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Who We Are, Our Mission, Our Philosophy, & Our Commitment To You! 
 

Dion Jordan Enterprises is a full-service international empowerment firm dedicated to empowering 

individuals and organizations to reach their personal, educational, and business goals.  

 

Our philosophy is simple: educate, motivate, and empower individuals to reach their maximum 

potential. In doing so, we equip our customers to achieve their greatest goals. Dion Jordan Enterprises is 

driven by a mission to deliver motivation and educational excellence. We have over 15 years experience of 

engaging people to reach their goals and live their dreams. We strive to empower you towards success, 

and give you the tools and education to stay there .  

 

Our motto is: “Our only goal is to help you reach yours.”  

 

We are comprised of three independent companies 

 

Empowerment University: Serving colleges and schools.  

Providing high-impact inspirational keynotes, workshops, and 

educational experiences that are informative, engaging and interactive. 

Learn More About Empowerment University... 

   
 

 

 DJE World Class Consulting has earned its reputation by 
successfully helping clients to unlock their greatest human 
potential in the workplace. We understand that most business 
problems are people problems in disguise. We solve the People 
Problem by raising the bar in peak performance within 
individuals and organizations.  Learn More About DJE World 
Class Consulting... 

   
 

 

DJE Seminars provide personal growth in the following areas:  

 Motivation and goal setting  

 Professional speaking  

 Peak Performance  

Learn More About DJE Seminars... 

http://www.dionjordan.com/personal/
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Meet Dion Jordan “The Potentialist”  

 -  Internationally-Renowned Speaker 
-  Best-Selling Author 
-  Peak Potential Consultant  
-  Successful Entrepreneur 
  

 
Highly-Recommended and Award-Winning Speaker Dion Jordan 

 

A native of Palm Springs, California, Dion is regarded as one of the Top 50 most powerful and engaging 
professional speakers on the speaking circuit today.  Branded as “The Potentialist,” Dion is a recognized 
authority on peak potential and personal development. He has appeared in USA Today, local and 
national broadcasting around the nation, including the Oprah Winfrey Show. In 1996, Dion was the 
recipient of the Educator of the Year award by the Blooming Board of Educators.  Dion was also given the 
highest speakers award "speaking rock star" by Monster.com in 1999, 2000, & 2001.  In 2003, he was the 
recipient of the Alpha Kappa Alpha Emerald Award for his outstanding community and speaking services 
and in 2007 he was heralded Speaker of the Year by members of Toastmasters International and meeting 
planners nationwide. 

In 1999, Dion launched Dion Jordan Enterprises, a full-service international empowerment firm dedicated 
to empowering individuals and organizations to reach their highest potential and improve their 
performance.  He has been called on by Olympic gold medalists, teachers, professional and collegiate 
sport teams, corporate executives, ministers, and political leaders for his expertise in personal 
development and leadership. In addition, Dion founded the Speakers Society, an organization that helps 
youth and adults build confidence through public speaking.  

Dion is also the highly-acclaimed author of four books, including his two best sellers, All It Takes Is All 
That You’ve Got and MAXIMUM PERFORMANCE: 21 Empowering Beliefs of The World Class.   
Quite simply, Dion Jordan is recognized nationwide by meeting planners and coordinators to be their 

Speaker of the Year. 

Dion, a certified speaker, author and consultant with over twenty years of experience, is one of the 
nation's leading authorities in leadership and personal potential.  Dion has directly impacted the lives of 
thousands of people from several countries with his powerful and life-changing speaking engagements, 
products, and live events. 

 

 

http://www.dionjordan.com/book-dion-jordan.shtml
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KEYNOTE CONFIDENCE 

 
We have all seen or heard at least one phenomenal speaker in our lifetime; those rare speakers 
who can command the attention of the room the moment they walk on stage. Before they say a 
word, the crowd is in eager excitement of the experience that is about to unfold. Before long, the 
speaker has the audience in the palm of their hand hanging on every word and caught up in the 
emotion of the message. Even if we have never heard or seen the speaker before, we 
automatically view them as experts in their field. We quietly admire their confidence and 
sometimes secretly envy their audacity to put who they are and what they know out on display.  
And somewhere deep down inside we all strive to speak with such confidence and authority.   
 
Is it a natural gift they posses, or is it a learned skill?  Well, since nobody was born speaking, the 
answer should be clear: it is a skill that has been developed and perfected over the years—a skill 
you too can perfect once your realize that what it takes to become a world class communicator 
has little to do with what you say or how you say it and more to do with who you are and how 
you express it. If you follow the steps laid out before you in the following chapters, you will 
certainly become a great communicator, but if you read between the lines you will also walk 
away with something much greater: an unshakeable and undeniable confidence! 
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The Spoken Word 
 The most powerful thing on Earth and the people who use it 

 

Imagine for a moment how powerful words are. What else 

can change the mood of a person, the atmosphere in a room, 
or even the outcome of an event like words?  Words have the 
ability to strike fear in the biggest of men as well as give 
courage to the weakest. Just one word can make you laugh or 
cry, angry or happy, afraid or brave, or encouraged or 
discouraged. They are the most understood and 
misunderstood tools we use in communication.  And although 
we almost all use our words every day, we still have not been 
able to control them. We speak and our words go out and 
often take on a life of their own. Like the untamed wind, we 
don’t know how far or which direction our words will blow, 
the impact they make, the emotion they stir or even the ears 
they fall upon. So versatile are words that we can change the 
meaning simply by how we say or spell them. So valuable are 
words that relationships and million dollar business deals are 
made and broken by them. So powerful our words that the 
Bible, the bestselling book every year since it was written, states that the world was created with 
them! 
 
Now imagine what advantage it would be to be able to send out your words and have them fully 
loaded and capable of bringing forth your desired outcome!  What if you were able to maximize 
your words and communicate in such a manner that your point was understood every time?  
While this may seem like a bold statement, I am convinced that by following the proceeding 
principles you can reach the status of World Class Communicator and get your point across 
every time. 
 
For the sake of simplicity we are going to break all communicators into 3 distinct categories: 
Poor Communicators, Average Communicators, and World Class Communicators.   
 

Poor Communicators:  Poor communicators speak for several reasons. Sometimes they 

speak to make a point, sometimes out of habit, and sometimes just to hear the sound of their 
own voice. They are willing to talk about anything and anybody at anytime with no regard to 
how they may sound, who they may offend or what the consequences of their words may be.  For  
 

 
“Most Communicators 

are like drivers.  They 

think they are great at 

it and everyone else is 

bad at it.  They never 

realize that most of the 

communication wrecks 

are caused by them.” 

 

Dion Jordan 

“The Potentialist” 
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poor communicators, it is never about what you say or how you say it, it is all about just saying 
it.  As a result, their points are not always made or sometimes lost in a sea of words and 
emotions they have created. 
 

Average Communicators:  Average communicator is the status of most people. Their 

focus is not just on what they say but also how they say it. They seem to be a little more 
articulate in what they say and they choose their words a little better.  They consider themselves 
to be good talkers and most of them are—but that does not always make them good 
communicators. They are sometimes called upon to make announcements, give presentations, 
and instruct others because people can recognize the potential they possess to speak. Like poor 
communicators, they enjoy talking, but they would do better to be as good at listening as they 
are at speaking.   
 

World Class Communicators:  This group is in a class all by themselves. For them, it is 

not just about what you say, or how you say it, it is about the emotions they stir and the 
response they solicit.  They understand that getting their point across has little to do with them 
and more to do with who they are talking to. They value the “Seven Steps to Speaking Success” 
(found in the following chapters) and use them consciously and unconsciously when they 
communicate. Unlike Poor and Average Communicators, they get their point across almost 
every time because they understand how people listen and retain. 
 
 
 
 
                             Title      Motto       Effectiveness 

 
Poor Communicators 

 

 
It’s not about what you say, 
it’s just about you saying it. 

 
Get their point across  

0-30% of the time 

 
Average 

Communicators 
 

 
It’s about what you say and 

how you say it. 

 
Get their point across 

30-70% of the time 

 
World Class 

Communicators 
 

 
It’s about what you say, how 

you say it, and how you 
make audiences feel and 

respond 

 
Get their point across 
70-100% of the time 
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The Prerequisite to Speaking Success: 

Conquering the Fear of Public Speaking 
 

There has been a lot of debate over the years as to what is the greatest fear most people have.  
Depending on which poll you read, it could be anything from dying to being mauled by a bear.  
However there is one fear that ranks on the top of the list almost every time and that is the fear 
of public speaking. In many poll people have ranked public speaking above dying. Amazing isn’t 
it? Although all humans are only born with two fears (the fear of sudden loud noises and the fear 
of falling), public speaking continues to rank as one of the greatest fear of them all. However, I 
have come to find out that it’s not the speaking itself that 
terrifies people, it is the fear of failure and being looked upon 
and judged that terrifies people. We get up in front of people 
and our mouth is dry and our palms are wet and we wish it 
were the other way around.  Somehow we convince ourselves 
that the people watching us are waiting for us to fail.  
However, nothing could be farther from the truth—they 
don’t want you to fail, they want you to succeed!  Have you 
ever gone to hear someone speak and said to yourself, “I 
hope this person is terrible.”? Of course not, we sit hoping 
and rooting that the speaker succeeds. So never let your nerves talk you out speaking in front of 
others. In my opinion, everybody should get a little nervous before they speak. Nervousness is 
the price we pay to our audience for listening to us. Even World Class Communicators get 
nervous from time to time, but here are three tips that World Class Communicators do to 
conquer the fear of public speaking. 
 
Tip Number One: Be passionate about your message 
Whether they are talking on the phone or to an audience of 5000, World Class Communicators 
are passionate about that which they are speaking. Not only are they passionate about it, but 
they believe that what they are saying is true. Remember when you were in school and the 
teacher would ask the class a question? If you knew that you knew the answer, you probably had 
no problem raising your hand or shouting out the answer. Why? Because you knew you were 
100% correct. And what comes with that? Recognition for being right, a feeling of satisfaction, 
and admiration from your peers. Now let’s assume you’re in the same class and you are not sure 
of the answer. Now your feeling is not of excitement and anticipation, but of fear and 
nervousness.  Not only do you not want to raise your hand, but you are also hoping you don’t get 
called on.  Why? Because “they” may find out you don’t know or believe in what you are talking 
about. The same thing happens when we get up to speak in front of others and we doubt  
 

Key-Note 

 
Your nervousness before 

you speak is the respect 

that you pay your 

audience. 

 

Dion Jordan 
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ourselves or our message.  So always be certain about what you have to say and then say it with 
passion, knowing that what you have to express is the right answer. 
 
Tip Number Two:  Speak to an audience of one 
Have you ever noticed when you sit in the audience of a great communicator that it sometimes 
feels like they are talking directly to you? Well, I have news for you: maybe they are. World Class 
Communicators have a knack for making their message so personal that it feels more like a one-
on-one conversation than it does a presentation. They do this because as they communicate, 
they have one particular type of person in mind. They know their desires, needs, what they want 
to hear and what they need to hear. They have this person fixated in their minds so much that 
when they scan their audience to speak, they can almost see them in the crowd—even if they 
don’t really exist. They then speak in such a way that the entire audience feels like they are that 
person. It does not matter if they are talking to an audience of five or five thousand, their nerves 
are lower than the average speaker because in their mind they are really speaking to an audience 
of one. 
 
Tip Number Three:  Practice, practice, practice 
They say that practice makes perfect. Although that sounds great, that is not always true. What 
is true is “perfect “practice makes perfect. Whether it is in front of a mirror, family, or friends, 
rehearsing your talk will help you ease your doubt and fear and feel more comfortable and 
confident about your talk. But you must practice perfect. That means not just sitting and reading 
it, but getting up and performing your talk. I recommend video (or at least audio) taping 
yourself so you know how you are coming across as a speaker. Like anything else, the more you 
practice the better you will get. Great singers don’t go out and sing without first practicing their 
songs, great actresses don’t act with out practicing their lines, and World Class Speakers don’t 
speak without rehearsing their message. 

 

__________________ 
Between the Lines 

 
There is only one way I know to defeat your fears and that is to face your fears. By 

facing your fears head-on, you reduce fear to what it really is: False Evidence 
Appearing Real. Don’t think about the worst thing that can happen when facing 
your fears, but rather think about the best that will come. By doing so, your fear 

will decrease and your motivation will increase.   
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Introducing 
The Seven Steps to Speaking Success 

 
Getting your point across every time may at first seem like an impossible task—it is a pretty bold 
statement. After all, getting your point across just some of the time would be a great feat for 
most. However, getting your point across every time is not as hard as it sounds once you 
understand one simple concept: all you need is a greater understanding of how people listen and 
respond. It is not what you say that makes you a great communicator, it is not even about how 
you say it, but rather it’s all about how your audience receives and processes what you have said.  
World Class Communicators understand that humans are both emotional and logical creatures, 
so their words appeal to both. They choose words that make sense and deliver their message in 
such a way that emotionally connects the audience to the message. They do this by following 
what I call the Seven Steps of Speaking Success.   
 

Step One:     Believe 100% in the message and the messenger 
Step Two:     Give them something they can feel 
Step Three:  Understand the only question that really counts 
Step Four:    Remember that Passion trumps Perfection 
Step Five:     Get them to believe that what you are saying is true 
Step Six:       Help them remember and respond to what you have said 
Step Seven:  Leave them Inspired as well as Informed 
 

1) Believe in the message and messenger 
 

The step that creates confidence 

2) Give them something they can feel 
 

The step that creates unity 

3) The only question that counts 
 

The step that creates relativity  

4) Passion trumps Perfection 
 

The step that creates success 

5) Get them to believe what you say is true 
 

The step that creates credibility 

6) Help them remember and respond 
 

The step of action and outcome 

7) Leave them Inspired and Informed 
 

The step of significance  
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Believe in the Message and the Messenger 

When it comes to being a World Class Communicator, there is only one conversation that 

really counts: the conversation you have with yourself. World Class Communicators know this 
better then anyone. When they speak, people listen because of the confidence in which they 
speak. They have already “talked” themselves up into believing that what they have to say is 
worth its weight in gold. In addition, they are also convinced that they are qualified to share the 
message.   
 
Did you know that we all continually have a conversation going 
on in our head? From the moment we wake up until we fall 
asleep, our minds are continually processing information and 
communicating what we feel, hear, see, touch and sense within 
ourselves. What separates World Class Communicators from 
Average Speakers is their ability to take control of these “inner 
talks” and not let the inner talks take control of them.   
 
Take, for example, Enrico Caruso. On the opening night of an 
opera, famous tenor Enrico Caruso was waiting in the wings 
preparing to make his appearance before a packed house.  
Suddenly, the tenor began to shout, “Get out of my way! Get out!” The stage hands were all 
shocked because no one seemed to be near him. Nevertheless, at the appropriate time Caruso 
took the stage and proceeded to give his usual stellar performance. After the show, one of the 
stage hands approached Caruso and asked him about the commotion backstage. Caruso simply 
explained, “I felt the big me, that wants to perform and knows it can, was being stifled by the 
little me that gets afraid and says I can’t. I was simply telling the little me that it had to go!” 
 
Now I am not suggesting that you have to take it to that extreme, but like Caruso, World Class 
Communicators do what they have to do in order to believe in themselves and perform at the 
highest level because they know if they don’t believe in themselves or their message, nobody else 
will. 
 
 
 
 
 

Step #1 
 

Key-Note 

 
Do you have something 

good to talk about or are 
you just good at talking?  
Knowing the difference 
will save you a ton of 

embarrassment. 
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Give Them Something They Can Feel: 
 Emotions Speak Louder Than Words. 

Step two of becoming a World Class Communicator is to give your audiences something they 

can feel. This will help you create a connection with your 
audiences. Whenever you watch a World Class Communicator 
speak and it seems like they have their audience in the palm of 
their hand, what is really happening is they have them in the 
palm of their emotions. The audience is feeling exactly what that 
World Class Communicator wants them to feel, whether its 
excitement, laughter, sadness or inspiration. They are all on the 
same page and united through the feelings they share. So in order 
to create that connectedness with your audiences, let’s explore 
the two things that unite us. 
 
People unite through emotions and events. Whether good or bad, 
people connect through experiences and the feelings they share.  
Let’s look at events first. We don’t have to search to far in 
America’s past to find events that have united us all: events like 
9/11, the death of Princess Diane or Michael Jackson, the 
Oklahoma City bombing, or America’s sweethearts bringing 
home the gold medal in woman’s gymnastics. Whatever the event 
may have been, it left most of us sharing a common thought or 
memory. We talked about these events on the job, in the gym, 
and even the grocery lines. Why? Because it is through events 
that we can find a common experience and a reason to come 
together and agree (or at least debate).   
 
Now let’s take a look at emotions. I am sure you will never forget where you were and how you 
felt when you heard news of most of the above events. Emotions have a way of sticking with us 
for a long time. Have you ever got into an argument with someone years ago and when you see 
them you’re still upset but can’t remember why? It is because your emotion stayed but the 
memory left. Or perhaps you saw an old boyfriend or girlfriend you had not seen or heard from 
in years, but when you reconnected you could tell your emotions were stirring (for the good or 
bad depending on the past circumstance).    

Step #2 
 

Key-Note 

 
Poor Communicators 
Want to have your ear 
so you will hear them. 

 
Average 

Communicators 
Want your ears and eyes 

so you can hear them 
and watch their delivery. 

 
World Class 

Communicators  
Are more focused on 
your emotions so you 
will unite, understand, 
and remember them. 
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Probably the best example of people uniting through emotions and events is a wedding proposal 
or wedding event. Almost everyone who is happily married remembers these events—it was a 
great event with great emotions. You would be hard pressed to find a happily married couple 
who could not give great detail of the proposal or wedding day. Likewise, World Class 
Communicators seek to leave an impression and memory when they communicate. It is their 
goal that you remember what they have said in detail like a bride describing her wedding 
proposal. Understand that these memories may take on their own life as the years go by (people 
love to embellish or sometimes forget), but the emotions that were felt is what will guide their 
thoughts as they recall what you have said.   
 
World Class Communicators understand that if they can get you to “feel” what they are saying, 
then they know that you are connected to their message, that you will better understand their 
point and that you will remember what they have said.   
 
Poor and Average Communicators make their mistakes when the words they use are delivered, 
but received with the wrong emotion. Have you ever been joking with someone, but they took it 
seriously? Or perhaps you tried to convey something of importance and they received it as 
irrelevant? If so, next time set the stage of the emotion you want to convey. By doing so, you will 
have ensured your message is better received and will have taken the second step in making sure 
your point gets across every time!   
 
Here are some great ways to set the stage and give them something they can feel when speaking 
from the platform: 
 
Actions speak louder than words: Your body language and facial expression play a large role 
in the emotions you convey. There’s no need to go over the top, but let your true passion for 
your message ignite the emotions of your audience. 
 
Tell a Story: Stories have a way of drawing us in and hypnotizing us if told with passion. We will 
talk more about stories in step number six. 
 
Walk down memory lane: One sure way to set the stage and create unity through emotion is 
to reflect on past experiences with your audience—preferably experiences that reflect the 
emotional stage you want to set. For example, asking your audience to remember their first day 
at a new school, their first crush, or their greatest achievement.   
 
Let the music play: It has been said that music is the soundtrack of our lives, that just one song 
can take you back to a particular time or event. There are many successful speakers who play 
music before or during their message in order to help set the atmosphere for their message. 
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Understand the questions that really count:  
“Why are you telling me this and what’s in it for me?” 

 
Let’s face it, you can be the best communicator in the world with the best message to share, but 
if nobody is listening to you then what is the point?  Steven Covey, in his book “The Seven 
Habits of Highly Successful People,” suggests several reasons why people may not be listening.  
He credits most of the reasons to poor listening skills. He identifies 5 poor listening styles 
including:   
 

1. The space out listener. Also known as the daydreamer.   
2. The pretend listener. These are the ones who act like 

they are listening but really are not. 
3. The selective listener. These are the ones who hear only 

what they want to hear.   
4. The word listener. The ones who can quote back 

everything you have said but have totally missed your 
point. 

5. The self-centered listener. The one who only hears 
things from their own perspective.   
 

Although it is tough to battle all of these poor listening skills 
when trying to get your message across, there is something you 
can do to better your odds and that is to answer the only 
questions that really count in listeners’ minds. “Why are you telling me this and/or what is in it 
for me?” If you fail to address one or both of these questions, you run the risk of losing the 
interest of your audience.   
 
When people receive new information, the first thing they do is process it. They decided what 
this means to them, they tie an emotion or feeling to it, and then they respond, ignore, or save 
the information they receive. To ensure that your message is not ignored, it is important to 
address the “why/what” question if it is not already plainly obvious. For example, what would 
pique your interest more: if I were to tell you I was going to talk about compound interest or if I 
was going to talk about how compound interest can make you a fortune? My guess is the latter 
simply because I made it clear what was in it for you. In sales they refer to this as stating the 
“benefits” of the product/service. For example, before you buy a car you want to know what the 
car can do for you. Likewise, before your audience “buys” into what you have to say, they want to 
know what you can do for them. 

Key-Note 

 
Nobody cares what you 

know until they first 
know that you care.   

Let your audience know 
that what you are 

sharing is to add value to 
their life and they will be 
more eager to listen to 
what you have to say 

 

Step #3 
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Remember that Passion trumps Perfection 
 
The most important advice I can give you in regards to 
becoming a World Class Communicator is this: Passion always 
trumps Perfection. Consider the last youth play or performance 
you attended. The young people you saw may not have been the 
best actors or actress in the world, but the fun they had on stage 
was well worth your time in gold. Why? Because they performed 
with a passion and excitement. As a result, you did not care if 
little Johnny missed a line, or if Miss Mary sang off key. You just 
enjoyed watching them enjoy themselves. This type of 
enjoyment is contagious. Here is another example. Do you have 
one of those friends that when they are trying to tell you a joke, 
they start cracking up laughing before they can get to the punch 
line? Of course we all have. And what do you start doing? You 
probably start laughing right along with them because of the joy they are showing telling the 
joke. The same thing can happen when you speak. Once you start speaking with passion and 
enjoyment, your audience will fall in love with your passion and not even notice your 
imperfection when speaking. 
 

According to Dr. Albert Mehrabian, a well-known communications researcher, the meaning of 
your message is communicated by the following percentages: 
 

7% = Words you say 
38% = Tone in which you say it 
55% = Body language 

 
As you can see by these results, 93% percent of your message is going to be communicated by 
expressions of your passion, that being the way you say it and the enthusiasm the audience sees. 

Step #4 
 

Key-Note 

 
A Stanford University 
study on sales success 

showed that only 15% of 
success in sales was due 
to knowledge, whereas 

85% was from 
enthusiasm. 

 

________________________ 

   Between the lines   

 

Nobody cares what you know until they first know that you care.   
Let your audience know that what you are sharing is to add value to their life and they will 

be more eager to listen to what you have to say. 
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Get them to believe that what you are saying is true 
 
The fifth step in becoming a World Class Communicator and 
getting your point across every time is to get your audience to 
believe that what you are saying is true. This will not only help 
them pay attention but it also solidifies you as the “expert” you 
are perceived to be.   
 
There are many factors that lead to your audience believing that 
what you are saying is true. One of these factors is how much 
they like your personality. Most people we take advice from 
and listen to are people that we like. There is something about 
their personality that we feel we can trust. Another factor 
includes how passionate you are about your topic. We figure 
if they are this passionate about it, there must be some truth to 
it. A third factor is the logic behind your message. If your audience does not believe what you 
are saying or that it doesn’t make sense or is logical they most likely won’t believe it is true. 
 
Here are several things you can do to help your audience believe that what you are saying is true: 
 

 Use statistics to back up what you are saying. It is also a good idea to state the 
organization from which the statistics were compiled.   

 

 Quote other people, books or articles. People have a tendency to believe what is said 
when it is supported by a trusted source. Many times this trusted source can be 
something as simple as a familiar quote, celebrities, experts in particular fields, or even a 
lyric from a song. 
 

 Use real life experiences. Using common real life experiences can instantly bring 
credibility to what you are saying. It would be hard for your audience to deny something 
they have experienced or witnessed for themselves. Often the best method to get your 
audience to believe that what you are saying is to true is to let them reach their own 
conclusion. In the end, people don't argue with their own data, it is just up to you to 
supply that data. 

Step #5 
 

Key-Quote 

 
"We can convince others 
by our own arguments, 

but we can only persuade 
them by their own." 

 
Joseph Joubert 
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________________________ 

   Between the lines   

 

Truth or Fact 
 

While there seems on the surface to be little difference between Truth and Fact, 
knowing the difference can make a huge difference in the credibility of your message 

and your audience believing what you say.   
 

A fact is reality, whereas truth is our perception of reality. For example, some people 
believe that if it is 50 degrees outside it is cold. Others believe 50 degrees is not cold.  

Both may be truths according to their perception of “cold,” but the fact is it’s 50 
degrees outside. 
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Help them Remember and Respond  
 

The sixth step in becoming a World Class Communicator is to help your audience remember 
and respond to what you have said. Luckily, if you have followed 
the first 5 steps this sixth step usually takes care of itself. To 
remember is to recall the information when they need it most 
and to respond is to act upon what was shared. Helping your 
audience to remember and respond is one of the signature 
moves of a World Class Communicator. They are not satisfied 
with just sharing their message; they want their message to 
better the lives of those they touched and remembering and 
responding to what has been shared is a key element. Let’s first 
explore what can be done to help your audience remember your 
message. 

 
Audience Participation:  One of the best proven strategies of 
helping your audience to remember what you have said is to have audience participation 
exercises as part of your presentation. Audience participation exercises are an excellent method 
to allow your audience to experience the learning. Edgar Dale, a researcher, developed what is 
now known as "Dale's Cone of Experience." He says people will remember …  

20% of what they hear 
30% of what they see 
50% of what they see and hear  
80% of what they hear see and do. 

 
Tell a Story: Another way to help your audience remember what you have said is by telling a 
story. We all grew up on stories and love the images and details that can be created. They are 
easy to follow and you can produce a wide range of emotions depending on the story you tell 
and how well you tell it. 
 
When telling a story, remember that it is important to paint a picture for your audience. You 
want to use disruptive words and create images in your audience’s mind that match your own. It 
is also helpful if your story is one that your audience can identify with. Whenever your audience 
can see themselves or their situation in your story the more they are able to connect and 
respond. Here is a perfect example of a true story: 
 
There was a husband who had been trying to explain to his wife that when he came home from 
work he felt that she was always venting her frustrations of her day home with the kids out on  

Step #6 
 

Key-Note 

 
People will forget what 
you have said, and in 

time people will forget 
what you have done, but 
one thing people never 
forget is how you make 

them feel. 
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him. He had tried to let her know that he also had rough days at work and longed to come home 
but when he did he felt like he was hit with all the things that he and the kids have or have not 
done to make her life easier. So one night before they went to bed he told her this story.   
 
“Dear, do remember my co-worker Jim?” he asked. 
 
She replied, “Yes, he came to your birthday bash last year.” 
 
“Right,” the husband said. “Well he bought a new puppy last week; it was one just like your sister 
has. Well, the puppy was supposed to stay in the front yard and one day it got out. It wandered 
the streets for the first time and was terrified at all that it saw. The puppy got lost while running 
from dog catchers, dodging cars, and being chased by other dogs. Well, finally after what could 
be called the worst day of this puppy’s life, it finally saw the gate it escaped from and crawled 
back into the yard. When Jim opened the door and saw the puppy, the puppy ran and jumped in 
Jim’s arms because it was so glad to be back home. But once Jim got the puppy he started hitting 
it and scolding it for running off. At first, the puppy was glad to see Jim but now it was confused 
and wondering if it should have stayed outside the gate.” 
 
The wife said, “That is terrible! I can’t believe Jim would do something like that.” 
 
The husband responded, “Dear, you know I love you, but sometimes you treat me like that 
puppy. I go off to work and have a hard day with my boss yelling and deadlines to meet all the 
while I am longing to come back home. When I finally do walk up the stairs and open the door, I 
feel like you are waiting to scold and fuss at me like Jim.” 
 
The wife, with tears in her eyes, finally understood what Jim was trying to say for months now.  
She replied, “I am so sorry, I will never do that again.” 
 
There are several reasons the husband was able to get his wife to remember and respond to his 
point by telling this story. One reason is that he used a storyline and characters that his wife 
could relate to. Notice how he used Jim, a co-worker that his wife knew, and a dog just like her 
sister’s. By using identifiable characters, you can make sure that both you and your audience are 
imagining the same people. However, the most powerful reason this story worked so well is 
because of the emotions that the husband created and the wife felt. She got his point not 
because of what he said, but because of what she felt. After all he had been telling her for 
months about feeling abused when walking in the door but she had never really understood his 
point. It was not until she felt what he was saying that she understood what he was saying. To 
this day, she has never forgotten to be mindful of how she greets her husband.  
 
The second part to the sixth step is getting your audience to respond to what you have said.  I’m 
not talking about getting a standing ovation after you’re done talking (although that is always 
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nice), I’m talking about how your audience will respond long after your keynote is over. What do 
you want them to do with your information? Use it, share it, or trash it? You want your audience 
to use and share whatever information you have shared. This requires that you must do two 
things. The first is to make sure your keynote is “remarkable.” Remarkable means that your 
audience will have “remarks” about your message for days to come. If you have followed the first 
5.5 steps of this process, your audience should be moved to share you and/or your message with 
others. People love to share great things and terrible things, not so much the average things. So 
if you notice them talking after one of your keynotes, know that there is a 50-50 chance that 
their remarks are good.  
 
The second thing you have to do is probably one of the most important. In order for your 
audience to respond to what you have to share, your content must be relevant or life-changing.  
Now I understand that may sound like a lot of pressure, to deliver a life-changing message. But 
remember, if you can change a person’s thought you can change a person’s life. If you give at 
least one piece of good advice to your audience, to them it could be life changing or at the very 
least relevant to them. 
 
 
 

 

 

________________________ 

   Between the lines   
 

Tell Your Story 
 

Everybody has a story to tell. Never be ashamed to tell yours. It is what has made 
you the strong, resilient, funny, unique person that you are. Too many times, people 

think their story is not one that others would be interested in, but chances are, if 
you have overcome a great obstacle, accomplished a feat, or have experienced a 

victory or defeat, people want to hear about it. Why? Because they may be 
experiencing or have experienced a similar situation. Most of the points people walk 
away from after hearing another story are transferable skills of success that they can 

apply to their own lives. 
 

By sharing your story you not only can create a peace with your past, but also use it 
as a reminder of who you are, what you have done, where you have came from or 

escaped from, and what you are capable of achieving—and that is the stuff 
confidence is made of. 



www.DionJordan.com  Page 21 
 

 
 

  

 
 

Leave them Inspired as well as Informed 
 
 
The final step in becoming a World Class Communicator is to leave your audience inspired as 
well as informed. Inspired by the great emotion you stirred within them and informed with life 
changing information you shared. This is the step where your talk moves from being just 
successful to significant. It is your privilege to leave your audience better off than what they were 
before they heard you speak. This can only be done if you have inspired your audience into new 
thinking or positive feelings or if you have armed them with new information. This final step is 
the proof in the pudding, if they are leaving inspired and informed then you have gotten your 
point across and you are well on your way to becoming a World Class Communicator!   
 
 
 
 
 
 
 
 
   
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Step #7 
 

Key-Note 

 
In the end, remember that it is up to you to make sure 
your point gets across and not your listener’s.  In the 

game of basketball, if someone was to throw a pass to a 
teammate and their teammate could not catch the ball, 
resulting in a turnover, the one who through the pass is 
credited for the mistake. Likewise, you have to deliver 

your message in such a way that it is “catchable” by 
your audience. Following these seven steps will help 
you not only deliver a catchable message, but it will 
also help ensure that your point is understood every 

time 
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Bonus: 
BECOMING A HIGHLY PAID SPEAKER 

 
Once you have mastered the seven steps of becoming a World Class Communicator, the shift to 
becoming a World Class “Highly Paid” Communicator is not hard to do once you learn a few 
simple principles and immerse yourself in the right program. There is no way I can explain 
everything there is to know about becoming a highly paid speaker in this short Ebook. What I 
can do is share the principles needed and help you lay down the foundation of a successful and 
profitable speaking career. To jump start your professional speaking career and fill your calendar 
with paid speaking engagements, I invite you to attend the nation’s #1 Speaker seminar: Pro 
Bono No More! Speaker seminar. 

 

DJE Speakers Seminar does what no other course, 
seminar, book or program can do: it provides participants 
with a proven step-by-step course of action that is 
guaranteed to generate more speaking engagements, 
more money, and more product sales than you ever 
thought possible. You will learn everything there is to 
know about establishing and growing your speaking 
business and generate thousands of dollars immediately.    

 

Unlike any other course, seminar or boot camp that exists, DJE Speaking Seminar guarantees 
results. It is not like any other success training you have attended before. This is not a “we talk, 
you listen” or fancy sales pitch from some “self-proclaimed millionaire” who makes promises 
they cannot deliver. This seminar is an educational, engaging, and empowering success training 
session in the arena of professional speaking and product sales. 

Anyone can learn these techniques. Whether you are a seasoned, established speaker or just 
starting out, this seminar will take you to new levels in your speaking career, as well as financial 
and personal growth. It is for this reason we have a 98.6% approval rate with 99.1% of our past 
participants referring this seminar to others. 

Quite simply, this seminar makes all other speaking seminars obsolete. Even if you are currently 
using other techniques to enhance your speaking career, this seminar will make it 100 times 
better. The following comes to you directly from our DJE Speakers Seminar (check our website 
for dates: www.DionJordan.com).   
 
 
 

http://www.dionjordan.com/
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What it takes to succeed in the Speaking Business 

 
The speaking business is one of the most exciting and growing business to date. It is an 
opportunity to travel the world, meet new people, see new things, impact lives and make tons of 
money along the way. However, it is also important to note all that glitters isn’t gold. It does 
take some work and knowledge to reach the status of a highly paid speaker. What I am going to 
share with you now are some key principles that will help you be successful in this industry. 
 

1. Always love your message more than you love the money. You have heard the saying, 
“Do what you love and the money will follow.” This concept applies well with the 
speaking industry. If you love speaking, chances are you will learn how to speak well. 
Anything you do well people will be willing to pay for as long as it fills their needs.  
 

2. Run this like a business. Most businesses I know are in business to make money. This 
requires a shift of thinking if you have never been paid to speak before. As a “free” 
speaker, you were looking for anyone who was willing to hear you speak. As a paid 
speaker, your number one goal is to find people who are willing to pay to hear you speak.  
Remember, everyone likes to hear a great speaker, but not everyone is willing to pay for 
one. There are five questions you should be asking yourself while running your speaking 
business and before you speak. How can I: 

 Improve my audience/clients lives 

 Get new and repeat bookings 

 Get referrals 

 Sell products 

 Make money 
 

3. Remember that the speaking business is a relationship-based business. Most 
people will hire you because they like you or have heard from other trusted sources that 
you are worth having. 

 
4. When spending money on your business you should ask yourself 3 questions:   

1. How much will it cost?  (Time/Money/Energy) 
2. How much could I make? (Money/Impact) 
3. Is it worth it? 
#2 should always be higher than #1 when spending money in your business. Follow this 
tip and it will keep you from going into debt! 

 
5. Get a Mentor. There is no need to learn from your own mistakes when you can learn 

from someone else’s. Get a mentor, one who is actually getting paid for speaking and not 
who is just a good speaker. Visit http://www.dionjordan.com/personal/entrepreneur-
101.shtml to learn more about DJE’s Mentorship program. 

http://www.dionjordan.com/personal/entrepreneur-101.shtml
http://www.dionjordan.com/personal/entrepreneur-101.shtml
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6. Have a clear understanding of what you speak about, the benefits or your talks, and 

who your target market is.  
 

7. Create multiple streams of income. If you are interested in being a full-time speaker, it 
is important that you create multiple streams of income. Here is a short list of other 
“streams” to fish in: 

 

 Books, CDs and other products 

 Hold seminars and training sessions 

 One-on-one coaching 

 Franchise your business 

 Create and sell curriculum and presentations 

 Look for other business opportunities that line up with your mission and that do 
not demand a lot of your time. 

 
 

 
 
 
 
 
 
 
 
 
 
 
 

 

Tips for Beginners to get into the Speaking Business 

 
 

 Get a mentor: somebody who is actually being paid for speaking and not just a 
good speaker. 

 Get hired by Monster.com’s Making It Count Program:  
www.makingitcount.com 

 Get hired by Fred Pryor Seminars: 
www.careertrack.com/career/seminar_leader.asp 

 Teach a college class 

 Do talks for free  

http://www.makingitcount.com/
http://www.careertrack.com/career/seminar_leader.asp
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Your First Order of Business: 

Create a Personal Inventory of your passions and success 
 
Your first order of business when breaking into the realm of a paid speaker is to access your 
passions and past successes. What have you achieved in your life that others would be willing to 
pay money to learn? What knowledge do you possess that would be of great value to others?  
Have you solved a niche problem? What is it that other people ask you about on a consistent 
basis? These are the things that your topics are made of. Remember, as a regular speaker your 
topics could be about anything, but as a paid speaker your topics have to be about what your 
audience is willing to pay for. You are looking for topics that sell, not topics that sound fancy!  
Here are some popular topics: 
 

Having more fun in life 
Customer service 
Health related issues 
Financial freedom 
Diversity 
Customer service 
Staying in school 

Setting goals 
Preparing for a career after 
graduation 
Developing leadership skills 
Avoiding teenage pregnancy 
Follow your dreams 
Achieving your goals 

Sell more products 
Improve relationships 
Develop positive attitude 
Change 
Teamwork 
Anything that improves 
people’s lives 

FILL IN THE FOLLOWING BLANKS: 

 
What great things have you accomplished in your life? ____________________________________ 
 

What do you enjoy speaking about? ______________________________________________________ 
 

What great obstacles have you overcome in life? 

____________________________ ___________________________ _____________________ 

_____________________________ ___________________________ _____________________ 

What topics have you talked about in the past? 

___________________________ ___________________________ _____________________ 

___________________________ ___________________________ _____________________ 

What type of advice do people seek from you? 

___________________________ ____________________________ _____________________ 

___________________________ ____________________________ _____________________ 
 

List the different people, businesses, organizations or companies that would benefit from these talks. 

___________________________ _____________________________ _____________________ 

___________________________ _____________________________ _____________________ 

 



www.DionJordan.com  Page 26 
 

 
 
 
 

Your Second Order of Business: 
Identify your Target Audience 

 
 

Write down some people you know in key places (For example: Principals, CEOs, students, etc.) 
 

                __________________     ____________________     ________________ 

                __________________     ____________________     ________________ 

                __________________     ____________________     ________________ 

                __________________     ____________________     ________________ 

                __________________     ____________________     ________________ 

                __________________     ____________________     ________________ 

                __________________     ____________________     ________________ 

               __________________     ____________________     ________________ 

               __________________     ____________________     ________________ 

 

 

 

 

 

 
 

 
Brainstorm what your “niche” might be. Your target market is the group of people you serve and your 
niche is the service you specialize in offering your target market. (For Example: Helping people get out of 
debt, Leadership skills, safety, etc.) 

 
                __________________     ____________________     ________________ 

                __________________     ____________________     ________________ 

                __________________     ____________________     ________________ 

 

Don’t forget the “little people.”  
  

Little people know big people that can pay big bucks to have you come in and speak.  
I met a third grader who told her teacher about me, who in turn told her principal.  
The principal then called me to come talk to 900 students, which in turn led to a 

national conference talk. 
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Your Third Order of Business: 
Market Yourself as a Paid Speaker 

 
When a group of college students were asked by the founder of McDonalds what type of business they 
thought he was in, almost all of them answered the burger business. They were quite surprised when he 
told them he was not in the burger business, but in the real estate business. He would spend his money 
on great real estate and then build what he called his average burger joint on the real-estate. Similarly, 
you may think you are going into the speaking business, but the truth of the matter is that you are 
going into the marketing business. Otherwise, you will be a great speaker with no one to speak to. 
 
In order to market effectively and overcome the skepticism that some buyers have, you will need to be 
proactive in overcoming this natural distrust in order to have clients hire someone they barely know. 
You're going to have to tear down walls of fear and skepticism before you can build up a relationship 
with the meeting planner. Two important concepts to remember when marketing yourself as a speaker 
are: 

 
Perception is reality. People for the most part believe in the old saying “What you see is what you 
get.”  With that in mind, your marketing materials must look professional. You could have an office in 
your garage, but if your website, brochure, and “perception” (i.e. image) looks like a Fortune 500 
company, in the buyer’s mind you are one. Likewise, you could be a top-notch speaker but if your 
image looks cheap, you will be viewed not as top-notch, but cheap. Don’t cut corners. If your marketing 
materials look like a friend put it together, then you will be paid like a friend would pay you.  

 
It’s all about your audience. If your marketing is all about you, then you will feed your ego. If your 
marketing is all about your audience, you will feed your pockets! As stated earlier, it is not about what 
you want to give them, but giving them what they want. According to “The Million Dollar Consultant” 
Alan Weiss, the perfect marketing campaign implies, "We understand your need and we can fulfill it." 

 

Get into a habit of always giving your clients more than what they paid for.   

All buyers hope to get their money's worth and they are satisfied when they do. When they 
feel they got more than what they paid for, they will always come back for more. For example, 

while most speakers offer one talk per speaking engagement and then catch a flight home, 
you can stick around and offer a Question and Answer session or a meet and greet session 
with you and your audience. As a result of giving them more than what they paid for, they 

will be overwhelmed with the value of your services and they will feel like they got the deal of 
the century when it comes to hiring a top-notch speaker. Find out what you can do to add 
value to your talks and add it for no charge. In the end you will have given them more than 

what they paid for and they will give you more business then you expected. 
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Making Contact with Potential Buyers 
 
Emails 
Your first order of business when sending an email is getting the person to open the email. I do this in 
one of two ways. One way is to use your name, not your company’s name as the sender. This will give 
the impression you are a real person and not spam. Secondly, be creative in the subject line. Stay away 
from all signs of a sales pitch. Instead, use keywords that spark the interest of the recipient.   
 
The best time to send emails is late at night or early in the morning. Most people check their emails 
either first thing in the morning or at the end of the day. Be sure to be aware of time zones when 
sending emails. Most people clean out their emails in the mornings and evenings. To keep your emails 
from being tossed out with the spam, consider emailing in the middle of the day. Always leave them 
with an action plan and/or a reason for you to follow up with them. Do your best to use the recipient’s 
name when possible and stay away from “To whom it may concern.” Finally, always end the email using 
the person’s name. Example: “Okay, thanks Jim, I will talk to you soon.” 
 
Phone Calls 
Your first goal is to get through to the person who makes the decisions or the decision maker’s 
assistant. It is good to have a plan/script before you call. Know ahead of time why you are calling and 
the results you’re looking for. Your main goal for your first contact is setting up a meeting, getting your 
materials to them, or pointing them to your website. Remember, it is hard to sell yourself and you may 
have a better result if someone else is selling you (an assistant, partner, spouse, etc.). This gives the 
impression you are an established speaker.   

 
Your next goal is to elicit a "yes" to something small and build to a big sale. You know the expression 
"pennies make dollars." It means that small things can turn into big things. This is exactly what 
happens when your marketing message asks a prospect to make a series of small, easy commitments.  
Finally, do not be a pest. There is no need to call more than three times if you have never received a 
call back. Call once, follow up about a week later, then a close out call leaving the door open for 
another time. 

 
Direct Mail 
Have you ever sent a proposal in the mail to an important client and wondered if they even read it? Or 
perhaps you sent some marketing materials in the mail to a prospective client but you were not sure if 
they received it or if it was intercepted by a secretary and thrown into the trash as junk mail? Well, 
there is one way to guarantee that your intended recipient receives and reads what you sent: send it via 
Priority Mail. Have you ever met someone who does not open those big red, white and blue envelopes 
with eager anticipation? Plus, for only a dollar more you can track your package so you know when it 
arrived and when you should follow up with the client. So the next time you have something important 
to send to a prospective client and you want to make sure they open and read it, do what I do and send 
it via Priority Mail. 
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Marketing Materials 
 

Although networking and word of mouth have been the best proven way to gain new speaking leads, it 
is important to have some marketing materials. We are going to look at 
three of the most effective marketing materials outside of word of 
mouth. When creating your marketing materials, there are three things 
you always want to keep in mind: 
 

1. Is my marketing material content presented in a clear manner? 
2. Is the marketing material well-organized? 
3. Do the graphic designs of your marketing materials distract 

from the purpose of your message? In addition, be aware of 
the pictures you put on your marketing materials.   

 
Websites 
Create a professional looking website. For many, this will be their first 
impression of you. Display your company contact information 
prominently on your website—including the address and phone 
number. This legitimizes your business and shows that you exist in real 
time and space. It is also a good idea to try to have a preview of 
everything on your home page: this will whet their appetite to learn 
more. However, you don’t want your home page to be too 
overwhelming to the point it distracts the visitor from your main 
messages. Many people have friends or family members who create websites. If they are great web 
designers, by all means use them. If you do not have a resource for websites, I recommend my web 
designer. Her name is Cheryl Edwards and her website is www.ouidzine.com. She is very reasonably 
priced and easy to work with. 
 
Brochure 
A marketing brochure can boost your chances of getting hired instantly. The power of a good brochure 
that delivers your message with visual impact cannot be overestimated. When creating a brochure, be 
mindful not to create a cheap do-it-yourself Microsoft© brochure, but a professional full-page brochure.  
Run your speaking business like it’s a million-dollar business and you’ll make a million dollars, run it 
like a five-dollar business and you will make five dollars. Once again, the person who does my brochure 
is the same person who does my website: Cheryl T. C. Edwards, ctce@sover.net. 
 
Postcards 
You have to admit, when you go through your mail and your start sorting what to keep and what to 
throw away, there is one type of mail we all seem to read first: postcards. We do this because they are 
colorful, short, and straight to the point. It is for this reason that postcards are one of the best 
marketing materials to use and offer a far greater return on investment than sending out larger mail.   

Key-Note 

 
Diversity is key.  

 
 If people see nothing 

but one group of 
people, economic 

status, gender, etc., 
they will “perceive” 

that your 
services/topics are 
only for that set. If 

you want a wide 
range of clients, your 
marketing materials 

must reflect diversity. 
 

 

http://www.ouidzine.com/
mailto:ctce@sover.net
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According to marketing expert Aurelius Tjin, postcards don’t require your prospect to open an 
envelope, unfold a letter and read a long page of writing to decide if the message is interesting or 
relevant. Perhaps the greatest single benefit of the postcard format is its ability to get the maximum 
number of people to actually read your offer. Postcard prospecting is economical and effective. 
The humble little postcard is the ultimate cost-saving weapon because of its ability to cut through the 
marketing clutter and preserve your bottom line when compared to other marketing vehicles.  

 

A postcard doesn't close the deal, it motivates the meeting planner to take the next step on the sales 
journey, and that's to contact you. Examples of calls-to-action include: “Phone our toll-free number 
now! 1-800-SPEAKER!” or “Go to www.YourPerfectSpeaker.com now for your free report!” 
 

------------------------------------------------------------------------------------ 
NOW AVAILABLE!! 

                                           All Paperwork, Forms and Letters Available on Disk 
 

Save time and money by purchasing Destiny Starr’s CD of all the forms, paperwork, and letters you will need to 
run a successful speaking business. All documents are in Microsoft Word format so you can make personal 
changes in order to make all documents cater to you. This CD includes a mailing list of over 1200 companies, 
colleges and organizations nationwide that hire speakers every year! This CD is available for free when you 
attend the Nation’s #1 Speakers Seminar: Pro Bono No More!! Some of the things you find on this CD include: 

 

 College Contracts 

 Arrival Information sheet 

 Travel sheet 

 Fax sheet 

 Speaking contact form 

 W9 

 11x14 brochure layout 

 College letters to help you get booked catered to: 

 Career coordinators 

 Orientation coordinators 

 Meeting planners 

 Student government 

 Athletic Directors 

 Multicultural affairs director 

 Termination of contract letter 

 Credit Card payments form 

 Pre-book ordering 

 Block booking 

 High school letters 

 Request for testimonial letter 

 Request to return to speak 

 Fundraising Ideas letter for high schools 

 Meeting planners pre-questionnaire 

 Meeting planners post-questionnaire 

 Posters and flyers 

 Advanced marketing techniques and tips 

 Pricing plans  

 Business contracts 

 Follow-up letters and emails 

 Marketing Flyers 

 Pictures and clip art used for brochures, flyers 
posters, and websites 

 Link and password to 1000 of resources for 
upcoming speakers 

 Corporate letters to help you get booked 

 Plus more!! 
 
Bonuses:  6 Free EBooks  
 
1.  Internet Marketing Star Blueprint 
2.  Online Business Models 
3.  Pricing Strategies Exposed 
4.  Resell Rights Questions answered 
5.  Internet marketing strategies 
6.  Speaking at Colleges 
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Your Fourth Order of Business: 
Speak like a World Class Communicator 

 
Since we have covered this topic in the first section of this Ebook, I believe I will give you three 
things of equal value in the area of “Speak like a World Class Communicator.” They are: what 
meeting planners and event coordinators are looking for in a speaker, where to find people who 
are currently paying for speakers, and how to set fees. 
 

WHAT MEETING PLANNERS AND EVENT COORDINATORS EXPECT FROM 
SPEAKERS 

 

 A great speaker who is friendly and easy to work with 

 A speaker who can draw and keep a crowd 

 Someone to make them look good 

 A professional speaker who will give them their money’s worth 

 Somebody dynamic, informative and entertaining 
 

WHERE TO FIND PEOPLE WHO HIRE SPEAKERS 
 

 www.allconferences.com All conferences 

 www.Tradeshows.com All trade shows 

 www.speakermatch.com Speaking bureau that lists many speaking opportunities 

 www.mpiweb.org Meeting professionals internationally 

 www.pcma.org Professional convention management association 
 

Speaker TBA 
 

The next time you are searching for an organization that needs a speaker for their event, simply Google 
the following phrase: "Speaker TBA," which we all know means "Speaker to be announced." You can 
imagine what will happen next—you will receive a list of hundreds of organizations who have already 
planned their events, opened their registration, and passed out their marketing materials. The only 
thing they have not done is secured their speaker! That is where you come in. Investigate their website 
and learn as much as you can about their event as possible. Then take what you have learned back to 
your lab and put together the perfect talk with the perfect proposal. They will be glad to hear from you 
and eager to hear what you have to offer. My only other advice is to make sure you know what kind of 
event it is. Some are meetings that don't usually pay speakers, but can lead to paid talks. Some are 
conferences and seminars that pay for speakers. Even if they don't choose you as a speaker, you will still 
walk away with contact information from the "economic buyer" for next year's event.  

 

http://www.allconferences.com/
http://www.tradeshows.com/
http://www.speakermatch.com/
http://www.mpiweb.org/
http://www.pcma.org/
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SETTING FEES 

When it comes to fees, most people have questions. How do we decide upon our fee? Does 
competition matter and what should I take into consideration when pricing my fee? Should I 
be less expensive? Should I be more expensive? How do I know when to be which and why? 
Should I give special offers to particular groups of people? Who? Why? Should I offer different 
versions of my presentations? How do I do that, and how do I know if I'm doing it right? Weôll 
be covering a shed load of questions and answers in this section. Here are a few things to 
consider: 

 
 Only charge what you are comfortable quoting. You will find it easier to stick with your 

fee if you believe what you are charging is fair and accurate.   
 

 Your fee should also be based on the market and your experience as a speaker. This may 
require you to do your homework and figure out what your client can afford or what 
others are charging for the same service. 

 

 If you are not sure what their budget is and you are flexible in your fee, offer two choices.  
For example: Package A may be the price you are looking for and Package B may be what 
you are willing to come for. Of course, in package A you will offer more benefits and 
value.   

 

 Never site your fees too early. Make sure you first have a total understanding of what your 
client wants before you let them know the cost. 

 

 Always ask, after the fee has been set, if it is a fee your client is comfortable with. This will 
help in building a trusting and long-lasting relationship with your clients. 
 

 The real key to successfully obtaining your asking fee is to make sure your value 
supersedes your potential client’s needs. How you communicate verbally and written 
plays a big role on how successful you will be. 
 

 Make sure you know all the benefits and value your service has to offer. As your client 
speaks of their needs, it is your job to match those needs with your services. Once you do, 
the “fee” conversation will go a lot smoother. 
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 Sample Speaking Fees Rate  
Colleges and Universities 

 

**All Expenses Paid Presentations** Include a 45-minute presentation, Book signing,    $3,000 

a 30-minute informal talk with group leaders, Promotional tools, Airfare, Lodging, and Ground Transportation 

 

Single Presentation includes: a 45-minute presentation, book signing, and a 30-minute informal talk   $2,500 
with group leaders and Promotional tools. 

 

For each additional presentation        $1250  

Presentations must be on same day unless other arrangements have been made  
 

Oregon and Washington rates          $1250  

 

High schools and Youth Groups 

 

**All Expenses Paid Presentations** Include a 45-minute presentation, Book signing,    $2,000 
a 30-minute informal talk with group leaders, Promotional tools, Airfare, Lodging, and Ground Transportation 

 

Single Presentation includes: a 45-minute presentation, book signing, a 30-minute informal talk   $1,500 

with group leaders and Promotional tools. 
 

For each additional presentation        $1000  

Presentations must be on same day unless other arrangements have been made  

 

Oregon and Washington rates          $1000  

 

Corporate Talks 

 

All Corporate talks are All Expense Paid Presentations       Call for quote 

________________________________________________________________________________________________________________ 

Churches and Faith Communities 

 
No set speaking fees to speak at Churches or Faith Communities.  However, an honorarium is expected and all travel expenses paid by 

church or faith community if traveling out of town. 

_________________________________________________________________________________________________________________ 

 

How speaking fees are set  

 

There are a number of contributing factors when setting a fee. A few of these factors include: 

   

 Value of content 

 Experience as a speaker 

 Preparation and research of information for presentation 

 Travel expenses (if included in fees) 

 Time. The average presentation may only take 45 minutes; however, the average time 

spent traveling out of town is well over 36 hours  

 
 

 

 

 



www.DionJordan.com  Page 34 
 

 
 

Your Fifth Order of Business: 
Create Multiple Streams of Income 

 
One of the greatest things about becoming a paid speaker is that it opens the door for several 
types of income. One talk alone can be made into a CD, DVD, Book, Workbook, Series, or 
Webinar. Not only will it produce multiple steams of income, but these streams will also create 
new marketing materials that will travel further and faster then you could alone. In addition, all 
of the mentioned streams of income can help you to be a perceived expert in your field. It adds 
instant credibility to you and your brand. These multiple streams of income can be created easily 
and inexpensively. Here are a few tips to help you get started. 
 

Books 
 

 Hire a ghostwriter if you feel that writing a book on your own is too overwhelming.  
You can have people bid for your project at www.elance.com. 

 Co-author with another writer. 

 Keep it short and simple. Most people are encouraged to read shorter books than 
longer. 

 Try your book materials on others first. See if draws interest – not just with friends, 
but also with those whom you may not know (i.e. your friend’s friends). 

 If you choose to self-publish, hire an editor. The worst thing you can do is spend all that 
time and money publishing your book just to find a ton of boo-boos. 

 Always start with the end in mind (unless it’s fiction). Otherwise, you may find yourself 
writing and wandering aimlessly. 

 Don’t get hung up on your title. For some writers, the title was not developed until 
after the book was written. Remember, the key to titles is not what you like but what the 
audience likes. 

 Don’t have unrealistic expectations concerning how long it will take to get your book 
published. It can take anywhere from months to years! Unless you self-publish, which can 
be done in as little as 30 days. 

 Remember to complete your book (or anything for that matter) you must do two things:  
start and finish. 

 

Do the Math: 
You are called to give a 45-minute presentation to a company of 500 mid-managers. Your fee for 

speaking is $5000. The event planner who brought you in also wants to provide each manager 
with a copy of your book or product, which is priced at $15.00. You have now turned a $5000 talk 

into a $12,500 talk! 

http://www.elance.com/
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Publishing Your Book 
 
When it comes to publishing your book, you now have options. You can choose to do one of the 
following: self-publish your book, publish an EBook, or go through a publishing company. All 
three of these options have pros and cons. They are listed below. 
 
Self-Publishing Pros:   

 One of the most attractive things about self-publishing is that you keep 100% of the 
profits.   

 You have total control of the pricing of your book. You can price it as high or as low as 
you choose. 

 You have a 100% chance of getting published as long as you have the money to do so. 

 It is a quicker way to get published, compared to a publishing company. 

 You can be self-published in as little as 48 hours! 

 I highly recommend self-publishing.  It will cost you more money up front to do so, but in 
the long run you will come out on top. 

 If you are looking to self-publish, I recommend MP Morris Publishing 
(www.mpmorris.com).  You can learn more about the company and their pricing below. 
 

Self-Publishing Pros and Cons: 

 Cost. You pay more to self-publish, compared to going through a publishing company. 

 Editing, formatting, and cover creation are your responsibility. Although you will be able 
to find self-publishing companies that may have custom covers in stock, they never have 
editors to edit and format your book. 

 You are responsible for marketing your own book and it is often harder to get a self-
published book on the shelf in book stores unless you are a successful author, expert or 
celebrity. 
 

Using A Publishing Company Pros 

 The best thing about a publishing company is the fact they fit the bill! They will even pay 
you to publish your book (first-time writers don’t hold your breath on this one). 

 Most publishing companies have their own in-house editors and graphic designers to 
create your cover. 

 They will often help in marketing your book; however, they rely on you to self-market as 
well. 

 You will get paid royalties. 

 The personal feeling of satisfaction that a publishing company found your book worthy to 
publish and market worldwide. 

 It is a great feeling to have a publishing company publish your book. It is an even better 
feeling to walk in a book store and find your book sitting on the shelf.  However, the trade 
off for this great feeling is that your publishing company will get rich off your book at a 
much quicker rate than you will. 

http://www.mpmorris.com/
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 Publish America publishes more first-time writers’ books than any other publishing 
company (www.publishingamerica.com). 
 

Publishing Company Cons 

 It often takes between 6 months to 18 months to have your book published 

 Your profits are often very low. Your publishing company will first need to recoup the 
money they spent publishing your book—often 90% of each book sold, which leaves you 
10%. This number will often increase in your favor the more books that are sold.  

 You do not have control of your own book. Although you are the author of your book, 
they are the owner. If you are interested in having copies of your own book, you must 
purchase copies of your own book, oftentimes at a 40% discount. 
 

Ebook Publishing Pros 

 It’s the least expensive way to publish your book. 

 Anyone can do it. 

 The popularity of EBooks is growing. People love the idea that they can order online and 
have the book saved to their computer or printed out today. 

 You will always have the book in stock. 

 Use it to add value to your other products or speaking services.   
 

Ebook Publishing Cons 

 Some will argue whether or not an EBook qualifies as a published book. 

 Like self-publishing, you are responsible for all editing, formatting and cover designs. 

 Controlling the reprinting of your book by others. 

 Back-of-the-room sales. It will be tricky selling and signing your EBook after your 
presentations or at tradeshows. 

 
CDs and DVDs  
CDs and DVDs can be produced a number of ways. The easiest and least expensive way is to 
have one of your presentations recorded by a paying customer. Many companies, college, and 
organizations have access to high definition recording devices. You may even offer them a 
discounted price for producing a quality video or audio track. The key here is to make sure your 
recordings are of high quality. Once in your possession, these products can be packaged for sale, 
turned into a demo, or downloaded to your website or YouTube. 
 
Teleseminars  
Teleseminars are seminars or classes you hold on the phone or over the Internet. You can hold 
between 1-500 people on one call, depending on the service provider you use. One of the most 
popular is FreeConferenceCall.com. Visit www.freeconferencecall.com to learn more about this 
service. 
 

http://www.publishingamerica.com/
http://www.freeconferencecall.com/
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Final Thoughts and Reminders 
 
 
Remember that the speaking business is a relationship-based business. The bottom line is that 
people will hire you to come speak to their audience because they trust, like, and value you.  
Follow the information provided in this Ebook and it will help you lay a great foundation in your 
speaking business. If you want to take your speaking career to the highest level, I invite you to 
attend our next upcoming speakers’ seminar. Please visit our site for dates and availability. In the 
meantime and in-between time, here are some final reminders to help you succeed! 
 

1. Run it like a business. 
2. Create a three-year plan. 
3. Donôt under-value yourself. 
4. Track all results. 
5. Keep your schedule under control. 
6. Hand-write thank you notes. 
7. Use Priority Mail on important info. 
8. Donôt put whatôs exciting over what makes money. 
9. Donôt be busy, be proactive. 
10. Schedule everything. 
11. Ask yourself: are you working on  the business or in  the business? 
12. Look for ways to create multiple streams of income. 
13. Donôt worry about competitors; they donôt hire you, clients do. 
14. Continue investing in yourself. 
15. Remember, it is not about how much money you make, but how much you keep. 
16. Define financial freedom for yourself. 
17. Stay in touch with everyone who has booked you in the past. 
18. Invite other meeting planners and coordinators to hear you speak. 
19. Always ask to be rebooked. 
20.  SIGN UP FOR DIONôS PRO BONO NO MORE SPEAKERS SEMINAR!!  

(Mention you are a World Class Communicator and receive $500 off registration!) 
 

LEARN MORE AT NO COST!! 
 

To learn more about how to become a highly paid speaker and learn the tricks of the speaking 
trade, sign up for our monthly “Speaker Secrets” newsletter visit us at 

 

www.DionJordan.Com 

 

http://www.dionjordan.com/
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DJE Mentoring Program 
 
DJE mentor program is a 12-month one-on-one program 
designed to help you grow your speaking business. If you are 
interested in becoming a highly paid speaker and would like a 
experienced and successful speaker to guide you through the 
steps to take your speaking career to the next level, then this 
program is for you. 
 
Please note that Dion is only interested in working with those 
who are serious and committed about getting into the speaking 
business. His time and commitment to working with speakers 
is reserved for the serious, not the curious. So if you are still 

trying to find your calling in life and not sure this is what you have been gifted to do, this is not 
the program for you. If you know you have a gift to reach others, but need a mentor to teach and 
train you in the ways of becoming a professional speaker, author and entrepreneur, then contact 
us today. This mentorship program has street smarts, but operates with integrity and Christian 
values. Dion will teach you how to make a difference first and a dollar second. 
   
The fee is $2,500 for 12 months. It also includes a seat at Dion's well-renowned Speakers 
Seminar. Discounts available for graduates of the seminar. Admission is limited. If there are no 
openings, there is a "first come, first served" waiting list.  
 

  

 

 

 
 

 

 

http://www.dionjordan.com/personal/pro-bono-no-more.shtml
http://www.dionjordan.com/personal/pro-bono-no-more.shtml
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Say it With Me:  Pro Bono No More!! 
How to Break into the Speaking Business and become a Highly Paid Speaker 

 

 
This collection includes: 

  
Pro Bono No More!! Manual 

8 Power Packed CD's: 
  

Overview of the Speaking Business 
Marketing and the Tricks of the Trade 

Getting Booked in Colleges and Schools 
Getting Booked in Corporate and Non-Profit Organizations 

Creating and Selling Products 
Creating and Delivering Presentations  

Writing and Publishing Your Book 
 

Here is just a glimpse of some of the things you will learn: 

 How to get more speaking engagements. 

 How to find the people who pay big bucks for speakers. 

 How to turn each speaking engagement into 5 more. 

 How to stand out from the competition.  

 How to start-up and manage your speaking business.  

 How to publish your book inexpensively in 30 days.  

 How to turn free speaking engagements into paid ones.  

 How to market yourself as a professional speaker/trainer.  

 How to set your fees and negotiate higher fees.  

 How to get booked at colleges, corporations & cruises.  

 And a lot more, including a Bonus CD Live from DJE Speakers Seminar 

Cost 
$1500.00 
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All That It Takes Is All That You've Got And All That You've Got Is All 

It Takes  
 

Inspiration and Motivation That Will Help You Reach Your Goals!! 
 
Based on the bestselling book “All That It Takes Is All That You’ve Got And All That You’ve 
Got Is All It Takes,” this power-packed 60-minute presentation convinces you that what you 
need to succeed is already within you. Some of the topics include: 

 How to clearly identify your goal  
 How to get up when you want to give up  
 Steps to insure you reach your goals  
 How to find and keep balance in your life  
 How to silence your inner critic  
 How to turn stumbling blocks into stepping-stones  
 3 keys to open any door  
 Learn how to encourage yourself 

  

 

 

 
$12.95 

  

What if everything you could ever want was sitting right in front of you, just waiting for you to grab hold 
of it? Would you have the courage to reach out and take it? What if you had the power to turn every 
problem in your life into a stepping-stone that would help you reach your full potential in life? Would 
you have the valor to use it? What if you had the ability to energize yourself and be motivated for any 
task that stands in front of you by simply telling yourself “I can?” Would you dare to say it? What if I told 
you all these things are possible if you first believe in yourself? Would you believe it? 

I don’t know what it is that you want to accomplish, but I do know one thing: if you want it, you can have 
it. Richard Bach, the author of Jonathan Livingston Seagull, once wrote, “You are never given a dream 
without also being given the power to make it come true.” You know this to be true. Somewhere deep 
within you, there is a voice that keeps telling you: I can do this. It is my pleasure in this book to empower 
that voice within you to reach and surpass whatever you put your mind to do. 

One of the greatest accomplishments one can achieve is to achieve one’s intended goals in life; the reality 
of accomplishing that which you put your mind to do. It is for this reason that success is so 
enthusiastically celebrated and admired, simply because it is so exceptional and difficult to achieve. Yet 
you have what it takes. Don't wait for someone to give you permission to succeed and achieve; instead, 
give yourself permission. Don’t wait for someone to give you authorization to do it; follow your heart, 
plan your work and work your plan. Stop renting out your life for other peoples’ dreams. It is time to start 
owning your own life and living your dreams. You have the power to set yourself free from whatever 
limitations there may be. You have what it takes to look into the eyes of any obstacles and watch them 
melt and become your opportunities. It is now time to greet each day with confidence and an unshakable 
faith. Your destiny is tapping its foot waiting for you to get up and show up.   

~Excerpt from Dion Jordan’s top-selling book, All That It Takes Is All That You’ve Got, And All You’ve Got 
is All it Takes! 


