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P ART I

Set Yourself Up For
Paid Speaking Success
By Nona Prather

This part of the book contains insights from
a booking agent for professional speakers.
This is my best advice if you want to get paid
to speak.
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Why You Need To Be Paid
To Be On The Right Stages

Let me tell you a little story about Jeff. Jeff received
a request for a low-paying speaking engagement at
the Concrete and Pavement Association of Indiana.
He was on the fence about going because they
only offered to reimburse travel fees for the event.

However, he decided to speak, and it was a good

thing he did.

The audience members consisted of executive
directors from companies all over the state and
directors of the other state associations as well. This
turned out to be a target-rich audience for him. They
were so impressed with his presentation that after the
event was finished, he received offers from five other
companies and the state association directors to do

the same presentation at a full fee.
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He had never considered this industry before, yet
now he is so well-known to its association members
and executives that he gets asked back on a regu-

lar basis.

Before turning down a non-paid opportunity, ask

this question: “Who will be in the audience?”

Target the audience that you most think will benefit
from your topic. Think about what the audience
needs. It’s not about you; it’s about them. Think
about a conversation you had with someone you
enjoyed. Chances are the conversation resulted in
their solving a problem for you. Being in front of a
big audience is the same way. If they walk away from
your presentation with a usable solution, you will

always be providing value.

Getting paid to be on stage will open up more oppor-
tunities. Have you heard the phrase, “You get what
you pay for”? This is true when planners are choosing
the best speaker for their event. They have a budget
to spend and if they don’t use it, they lose it. So it

might as well be spent on you.

Your topic should provide value that the audience
needs. The number one criteria meeting professionals
look for when selecting a speaker is: “How will they
solve my problem?” That’s why it’s important to have
at least three pain points that you solve and can bring

to the table for consideration.
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An example of a pain point would be if you're
speaking about resilience, the problem might be
experiencing difficulty in getting past the mindset

of failure.

When you're planning the topic you want to deliver,
always keep in mind who you're talking to and
what you want them to take away from your pre-
sentation. How are you solving the pain point with

your takeaways?
Example of audience takeaways:

O Takeaway one. Your audience will learn
how to utilize X number of steps to lead a

winning team. (solution)

O Takeaway two. Audience members will leave
with a sense of ownership in the company.

(feeling)

O Bonus takeaway. Each audience member
receives a workbook or a copy of your book.

(tangible)

What Is Your Why?

This is a cautionary tale. I had a client a while back
who spoke about mental health in the workplace.
Her only qualifying factor to speak on this topic
was that she struggled with mental health herself.



24 WAYS TO GET PAID TO SPEAK

Sometimes, if you're a great speaker this is all you
need, but most of the time decision-makers are

looking for more qualifying factors than that.

We struggled with selling her. Then she came
back with the idea of talking about ethics, so she
completely changed her topic. She said she thought
this topic was sexier and would get more sales. The
problem is she didn’t have a background in ethics
either. Her background was in interpreting. She’s
very smart and knows multiple languages. So I
suggested talking about culture but she was worried

that it wouldn’t sell.

If you want to be a great speaker you have to have
passion for the subject. Your own experience can be
enough as long as your passion comes through on
stage. If you're like many potential clients who come
to me, you might have many passions but select two

or three you know best and dive deep into those.

Questions To Think About

What are you most passionate about?

Is it mental health, workplace safety, or women’s
leadership? You have to have passion and knowledge
about the subject you're delivering or else the audi-

ence will see right through you.
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Who do you want to talk to?

Be specific about who you want to talk to. When
searching, pick the niche that best fits your why, pas-

sion, and pain points, and focus your attention there.

What problems are you solving for
the audience?

I get asked all the time, what topic is selling right now?
It’s a good question, but there’s a catch. The catch
is how fast the Aot topic can change. For example,
it can go from employee retention and attraction to

resiliency practically overnight.





