
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recently reviewed a contract that con-
tained a clause literally stating they would
only pay me if they had ‘sufficient funds
to do so.”I struck through that clause and
inquired whether they had funds. Even
though they assured me they did have
funds and it was just legal jargon, I asked
them to remove that clause, to send me a
new contract, and also sign my contract

which included a 50 percent deposit. As
you can imagine, you will need to be deli-
cate doing this.

Page one from one of my sample con-
tract agreements is next. As I've men-
tioned several times, you have access to
full samples of contracts and invoices
(including book sales!) as well as Word

document templates inside “The Vault.”

AGREEMENT for Speaking Engagements

Speaker: Kevin C. Snyder
B Passion Project LLC
1 ID #: 81-422%%*
Address:
Phone:
Email Kevin@KevinCsnyd
Website: www.KevinCSnyder.com
Contracting Entity:
Summary

The Speaker agrees to present a customized and high-energy motivational keynote

presentation for

. Summary details are below:

Date:
Time:
Location & room:

Length:

Normal Speaking Fee:
Discounted Speaking Fee:

* Notes:

1. Speaking fee is all inclusive.

(all inclusive)

2. 50% deposit is normally due to confirm booking. Due to timeframe of this
agreement, please provide payment in full on site day of event. Thank you.

Check payments preferred please.

Fee Confidentiality

Both parties should keep fee confidentiality. The Speaker has agreed to offer a

speaking discount for this opportunity. If other parties inquire about speaking fee, please
direct them to the speaker directly. Thank you.

Speaker Biography & Headshots
The Speaker prefers to type up a tailored bio and introduction for each group he’s
speaking. You are welcome and encouraged to use this for any type of promotional purpose.
Expect this tailored bio upon contract confirmation. To review Kevin's headshots and any
uther materlals from his websm: for event prometion, simply click this link:
- or (if viewing this as a printed document) you
can vlsjtmﬂmﬂmmmand click on ‘Resources’ and ‘For Meeting Planners.
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Next is page one from another sample ~ www.paidtospeak.biz/worksheets (pass-
contract agreement where they selected word: paidtospeak).
option three. You can also download it at

CONTRACT for Speaking Engagements, Products & Services

Speaker: Kevin C. Snyder

Company Name: Passion Project LLC
Employer ID #: 81-422%%**

Address:

Phone:

Email: Kevin@KevinCSnyder.com
Website: www.KevinCSnyder.com

Contracting Entity:

Summary
The Speaker agrees to present a customized and high-energy % day motivational
keynote presentation for the on in

Summary details are below:

e Customized design and delivery of a 3-4 hour afternoon keynote presentation,
(note: upon contract approval, Kevin will contact you to learn more about your
event, attendees and objectives so he can begin customizing the program.)

¢ Kevin's full availability entire day + evening event

e Five-hundred-fifty (550) autographed and customized print copies of Kevin'’s best-
selling leadership book, “Think Differently to Achieve Success!”,

e Unlimited free Amazon.com eBook download for every participant of Kevin's book on
day of event,

e Booksigning autograph session immediately following keynote(s),

e 1-minute welcome video to help you get participants excited about event.

Speaking Fee: $ + travel

* Notes:
1. Due to speaker being local, no travel accommodations are required. Speaker
will take care of any travel logistics necessary. Speaking fee is all inclusive.

2. 50% deposit due to confirm booking. Check payments preferred please.
Additional ion for consideration:

e [f additional books are desired, they can be purchased at a wholesale discount rate of
$8.27 /book, a 45% discount from Amazon.com.
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Next is page four from another sample  option two. You can also download it at
contract agreement where they selected ~www.paidtospeak.biz/worksheets.

Details to be Provided by Speaker, Kevin Snyder
o Customized design and delivery of two (2) customized presentations,
(note: upon contract approval, Kevin will contact you to learn more about your
event, attendees and objectives so he can begin customizing the program.)

¢ Thirty (30) autographed copies of Kevin’s best- selling leadership book, “Think
Differently to Achieve Success!",

o Unlimited free Amazon.com eBook download for every participant of Kevin's book on
day of event,

¢ Book signing autograph session immediately following keynote(s),

Details to be Provided by Contracting Entity
* Speaking fee

o A/V Techrequirements

Payment Terms
Speaking Fee Total Amount: $

Deposit Amount to Confirm Booking: $__
(standard deposit required to confirm bookings)

Remaining Amount Due Prior to Event or onsite: $

Please make check pavable to: Passion Project, LLC

Please mail check to:

Check payments preferred please. If paying with credit card/online
payment, an additional .029% transaction cost will be applied to total bill.
Please mail deposit check to confirm booking and mail remaining balance

to arrive before event begins OR have remaining balance check available
onsite during event & provide to Kevin following the presentation.
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Invoices: I send the invoice along with
a contract agreement. The invoice is
the bill statement and often what most
companies need to process payment.
'The invoice is different than a contract
agreement for this reason. My invoices
now require 50 percent deposit (non-
refundable) upfront to confirm booking
agreement and block out dates on my

calendar. Most groups will pay this. In
fact, it makes you appear more profes-
sional. If they cancel on you, it is their
dime and not yours. Of course, you hold
yourself to that date as well, even if a
higher-paying gig comes through for
that same day.

Here’s a portion of page one from a
sample invoice:

INVOICE

Date:

From:

Employer ID #:
Address:

Phone:

Please invoice to:

Passion Project LLC
81-422%%+**

Invoice: #

Summary Description of Services

Summary

The Speaker agrees to present two(2) customized and high-energy motivational keynote presentations

(60-90 minutes) total (Tuesday, April 30 and Friday, May 3) for

conference event. Summary details are below:

Insurance Company

e Customized design and delivery of two (2) 60-90 minute keynote presentations,
(note: upon contract approval, Kevin will contact you to learn more about your event, attendees

and objectives so he can begin customizing the program.)

+ Fifty (50) autographed copies of Kevin’s best- selling leadership book, “Think

Differently to Achieve Success!",

* Unlimited free Amazon.com eBook download for every participant of Kevin’s book on

day of event,

* Book signing autograph session immediately following keynote(s),

Speaking Agreement Fee:

* Notes:

1. Speaking fee is all inclusive.

(all inclusive)

2. 50% deposit due to confirm booking. Check payments preferred please.
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When I first started speaking, I made
lots of mistakes. One of those was not hav-
ing a signed contract. About one month
before an event took place, the person
who had hired me for speaking took a
new job with a different company. The
new person who replaced them decided
they no longer wanted to coordinate the
event where I was supposed to provide
a half-day training. They sincerely apol-
ogized, but it was my fault for neither
having a signed agreement nor collect-
ing a deposit. Either, or both, would have
prevented them from canceling. And
to make matters even more frustrating,
I had another speaking inquiry for that
same date which I had previously turned
down because I was not available.

Another time I made a very poor
rookie decision was when I booked a
speaking engagement and then referred
it to someone else once a higher-paying
engagement came through. I did not
think the client would mind, but they
did. In fact, they were extremely upset
with me and asked for the deposit back.

Speaker Tip: When something nega-
tive happens, don’t ever allow it to hap-
pen again. As my dad told me one time,
“Son, some lessons are expensive. All you
can do is learn from them so they don’t get
repeated.”

Sample Step 5: 50 percent of your

speaking fee is paid in advance to block
your speaking date and confirm your
presentation.

As I have shared earlier several times,
I did not collect deposits earlier on in my
speaking career. Two weeks before one
particular speaking gig was to take place,
the client canceled on me — “not enough
registrants for the conference” they wrote.
I started collecting deposits after this and
I have never had a problem since.

Let’s review the process one final time.

Step 1: Speaking inquiry arrives or you

make outreach and they respond.

Step 2: You respond and set up confer-

ence call to discuss their needs.

(note: see sample “Phone Script” on www.

paidtospeak. biz/worksheets)
Step 3: After successful call(!), you send a

customized three-tiered proposal.

Step 4: After proposal terms are agreed
upon, you send contract agreement and
invoice.

Step 5: 50 percent of your speaking fee
is paid in advance to block the date and
confirm your speaking engagement.

* If you are working through this book
and completing the module activities, you
should have inquiries arriving by this
point! Responding to inquiries is easy...
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it’s getting inquiries fo originate that can
be time intensive! If you are not receiving
inquiries by this point, lets look into this
together. Reach out to me.

Important: You should have your
response email templates, outreach
email templates, phone script, speak-
ing proposals, contract agreements and
invoices ready as soon as possible. Not
having them ready will cause you delay in
responding to inquiries and unprepared
when an opportunity arises needing your
quick turnaround. I also feel that not hav-
ing the documents ready is akin to you

telling the universe that youre just not

ready yet. On the contrary, having them
ready means you are ready and you’ll
be sending out that ‘Available For Hire’
energy vibe! I shared this in Module 2 as
well...be ready for an opportunity.

True Story: Earlier this year I was con-
tacted at 4:17pm by a meeting planner
to speak at a major conference event. For
some odd reason, she needed a contract
and invoice by 5:00pm that day because
the planning committee was making
their decision that evening at 6:00pm! I
didn’t ask too many questions when she
told me upfront, “We’ll pay your full fee.
I need it today though.”

Do you have your response email template, outreach email template, phone
script, speaking proposal, contract agreement and invoice ready? If so, write

‘YES’ below. If ‘NO’ write ‘NO’ below.
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In this module, we have described in

MODULE 4 REVIEW

detail the importance of:

speaking pro bono and how to mon-
etize those engagements

how to grow into larger speaking
engagements

criteria for establishing your speak-
ing fee and when/what to charge

understanding what your target
industry can afford

the psychology of your speaking fee
and how to position yourself

the process from inquiry to pro-
posal to contract and invoice

e having templates ready for inqui-
ries, proposals, contracts and
invoices

If you have completed all the reflective
questions, then congratulations! You are
ready for Module 5, Gezting PAID Book-
ings Consistently! However, if any portions
are missing, I highly recommend you go
back and complete them now. The check-
list on the next page will help ensure you
have completed each question.

If you don’t have time to do it right, when will
you have time to do it again?”
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MODULE 4 CHECKLIST

I understand the benefits of speaking pro bono.

| embrace the power of speaking locally in order to speak
with larger groups later.

I understand Kevin'’s criteria for when to charge.
| have set my own criteria for when to charge.

I understand tips for maximizing speaking fee and adding
value.

| am confident about knowing what to charge.
| am confident about my three-tiered proposal model.
I know what my target industry(ies) can afford.

I understand how speaking fees can be impacted by industry

and psychological factors.
I have a template for proposals, contracts & invoices.
I am ready for Module 5.

Yes__ No____
Yes_ No__
Yes_ No__
Yes_ No
Yes_ No__
Yes_ No__
Yes_ No
Yes_ No__
Yes_ No
Yes_ No
Yes No

If you have checked ‘YES’ on all the items, proceed to Module 5!

™ As a final reminder, I have provided a free worksheet for each module to help you work
through the most important exercises as well as to provide samples of documents I have
included in this module. Visit www.paidtospeak.biz/worksheets to download (passwam’:

paidtospeak).
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MODULE 5:

Getting PAID Bookings Consistently

“The difference between people who achieve their goals and ones

who don’t is all about strategy and consistent execution.”

“Repetiz‘ian 1s the mother of skill.”
~ ANTHONY ROBBINS

Are you excited about getting PAID
to $PEAK?! If you have followed
the modules appropriately, you should
already be busy responding to inquiries
and following up on speaking leads! If
you have held yourself accountable to
complete each section but are not feeling
momentum or clarity, then it’s time to
reflect why. Do you feel stuck? Is it final-
izing your program? Perhaps you arent
making enough outreach or your target
association isnt the right one for you
now. When you reach out to me for your
complimentary coaching call after com-
pleting this book and leaving a review, I

will help you. Whatever you do, do not
STOP! You might actually be two feet
from gold this very moment. The phone
call or email inquiry you've been long-
ing for might be just around the corner.
You are likely less stuck than you feel. I
share this from my own experience and
the experience working with many other
speaker coaching clients.

Remember, speaking professionally is
a business. And if you're planning to treat
your speaking seriously, then you need to
assume the seriousness of being a busi-
ness owner — an entrepreneur. Just like
any business where customers purchase
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a product, the office doors just being
open does not mean people will walk in
and buy product. The store owner must
provide a service or product that people
want, need and know about. The owner
must also give a potential customer a rea-
son for walking into their store. In this
scenario, you are the store owner. You
must do the same consistently for your
speaking business. If people are going to
hire you for speaking, they must want,
need and know about you.

You have accomplished so much by
reading and completing the guiding
questions in this book. Let’s revisit what
you now understand about the business
of speaking that you likely did not know

before.

You:

® Jave a good understanding of your
speaking aspirations

® Jave reflected on your speaking
parameters and limitations

® understand how your speech can help
an organization and its people solve
problems and challenges they are
facing

® ‘now what differentiates you as a
speaker

® Jave developed a powerful Call to
Action in your speech
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created an engaging program that
,éeeps attendees involved

have crafted that speech in an outline
format

have begun to practice that presenta-
tion to ensure Yyou are reaa’y

know what industries are most
applicable for your topic

have verified at least one target asso-
ciation in that industry

know when and where that associa-
tion meets

are attending an event in the near
future to network with professionals

know how to submit conference pro-
gram proposals and REFP’s

are excited and have strategies about
ways to connect and keep in touch
with professionals in those industries
understand what your ideal associa-

z‘ian/indusz‘ry typically pays speakers
know how not to under/overprice

yourself
feel confident knowing when and
what to charge for speaking

are clear with how to frontload value
and negotiate/maximize speaking fee
have a proposal, contract and invoice
ready to launch

are ready for that first PAID 4~figure
speaking check!
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YOUR SYSTEM FOR SPEAKING
Success is not created by taking just

one step or a series of steps just once.
Success is the result of applying a stra-
tegic system over time. Similarly, getting
booked and PAID for speaking is the
result of applying a consistent speaking
system over time. Many factors matter.
If even one aspect of the system is miss-
ing, then the whole system suffers. Like
spokes on a bicycle wheel, if even one
spoke is too long or too short, the entire
wheel suffers. The result will be a rough
ride. I hope you have identified what
your spokes are so that your ‘wheel spins
smoothly and quickly.

What I have shared in this book is
a blueprint model which allows you to
customize it for your own speaking. I
believe the success I have had in my own
speaking business is replicable for any-
one who is passionate about speaking
and willing to invest the work like I did,
and still do. As long as you have followed
the blueprint and taken action along the
way through this book, you should feel
ready to apply your own personalized
system. Your approach, based on your
speaking niche and delivery style, will be
different than mine — in fact, it will need
to be. No two speakers are the same. The
importance of a system though is that
you have one and you make it your own

to differentiate yourself and stand out
in your own way. Then you apply that
system over and over, becoming more
successful and polished each and every
time.

Each of the modules I have outlined
for you contain building blocks to help
you construct your own speaking busi-
ness in the proper order. Step-by-step
and block-by-block they are in their
order for a reason. Trust my process. If I
didn’t feel they were important to get you
started or to help you grow your speak-
ing business, I would not have included
them. There are many, many other aspects
of your speaking business that you still
need to have developed and nurture. It
is for this reason I established “7he Vault’
providing you with all sorts of additional
samples and templates of important
items I use in my own speaking business
(www.paidtospeak.biz/vault). Otherwise
this book would easily be an intimidating
500+ pages of material with simply too
much content for you to absorb at once.
At some point you will need everything

inside “7he Vault.”

Special Offer: As a ‘thank you’ for pur-
chasing this book, when you decide to sub-
scribe to “Ihe Vault,” I will provide you

with lifez‘ime access whereas others only

have one-year access.
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In this module I am going to share
a collection of tips, recommendations
and lessons learned that have helped
me develop and glue my overall system
together. Some of the items I have never
shared with anyone until publication of
this book. I've learned the hard way on
many occasions and I also have learned
from watching others learn ‘harder.’
Either way, these lessons learned are
teachable moments for you to bene-
fit from. Just as I learned from others,
you can learn from the mistakes I have
made. As you progress, you will make
your own lessons as well. Share those
with me and I'll include that wisdom in
my next book!

If the speaking business was easy,
there would a lot more speakers out there.

Sometimes I think there are already too
many. However, as long as speakers are
making a powerful and authentic impact,
then that’s quite a bit of empowerment
and positive influence being applied in
this world.

As I have shared many times, the real-
ity is that the speaking business is just
that - a business. You have to treat it as
such. If you treat speaking as a hobby,
then you will have a hobby income.
Treat speaking as a business and you
will have a business income. If you
have read this far and have completed
the reflective questions, you have dem-
onstrated seriousness commitment to
treat your speaking as a business. And as
a result, you should expect those type of
results.

Are you planning to treat your speaking as a hobby or as a business? Write

which one below:

There will be times you want to give
up or question yourself. That’s OK.
Expect to feel that way so you are not
surprised when it happens. It’s during
these times you need to put yourself as
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a participant in your own speech. What
advice would you give yourself? Walk
your talk. Do what you encourage oth-
ers to do. It’s an interesting scenario to

role-play.
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Example: A few years after writing
my first book, Zhink Differently, I went
through a tough time personally for a
tew weeks — my dog had died, a rela-
tionship had ended, I had a sciatic nerve
issue in my back...you get the point.

After listening to me gripe and com-
plain for over an hour, a good friend of
mine asked, “Kevin, didn’t you write a
book about how to deal with adversity?
You're the master at positive psychology
so if anyone can think differently about
a situation, it’s you!”

Wow, hearing this from them set
me straight pretty quick. It’s tough to
be a motivational speaker when you
are not feeling motivated yourself.
So at the end of the day, you have to

walk your talk. Do as you say in your
presentation.

As speakers,we have to prime our own
motivational pump. No one is going to
do it for us which can also make it lonely
at times. The only way we are going to
maximize our success as a speaker is by
doing the things most people will nor
do. And by taking those actions, we will
be successful. When other people quit,
we do not. When other people get frus-
trated and doubt themselves, we do not.
We march on and push through the
frustration because we have a guiding
vision for speaking. It is only a matter
of time before that speaking opportu-
nity comes through. We must prime our
own pump!

What advice would you give yourself right now about speaking?
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HOW BAD DO YOU WANT IT?

f you are going to be successful, you

need to possess the same desire for
SPEAKING that you do for breathing.
When you want something bad enough,
you'll do seemingly crazy things in order
to manifest it in your life.

Example: A few years ago, I thought
I had purchased a flight for one of my
speaking engagements. The evening
before the engagement, I went looking
through my email files for a copy of the
flight itinerary. I could not find my reser-
vation anywhere. After a few phone calls
to the airline, I realized my mistake. I had
never actually purchased the flight!

Buying the flight the night before was
going to cost me over $1,000. My only
options were to purchase the uber-expen-
sive flight or rent a car and drive 1,000
miles across the United States. If I drove,
it would be a 16-hour trip one way...and
I would need to leave immediately.

I looked at my dog sitting next to
me. If he could talk, he would have said,

“Stupid Dad. Just stupid.”I literally said to
my dog, “We’re going on a road trip boy.”

I packed my bags, rented a car from
the airport and drove 16 hours through
the night for that speaking gig. I arrived
two hours before the presentation, did
the keynote, took an hour powernap
afterward, and then hit the road driving
16 hours back. In two days, I drove over
2,000 miles. The car rental agent was not
happy with me when I returned the car.
I remember him asking, “Where in the
he*l did you go son!?”

I didn’t tell anyone about this random
act of mishap craziness until writing this
book. At first I was extremely embar-
rassed about my mistake. Now I realize
that this experience was actually a test
of my hunger for speaking. I passed. It
was also a lesson I needed to experience. I
have had a few other late night and early
morning drives but nothing as ridicu-
lous as the story I just shared with you.
One thing for certain is that I have never
missed booking a plane reservation since.
Lesson learned.

On a scale of 1-10, 1 being ‘not so much’ and 10 being ‘I’'m starving,” how
hungry are you to speak? Describe your desire:
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SURROUND YOURSELF WITH
SUPPORT

he reality is that there might be

someone in your life who will ques-
tion your pursuit for speaking. Someone
close might even doubt you. It is crucial
that you surround yourself with people
who believe in you and support your
speaking aspirations. There are doubt-
ers and haters everywhere unfortunately.
Perhaps your motivation for them is not
through a speech, but rather in being a
walking testimony about the importance
of living a dream and stepping outside
of a comfort zone to try something new.
Don't talk to them about speaking; rather,
show them the results of having a dream
for something and working to make that
vision a reality. When you don't feel sup-
ported contact me. It will be my privilege
to pump you up and remind you that you
can be as successful as YOU want to be.
What matters is what you believe, not
what anyone else thinks.

I do recognize though that if you are
married with three children and consid-
ering quitting your job to launch into
speaking, your spouse might question
how the bills will get paid. That is under-
standable. You don't have to quit your job.
You can still pursue speaking by taking
one step at a time, like I did, and setting
the proper parameters for your speaking.

Begin with the end in mind and follow
your passionate vision. It’ll bring a new
life and energy to your world. As Zig
Ziglar told me when we spoke one-on-
one (see Preface), “When you have pas-
sion for something, you'll find a way to
make it happen.” And once you start
making $1,000, $2,500 and $5,000+ per
speech, that might alter your spouse’s
mind and perception of you speak-
ing. And most certainly once you crush
through your current salary and become
your own boss with no limitations, I'm
confident you — and your spouse — will
both be happy in other ways as well. It
might just take some time and you fol-
lowing my process very strategically!

If you have complicated circumstances,
and everyone does in some fashion, treat
your strategy for speaking like planting
a garden. Your thoughts and desires are
seeds. You plant those seeds in the right
soil, sunlight and then you water them
daily. Those seeds grow into plants over a
period of time, and ultimately, they bear
fruit. As this metaphor demonstrates, you
truly do reap what you sow.

Plant your speaking seeds and nurture
them with passionate care. Over time you
will be fascinated by what grows. The fruit
you will bear will be determined by the
seeds you plant and how you surround them
in the right type of environment you con-
trol. Be patient and ask for encouragement
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from those around you. You need their
support more than anything. Understand if
they have concerns about your new journey.
But more importantly, seek to understand
why. Strive to communicate your plan and
strategy so they have confidence in why you
will be working so hard, especially at the

beginning. Once they understand, they’ll
be on your side. Once you start speaking,
and making money, they’ll be your biggest
cheerleaders. If you feel like they are not on
your side, chances are they need some time
to better understand your ‘why’ and start
seeing your results.

Write the names of people close to you who you feel will, or already do, sup-

port your pursuit of speaking:

I recommend you contact these indi-
viduals and let them know you appreciate
their support in advance. Let them know
you will need their encouragement and
understanding. Be grateful to them early
on. You'll receive that back tenfold.

However, do not be surprised that
some people close to you may not under-
stand or support you as you might expect
— or hope. This occurred to me and it was

surprisingly painful. Again, what’s most
important is what you believe. However,
if the person not giving you full support is
your spouse, for example, then it’s in your
best interests to fully understand their
concerns. It’s likely an issue of commu-
nication. Remember, plants do not grow
overnight. Neither will your speaking. But
your speaking will grow and could further

grow beyond your wildest expectations.

Write the names of people close to you that you feel might challenge you or
not understand your pursuit in speaking:

Why do you feel these individuals will not understand or support you?
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CONSIDER THE SOURCE
Never take advice about speak-

ing from someone who does not
speak professionally, full-time. If this
‘advice’ counters anything I've shared
in this book, consider the source. I'm
happy for you to email me. I promise
to respond.

Also, expect there to be times when
you get advice from others you may not
like. Expect it so you aren’t surprised. Peo-
ple will give you unwarranted criticism,
tell you what to do and make comments
that you do not agree with. During these
times, I want you to remind yourself of
one thing - consider the source.

Example: Not too long ago, a coaching
client called me with a few questions
about speaking. I felt we had a positive
breakthrough in our prior monthly call
and I was looking forward to hearing
progress. After hearing a few of his ques-
tions, I was surprised. I felt he had taken
a different direction since the last time
we had spoken. I asked, “Is there some-
one you have been talking to since our
last coaching session?”

There was silence on the phone, so I
repeated my question.

“What do you mean?” he asked.

In a delicate tone, “I mean, someone
has gotten into your head and made you

doubt yourself. You know the answers
to the questions you've been asking me.
What makes you doubt yourself right
now?”

He said, “Well, I was talking to
and they got me think-

ing different.”

I paused. I had invested quite a bit of
time with this person and I was quite sur-
prised he allowed himself to get stumped
by a naysayer who didnt even speak for
a living. He was now questioning the
strategy we had developed together for
his speaking success.

I kept silent.

“Are you still there?” he asked.

“Tam,”I'said.“Look,youhave come tre-
mendously far since we have been working
together. I am proud of you. But with all
due respect,
is not a speaker. They have no clue how
to make a dime in the speaking business.
Please, consider the source when you talk
with other people. What this other per-

son told you is not something I would

recommend for your situation.”

Moral of the story — consider the
source when you get feedback and advice.
If you receive feedback from someone
about speaking who is not a speaker, what
do YOU think you should do?

Consider the source. Contact me if
you have a question or idea.

KevinCSnyder.com | PAIDtoSPEAK.biz + 131




PAID To $PEAK™: How to Become a Professional Speaker

Please acknowledge below that you will consider the source when receiving
feedback. Simply write “YES” below as a commitment:

SHOWING APPRECIATION TO
CLIENTS

How do you plan to thank your cli-
ents for hiring you to speak? Will

you show appreciation? If so, how?
Regardless of my honorarium amount,
I always send an immediate thank you
via email to all those involved with book-
ing me to speak. They have a message
waiting for them first thing in the next
morning. Additionally, within 2-3 days I
send a hand-written thank you card in a
package with several autographed books.
I make my own personalized quote cards
which are an excellent branding tactic. I
have received pictures via email and text

from clients that show my thank you
cards framed and placed on their desks
and walls. My point to you is, send a
hand-written thank you.

For speaking bookings where at least
a significant portion of my fee is paid, I
send an edible arrangement. I'll typically
invest $75-$100 on a nice arrangement
without blinking an eye. It’s a business
expense plus their entire office will likely
be grazing on it all day long and asking,
“Who sent the arrangement?” Hope-
fully the answer will be, “That incredible
speaker we booked for the event!”

See how that works? Showing appre-
ciation and gratitude makes an impact.

What are some of your ideas to show appreciation to your clients after they

book you to speak?
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KEEPING IN TOUCH

How are you keeping in touch? Or
are you? This goes back to Module

3 and developing a system for staying in
touch. If you do not have a system by now,
why not? There are plenty of resources
out there to help you. Some cost money
and some are free. I highly, highly recom-
mend you develop a system for staying in
touch not only with attendees who opt-
in to receive your information, but also
with your clients and prospective clients.

Note: Never, ever, ever send unsolicited
emails or newsletters to people who do
not opt-in and give you permission to

contact them. This is a HUGE ‘no-no’

and will place you on their unprofessional
list. You'd be better off not sending them
anything than to send them information

they didn't ask for.

Example: Several years ago I received
a speaking booking directly as a result
from sending a newsletter to opt-in

subscribers. It had been months since I
had sent anything and I was doing a poor
job of keeping in touch at the time. The
email I received read:

Kevin! Just got your newsletter and
remember seeing You present at a con-
ference over two years ago. Our state
association just announced they are
looking for speakers at their upcoming
conference. Are you available March
4th by chance?

'This example proves a point that meet-
ing planners and executives may not need
a speaker tomorrow, this month or even
this year. However, when they do need a
speaker and you have kept in touch, you
will be on their mind. Also, this inquiry
met all three of my criteria for charging
a full speaking fee. You can see how my
criteria for establishing speaking fee now
works in action. In this example, the per-
son making the inquiry was contacting
me and had seen me before. My full fee
was paid.

What is, or will be, your system for keeping in touch?
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TRACKING SPEAKING LEADS

You also want to have a system for
tracking speaking leads. For me, I
do this ‘old school’ with a simple email
tolder. I simply file leads and prospec-

tive speaking opportunities in my ‘Leads’

email folder. I then make it a point to
look inside this folder every 2-3 weeks to
make follow ups.

I also type those leads into a tracking
Excel document so I can add notes and keep
track of the status. Below is an example:

Type of Speech?
Company/ | Confirmed or (keynote / Event
Organizati Inquired? rkshop / etc.) | Event Date | Location

Kevin's gig inquiry and tracking system to confirm speaking engagements and payments into the bank!

Event
Planner
Contacts

Additional
notes

Balance
Received?

Deposit
Amount

Deposit | Balance
Received? Due

What is, or will be, your system for tracking speaking leads?
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REFERRALS
Every referral should be a humbling

experience because that likely would
not have been a speaking engagement
received otherwise. Of course this feels
great when people do this for us, but think
about the last time yox made a referral
for someone else? Referrals are a two-way
street. Remember, give to get.

You might be thinking, “Kevin, why
would I want to refer someone else
and give away business?” Well, first off,
youre not giving away business. You
make referrals for other speakers to cli-
ents who have already booked you to
speak. Since they just brought you in,
they likely will not be bringing you in
again for 2-3 years, regardless of how
awesome you were. Speakers are rotated.
So why not ensure that rotation stays in
the family? When you refer others, what
do you think happens afterward? They
appreciate you and usually refer right
back to you...it’s a beautiful thing and it
feeds itself. This referral network doesn’t
always work the way it should, because
not everyone is a giver.

Example: A fewyears back I received three
speaking inquiries where I was not avail-
able. I hated missing these opportunities,
but I referred each of these inquiries to
one particular collegiate speaker colleague
who I knew could do a great job. Within
a few months, I had referred over $10,000
in speaking business to this person.

You would have thought that I might
have received a nice thank you card, a
bottle of wine, a gift card, or perhaps even
a nicer gesture of appreciation. I hand
delivered him over $10,000 he would not
have earned otherwise.

WEell, what I did receive was...noth-
ing. In fact, the only ‘thing’I ever received
from this person was a text message stat-
ing, “Thanks K-Dawg!”

I did not refer these speaking oppor-
tunities with the expectation of receiving
anything back. However, it is an unspo-
ken gesture of professionalism to pro-
vide recognition when others help you
get business. This person is lucky I didn't
ask for a commission or have the contract
go through me. To this date, I have never
received a referral from this person refer-
enced. I also have never referred him again.

Who are other speakers you would be willing to give referrals?
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CREATE CHECKLISTS

Without a checklist you wi// forget
something, and it likely won't be
too important until you need it most.
Learn from my mistakes. I have forgot-
ten my laptop, my laptop charger, my
wireless remote clicker, handouts, my
introduction, my shoes, my suit, my cell
phone, my cell phone charger, etc. You
name it, I've left it somewhere at home,
in the airport or in my rental car. If you
do not have a checklist yet, create one.
Once you forget something, like me,
you'll develop a checklist then. Don't
wait.

I also have a supplies checklist which
I keep a print copy on top of my suit-
case before each and every trip. I also
have a checklist for all the pre-speech
details. I write these items in my calen-
dar so I do not forget. A sample is on
the next page:

KEVIN’S SPEAKER CHECKLIST:
DO NOT FORGET!!

Pre-Event Communication

e Review and follow script for ‘Final

Happy Call’ 1-2 weeks out.
e Reminder/Update call 2 days

before.

e Get copy of finalized agenda/
schedule.
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e Inquire about updates/changes.
Review copy of agenda/sched-
ule. Confirm logistics, room set-
up, handouts being provided, AV
needs, ppt, arrival time, sound
check, lavalier/lapel mic?

e Will someone be picking me up
from airport? (if required)

e Will room set-up include tables,
moveable chairs, etc.?

e Will participants have pens?

e Music
introduced?

playing before I

am

o Confirm length of presentation
time. When is hard stop?

e Cell phone of point of contact:

e I.ocation address:

e Time for sound check:

e Name of AV tech:

Packing The Bag — confirm day before

e License and flight itinerary, car
itinerary and hotel itinerary

Back-up debit/credit card
Directions to venue location
$150 cash

Laptop & Battery Charger




PAID To $PEAK™: How to Become a Professional Speaker

o Wireless remote clicker and extra
batteries

e HDMI cable and sound cord
® Pens & stapler
e Referral slips, handout copy and 2

copies of introduction

e USB (w/ ppt saved); also email
to myself and upload to Google

Drive

e Bag of prop items (TPIR shirt,
hamster wheel, rubberbands,
etc.)

e Video recorder and tripod; ensure
space is available on recorder &

charged.

e Books and Square processing
for books (have $40 in cash for
change)

e CD with music.

TYPE YOUR AV/TECH
REQUIREMENTS

Set yourself up for success, not fail-
ure. Your meeting planner needs
to know everything needed for your
speech. Providing your requirements
in a document checklist makes you low
maintenance and also professional. To
view a sample of my AV checklist, click
the following link: www.kevincsnyder.

com/for-meeting-planners. A sample
is below as well:

AV/Technical Requirements for Keynote Presentations

Speaker, Kevin Snyder, will bring with him:
+ Toshiba laptop (Non Mac)

+ Projector with VGA connection cord for connection from laptop to

projector(s)

+ Projection screen (for audiences above 300, 2 screens are

recommended)

+ AV cord that runs sound from laptop to house sound system

(for wideo sound in presentation)

+ Monitor in front of stage facing Speaker, if possible, so Speaker can
see presentation rather than look behind. (Note: Kevin does not
need PowerPoint; rather, to ensure he knows what audience is
seeing!)

Lavalier microphone for Kevin

Additional handheld microphone (for audience participation)

Skirted table on-stage

One chair on-stage

Assistance for providing handouts to audience members upon arrival

® & & & @

For questions, please call #919-633-9931 ar email

4.

With Passion,

- Dr Kevin € Syder * Tallored workshops, Kemotes Coaching ¢ wwwRevisCSnpdencom * @HevincSmder
OFFER TO CREATE EVENT
PROMOTION

Usually an event planner doesn't need
your promotional assistance, but I
offer to create an event flier or marketing
piece for them to share with attendees.
By having it in an attachment, they can
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forward it along via email. They could
also copy and paste on their event web-
site, if available, and distribute however
theyd like. Samples of this are available
in “The Vault.” Here’s another example as
well: https://bit.ly/2tqUsqT.

I provide marketing promo videos
as well. These are more complicated but
very effective. Consider how you can
help promote the event where you are
speaking. Even if the planner doesn’t
take you up on it, they will appreciate
your offer. They’ll remember you for it
as well. To view a sample of one of my
event promo videos, click the following
link, www.youtube.com/watch?v=YiT-
-6L_Hc8&feature=youtu.be, or visit the
worksheets resource page for this book
located on www.paidtospeak.biz/work-
sheets (password: paidtospeak).

CARRY A SPEAKER INTRODUCTION
WITH YOU

Your introduction sets the tone for
your speech. Make sure you are
introduced the way you want and need
to be. Carry copies of your introduction
with you regardless if you have previously
sent the planner an introduction. With
so much on their mind, they will likely
forget it anyways.
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Remember that whomever is intro-
ducing you is not a speaker. They are
likely the not-so-exciting CEO or
Executive Director who has no clue
how to engage an audience. Take con-
trol of your introduction by having it
with you. I have been introduced so
many horrible ways. The worst intro-
ductions were always when I didn’t
ensure they had my introduction. They
introduced me their own way. Learn
from my mistake.

I have different introductions for my
youth audiences, college audiences and
professional audiences. Furthermore,
I customize each introduction slightly
so it’s targeted for the specific group I
am speaking. I also have several slides
that go along with my introduction to
help engage the audience while they
are listening to me being introduced.
If you read my introductions, you’ll
notice areas where the audience actually
laughs...and remember, this is during
the introduction!

A sample introduction is below
and you can also view samples of my
introductions for high school, col-
lege and professional audiences on my
website at  www.kevincsnyder.com/
for-meeting-planners.
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]
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Introduction for Kevin Snyder @ e A
\<'KEVING
| SNYDER
. [ Q T
FARM S
BUREAU

INSURANCE

It's my privilege to introduce Dr. Kevin Snyder, a “recovering” motivational
speaker who has presented to over ONE MILLION people throughout all 50
states and numerous countries.

Kevin just so happens to live here in North Carolina, and he and his wife are
expecting their first child just a few weeks from today. Kevin has her
permission to be here :)

Kevin is the author of several books, with a best-seller titled “Think
Differently TO Achieve Success” --- which everyone here gets a free copy
today!

He's also sailed around the world, presented a TED talk, and will even be
attempting a Guinness World Record this summer for the longest speech in
history ... but don’t worry, it's a speech he will NOT be giving to us today. :)

From speaking to book publishing to living his dream of being a Dean of
Students at High Point University, Kevin's claim to fame though, is that he
lived his childhood dream of meeting Bob Barker and appearing on the
television game show, The Price is Right. :)

Please join me in welcoming our speaker.

Kevin, Come On Down!

Important note: [ would expect some mild audience laughter or
applause after each :), so feel free to pause for 1-2 seconds

SET REALISTIC EXPECTATIONS never received a response. Or they submit-
ted a few ‘Call for Programs’ and kept get-

have worked with aspiring speakers who ‘ _ :
ting denied. They immediately expected to

quickly become frustrated because they

spent a few hours sending out emails but ~ **™ several speaking bookings a month
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and each at the $3,500+ level, yet they
became frustrated with speaking pro bono
or at a discounted rate. They became even
more frustrated when referrals and spin-off
inquiries were not following a presentation.

We discussed these issues in detail
throughout Modules 3 and 4 of this book.
You now know that you must implement
a consistent system approach for both
FINDING opportunities and being
FOUND. Speakers SPEAK. No one can
refer you for speaking if they have not
seen you speak. Moreover, no one can
inquire with you for speaking if they do
not know about you.

It is a slippery slope when you begin
to doubt yourself. Do not listen to that
negative mental chatter trying to con-
vince you that you will never be PAID to
speak. Do not allow yourself to become
frustrated. If you have worked through
this book alongside me, remind yourself
how close you are to your next speech.
You just need to have the proper expec-
tations within a realistic timeframe.
Neither expect results too quickly nor
too far out. For whatever it is worth, I
am confident you will achieve success
much more quickly than I did. What
took me over a decade to understand is
what you are learning in this short book.

Important: Even the most prominent
speakers and companies have teams of
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full-time speaker bureaus and admin-
istrative and marketing professionals
making phone calls, sending emails and
paying prime marketing dollars to coor-
dinate and promote their speaking, books
and seminars. I will not drop any names —
well maybe just a few: John Maxell, Bren-
dan Burchard, Tony Robbins, Les Brown
and Success Seminars.

This should be an ‘aha’ moment for
you. It is crucial that you recognize even
the highest paid speakers must advertise
and lay rubber to the road somehow. They
do not sit back and wait. Rather, they pay
people to advertise and help them be
tfound. In fact, think of the last time you
became aware of a seminar or speaker
presentation. Without needing to know
what type of event it was, someone was
paid to promote it! Even for successful
speakers and seminars, it takes a village
and a lot of work to be successful.

Note: I am a huge fan of John Maxwell,
Wayne Dyer, Tony Robbins, Les Brown
and Success Seminars. I would not pick
on names of people or groups if I didn't
already respect them. I name them to
point an example for you simply prove
my point. Apply your system and work
hard. Plant seeds and nurture them so
they can grow. They wont grow over-
night...but they will in time. Set realistic
expectations.
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Reflecting on your speaking goals, do you feel you have realistic expectations?

Write down the specific date you expect to earn your first, or next, PAID
speaking engagement:

How much do you truly envision being PAID for that speech?

How much do you truly envision being PAID per speech one year from now?
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THE BEST ATHLETES HAVE COACHES

have written this book with you in

mind. I designed each module to be
a coaching blueprint so you can under-
stand, customize and apply the con-
tent regardless if we ever talk or work
together. I hope my writing style has felt
conversational, organized and encour-
aging. I also hope you appreciate the
practical examples, stories and tips from
the road that I included. Unlike other
books about professional speaking, I did
not want to simply give you abstract
examples. Rather, I wanted to lay it out
for you step-by-step like a roadmap you
could follow.

Now that you are close to finishing this
book, it is imperative that you find some-
one who can continue to guide, support
and mentor your progress and develop-
ment. More bluntly, if youre truly com-
mitted to your speaking, then you will
need to find a speaking mentor or coach.

Find someone who can help you
advance to the next level. This person
must be someone who is a successful
speaker and understands the business. I
caution you on hiring a business coach
who isn't a professional speaker. Whether
you ask me to be your speaker coach or
you have someone else in mind, make
a commitment to find someone. Often
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when someone agrees to mentor or coach,
they also make connections for you and
help you grow your speaking network. At
least this is what I do for my coaching
clients...and I take them behind-the-
scenes with me on phone calls and onsite
speaking engagements.

On my website, www.PAIDto-
SPEAK.biz, I have outlined what my
coaching programs look like. I can cus-
tomize my coaching to fit your budget
and timeframe as well. I ofter personal-
ized 1-on-1 coaching in either a 5-week
or a 10-week program. I guide you along
the way and answer questions each week
to ensure the content is understandable
and applied for your speaking goals and
niche. I review your information and
provide feedback from a meeting planner
perspective. I also provide a 1-day retreat
where you spend the full day with me.
Other opportunities you can consider are
my online coaching program, my TEDx
speaker coaching, “The Vaul’ and my
“Speaker Mastermind Group.”

Whatever you decide, have some-
one who can support you, mentor you,
guide you, cheerlead you, and be avail-
able to you. Most importantly, work
with someone who has experience and
a proven track record in professional

speaking.
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List below those people, or person, who could be your speaking mentor or coach:

Now send them an email. Tell them your goals for speaking and that you’d ap-
preciate their support and guidance to achieve those goals!

In this module, we have anchored princi-
ples to help you be successful as a PAID,
professional speaker. I shared a wide vari-
ety of tips and ideas to help you grow a

speaking business like a professional. You

You CAN do it. You WILL do it.
Do NOT quit 2 feet from gold.

MODULE 5 REVIEW

now know about:

the importance of developing and
applying your system consistently

forecasting tough times so they are
not a surprise

identifying how hungry you truly are
surrounding yourself with support

showing appreciation and keeping
in touch with your clients

carrying your speaking introduction
with you

e how important it is to create and
provide checklists

e both giving and getting referrals
e finding a speaking mentor and
e setting realistic expectations

Congratulations! You have done it!
I hope you feel not only inspired but
also equipped with new knowledge and
a blueprint that will support your jour-
ney to speak and inspire others. You are
embarking on one of the noblest of pro-
tessions. Be authentic. Share your story.
Be unique. Work harder than anyone
else. Work smart. Inspire.
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MODULE 5 CHECKLIST

I understand the power of applying a consistent system.
| expect certain times to be tough as a speaker.

I am extremely hungry to become a successful speaker.
I plan to surround myself with support.

I have identified those people who will and will not
understand my speaking aspirations.

I have a plan to show appreciation to clients.

I have a plan and system for keeping in touch.

I have my AV checklist completed and ready.

I have my speaker introduction completed and ready.
| plan to give referrals for other speakers.

| will find at least one speaking mentor.

I plan to set realistic speaking expectations.

If you have checked ‘YES’ on all items, CONGRATULATIONS!

Yes
Yes
Yes
Yes
Yes

Yes
Yes
Yes
Yes
Yes
Yes
Yes

See next page to learn how to schedule your camplimenz‘ary

coaching call with me to ask questions and talk through

any portions of this book.

144 » KevinCSnyder.com | PAIDtoSPEAK biz

No
No
No
No
No

No
No
No
No
No
No
No




I Want To Hear From You!

would be hon-
ored to hear
from you and
receive your feed-
back on this book.
I'd also greatly
appreciate you
sharing your feed-

back as an Amazon

review so others
will know about the benefits of this book.
In appreciation for leaving a review, I will
provide you with a complimentary coach-
ing call to answer any questions you may
have about the book and provide further
explanation.

Follow these steps below to leave an
Amazon review and schedule your com-
plimentary coaching call:

1. Find this book on Amazon first.

You can do this in three ways; (a)
Visit your Amazon account and

find the book in your “Orders”
tab, or (b) type “PAID to SPEAK
and Kevin Snyder” in the Ama-
zon.com search bar, or (c) visit
www.paidtospeakreview.com.

. Once you find the correct book

on Amazon, scroll down to “Write
a Customer Review.” Write your
review there.

. After leaving your review, schedule

your coaching call with me here:
www.calendly.com/snyder

Note: If you have questions about

leavin g a review, contact me.

(Kevin@KevinCSnyder.com)
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NOTES
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148 » KevinCSnyder.com | PAIDtoSPEAK biz




BONUS!

How to WRITE & PUBLISH
Your Book in 90 Days!

Q fter having success publishing my
rst book in 2007, I've been asked

countless times for help from speakers
who also wanted to become authors. That
interest, similar to why this book was writ-
ten, combined with meeting an extraordi-
nary editor who worked with me on P4ID
to $PEAK would evolve into the creation
of Write Way Publishing Company in
2015. As co-founder of Write Way Pub-
lishing, I am honored to have worked with
and supported dozens of aspiring authors
become published and live their dream

of  publishing
a book. As a
speaker, publish-
ing a book will
differentiate you
and should lead #
to boosting your speaking business. Books
sell speaking and speaking sells books!

For more information about book
publishing  services offered through
Write  Way  Publishing, WWW.
WriteWayPublishingCompany.com. Sev-
eral book publishing packages are available.

visit

of request letters to publishers to even get a response. Today with new

l Until now, writing a book required years and dozens - if not hundreds -

publishing technologies, you can write your manuscript quicker than

you ever thought possible! In just a short period of time, in as little as
90 days, you can even FINISH and become an author.
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et’s keep it simple - the only way to

finish writing a book is to start and
hold yourself accountable to finish. This
may seem to be a simplistic statement,
but similar to speaking, book publish-
ing requires massive focus, commitment,
strategy and follow-through. I believe
most anyone can become a published
author if their desire is stronger than the
adversity they will face along the way of
completing it. By having passion, pur-
pose and a process, becoming an author is
not rocket science. Most aspiring authors
struggle with the basic fundamentals
and trying to do it all on their own. As
a result, writing becomes a frustrating
chore, the manuscript never gets finished
and the overall quality is hindered.

In the next few pages, I've condensed
the most important aspects of book writ-
ing and publishing that you need to be
aware of upfront. 'm going to help you
get your mind ready to write, become
more efficient when writing, organize the
best outline possible, and end up with a
completed manuscript in as little as 90
days...or less! If you have the desire to
become a published author, follow these
clear action steps to make that desire a
tangible reality!

Following each section, I'll be asking
you a question or two that will help clar-
ify and personalize the content for your

book. Trust the process. Feedback from
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dozens of author clients proves our rec-
ommendations and guidance are essen-
tial. Don't speed through these steps.
We encourage you to think about and
complete each question. You'll be condi-
tioning yourself and focusing your mind
so you can write in the "write’ way...and

finish!

FOCUS

Follow One Course Until Successful

BUT FIRST...WHAT TYPE OF BOOK
ARE YOU GOING TO WRITE?

oday we can no longer think of a

book as just bound printed pages.
In addition to printed books, we also
have digital books to read on e-book
reader devices and audio books to listen.
New technology has made it possible
that books can now be enjoyed, and pur-
chased, in a variety of formats.

These new technologies have also
opened the door to new publishing
opportunities, resulting in ‘gatekeeper’
changes in the book world. Writers are
no longer dependent on the big publish-
ing houses to get their books published.
Now authors can retain ownership and
control of their work, publish their con-
tent independently in the profitable new
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world of self-publishing, and retain well-
deserved royalties.

Both the concept of what constitutes
a book and the path that book takes to
become published have changed irrevo-
cably. Now the author, i.e. you(!), gets to
decide what to deliver, when to deliver it,
and in what form. This is an extraordi-
nary new era for aspiring authors!

Books come in many genres, styles,
formats, and lengths. Nonfiction, fiction,
memoirs, family history, poetry, business,
professional workbooks, self-help, cook-
books, collections of blog articles, a nar-
rated speech, and children’s books name
a few broad genres. There is an audience,
large or small, for any subject or book
category you can envision.

'The length of a book can be any size
as well, from 30 pages to 300+ pages,
more or less. People once assumed a
‘real’ book could only be a thick novel or
a lengthy non-fiction biography involv-
ing years of extensive research meeting
‘industry standard’ approval from a pub-
lisher. These are incorrect assumptions
in today’s book world — which is why we
tormed Write Way Publishing Company!
How else would aspiring authors know
that publishing and self-publishing has
never been more possible?

Your future book can be written
on any topic you wish, written in any
length, and in your preferred style. Your

book will be whatever you want it to be.
You can have your book available glob-
ally on Amazon.com, or you can print
only a few copies as a legacy project for
family and friends. Because of technol-
ogy, our society has evolved into a do-i#-
yourself era today, rich with experience
and sharing opportunities that allow
more people than ever before to learn
from others. Do not convince yourself
that you are not worthy to be an author.
You are worthy because you have a mes-
sage to share. Your book is your speech!
Your book can be comprised of several
speeches! You are worthy to write and
should write!

Your intellectual property is your
book. What you know is your book.
Your business is your book. Your work-
shop or keynote presentation is your
book. The story behind your achieve-
ments is your book. The story of your
tragedy and struggle is your book.
Whatever message you feel passionate
about is your book.

Writing a book must come from desire
to share your story, adventures, struggles,
lessons, characters, and what you have
learned through research or experience.
Share what inspires you so that you can
be an inspiration to others. There have
never been more resources available to
help you become published than there

[§ . )
are write’ now.
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KNOW YOUR PURPOSE FOR
WRITING

nowing your ‘why’ for writing your

book and anchoring to this purpose
will help you persist and complete the
book-writing marathon. There will be
times of frustration and times of writer’s
block, times of doubt and times of feeling
‘over it.’

It’s during these times that you must
press on, reminding yourself why you are
writing, and, of course, thinking about
the multitude of benefits you will receive
once you become a published author.
'The work you do now and in an acute
period of writing time will have a posi-
tive impact on not only your future in

many different ways, but also the future
of your family, your speaking career and
your finances!

So what is your ‘why?’ Is it for per-
sonal fulfillment, to build business cred-
ibility, to generate additional income for
your business, to leave a legacy, to inspire
others, to share your knowledge, all of
the above, etc.? Knowing your ‘why,’ your
purpose in writing, will help provide the
motivation you need to get out of bed at
4:00 a.m. or keep you writing at night
until 4:00 a.m. Knowing my ‘why’ and
anchoring to it when I needed it the most
is how I was able to write my first book,
finish my Doctorate degree, and build a
successful speaking business.

Circle below some of your ‘why’s’ for writing your book. Why is it important

to you to publish?

Share content to help others
Legacy project

Support speaking business
Other:

GETTING YOUR MIND ‘WRITEFE’
Getting your mind ready to write is

an imperative first step to complete
your book manuscript. You must be men-
tally ready and properly conditioned for
the undertaking before you start writing.
Don't think about your book layout, font
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Establish credibility
Extra income

Personal interest

style, editing, cover, publishing, or book
sales at this point. That is important but
it will come later. What’s more important
is understanding what being ready actu-
ally means so that you can organize your
content, avoid distractions, push through
writer’s block, and find time to write in
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your already busy schedule. Focus only
on being mentally ‘in the zone’so you can
write, and finish, the manuscript draft.
You have nothing for an editor to look
at, nothing to publish, and nothing to
sell on Amazon or during a speech if the
manuscript never gets finished. Is this
clear? So, just like in speaking, take this
one step at a time. Follow the guidance in
these short few pages.

Getting your mind ‘write’ means you
identify a writing system that works for
you. Don't start writing before you are
ready. Don't FIRE, AIM, and then get
READY! Instead, get READY. AIM.
Then WRITE...!

Ready. Aim.
Wwrite....

The main components of our rec-
ommended system to help you get your
mind ‘write’and ready are:

o Know when _you’re most producti‘ve
and alert

® Schedule consistent blocks of time to
write without distractions

e Expect frustrations

® Berealistic with expectations

Ready.

READY.

WHAT TIME OF DAY ARE YOU MOST
PRODUCTIVE?

hen are you most alert and at

your best? Are you a morning
person, a night person, both or nei-
ther? Do you feel most productive
early in the morning while most every-
one else is asleep, late afternoon over
a cup of coffee, or late at night? Also,
due to your work and life schedule,
when can you reliably set aside time to
write during your most alert period?
What schedule and writing timeframe
is best for you?
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When you identify your time of day
and environment that helps you attain
maximum focus, clear of distractions,
that is the time for you to schedule a
two or three-hour writing block. Do not
write early in the morning if you are not
a morning person. Do not write in the
late evening if you routinely get tired
after a full day of work and family activi-
ties. If you have a full-time job, then per-
haps you only have the time and energy

to schedule writing time once during
the week and focus writing time on your
weekends.

Being aware of when you are at your
best is crucial. Most people do not know
when they are at their optimum, so you
might have to experiment a little to fig-
ure this out. The point is, know when your
mind is most alert and schedule writing
blocks during that timeframe so you can

write the “Write Way!”

What time of day are you usually at your best?

What days of the week do you routinely have more available time?
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READY.

SCHEDULE TIME WITHOUT
DISTRACTIONS

You likely schedule all sorts of priori-
ties each week, so why not schedule
time to write? If writing a book is a sig-
nificant goal for you, then you need to
simply prioritize it. Tell those who are
important to you that you are embark-
ing on writing a book which will require
focus and dedication. Share with them
that you likely will not be as available
to them as you normally are for a few
weeks. Explain to them why writing your
book is important. Be sure to have them
understand so that they can be your big-
gest cheerleaders!

As I share in my motivational presen-
tations, “What we care most about is also
what we’re willing to work the hardest
for.” Becoming an author is no excep-
tion. If writing a book were easy, every-
one would be doing it. It’s hard and it’s
time-consuming to become an author.
It can feel very lonely at times as well.
That’s why most people who desire to
write or start writing never finish. This is
why having a publisher like Write Way
Publishing Company is extremely help-
ful because you are assigned a writing
coach to help you with accountability,
motivation and support when it’s needed
the most!

We frequently hear from some aspir-
ing authors that they try to fit writ-
ing into their already existing schedule,
than their
upfront to write. To my knowledge, we

rather scheduling time
have never worked with someone who
successfully finished their manuscript by
writing 15-30 minutes a day or whenever
they had time. On the contrary though,
our successful authors scheduled their
writing time, were assigned one of our
writing coaches, and held themselves
accountable to write.

Scheduling your writing time blocks
and keeping to your writing schedule will
help you stay motivated because you will
see regular, real progress toward finishing
your manuscript. Firmly keeping to your
dedicated writing time will help you stay
focused during your writing sessions as
well. A schedule you abide by and honor
will minimize the temptation for other
things to distract you and pull you away
from your writing.

We recommend that you identify
three difterent writing sessions each week
that are at least three hours in length. If
you can afford more time, then wonder-
tul, but strive for a minimum of eight to
ten hours of weekly writing time. Sched-
uling sufficient time to write will give you
time to review your outline, review a few
prior pages of your writing, and then set-
tle into your writing zone so you can be
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mentally at your best. I personally need
at least fifteen to twenty minutes for my
brain to start feeling focused and zoned
in’ for writing. Once I hit my zone, magic
begins and my fingers start typing.

Yes, eight to ten hours of weekly writ-
ing time likely means giving up some lei-
sure time, some sleep or even time with
tamily and friends, but remember, writ-
ing your manuscript is only temporary,
and there is a reward at the end—your
book!

Honor your writing time as well. Turn
oft your phone, social media and email
in order to put yourself in an environ-
ment where you will not be distracted
or tempted. Let’s think about that envi-
ronment for a moment. Depending on
your schedule and your preferences, you
may prefer to find a quiet place at home
to write, you may prefer to go to a local

coffee shop to be around people, or you
might prefer some other place of inspi-
ration. The important thing is to find a
place where you can avoid distractions
and be at your best so you can enter your
writing zone.

You might also need to choose things
around you to feel more comfortable and
relaxed. Music or no music? Inside or
outside? Private office or bustling coffee
shop? Coftee, cocktail or water? All these
small decisions will help you hit your
writing zone more quickly and easily.

If you ever feel unfocused or distracted
when trying to write, it’s likely because
you haven't placed yourself in the ‘write’
environment at your optimum time of
day. Don't force yourself to write if you're
not zoned in. Instead, identify what you
need to do to get in the zone and become
distraction free.

Describe the best place and environment that you will write:

Write the days and times during a week that you can schedule writing time

blocks:
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Of the writing time blocks you just
listed, you will need to honor them by
adding them to your calendar! Also, be
sure others important to you know about
them as well. This way they understand
these times are when you will not be avail-
able. If you don’t work with Write Way
Publishing during your writing phase,
we encourage you to find someone, or

people, who agree to be in your support
network and provide encouragement.
Ask them if it’s OK for you to share
your writing goals with them so they can
check in with you for progress once or
twice a month. When you know some-
one is going to expect an update from
you, you'll be amazed at how much more
productive you'll be!

Who is someone, or people, who can serve as your accountability partner?

READY.

EXPECT FRUSTRATIONS
I I: very author will experience frustra-

tions and challenges while writing.
Even I have writing this book! Writers
encounter a moment, or even days, when
they felt frustrated or mentally exhausted.
As long as writers expect these moments
though, they won’t be caught off guard
and can push through. Frustrations can
occur anytime, especially during the ini-
tial outline generation phase, on chapter
one, on the final chapter, during the edit-
ing and re-editing phase, when writer’s
block sets in, or even with something as

simple as getting stuck on a particular
word or concept.

You need to accept that frustrations
will surface at some point. When do you
expect that to be in your writing journey?
'The bigger question is how do you get
through it?

During times of frustration you just
need to take a break. Here are some
tips:

Go for a walk
Listen to some music
Grab a drink or snack

Talk with someone close to you

about what is happening
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e [Exercise, meditate or perform
breathing exercises

® Re-read your previous chapter to
get the flow back

e Look at your outline and think
about what you will work on next

e Work on a different part of your
manuscript

e Reflect briefly on where your frus-
tration is coming from

If you don't actively deal with the frus-
tration, you'll become more frustrated by
the simple fact you're frustrated! So expect

Jfrustrations. It’s part of the writing jour-
ney and something every author must

break through.

What are frustrations you foresee when writing?

Why do you feel you are experiencing, or might experience, those frustrations?

READY.

BE REALISTIC WITH EXPECTATIONS

t youre like me, you probably want

your book published yesterday. Writ-
ing is one more thing calling for your
time in an already busy schedule. You're
investing part of your life in writing your
book and sacrificing other significant
priorities to achieve it. When finishing
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the book might seem overwhelming, take
a few minutes to savor the anticipation
of having your book completed. Imagine
holding a copy of your very own book in
your hand. Envision it in someone else’s
hand too! You can manifest this vision
by staying focused and disciplined in the
writing process. Sometimes you will just
need to remind yourself that you will be
a published author soon.
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Your Calendar. We've talked about
the power of your writing schedule, but
of course, the total time length will vary
depending on your total word count.
Overall though, what does that calendar
timeline look like for you? If you're plan-
ning an opus with the scope of War and
Peace, obviously you will need more than
three months of writing time. You need at
least some idea of the scope of your book.
Do you envision your finished book to be

100 pages, 250 pages, or something mas-
sive? Now ask yourself when you'd like to
have the first draft complete. Be realistic.

Sun Mon Tue Wed Thu  Fi sm
1 T 3 4

5 6 7 8 9 1w u
g, AR, B o
I T, - S
\ 28 9 W

\‘y

Write down below the specific date you realistically think the first draft of

your manuscript will be written:

that all your work will be worth the investment you’ve made! Begin

I Now circle this date, smile, and congratulate yourself! It’s on this date
@

and write with the end in mind!

Now that you have committed to
that important date, work backward
on your calendar and mark off as many
two or three-hour writing time blocks
as you realistically can afford. Be clear
about your expectations for when your
book will be finished. Assess the time
in your schedule you think you can set
aside to write. Does the available time
seem realistic to achieving your manu-
script draft date? If not, will you add

more writing time or move back the
first draft date?

With the realistic first draft target
date in mind, chunk your writing process
in segments. Here are some very general
tasks to consider using a non-fiction book
draft on a familiar topic to be completed
in 90-days as an example:

e Write a brief (2-3 sentence) para-
graph summarizing your book
concept
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e List ideas you want to cover in

your book

e Devise a content outline based on
the topics

e Create chapter divisions

e Set weekly word/page writing goals

Your actual word count will vary based
on good writing days and slow writing
days, but the numbers will give you tar-
gets and keep you on track. You should

also mark word or page goals on your cal-
endar. For example, you could write about
10,000 words a month for three months
to create a 125-page book. Divide this
out based on the number of your writing
periods in the month to set word or page
goals for each writing session. You might
discover you need fewer writing periods
or more words/pages per period! Don't
obsess about the goal numbers, but do try
to stay on track. Make sense?

Now That You Are READY & Have Your Mind ‘Write,’
It’s Time To AIM!

Ready. Alm.

READY. AIM.

CREATE YOUR OUTLINE FIRST

W'hen planning a trip to a specific
destination, you need directions—
a roadmap if you will. Likewise, in writ-
ing your book, you must know where you
want to go and how to get there. Other-
wise, you'll be driving around aimlessly.

A book outline is akin to a roadmap for
writing your manuscript. It’s important
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that you have a general sense of how you
want your book to be organized. Without
an outline, there’s a tendency to meander,
forget relevant issues, or get lost trying to
make your key points. The result is a lot
of extra work for you and your editor.

If you have held yourself account-
able to complete the questions up until
now, then you at least understand how to
get your mind ‘write’ already and have a
schedule prepared. But before you begin

writing your manuscript, you must create
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an outline. Make this a fun process and
expect your outline to change and evolve
as you begin writing.

To get your thoughts flowing on out-

line generation, you need to ‘brain dump.’

Start by writing down thoughts, themes,
chapter title headings, scenes, characters,
stories, experiences, triumphs, tragedies,
talking points, quotes, subtitle head-
ings—anything on topic that comes to
your mind. Write on a memo pad, on
sticky notes, on a whiteboard, etc. What'’s
most important is getting your thoughts
written out. It will clear your mind and
allow your creative juices to flow.

The more you can write down, the
better. Don’t censor. Don't edit. Don’t
put limits on your thoughts. Just write
ideas that come to mind. You won't cap-
ture everything in one swoop and cre-
ate your exact outline in one sitting, but
you will get a good start. More ideas will
come to you.

Once you have phase one of the ‘brain
dump’ complete, now organize that jum-
ble of ideas into an outline draft for your
book. Identify and isolate your main top-
ics, scenes, and points on your road map.
Group and circle related ideas and pat-
terns as subtopics under the main topics.
Or if your book follows a certain timeline,
organize the events accordingly. From
there, add bullets for key points you want
to make under each subtopic.

There are several ways to organize
your ‘brain dump’ and you might create
your own way. However you do it, in a
short amount of time you will produce
a rough working outline of your manu-
script. Congratulations! This process
works especially well for non-fiction
books. Using plot points within this
process, instead of topic ideas, can help
you create an outline for your fiction
book.

Here’s another way to think about
this ‘brain dump’ and organization pro-
cess...imagine you are putting a 1,000-
piece puzzle together. What would do
you do first? Most people place the lid of
the puzzle box in front of them and then
dump all the pieces out on the table. After
scanning the pieces, they begin sorting
through puzzle pieces pairing common
colors, edge shapes and patterns.

Another approach that helped many
of our author clients quickly and success-
fully develop their outline is allocating a
wall at home or in your office for sticky
notes. Each sticky note is a ‘puzzle piece’
of content that you create through the
‘brain dump’ phase. Whether it’s a story,
a quote, a lesson, a metaphor, an experi-
ence, etc. — write only one per sticky note.
As you write these sticky notes, place
them onto a clean wall or whiteboard.
No organization needed at this point.
Just get them written down and posted.
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Tip: You'll need more space than you
think so use an entire wall or get a very
large whiteboard! And remember, there
are no limits to this process. Just because
you write down a thought doesn’t mean

you have to use it.

Once you feel you have captured all
the most important ideas that come to
mind you could, take a step back and
look at your wall. Appreciate and rel-
ish all your ideas. You’'ll likely be very
surprised how much content you have!
Now start looking for common pat-
terns, themes and categories. Begin
grouping these common sticky note
themes together like you would by mak-
ing a puzzle. After you have categories
grouped, then decide the order of cat-
egories to be introduced in your book.
Nothing is set in stone and things can
be moved as needed. It’ll likely take a
few sittings to complete, but piece by
piece, your wall outline will begin to
take shape and look like a beautiful
picture!

Because your ideas are all now writ-
ten down and you can actually see your
book unfolding, you'll feel progress.
You'll also be flooded with more clar-
ity than you've ever had before. This will
make more sense once you do it. Trust
the process.
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Once complete ask someone who
knows you well and is aware you are
writing a book, i.e. family member or a
close friend, to come look at your out-
line wall. Have them scan your ideas and
ask them to share any thoughts you may
have overlooked. Since they know you
well, they likely have additional stories,
memories and experiences you can con-
sider including.

As additional ideas come to you
throughout this entire process, remem-
ber that you can add sticky notes anytime
you wish. You might likely also decide
not to include certain sticky notes, but
do not throw them away! Rather, move
them into a ‘parking lot’area of your wall
or whiteboard. You might decide to use
them later or perhaps even in your sec-
ond book! You initially wrote them down
for a reason. What’s most important
during this outline generation phase is
to get ideas out so your mind becomes
more clear and that you have a roadmap
to write!

Creating your outline is not that dif-
ficult but it is a crucial step that requires
time and focus. It also requires a system
to identify your content and some time
to organize. And remember, even after
you begin writing, you are likely going to
make modifications to your outline. As
any changes are made, be sure to keep
your revised outline updated.
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Step 1: Brain Dump Step 2: Look for common themes

Step 3: Organize and categorize Step 4: Decide order to write

c D e _
T 8 e i s i e o Expect ‘aha’ moments at completely ran

mind at unexpected times. Do not risk
losing those aha’ moments and precious
content opportunities by saying yourself,
“Tll remember that.” Unfortunately, you
likely won’t and that great idea is unfor-

dom times and in unexpected environ-
ments. Keep a notebook or recording
device on you at all times and especially
where you spend large amounts of time—
in your office, your car, your home office,
your bathroom, even beside your bed.

Kz‘unaz‘ely forever gone.
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Carry a voice recorder on your next long  to record notes on your phone. Text your-
drive or walk. Place a dry erase board in  self ideas. Write yourself emails and file
your shower. Carry a small notepad and them in an email folder specifically for

pen with you through the day or be ready  your book ideas.

Invest 15 minutes right now and begin making a list of points you plan to
include in your book. Write them below.
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Congratulations! If the preceding pages are full of ideas, youre well

on your way! This list is just a start for your outline, and it’s a good one.
If you have questions or get stuck, contact Write Way Publishing Company —
www. WriteWayPublishing Company.com

Ready. Alm.

READY. AIM.

THE POWER OF THE DEDICATION

he book dedication is powerful, and
needed, inspiration for finishing
your manuscript. By writing the dedi-
cation upfront, you know you are writ-
ing in honor of someone or something

important to you. After you write your
outline, or perhaps even before, write
your dedication and put it somewhere
visible, so you see it every time you
write. Post it on your wall or tape it to
your computer. Looking at it will inspire
you to do your best and to push through
challenges.

Who are you dedicating your book to? Write your dedication below:
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Ready. Alm.

Write....

READY. AIM. WRITE...

WRITING YOUR MANUSCRIPT
j .7011 have your writing calendar laid out,

your writing time is scheduled, your
‘why’ is anchored, your mind is ready, those
people important to you understand you’ll
be writing often, you have your outline
complete, and your dedication is posted for
inspiration...now it’s time to write!

It’s perfectly fine that your writing not
be perfect upfront, so do not expect it to
be. You will likely rewrite some portions
over a few times. Your editor will help you
polish your work so don’t expect a polished
gem on the first draft. Even the most expe-
rienced authors have several editors and
several rounds of editing to get their final
manuscript ready for formatting and pub-
lication. I'm not suggesting you will need
several rounds of editing; instead, I'm just
reminding you to set realistic expectations
upfront and not be too hard on yourself.
Just start writing and following the pro-
cess we have outlined for you in this book.
Unless you hire a ghostwriter, no one can
write your book for you.
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Pay attention to your writing sched-
ule. Don’t get bogged down or frustrated
with yourself. If one part isn't flowing,
move to a different section or chapter,
and come back later to the area where
you were temporarily stumped. In fact,
you might find it more helpful to start
writing in a later chapter than you would
for a beginning chapter. These kinds of
things are part of the creative process.
Allow your inspiration to guide you.

I’'ve never worked with an author cli-
ent who didnt experience some sort of
frustration or setback along the way.
When you do experience any frustrations
or issues, contact us! We'll listen and
then talk you through it. We can help you
climb to the top of Mount Manuscript!

And remind yourself that once it’s
done, it’s DONE! You will then have the

majority of your future book complete.

AFTER THE MANUSCRIPT IS
COMPLETE, THEN WHAT?

fter the manuscript is complete, then
omes editing. Editing is a must, even if

your budget is tight. You should not format
or have your manuscript sent to a publisher
until a professional editor has reviewed your
manuscript. Otherwise, I guarantee that
you will have published mistakes that sacri-
fice the total quality of your book you have

invested so much time in. Why risk it?
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Editing is important because it pro-
vides another set of careful eyes, profes-
sional eyes, on your work. While you
should always consider the source of the
teedback, having an editor, or editor team,
for your writing will provide you with
needed perspective. Editors will see issues
that you will not, including errors and
phrasing that might need clarification.

So should you expect to hire an edi-
tor? Absolutely. You must find someone
who does editing professionally and has
edited numerous books before. Read por-
tions from some of their previous book
projects. Respectfully, a friend of yours
who enjoys reading is not an editor. Of
course they think they are...but they are
not, respectfully. Also, a beta reader is not
an editor. An editor needs to be someone
with professional experience who you
trust to review your manuscript with the
utmost professionalism and experience.

You do not want a misspelled word
in your book or a phrase that just doesnt
make sense. Readers who see mistakes will
not finish your book and leave negative
reviews. Again, why risk it? You are so close
to the finish line and have already invested
countless hours, sacrificed so much time,
read and re-read your book many times.
Finish strong. Finish professional.

An editor will not only help you see
your blind spots, but they’ll find them.

Being so close to your work, it’s normal

not to notice needed text corrections, con-
fusing sentence structure and character
development that needs work. An edi-
tor with a fresh perspective and lens will
catch needed edits you have likely missed.

‘There are several different kinds of
editing. A developmental editor helps
you along the way. As you're writing each
chapter, or portions, they are providing
you feedback. Developmental editing is
extremely helpful for new authors who
want to ensure the quality of their work
is professional from the beginning.

Copyeditingisanother type of editing.
A copy editor will read your manuscript
line by line for text errors, confusing pas-
sages, continuity, incorrectly used words,
and the like. Often this requires more
than one pass through the manuscript. It
is up to you whether to accept or reject
their editing feedback. Be sure to keep an
open mind!

Once you have integrated the copy
editor’s feedback and created a newly
revised manuscript, a proof editor reviews
again and searches for misspelled words,
errant commas, added spaces, poor sen-
tence breaks—all those annoying little
things that can make your book look less
than professionally done. The copy editor
can be the same person as the copy editor.

The challenge becomes finding the
right person or persons to serve as your
editor(s). Again, for best editing results,
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choose editors who are not friends or
family. Choose people who can provide
the level of editing services you want to
be reflected in your final product. Also,
select an editor who is familiar with your
book genre. A business book editor might

not be the best choice for the romance
novel or memoir you're writing!

In many of Write Way Publishing
Company’s publishing packages, editing
is included! www.WriteWayPublishing-

Company.com

List names of people or resources who can provide editing support for your

manuscript.

WHAT ABOUT INTERIOR LAYOUT
AND FORMATTING?

n what format should your book be

written? How should the book be laid
out? What font type and size should you
use? What about margins? Headers and
tfooters? What resolution is necessary for
pictures or images, and how should they
be submitted? What about color prefer-
ences and type of paper?

These are all great and important
questions. There are many more con-
siderations and decisions you should be
making as well! A professional format-
ter will guide you through each one care-
tully. However, if you are just beginning
to write your book, do not even think
about formatting yet. There’s no need to.
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Focus only on your writing and finishing
your manuscript. Once your manuscript
has been edited and you and your editor
agree it is the final polished product, then
and only then is your manuscript ready
for formatting.

A book not properly formatted will
never be approved for publishing! Unless
you are experienced with layout and for-
matting, let your publisher handle this
for you. Formatting requires professional
design expertise. Do not spend need-
less hours trying to format your book
yourself. You need to know formatting
specifications and how to properly set up
your book for the printer who is publish-
ing your book. Your job was to write the
book. Let a professional formatter make
it look great!
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WHAT ABOUT COVER DESIGN?

Your cover is the book’s first impres-
sion. It will also be the deciding fac-
tor whether people will purchase your
book or not. Similar to editing and inte-
rior formatting, designing a book cover
requires professional design expertise. It
also requires knowledge on setting up
the cover file so that your publisher can
approve and print the cover successfully.

We've worked with many writers who
initially attempted to design their own
cover, had a mass-produced template or
had a friend design their cover for them.
Unfortunately, not only did the covers
not look professional, but the amount of
time and money required to make correc-
tions and adjustments ended up costing
them more than if we had just designed
the cover for them to begin with. A book
cover not properly designed will never be
approved for publishing.

Unless you are experienced with cover
design, let your publisher handle this for
you. Again though, if you are just begin-
ning to write your book, do not even
think about cover designs just yet. Focus
only on your writing and finishing your
manuscript.

HOW TO FIND A PUBLISHER?
rite Way Publishing Company

works with writers in any location

and with all types of books. Our team
prides itself on over-delivering and pro-
viding the best value for your investment.
Our philosophy is that your book is as
important to us as it is to you.

Being co-founder of Write Way Pub-
lishing and having published several
books myself, I understand every detail
that is required to publish a book suc-
cessfully. Write Way Publishing’s one-
stop-approach ensures no detail is left
out and you have everything you need
to produce a finished product that looks
professional.

Contact us so we can talk more about
your book and learn more about you. Our
consultations are free and we can offer
you a variety of free resources. We also
provide editorial assessments on work
you have already written. Assessments
are a great start to help you write on track

and finish!

FINAL THOUGHTS
Are you feeling clear on where to

start? Are you feeling more confi-
dent in your direction and ability to write
your book? What might get in your way?
Reading this far proves you are serious
about writing and becoming a published
author. I'd love to hear from you and
will happily provide a complimentary
consultation. Write Way Publishing is
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passionate about all kinds of book genres
and, humbly, we’re pretty good at getting
our aspiring authors to the publishing
stage!

Before I close this book so you can
begin writing yours, let’s recap 12 impor-
tant concepts you have learned:

o The anly person who can write your
book is. .. you/

® Current technology has changed the
traditional model of publishing and
made it an amazing time for anyone
to become a published author now

® Knowing your ‘why,” your purpose
for writing, is a powerful motivator

® [fsimportant to get your mind ‘write’
before you start writing

° Ia’em‘zﬂ and write anly within your
most producz‘i‘ve and alert times

Scheduling time to write fosters focus
and /.)e/ps you meet Your writing gaals

Ha‘ving an accountabi/iz‘y partner

will help you stay on track

Expecting frustrations along the way
and dealing with them before they
get out of hand will make your writ-
ing path smooth and more enjoyable
Developing your book outline pro-
vides you with a roadmap for writing
Your book dedication can provide you
with powerful inspiration and moti-
vation to complete your book
Editing is an essential part of the
process and there are several types
of editing to help you polish your
manuscript

Editing comes before formatting.
Formatting comes before cover design

Write Way Publishing Company is here to help you! Contact us for
a complimentary consultation and learn more! I hope you will put
what you’ve learned here to work to get your book written. Write the
book once and benefit long term for all the reasons you wanted to
write your book in the first place!

Ready. Aim.

Wwrite....

©- @@
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To Your Speaking and
Publishing Success!

~ Kevin

Kevin@KevinCSnyder.com
KevinCSnyder.com
@KevinCSnyder

PAIDtoSPEAK .biz
WriteWayPublishingCompany.com
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I Want To Hear From You!

would be honored to hear from you

and receive your feedback on this
book.

I'd also greatly appreciate you shar-
ing your feedback as an Amazon review
so others will know about the benefits
of this book. In appreciation for leaving
a review, 1 will provide you with a com-
plimentary coaching call to answer any

questions you may have about the book
and provide further explanation.

Follow these steps below to leave an
Amazon review and schedule your com-
plimentary coaching call:

1. Find this book on Amazon first. You
can do this in three ways; (a) Visit
your Amazon account and find the
book in your “Orders” tab, or (b) type
“PAID to SPEAK and Kevin Snyder’
in the Amazon.com search bar, or (c)
visit www.paidtospeakreview.com.

2. Once you find the correct book on

Amazon, scroll down to “Write a Cus-
tomer Review.” Write your review there.

3. After leaving your review, sched-
ule your coaching call with me here:
www.calendly.com/snyder

Note: If you have questions about
leaving a review, contact me.
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