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How to Make   100,000+  
as a Professional Speaker 
 
With Rob Pennington, Ph.D.,  
educational psychologist and  
award-winning speaker, trainer, coach and author 
 
 
Module 1:  How to Find Speaking Opportunities  
                        (The Secret is they are EVERYWHERE!) 
 
 
“There’s an audience out there right now who is hoping to find 
someone with your exact message, delivered in the way that only you 
can deliver it.  Every moment you put it off is a missed opportunity to 
help someone find a solution they need to make life better.” 

Brian T. Edmondson, author and coach  
 Internet Marketing Made Easy 

 
“The more often you speak, the more often people will pay you. It 
helps if you can make it easy for them to remember you the next time 
they are looking for a speaker.” 

Dr. Rob Pennington  
 
SESSIONS:  
Module 1: How to Find Speaking Opportunities  
Module 2: How to Land Speaking Engagements & Get Multiple Gigs From One Client. 
Module 3: How to Ask for Your Fee & Get Paid Really Well  
Along the way we will also cover ways to use speaking to market your services, 
create products, generate publicity, expand your platform and create more paid 
speaking.  And remember – a free coaching session for anyone who completes all 
three sessions. 
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FOR THOSE JUST BEGINNING…. 
If you are in the process of getting your presentation and/or pf together, then let 
me encourage you to find a local professional speaker who can coach you to 
make your progress easier and quicker.  In addition, here are two of the best 
associations of speakers:   
Toastmasters International http://www.toastmasters.org is a wonderful free 
support group for both practicing and receiving feedback for your presentations.   
When you are serious about the business of professional speaking, The National 
Speakers Association is the goal standard. Investigate their 10-month 
Speakers Academy at a chapter near you.  http://www.nsaspeaker.org.   
 
YOU ALREADY KNOW …..  
 
1. List a few organizations that you already belong to or have in the past that   
use speakers for their meetings. (Use opportunities where you already have 
credibility to expand out to others and create product along the way!)  
 
 
 
 
 
 
 
2. List a few organizations you don’t belong to that you think probably use 
speakers.  (The longer the list the better.)  
 
 
 
 
 
 
 
3. List a few of your good friends and the organizations they belong to: 
Friend(s)                         Organization 1         Organization 2        Organization 3  
 
 
 
 
 
 
 
 
 
 
Who are you going to call first?                                     When?    
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11 WAYS TO FIND HUNDREDS OF SPEAKING OPPORTUNITIES  
- RIGHT WHERE YOU LIVE 
 
1.  NEWSPAPERS 
Look for listings of local area meetings with the topic and/or speaker (good 
marketing!) along with the contact person (gold!).  Other organizations look there 
for local speakers. An example: http://www.houstonpress.com/calendar/   
It is often more important how many hear that you are going to speak than how 
many actually hear you speak. (More about that in the next session). 
 
2. LOCAL SERVICE CLUBS – Every member belongs to other organizations! 
Go to the national organization’s web site (Rotary, Kiwanis, Optimist, Lions, 
Chamber of Commerce, etc.) and search for your city. Houston has 32(!) Rotary 
International clubs, with the locations and the phone number listed for each. 
http://www.rotary.org/en/aboutus/sitetools/clublocator/Pages/ridefault.aspx 
Optimist International has 20 clubs in Houston area: 
http://www.optimist.org/ClubLocMap.cfm  The purpose of every speaking 
opportunity is to generate additional opportunities to speak.  
 
3. BUSINESS NETWORKING GROUPS  
meetup.com is a national online network of meetings. Houston example: 
http://business-networking.meetup.com/cities/us/tx/houston/ where about 40 
showed up.  Even if free, record everything! You never know when magic strikes! 
 
4. NON-PROFIT SPEAKERS BUREAUS & PROGRAMS 
a. Not Speaker’s Bureaus that represent speakers, but Speaker’s Bureaus within 
non-profit organizations that inform the public about their services.  By 
volunteering to speak for what was then the Mental Health Association (now 
Mental Health America) http://www.mentalhealthamerica.net  I got to speak to 80 
different corporations my first year!   
b. University programs. For many years Clemson University sponsored, 
Professional Development for Women, a series of programs across the country.  
I got huge marketing when they mailed out 50,000 brochures to local businesses. 
 
5. NON-PROFITS  
Non-profits have huge educational needs for their volunteers training for 
supervisors and board retreats. Volunteers are usually involved with other 
organizations that use speakers.  
 
6. RELIGIOUS ORGANIZATIONS 
There are Sunday School and Temple classes, study groups, support groups, 
couples groups, singles groups and retreats that all need speakers.  Beyond the 
speaking which is mostly free, workshops can be offered for a fee that make 
money for you and for the organization.  Once I made twice as much on the 
recordings of my than my fee which was pretty good itself.  
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7. SCHOOLS 
Teachers like speakers in their classrooms where you can produce audio and 
video products geared to a younger audience. Schools pay for assembly 
programs but also for parent after school programs. Districts pay speakers for 
teachers and administrators in-service days.  
 
8. OFFER CEUs 
If you have the credentials, most states make it very easy to create training 
courses that professionals are required to pay for and attend, either in person or 
online to maintain their license – a captive audience though the providers are 
becoming more competitive.  Here is where you can get an application for Texas 
Social Work as example: http://www.dshs.state.tx.us/socialwork/sw_forms.shtm 
 
 9. CORPORATIONS  
Most Corporations have money for speakers/trainers/coaches, primarily in sales 
(contact VP of sales) but also for leadership and change management (VP HR).  
Coaching and training are valuable additional services for a speaker working with 
corporations because of the repeat business they provide.  A speech happens 
once.  Offering a training (speaking with more time for audience application and 
interaction) that a corporation values can go on for years.  Almost every 
professional within a corporation belongs to a professional association.  
Speaking to their associations is anoter powerful way into their corporation.   
 
10. PUBLIC PROGRAMS 
Create your own speaking opportunities.  Partner with an organization made up 
of your target audience who will not only market to their members but also to the 
customers of their members.  You can also partner with an organization, like a 
staffing agency (which I have many times), to sponsor your programs as a ‘value 
added’ free service to their customers.  Fantastic marketing.   
 
11. ASSOCIATIONS – The Mecca for Professional Speakers. 
You start with free local presentations to local chapters, get good referrals either 
directly to national where being paid is more the norm or to the state or regional 
levels.  Penetrating a few associations starts to validate you across associations.  
The center of networks in the worlds of associations are the American Society of 
Association Executives, http://www.asaecenter.org  Meeting Professional 
International, http://www.mpiweb.org/Home, and the American Society of 
Training and Development, http://www.astd.org  As with the service and civic 
organizations, go to these national web sites, find the local chapter contact, 
research the past and upcoming national convention listing of presentations so 
that you can identify the current concerns members are facing so when you call 
the contact you can pitch your solutions as specifically addressing their pains.  
 
Other resources:   
Lanyrd: The Social Conference Directory http://lanyrd.com 
http://seizetheroom.com/articles/3-simple-approaches/ to find speaking opportunities.  
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FINDING OPPORTUNITIES LOCALLY AND NATIONALLY

 
 
I Hope You Are Getting The Idea That Finding Opportunities To Speak  
Is Just a Click Away… 
 
http://www.planningshop.com/associations/ 
 
http://www.usa.gov/directory/tradeassc/index.shtml 
 
http://www.usa.gov/directory/federal/index.shtml 
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You can even go back to being specific to where you live.  
 
To local Service Organizations… 
 

 
 
To local Associations… 
 
 
 
 
 
 
 
Do it now!!  Do a quick search on one of the organizations you listed on page 4 
for which you do not have contact information, along with your city and state, and 
see what pops up.   
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THE BEST BUSINESS STRATEGY: DEFINE YOUR TARGET AUDIENCE 

                                                 Types or groups of individuals who could buy ME 

    
Based on the above, my initial target buyer is:  

Which groups 
within these 
ares: 

Professions Corporations Associations Religious Non-Profits 
 

Other 

 
I understand 
their pain?     

      

 
I offer solutions 
that address 
their pain and 
produce 
positive 
results? 
 

      

 
They can pay 
for my 
solutions? 
 

      

 
They have a 
connection with 
me because? 

      

 
I have 
credibility with 
them because? 
 

      

 
I enjoy working 
with them 
because? 
 

      

 
I care about 
their success 
because?  
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II.  BEING CLEAR on how to get my target buyer to buy ME?   
Clear OFFER of my product or services: Selling me begins with a clear definition of what I do. A 
few words about what I have to offer to my target market are 
Example:  I can save speakers/coaches/therapist time and pain in becoming more successful in 
both generating more speaking opportunities faster but also more income from those opportunities.  

Now try putting it into this format with the “You” being a member of your target market:  

With this ________My Offer________________________________,  

you can __________Benefit of My Offer________________________,  

which means _______Result(s) My Benefit Produces_____________.  

Example: With this Speaking Tele-seminar Series, you can shorten the learning curve of building 
your speaking business, which means you’ll be profitable faster.  
 
Clear STRATEGY to become known: 
Where I could speak for free to become known within my target buyer: (list specific examples) 
 
 
HOW I could speak for free (but not be on a stage) and reach my target market:  
• I could write for the following magazines, journals and/or newspapers in my target market: 
 
• I could frequently and regularly contribute blogs, Facebook groups, LinkedIn groups to: 
 
• Additional opportunities to get free publicity that exist could be:  
 
Other ways I could get in front of my target market and begin building relationships: 
 
Clear STRATEGY to become paid: 
Turn free talks into paid talks with marketing materials that sell ME. My materials: 
 Inform potential clients about why they should book me. 

 Show how I solve a specific problem they have.  

 Portray me as the best person to help them because of experience and expertise. 

 Include a recent professional photo.  

 Have a catchy title. 

 Have the option to be sent electronically or by “snail mail”.  

 Allow me to be easily referred and help me create word of mouth. 

 Link to video of me presenting.  

 Have testimonials from representatives of my target market.  

For those not checked: Write next to each what I will do to produce these results.  
 
Clear FEE - I can say: I have to be ready with a fee when asked. So what are my fees? 
Hour presentation: $_____  / Half day presentation: $____  / Day presentation: $______ 
Hour of individual coaching: $ _______  And if my fees are ever too much… what is my plan to 
negotiate that maintains my fee integrity?  (More in Module 3 on this last one!) 
Based on the above, my next step(s) to reach my target buyers is:  
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INFLUENTIAL PEOPLE WILL HELP YOU FIND SPEAKING OPPORTUNITIES 
Influential people are not necessarily the decision maker.  Usually they are 
people who can influence the decision maker.  For example, how often do you 
think you will not be talking to the actual decision maker? Not often. You are 
actually talking to a person who probably wants to help you get into their 
organization, but they need help in how to bring the best proposal to their boss. 
 
Find out what their problem is and help them solve it. Spend enough time getting 
to know your contact, whether decision maker or not, especially if not, that you 
are able to discover a challenge they face that you can help them address.  
 
Demonstrate sincere interest in the person, and they will show interest in you.   
Its a rule. I believe it’s called Golden! 
 
 
 
 
 
 
 
Unlimited opportunities:  The number of wellness programs, networking 
organizations, breakfast clubs, book clubs, retirement communities, and service 
organizations is for all practical purposes unlimited.   
 
Person responsible for finding a speaker needs help.  For every breakfast, 
networking, service club, association chapter you find, there is some volunteer 
assigned, often a new member lower on the leadership totem pole who has to 
find a speaker - at least once a month.  Some once a week! They are all 
desperately looking for good quality speakers. You can be their best friend, not 
just by giving an impressive memorable talk but by helping them find other great 
speakers as well. They will remember you next year and bring you to their other 
organizations too.  
 
Maybe many of these speaking opportunities don’t pay, but their members all 
belong to other organizations and other associations that do.  Help them out 
and they will work to help you out.   
 
The more you speak, the more your speaking generates more speaking.  In fact, 
the best way to promote yourself as a speaker is for people to see and hear you 
speaking.  Duh! 
 
 
Finding speaking opportunities isn’t the challenge.   
Helping people who need speakers find you is.  

Wise Thought:  
Do unto others…. FIRST! 
 



How to Make $100,000+              10 
as a Professional Speaker 

 

©2013RESOURCE INTERNATIONAL 713-305-5117  GetPaidMoreToSpeak.com 

BE EASY TO FIND  
WHEN SOMEONE IS LOOKING FOR  
YOU…. OR YOUR TOPIC. 

I got these wonderful descriptions of what each social media site looks like from a 
speaker’s point of view from my social media guru, Crystal Washington. I encourage 
you to learn more from and about Crystal.  She has a new video on her home page 
on "Create Measurable Marketing Results" something we all need to know more 
about. If the cost of our speaking can’t be tied to an ROI, to somehow making or 
saving our client money, then we probably won’t be considered as valuable as 
someone who is.   
 
www.http://crystalwashington.com 
 
 

Wise Thought:   
Don’t wait until you have all your presentations outlined and PR material written 
and website created and products lined up and people knocking on your door 
willing to pay you $5,000/talk.  Speakers speak!  Look for any opportunity to 
speak and take it.  Simple truth:  if you aren’t getting paid enough, you aren’t 
speaking enough.   (More about fees in session 3) 
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The HIGH OCTANE APPROACH: 
Joe Charbonneau’s Guaranteed  
1 Paid Speech A Day Process 
 
Joe was both a CSP, Certified Speaking Professional and a CPAE, 
Council of Peers Award for Excellence Speaker Hall of Fame.  He 
was famous for hiring a person to make 25 calls a day and basically 
follow a script (like the one below) to determine whether a particular 
organization or association would: 1) qualify according to Joe’s 
criteria as a potential customer, and, 2) assuming they passed the 
criteria, if they would be interested in additional information about Joe as a 
speaker for one of their events.  Consistently 5 out of the 25 would be interested 
enough to get more information.  Of the 5 one would schedule a speaking date, 
producing 1 paid speech per day for Joe, year in and year out.  He learned that 
the person calling would burnout after 10-14 months, so he would just replace 
them and keep his business going.  Here’s a potential script you could use to 
make 25 calls a day (or hire someone on a salary or commission for 10-14 
months)!  

 
Telephone Sales Script for Speakers 

1. Receptionist answers …  and you say “Hi _____________ .  I’m (your 
name) with (name of speaker or business) in (city). I was wondering if you could 
tell me who is responsible for hiring speakers for your annual conferences 
(selecting speakers for your association/corporate/chapter meetings? 
 
2. That’s _____________ ? Is he/she in? (If no then ask when would be a 
good time to call back? Does he/she have a direct line so I don’t have to bother 
you? Note:  Never, never, never leave a message with someone who does 
not know who you are. 
 
3. Decision maker answers … “Hi ____________, my name is (your name) 
and I work with (name of speaker or business) in (city). I understand you are the 
person at _________ who is responsible for hiring speakers. Is that correct? 
 
4. I will keep this short, the reason I was calling is … I work with (name of 
speaker), a professional speaker, who has been in the business of (keynoting 
association meetings, like yours, for over (XX) years. I was wondering how you 
go about selecting speakers for your conferences and how we might get 
(speaker 1st name) involved in that process?  

You should anticipate questions like … 
a. What kind of programs does he do?  
b. Who else has he worked for? 
c. What does he charge? 



How to Make $100,000+              12 
as a Professional Speaker 

 

©2013RESOURCE INTERNATIONAL 713-305-5117  GetPaidMoreToSpeak.com 

 
5. Usually (about 99.99% of the time) they will tell you about their process 
and ask you to send them your marketing materials.  
 
6. I can send that to you in a printed package or a virtual package. Which 
delivery method would you prefer? Great … what’s your address, e-mail address 
and I will get that out to you. 
 
7. Hey … I really appreciate your time and help. I will get that out to you right 
away. Would you mind if I asked you one more question? I know this is a market 
that (1st name) really loves and does very well in. The meeting planners and 
audiences rave about working with him! Could you tell me what you think is going 
to separate the person you choose this year from all of the other people, like 
myself, who are calling and want to speak at your conference? ….They will give 
you some kind of indication here (at least most of them will). That will open the 
door for these questions … 
 
 
Q. What kind of content do they prefer? 
 
Q. Who have your folks really enjoyed most in the past? 
 
Q. Do you know what was that they liked about them? 
 
Q. How could I find out who you had last year?  (or check on web site) 
 
Q. Are your conferences primarily business focused or just a chance to get 
away? 
 
Q. Do you have a lot of educational programs? Spouse programs? Other types of 
programs I should know about?  
 
Q. How many folks do you usually have attending? Where do you like to go? 
 
Q. What can we do to really set (1st name of speaker) apart from the rest of the 
crowd in your selection process? 
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TO BE IN THE SPEAKING GAME TODAY IT IS 
VALUABLE TO HAVE 3 PROFESSIONALLY 
DONE PR PIECES:  
 
1) A SPEAKER “ONE SHEET”    
Components of the One Sheet.  
• Contact information 
• Title(s) of presentation(s) with short 

descriptions 
• Bio, credentials, awards, and books 
• Professional headshot or full shot (I went 

through 3 photographers and hundreds          
of shots to get mine.  

• List of clients or logos 
• Best Testimonials 
• QR codes for links to web pages, YouTube,   

or VCard.    
   

As good as these 3 of mine are, they are not 
branded as they need to be. There is a brand in the look and feel but not in an 
identified target market or in focused message. As many of you know, I am in the 
middle of working on making all that clearer. But this is so heads and shoulders over 
what I use to have: www.resource-i.com 

 
2) A SPEAKER WEB PAGE       and         3) A SPEAKER YOUTUBE CHANNEL
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A few of my NSA Friends’ one sheets See a bunch at: www.peakeronesheetdesign.com 

  Testimonials
 

 Topics
 

Short Bio
 

Benefits 

Media
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Great Picture 

Clean Professional Design 

Tag Line 

http://www.ronkarr.com/pdf/ron-karr-speaker-packet.pdf 

Services 

Tag Line 

2013-14 National NSA Pres 
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Other Resources: 
 
CREATED QR CODES: http://goqr.me 
 

 
 
 
ONCE YOU FIND YOUR SPEAKING OPPORTUNIES HOLD ONTO THEM…. 
ORGANIZE WHAT YOU HAVE FOUND.  
*As you find each opportunity, you should organize the information in such a way 
that it can be used from year to year, since shows and Speaker Submissions are 
typically held at the same general time each year. You can create a spreadsheet 
with the following information: 
  Event Name 
  Website 
  Contact Name 
  Contact Details 
  Speaker Submission Deadline 
  Event Date 
  Date Speaker Proposal Submitted 
  Results 
 Hyperlink to Documents (Create a folder for the information you collect   
  from each show and link to it from the spreadsheet) 
* http://www.wikihow.com/Obtain-Speaking-Opportunities-in-Trade-Shows 
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PEOPLE ARE LOOKING FOR YOU!  THEY REALLY ARE! 
They really are! (Go back and read Brian’s quote on the cover.) There are people 
whose sole responsibility, either as a volunteer or salaried, is to find a speaker for 
their next meeting. The bigger the meeting, the more speakers will be knocking on 
their door.  So start close to home speaking for free and begin the climb to where 
people call you offering you money to speak for them.   

USE YOUR SPEAKING TO FIND SPEAKING OPPORTUNITIES 
Always record everything you do.  No exceptions.  No excuses.  You never know 
when the audience is going to be laughing at every move you make, when you 
are going to be better than you imagined you could and there is just that magic in 
the air. The only way to catch that lightening in the bottle when it happens is to 
record everything.  Minimally do it with your iPhone in your pocket.  Ideally get a 
professional videographer to light and mic and get some nice pipes and drapes 
to frame the stage.  But record everything.  Over 25 years, I’ve made over 
$250,000 in training materials on just six unedited recordings of free talks! You 
can make the recording available for the organization to send out with a link to 
your web page where the recording and handouts can be found. I’ve had lots of 
people ask me to speak from having heard one of my recordings.  
 
Make sure your contact information is on every handout. And actually make sure 
you always have handouts.  The handouts are not just to help your audience 
engage and track with your material.  Perhaps more importantly the purpose of 
handouts and even the talk itself is for the members of your audience to go back 
to a decision maker at work or with their associations or club or synagogue and 
have something that looks sharp with your name and your benefits that they 
hand to that decision maker when they say, “We need this speaker”.  My 
handouts always have my one sheet at the end.  (Since I used that as an 
example you won’t find it at the end of these handouts.) 
 
Create ways to get emails – every time.  The easiest way, if the organization will 
allow it, is to have a drawing and give away a free talk (always good for you if the 
audience is targeted), free coaching, your book, something digital.  Here’s what I 
used when I keynoted that MHA program last week. All but 3 people in the 
drawing gave me their email. Notice the way it is phrased to give me permission 
to provide them additional information beyond the free offer.  And follow-up!! 
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Ask your audiences for what you want – close the sale!  “How many of you know 
someone at work who you wish could have benefited from what you heard here 
today?” (People always raise their hands.) “Great, let’s talk afterwards and figure 
out how we could make that happen.  I bet if you go up to them and say, “Hey, 
you should have been there, this information was for you!” I’m guessing they 
might not take that the way you meant it. So let me help. I’ll follow-up with whom 
ever you recommend I talk to and we’ll get something going. And for helping me 
with this today, for everyone who gives me their business card, I have a free gift 
– an audio/video/report/assessment etc., and if you want any additional free 
information from me, just write free on the back and I’ll make sure that gets to 
you as well.”  
 

BUT FINDING SPEAKING OPPORTUNITIES ISN’T THE REAL PROBLEM 

The problem is:  __________________________________________________ 
 
_______________________________________________________________ 
 
Success is not so much about finding opportunities to speak as you have seen. 
  
Success as a speaker depends on: ___________________________________ 
 
There are already people out there _________________________________!  
 
Your job is to:  ___________________________________ 
 
From a marketing point of view: It is more important ______________________ 
 
_____________________ than how many actually hear you speak.   
 
Use _____ talks to generate talks for _______   
 
 
THE REAL CHALLENGE:  CONTACTING THE OPPORTUNITIES YOU FIND 
1) Roadblocks in our mind: not ready: website, one sheet, video 
 a. Go with what you have.   
 b. Get better as you go along 
2) Only wanting to speak for a fee.  
 a. You never know when a free talks leads to a bigger talk for a fee 
 b. Talk everywhere you can even for free until you are filled with paid talks 
3) Fear of rejection 
 a. Not everyone is the right client, some you don’t want. 
 b. There is a ratio of Nos to Yeses – find yours.  
 c. Continue following up until they threaten to bomb your house! 
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BEING GOOD REQUIRES THAT YOU 
1) Speak from Your Own Experience 
2) Tell Stories (ideally your own) 
3) Give value (when its been valuable for you, you know its value) 
4) Avoid jargon and challenging dogma (change is difficult enough) 
4) Teach people how to Fish (give them something they can use immediately) 
5) Let them know there is more and how to get it (and there is always more! 
 
 
BUT BEING GOOD ISN’T GOOD ENOUGH 
Each talk is an opportunity to market and create new speaking opportunities 

1. Before the talk,  
2. During the talk and  
3. After the talk.   

 
Speaking is just the centerpiece in a marketing plan to reach not only: 

1. Your audience, but also, 
2. All the people who could not attend your presentation, and  
3. All the decision makers who did not attend that everyone in                  

your audience knows.   
It is important to incorporate elements into you talk that address all three 
audiences.   
 
 
NEXT SESSION 
In our next session we will introduce tips within each of these “before, during and 
after” the talk opportunities that will help you produce more speaking 
engagements out of every talk, as well as multiple gigs with a single client.  
 
 
NSA RESOURCES: http://www.nsaspeaker.org/shop 
Membership not required to purchase these: 


