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You're not selling a
speech. You're solving a
problem.
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You serve the audience
but you sell to the
organizer.
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A bestselling book
doesn’t necessarily make
you a best-selling author.

*/2
®



Delayed replies = lost
bookings.
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Be low-risk. Be high-
value. That's the trust
hack.
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TEDX had its time. That
time’s behind us.
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Shortcutting a bureau on

spin business is the

fastest way to cut off
future bookings.
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Pre-event briefing calls
aren'’t for book or product
sales. Don’'t make it

weird.
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Being the best-kept
secretisn’'t noble.lt'sa
booking Killer.

*/2
®



Making the planner look
good will do more for
your career than any
standing ovation.
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Speakers who are slow to
reply are fast off the
shortlist.
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You might be the bestIn
the biz, but a bad team
makes you unbookable.
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An overproduced reel
without substance s
catfishing the client.
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Bureaus pitch speakers
they like as people.
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You have to believe In
your value before anyone
else will.
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You're building a
business, not a vibe.
Nobody books a vibe.
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A standing ovation isn't
hecessarily in response
to your speech.
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If you're late to an event,
don't ask for a
testimonial.
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Getting 50K for a keynote
doesn’'t make you a 50K
speaker.
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The best speakers in the
world didn’t set out to be
speakers.
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You don't have a delivery
problem. You have a
content problem.
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Comparison s the #1

killer of contentment.

Focus on being better,
hot better than.
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Hiring an inexperienced
manager can ruin your
speaking business.
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A soft hold by a bureau
agentisn'tan opt-into
your drip campaign.
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No one books potential.
They book proof.
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Bureau agents don't work
for you. They work for
their clients.
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Your talk isn’t the
product. You are.
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Not every speaker in your
circle wants the best for
you.

*/2
®



If it's not working, it's not
the industry’s faulit.
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When the headshot's
2008 and the keynote’s
today, everyone notices.
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Not everyone will be
open to your message ho
matter how strongly you
believe in1t.
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