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Imagine you’re at the height of your speaking 
career. You’ve just walked off stage after speak-
ing to 1,000 people who jumped to their feet 
in appreciation of your message. The standing 
ovation is music to your ears and you are being 
paid more than you ever thought possible. 

How does this sound so far?
Is it a dream or reality?

Well, right now you think this is a dream, but 
it’s been a reality for many speakers I’ve had in 
my programs and coached.

And, it can be a reality for you too. 
Over the past 30 years, I’ve studied what 

works and what does not work in the speaking 
industry. I’ve built my career helping speakers 
move to the top 3% of the industry. Having 

worked as a business manager for speakers, VP 
of a Speakers’ Bureau, and as a coach, I’ve seen 
the mistakes that speakers of all calibers make. 

In this special report, I’m going to give you 
the Top Three Mistakes speakers make so you 
can avoid them and be on your way to becom-
ing a wealthy speaker. AND, I’m going to provide 
a BONUS TIP you’ll find at the end.

Whether you are new to the speaking pro-
fession or have been speaking for 10 years, 
these tips are for you.

As with everything, action is key. If you take 
these to heart and take action, then your chances 
of making it into the top 3% rise dramatically. 

So here we go. 

“Within 12 months my business doubled 
but the best part was my “Wealthy Speaker” 
moment when I stepped out of the Grand 
Marriott in Grand Cayman Island after a 
standing ovation keynote to a waiting limo 
taking me to the airport and my next gig. 
Thank you, Jane Atkinson!”

— Paul Schemp, Professor, University of Georgia

“What changed for me working with Jane? 
Everything… we’ve been together since the 

beginning and 3 years later we are well on 
our way to building a million dollar business. 

She is the definitive SpeakerLauncher!”

— Ryan Estis, Performance Expert



Many speakers develop a presentation, deliver 
it a few times, get some positive feedback – 
“Wow, that was the best speech I’ve ever heard” 
– and then think the speech is great. 

But how do you really know when the speech 
is great?

The best way to be sure your speech is 100% 
solid is when two or three people come up to 
you after each speech and say, “do you have 
your calendar? I’d like to book you for another 
engagement.”

Spin off is one of the main  
determining factors to confirm 
that the speech is solid.
The people who tell you your speech was the 
best they’ve ever heard really mean it but use 
that as a confidence builder rather than a mea-
surement of the greatness of the speech. Every 
speaker gets told they were the best speaker ever.

So even if the speech is good, can you rest 
on your laurels? Absolutely not. The main rea-
son – you need to continue to grown and evolve 
as a speaker. After giving the same speech for 
the 500th time, you’re going to be phoning it in. 
You’ve got to keep it fresh. 

If your speech does need work – check out 
The Wealthy Speaker 2.0 Chapter 3 for dozens 
of tips on building an epic keynote. Even if 
that’s the only information you take from the 
book, it will be worthwhile.

No fancy brochure or website 
can overcome a mediocre  
presentation.
Speakers who are at the top of their game hire 
a speech coach. They know it’s the only way to 
stay sharp, the only way to take their speech to 
the next level. When a speaker is delivering 100 
presentations a year at a healthy fee of $10,000, 
you’d think he or she might relax, but I know 
speakers who don’t. Many of them are shooting 
for less speaking engagements at higher fees, so 
they keep doing the work and making it better.  

If you are just starting out in your speaking 
career, I recommend that you spend the first 
three years working the speech.

Put all your time, money and energy into 
creating that killer keynote and it will pay 
off for the next 10 years.

Bottom line – you’ve got to do the work on 
the speech!

My book, The Epic Keynote: Presentation Skills 
and Styles of Wealthy Speakers, is available now.

Mistake #1: NOT WORKING THE SPEECH Mistake #2: POSITIONING AS A SPEAKER VS. AN EXPERT

“Clients no longer want to hire speakers – 
they want to hire smart people who  
happen to speak.” 

— Brian Palmer 
National Speakers Bureau, Chicago
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This will be helpful even if you are brand new 
as a speaker, but especially applies to speakers 
who have been in the business for several years. 

Fifteen years ago clients wanted to hire speak-
ers and it didn’t really matter what they spoke 
about; they were filling a spot on their agenda. 

Patricia Fripp’s career provides a good case 
study. In the 90s, she had a long list of topics 
and clients call her and say, “Please hold two 
days next year for us. We’ll discuss which top-
ics at a later date.” But a few years ago, during a 
sales meeting, a client said, “Patricia, I like what 
you said, but I really liked the way you said it. 
Could you teach our sales people to present 
like that?” Patricia started delivering presenta-
tion skills training, and now clients call for her 
expertise. She went from being a speaker on 
many topics to being an expert on one topic. 
Patricia Fripp’s Flashpoint story can be found 
in The Wealthy Speaker 2.0 at Chapter 3. (Go to 
www.SpeakerLauncher.com for more informa-
tion on how to get the book.) 

The most important thing to know about 
positioning is that you need to be an expert first 
and a speaker second. So if a client checks out 
your website and you talk mainly about being a 
professional speaker, you are missing the boat. 

Positioning as an expert means you have 
clearly stated up front the benefit of what you 
do, as well as why you are credible (i.e., why an 
audience should listen to you).

An example of poor positioning – position-
ing as a speaker:

John Doe is a professional speaker and 
author. He travels the world speaking to over 
75 audiences per year. John’s style is fun  
and energized. 

Here’s what we want – positioning as an 
expert:

For 25 years John Doe has been helping 
salespeople overcome objections using his 
five-part formula. Clients like Bank One, 
John Deere and Coca Cola rely on John’s 
knowledge and expertise to help take their 
sales departments to new levels. His average 
result is a 15% increase in sales revenues. 
John worked his way from the mailroom to 
the top salesperson in the nation for ABC 
Company and went on to manage sales teams 
for over a decade. 

The Wealthy Speaker 2.0 contains powerful 
tools to help you position yourself as an expert. 
(See Chapter 3 for details).

 

Mistake #2: POSITIONING AS A SPEAKER VS. AN EXPERT

 “I wish I had The Wealthy Speaker 2.0 as  
a roadmap when I got into this business  

20 years ago… I could have saved a  
ton of time and money!” 

— Amanda Gore, CSP
Author of You Can Be Happy
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Many speakers go to a lot of time and expense 
putting together their website, demo videos, 
and print materials without ever stopping to 
identify their target market and what they want 
to become known for in the industry. 

In five years, what do you want to become 
known for?

It’s common to look at a website for a speaker 
who lists five or six specialties or topics. But 
when a client sees that, they may think that a 
speaker is the jack-of-all-trades and the master 
of none. 

That speaker needs to “pick a lane.”
What is picking a lane exactly?
Picking a lane is getting very clear on your 

specialty – and offering only topics that fall 
under that umbrella. 

Let’s use John Doe as an example again.
Perhaps John starts his career doing sales 

training, customer service, communication 
skills, etc. Later he realizes that he wants to nar-
row his market to sales. Then, to take it even 
further, he becomes an expert on overcoming 

objections, a part of the sales process. Now 
when a client is looking for help in this area, 
they know John is the specialist – he becomes 
their only choice. 

One of the advantages of picking a lane is 
when you become the only choice for your 
customers, you’re not competing with others, 
therefore your fees can go up.

Clear and focused marketing will help posi-
tion you in the market as an expert and will 
allow customers to quickly see the benefits of 
what you do. 

The goal is to make it easy for 
your clients to say “Yes! We 
need that!”
The Wealthy Speaker 2.0 contains powerful tools 
to help choose your lane. (See Chapter 3 for 
step-by-step details.) 

“Speakers are many but truly wealthy 
speakers are few. If you aspire to be a 

wealthy speaker – or a wealthier speaker – 
this book is for you. Jane doesn’t just know 

what she writes about, she’s done it.” 

— Mark Sanborn, CSP, CPAE
Author of The Fred Factor

“When I hired Jane, my business was just a 
few months old and I’ll admit, it was a big  
investment. However, within 6 months I 
raised my fee twice, hired help and now 
continuously pinch myself that my dream of 
becoming a speaker came true so quickly, 
much in part to Jane’s generous wisdom 
and guidance.”

— Kindra Hall, Storytelling Expert

Mistake #3: MISS THE MARK MARKETING
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Over the course of the last 20 years in the speak-
ing industry, I’ve seen speakers make this mis-
take over and over again. They are fearful their 
client will say no or “reject” them, so they give 
their knowledge away in the form of highly dis-
counted or free speeches. Stand tall in your fees!

Here’s my motto: “Decisions 
based on fear, are usually 
wrong.”
When it comes to setting prices for your pre-
sentations and products, provide value first and 
the money will follow. 

If you know you have value, price your prod-
ucts and services fairly and then (how’s this for 
an idea) stick with them!

I am not saying you’ll never negotiate your 
fees for something that meets your criteria 
(i.e., multiple engagements, major product sales, 
charity that you support), but for the most part, 
you should be quoting your fee and then be 
quiet. A client can sense whether or not you 
are open to negotiation without you saying a 
word, so if you get in the habit of sticking to 
your fees, things will change for the positive. 

Bonus Tip: DON’T GIVE YOUR KNOWLEDGE AWAY!

“Before you open your mouth to speak be 
sure to open Jane Atkinson’s book to learn 
how, to whom, about what, and how much 

you should get paid to speak.”

— Larry Thompson 
Hollywood Film Producer and Manager, 

Author of SHINE: A Powerful 4-Step Formula  
for Being a Star at Anything You Do

When it comes to books or speaking fees, 
think about it this way: the client is not paying 
for the 200 pages in your book or the one hour 
of your speaking time, they are paying for the 
20 years of knowledge that makes up your 
expertise. 

(Check out Chapter 3 in The Wealthy Speaker 
2.0 for tips on setting and raising fees.) 

Don’t give your knowledge away! Be clear 
on your value and set your mind on receiving 
full fees – and watch your business flourish.

When you work hard on your speech, posi-
tion yourself as an expert and product market-
ing that shows the client your clearly-focused 
value, you’ll be on your way to becoming a 
Wealthy Speaker. And in 
the meantime, provide 
great value to your clients 
and expect that they will 
pay you what you are 
worth.

See you soon Wealthy 
Speakers!
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Jane Atkinson
AUTHOR,  

BUSINESS COACH, 
SPEAKER



PS: My system (I bet you can guess the name) 
The Wealthy Speaker 2.0 is guaranteed to help 
catapult your business. Whether you need help 
with picking a lane, positioning as an expert, 
working the speech, building marketing mate-
rials, hiring staff or working with speaking 
bureaus, this book is chalked full of great ideas. 
But don’t just take my word for it; check out 
what others are saying:

“What are you waiting for? Run; don’t walk, 
to read this book! If you apply even one 

idea, you’ll take a quantum leap forward  
in your career! There are gems for both  

beginner and experienced speakers alike.”

— Andrea H. Gold, President,
Gold Stars Speakers Bureau
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For More Information on The 
Wealthy Speaker 2.0 Systems:

Go to www.SpeakerLauncher.com.

Order copies of The Wealthy 
Speaker Daily Success Planner 

and Journal or The Epic Keynote at 
speakerlauncher.com/bookstore

Spend over $100 and save $10  
using coupon code:  INTRO10


