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How can I get more speaking gigs?” 

This is the question I hear more than any other. I have been speaking in public 

for 30 years, and have spent a lot of valuable time learning about how to 

successfully identify and find an audience for speaking.  

This report is a collection of my best tips and hints on how to help you set the 

stage for your speaking success.  Essentially there are 5 steps to getting booked. 

1. Getting a clear understanding as to Why it is worth taking the time to make 

this work 

2. Finding out Who to talk to 

3. Identifying key contacts and Where to find them:  

a. 3 steps to getting speaking opportunities through people you already 

know  

b. Getting by with a little help from your friends: other speakers, 

Speaker Bureaus, Agents, Assistants, Internet lists 

4. Knowing What to say when booking a gig 

a. How to find clients by speaking to associations – Clients or referral 

partners (Even better!) 

b. How to get corporate speaking gigs  

 

I won’t lie to you and say that this is quick.  Like anything else, in the beginning  

you have to dedicate more energy and time to get your speaking career off the 

ground.  But it doesn’t have to be difficult.  
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That’s why I added Secret # 5 

5.  – Learning HOW to get it done.  Personally, I am a brilliant procrastinator.  

I can come up with hundreds of reasons not to pick up the phone and call 

about speaking gigs.  I finally created the Fabulous Friend System to get 

myself going.  Since then, my calendar is full! 

 

Bonus Tip:  

The secrets for getting booked again and again 

  

http://www.elizabethbachman.com/


How to Get Booked as a Speaker: 
Taking Your Show on the Road 

 
 

Elizabeth Bachman 
2261 Market St, #204, San Francisco, CA 94114 

415.967.1014  www.ElizabethBachman.com 
 

Page 4 of 25 

 

Secret # 1: WHY 
 

Before you begin, think about your own mindset.  Too many speakers sabotage 

themselves before they ever pick up the phone. 

 

Remember:  

 

• You are an expert!  If you truly believe in what you do, it is your right, your 

privilege – even your responsibility to help those who need you.  

• Giving it away for free cheapens the offer, and your clients are much less 

likely to do the work. 

• Promoters and organizers WANT to present good speakers!  You are 

offering a valuable service when you let them know that you are a speaker. 

• Close your eyes for a moment and think about all the people you have 

helped and will help.  All they need is to see you and hear you. 

 

• You are Fabulous!  Believe it! 
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Secret # 2: WHO? 

 

Before I look for where to speak, do I know who I want to speak to? 

 

Many people talk about the importance of having a Niche, but there is much, 

much more to this.   It’s important because the more specific you can be the 

better.  If you don’t know who your ideal clients are, you will waste a lot of time 

speaking to groups who aren’t really looking for what you have to offer. 

 

My client Meg used to say “I work with women in transition”. That’s a pretty big 

category. It was hard to imagine specific clients for her.   

Then she changed her niche to “Women who look great on the outside, but 

inside they know that there is something missing.”   

Now she finds her ideal clients coming up to her and saying “You just described 

me!  Let’s schedule an appointment.” 

 

Find your niche.  

Who are your ideal clients and where do they hang out? 

 

Think about the clients that you love to work with, and expand on that category.  

 

Using the following worksheet, take some time to create a full character study of 

your ideal client. Picture one person and write a description of him/her. 
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Concentrate on the qualities that are important to your work.  This profile will 

evolve as you do.  The important thing is to get started. 

 

Build a real profile, full of details.  Give him a name and a family life. What sort of 

person is she?  The more details you add, the better. Think for a moment about 

your friends and how many details you know about them. 

 

Use this tool to truly narrow your focus and discover which questions you have 

not yet asked. By the end you should have a much better idea of who to look for.  

The more you have a persona for your ideal client, the easier it will be to design 

your marketing copy. 

 

THIS is the person you write your copy for.   

THIS is the person you want to talk to when you make a call.  

 

 

NOTE: it often helps to find a generic photo in the internet of someone who looks 

like your ideal client.  Paste it in to your profile, then hang it on the wall by your 

desk.   
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Ideal Client Profile: 

Name: 

Gender:      Age: 

Occupation: 

What size company?      How much does she make? 

What level in the organization? 

Who are the co-workers? 

Who does s/he report to?   

Who reports to him/her? 

What organizations does s/he belong to? 

Where does s/he get the news?  Print, Internet, TV, Radio? 

What is important to him/her? 

Beyond age, gender, personality and interests, describe his family life.  

Married? 

Children?  How many, how old & what gender? 

Where does she live?   

What kind of home?   

Pets?   

What kind of car does he drive? 

What sort of books does he read?   

What TV shows does she like? 

And... WHY does she need what you have to offer?  What is her problem, 
for which you are the solution?   
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Secret #3: WHERE to find speaking opportunities 
 

Once you know who you want to speak to, the next step is to figure out where to 

find them? 

 

Step 1: 

One of the easiest ways to begin is to contact your existing clients and ask them 

for help. Since they are already in your niche, they fill many of the qualifications 

above. 

 

• Where do they work?  Could you speak at a corporate lunch-n-learn?   

• What associations do they belong to?  Could you speak at a meeting?   

• Where do they go to get information about the subject that you teach?   

• Are there bookstores and libraries where your clients go?   

• Could you speak there? 

 

Once you have some suggestions of places to call, be sure to ask your client if 

you may use their name as the person who referred you. 

 

Step 2: 

Find the other professionals who work with your ideal clients, and who could 

benefit from hearing your perspective. These will also be good referral sources 

for you.  

http://www.elizabethbachman.com/
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For instance, if you are an acupuncturist, find meetings for massage therapists, 

chiropractors, nerve specialists, doctors who treat chronic pain, and so forth. You 

share the same clients, after all. 

• Identify those who also deal with your ideal clients and find out if they have 

professional meetings. Could you speak for them?   

• What information do you have that would help other professionals to help 

the clients you have in common?   

 

If you approach your presentation as a search for referral partners rather than 

clients, you will have a much easier time.  

 

Instead of having the pressure of needing to make money at the speech, you are 

offering a service that will allow your audience to make a real difference to your 

mutual clients.  

 

Anyone who is a potential client will recognize themselves when you speak, and 

will come forward on their own. 

 
I know a photographer who specializes in creating sexy portraits of “normal” 

women. She feels strongly that our society promotes unreal definitions of beauty. 

She especially loves to work with women who are struggling with eating 

disorders. Her work helps them realize that they are beautiful just as they are. I 

suggested that she contact psychiatrists and doctors who deal with these issues, 

and offer a package deal.  
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She offers an important service. For women who struggle with body-image 

issues, a recommendation from the doctor makes it “safe.” 

 

Step 3: 

Ask your friends.  

 

By now you will have a good idea of the sort of connections you are looking for. 

Describe the sort of groups that would benefit from hearing you and ask them for 

ideas.  

 

This is especially useful if you want to speak to corporations. Your friends may 

work for companies that schedule seminars for their employees, and they can 

refer you. 
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Secret #4: WHAT do you say when you call? 
 
Before you start making phone calls, you will need:  

1. A catchy title for your presentation,  

2. A 1-page outline of the talk with bullet points of what the “Takeaways” are 

3. Your headshot in 3 formats: Hi-resolution, Medium (250x250 pixels) and 

Thumbnail (150x150 pixels) 

Save these in a page on your website and in a file on your computer.   

• Be sure to save each file with your name on it!  Sending a photo entitled  

“Last summer” is a clear sign that you are an amateur.  “Bachman 

Headshot Hi-Res” looks so much better 

This might be part of your Speaker Sheet (See the Bonus pages) or it might be a 

separate page. Even if you are sending a proposal for a specific purpose that is 

not addressed in your usual talks, you should still send your Speaker Sheet.  

 

Be sure to include a link to your website. My friend Carol spent a lot of money 

with a graphic artist, creating a gorgeous speaker sheet. Then she spent extra 

money making 100 color copies, buying 100 beautiful envelopes and extra 

postage so that she could mail them to the organizations she wanted to speak 

for.  It wasn’t until she had sent them all that she realized – 

 

She had left out her website, email and phone number! 

• Get someone to proof-read your material!  
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Most of the speakers I know focus on two categories of speaking venues, 

Associations and Companies. 

 

How to find clients by speaking to associations 
 

If your ideal clients are entrepreneurs, one of the best ways to find them is to 

speak to: 

• associations  

• clubs 

• professional organizations 

• networking groups 

 

The person who books the speakers for such an association is usually a 

volunteer who has been saddled with the chore. He or she is usually desperate 

to find good speakers, and will be delighted to know how fabulous you are. 

 

Remember that you are offering a valuable service.  As I said above, start by 

asking your clients and friends to introduce you to the person who organizes the 

talks.  

 

Always take notes during the conversation. Have your Speaker Sheet with you, 

so you can give them the exact language you use.   

 

 

http://www.elizabethbachman.com/


How to Get Booked as a Speaker: 
Taking Your Show on the Road 

 
 

Elizabeth Bachman 
2261 Market St, #204, San Francisco, CA 94114 

415.967.1014  www.ElizabethBachman.com 
 

Page 13 of 25 

If you don’t have a contact name, look up the main number and ask them this: 

 

“Hello, my name is _______. Can you please tell me the name of the person who 

books speakers for _____ (the general category you fall into:  Business or 

Wellness or_______?)   

 

If you do have the name, of course, then ask to be transferred. 

 

If they don’t have an answer, then ask them which person they suggest that you 

contact.  

 

When you get through to the volunteer who is doing the booking, introduce 

yourself, and ask them if they have a minute to talk.  

(If they are busy, make an appointment to talk with them later.)   

 

The best sample conversation that I know comes from Kari Hagensmith of 
Speakers’ Secret Weapon. (http://thesecretweaponinc.com/)  The key is to 

come from a place of service. Ask questions and LISTEN to what they are 

looking for. 
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KARI’S OPENING PHRASES FOR A BOOKING CONVERSATION: 

 

You: “Hello, my name is ___________. I’m very interested in finding out how you 

go about evaluating the speakers you invite into your organization?   

Volunteer: “Why do you ask?” 

You: “I am a speaker myself, and I am also connected to a couple of other expert 

speakers. I’m sure that one of us has a presentation that would be a great fit for 

your people.  

Would this be a good time to talk?” 

(These two sentences will get you connected with the decision maker.  They also 

position you as an expert who is worth listening to.) 

 

If this is not a good time:  

You:   When would be a good time to talk?  (Make an appointment. And 

keep it!) 

 

If YES: 

You:  “I’d like to know what you are looking for when you book speakers to 

present to your group”   

 

Ask questions and LISTEN to the answers. Keep exploring with them until they 

ask you what your speech is.  

 

Some good questions are: 

http://www.elizabethbachman.com/
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“What sort of people do you have in your group?  (i.e. Are they entrepreneurs, 

mothers, social friends, networkers in a specific category, etc.) 

““What challenges do they face?”   

“What sort of information are they looking for?” 

 
You:  “I have a presentation called (your catchy title)  _________ that gives 3 

keys to _________________. (For instance: “From Talking Head to Rock Star: 

How to Get Clients by Speaking to Groups” with tips on 1. how to combat 

nervousness, 2. How to put the listeners at ease and 3. how to make an 

irresistible offer so that you walk away from the gig with sales.)   

  

You: “Is this a topic that your members/employees would benefit from?” 

 

If they say YES- 

You:  “May I ask you a couple of questions about your lunch talks?” 

Volunteer: “Yes” 

You;  “Thank you. How much time do you allow for these?” 

Volunteer: “30 minutes” 

You:  “Great- In a 30-minute talk I can cover XYZ” – (Be sure to have your 

Speaker Sheet with you so you can tell them the three benefits the audience will 

get.) 

 

You  “What is our next step? What information do you need from me?”  

 

http://www.elizabethbachman.com/
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Volunteer: “Please send me ________________” (i.e. a write up for the talk, a 

photo, your bio or resume.)   

 

You:  “Wonderful!  I will have that right out to you. Thank you so much!” 

 

If they want to review your material before setting a date for your speech: 

• Tell them you will follow up with them, and find out when would be a good 

time to call.  

• Send your Speaker Sheet, photo and bio immediately. 

• Put the follow-up date in your calendar and keep it! 

• When you call to follow up, ask them if they have had time to review the 

material you sent, and when would be a good time for you to present to 

their people.  This is a good time to use the TYSR Bonus:  

• 31 Questions to Ask Before Saying Yes to a Speaking Gig 
 

If they are ready to engage you right away and give you a date for your speech::  

• Send your Speaker Sheet, photo and bio immediately. 

• Put the date in your calendar, and make sure you have the address. 

• Put a reminder in your calendar 1 day before to check your packing list for 

the gig.  (See the Bonus: Packing List for Fabulous Speaking Gigs.) 

• Put a reminder in your calendar 1 week before to check back in with the 

organizer.  This should be a friendly phone call to say hello, make sure that 

nothing has changed and reconfirm. 

• Put a reminder in your calendar 1 month before to start promoting the gig. 

http://www.elizabethbachman.com/
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Additional notes: 

If they say that this wouldn’t be a good talk for their people, or if it does not sound 

to you like it would be a good fit, don’t just hang up.  

Ask them “May I ask you a question about that?”  Then find out what the 

objection is.  

It might not be a good fit because you have the same topic as the last 3 

speakers.  Or it might be a better fit for one of your colleagues. 

 

Again, ask questions and then listen to the answers.  

 

If one of your Power Partners would be a good fit, recommend them.  This 

positions you as a useful person and makes it easier to get back in touch the 

next time. 

 

 (Note that at the beginning you only mentioned being connected to a couple of 

experts. That way it won’t scare them off. Of course, they don’t know who you 

were referring to, so you can choose from a larger list of colleagues when you 

suggest someone who fits their needs.)   

http://www.elizabethbachman.com/
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Speaking to associations to find referral partners  
(Even better!) 

 

I especially love speaking to groups of people who serve the same client base 

that I do.  The steps are basically the same as above, except that this time you 

are looking for people who could refer you as an added bonus to their clients.   

 

For instance, a massage therapist can provide a valuable service to chiropractors 

or sports medicine specialists.  Speaking to their professional meetings can be 

very lucrative. 

 

This is a great long-term strategy, because a good referral partner is likely to 

send you client after client, and can become a good strategic alliance. 

 

Important notes: 

Be sure to come from a place of service.  

     Ask how you could help them. 

     Be prepared with contacts for them or places where they could speak.   

The more you give, the more you will get. 

 

 
 
 

How to get corporate speaking gigs 
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To talk to corporations, find out who the Human Resources director is. The HR 

department produces free seminars for the employees, and they are always 

looking for good speakers.  

 

NOTE: This is similar to the conversation with associations, with one important 

difference:   

You are likely to deal with a receptionist and/or a secretary before you get to the 

actual decision maker. This person is called the “Gatekeeper.”  He/she can often 

have a lot of power, and may control your access to the decision maker. Be sure 

to get their name, and then thank them for their help. Write the name down. If this 

turns out to be a good fit for you, you want to have a long term relationship with 

this organization. The Gatekeeper will then become a most useful friend. 

 

From here on, this is the same as the conversation for Associations.  
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Getting by with a little help from your friends 
 

Talk to your peers:  how to create allies by providing value to fellow speakers  

 

One of the best ways to hear about speaking engagements is to connect with 

other speakers at a multi-speaker event. Some of my best jobs have come 

through a recommendation from another speaker. Don’t just give your speech 

and disappear; stay around and see who else is there, engage them in 

conversation and think about how you might be able to help them. 

 

Whether you are speaking or not, whenever you attend an event, go up to the 

speaker before the presentation and make a connection.  Arriving early is a great 

strategy. Speakers are often ignored before they have given their presentation. 

This is a great time to make contact, offer to help them set up their display and 

welcome them to the group.  

 

One of my early speeches was to an organization of speakers two hours away 
from my home. A friend drove me there, so I could practice my script on the way. 
Of course, I was still revising in the car. My friend didn’t know what I needed in 
the way of help, but I had asked two experienced speaker friends to meet me at 
the venue and assist.  
 
We had been invited to have dinner with the organizer and some of her 
colleagues, but we got stuck in traffic. By the time we go to the restaurant, the 

http://www.elizabethbachman.com/


How to Get Booked as a Speaker: 
Taking Your Show on the Road 

 
 

Elizabeth Bachman 
2261 Market St, #204, San Francisco, CA 94114 

415.967.1014  www.ElizabethBachman.com 
 

Page 21 of 25 

only seats left were at the end of a long table. The two men we sat with spent the 
entire time talking to each other, and ignoring my friend and myself. 
When we got to the venue, neither of my experienced assistants were there. I 
pressed my driver/friend into service, but could only give her the most basic 
things to do. Meanwhile, the hostess was busy with her buddies, the members of 
the organization talked only to each other, and NOBODY said hello to me. I was 
the featured speaker, and they ignored me. 
 
Needless to say, it was not the best speech I ever gave.  
 
I have more experience now, and I know how to turn a “cold” room into a warm 
one. But the memory still leaves a bad taste in my mouth. 
 

Remember, the speaker is a human being like any other. He or she might be new 

to the group, and extremely grateful for a friendly welcome   

 

You will make many more friends if you come from a place of service. Think 

about how you could you help the speaker.  Do you know people at the event 

who would be great referral partners for them?  Do you have other contacts for 

them?  Can you suggest places where they could speak?   

 

The more you give, the more you will get. 
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Producing your own events 

 

Of course, a great way to get speaking engagements is to hire yourself!  Produce 

your own event, and invite your ideal clients. This is a category unto itself, so I 

won’t go into it here.  

For more information, contact me at: elizabeth@befabuloustraining.com  

 

Asking for help: Speaker Bureaus, Agents, Assistants, Internet lists 
 
Speaker Agents: 

Once you are at a level to give keynote speeches, you may wish to sign up with 

an agent or speaker’s bureau. This is usually only worthwhile once your speaking 

fee is high enough to make it worth giving a commission to an agent. For more 

information, contact me at: elizabeth@befabuloustraining.com  

 

Online Resources: 

There are hundreds of ways to look for speaking gigs on the web.  

• Join a Linked-In group designed for speakers. 

• Look for Meetup groups where your ideal clients gather 

• Set up a Google Alert that searches for “Call for proposals – business”      

(or health or skin care, or whatever you do) 

 

None of these work as well as personal connections, though. Use your 

networking skills first. 
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Virtual Assistants: 

You can delegate some of the cold-calling to a virtual assistant. You must have 

done Step One first. Identify your ideal clients, and figure out where they gather. 

You can have your VA compile a list, if you have clear guidelines. Then be sure 

you have a great script, and have gone through this with your VA.  

 

One of the key complaints I hear from VAs is that their employer has not been 

clear about what they are specifically looking for, and what they specifically do. 

 

Secret #5: HOW to get it done 
 

Now you have information you need to start making calls to find speaking gigs. 

However, I have found over and over that knowing the steps is still no guarantee 

that you will actually pick up the phone.   

 

So I created  The Fabulous Friend Booking System © 

This system is the only one I have found that truly works for me.  You will find it in 

the bonuses attached to this report.  

 

See below for one more bonus tip.
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Bonus Secret: How to get booked again and again 
 

There is an old saying: “The fortune is in the follow-up.” 

 

• After you have done your talk, send a thank you card!  Handwritten cards 

are best. Prepare them in advance, and leave room to add something 

specific about the event. (PS:  I loved the color of your outfit!) 

• Thank the person who referred you as well as the promoter. 

• Tell the person in charge what fun you had, and ask them what their 

rotation is so you can stay in touch about speaking again.  

• How far in advance do they schedule?    

• With a small organization, at what point in the year do they decide on their 

program?  Is there a board meeting?  A funding deadline? 

• If you spoke to a large organization, what are the open and close dates for 

submitting proposals? 

• Do they have any special events or seasonal themes that they are 

promoting?  Could you fit your topic into one of those topics? 

 

ENTER THESE REMINDERS IN YOUR CALENDAR!  

1. Reminder a month or two in advance of the submission date, so you can 

get your materials ready. 

2. Reminder a few days before the actual submission date, so you can send 

in your application. 

3. Reminder to follow up and confirm that they received it. 
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4. Reminder to check in about whether they have made a decision. (If you 

have not heard from them.) 

5. Reminder 1 week before the event to schedule time after the event to 

follow up with any new contacts you make. Allow 2 hours, or divide it into 2 

60-minute sessions. 

6. Reminder 2 days before the event to check your packing list. (See Bonus 

#3: Packing List for Fabulous Speaking Gigs) 

7. Reminder the day after to follow up with new contact (if you have not 

already scheduled this time.) 

8. Reminder 2 days after the event to follow up anything that didn’t get done 

immediately afterwards. 

 

There are speaking opportunities everywhere!  

 

I hope that this report will give you a good head start. If you have any questions 

or feedback, please email me at elizabeth@befabuloustraining.com.  

 

Happy Speaking!  You are FABULOUS! 
 

Elizabeth Bachman 

http://www.elizabethbachman.com/
mailto:elizabeth@befabuloustraining.com

