Thriving In Today’s Business Climate
By Rebecca Morgan, CSP, CMC

Looking back at my 30 years in the speaking/training/consulting business, I think about what I would like to know if I were starting in the business now. Many things have changed dramatically since that fateful day in 1980 when I gave my very first speech — and got paid for it!  I caught the bug, deciding to try my hand at the business full time. The business has changed so much. Many pre-2008 business strategies are now pre-historic. Many practices that worked before aren't working now. You have to embrace technology and new ways of thinking and interacting. 

Here’s some wisdom I’ve gleaned which I think are central to having a successful speaking business now. 

· "Find your uniqueness and exploit it in the service of others." —Larry Winget. Research what others have to say about your area so you know how your voice/ideas/system is different and why you are unique. How do your background and experience provide a different perspective? Describe your uniqueness in a way that is of benefit to others who want what you have to offer.


· "People will buy hard-to-find, easy-to-apply information." —Gordon Burgett. The Internet provides lots of free information. What do you offer that is different and hard to find? How can you distill it so it's easy to understand and apply? How can you help people apply it?


· Think beyond motivation/information delivery to supporting readers/attendees/clients in implementation. (You don't have to actually provide hands-on implementation, just support in getting it done.). Coaching (by you or others), certifying others, group phone coaching programs, a series of workshops/webinars, self-study e-learning with feedback from you or your certified coaches, membership site, etc. 

· Augment or replace live, in-person delivery. Web-based e-learning, webinars, teleseminars, e-courses delivered by email with you commenting on registrants' work. Many government agencies have hugely cut back their employees attending conferences and seminars. With travel security and flight cancellations getting worse, many people are avoiding unnecessary travel. With so much being able to be delivered virtually, people question taking the time and money to travel to and attend something live. 

Virtual delivery makes your work scalable to as many people as you want, anywhere in the world, and allows you to work anywhere you want. Even small-group meetings are now very effective via Cisco's small group video conferencing which projects life-size participants' images around a table and is as close as we have to feeling like you're in the same room.

· That said, many of the basics that we've abandoned are worth resurrecting with a twist. Business is often done because someone has a relationship with you and trusts you to do a good job. Rekindle those relationships by sending a personalized email, LinkedIn or Facebook message connecting with past clients/contacts. Then set up a coffee, lunch or phone meeting to reconnect real time.

· Think past the one-time sale. You'll burn out selling one-time events or products (speeches, workshops, books). You have to continually find new prospects and sell them. It's easier to sell someone who's already bought from you. What is the next thing that will help them implement or go to the next level in your topic? How could you create an ongoing continuity program (subscription, monthly membership group coaching)?

· Build your mailing list. To paraphrase Bill Clinton, "It's about relationships, stupid." People buy from others who they trust and think have value. Start aggressively building your list. Create an ethical bribe to entice someone to get on your email list, then provide regular value to keep them on the list and contact you when they have a need. A special report, eBook, webinar or teleseminar recording are all perceived as valuable to the recipient so they will give you their email address to get it. Then establish a semi-monthly to quarterly email/ezine/eLetter to stay in contact and keep providing value to them.

I know this seems like a lot to implement. Start with something that you can focus on now. Get moving — the business is moving too quickly to stand still.
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