
  

    

How Valuable is Speaking in the Business World? 

People often ask this question - "How do I move away from competing solely on price? My 
clients say there are other considerations, but at the end of the day I still feel my client picks 
the lowest bidder." 

What other value are you delivering that differentiates you from your competitors? 
Speaking is one of the best ways you can do it. You can give back to the business 
community, reach potential clients and differentiate yourself from your competitors. Clients 
have a tangible example of how you are different, not just because you say you are. If you 
are speaking on subjects that are important to your clients, they will see your value.  

On another note, while you cannot join every professional, social or philanthropic 
organization you would like to, speaking is the next best thing you can offer a group besides 
your membership. Instead of only touching the 2-3 groups that you are a member of, you 
can touch more by speaking to 6-7 others. All of a sudden you have a legitimate network of 
8-10 groups that know you and know how you think! Furthermore, these people assume you 
are speaking because you are an expert on the topic. You are now viewed as an expert! 

Bright Idea - Find out which professional associations your clients belong to and target 
those organizations first. Second, target professional associations that serve prospective 
clients. Third, target social and philanthropic organizations that would allow you the 
opportunity to be collegial with prospective clients in a non-business environment such as 
an industry philanthropy or awards program.  

How to Find Speaking Opportunities 

Local professional associations are always looking for speakers who can add value to their 
members. Send a short description of your topics to the contact person responsible for 
programming and offer to fill a gap in their schedule or ask them to call if they have a last-
minute cancellation. They will appreciate your interest in being of help and many times will 
ask you to take a prime date on their schedule.  

Lastly, I know some people will read this and think "this is great, but it doesn't work in the 
real world... it is not practical or realistic." It is practical and realistic if you have self 
confidence. One reason speaking is so powerful is because it requires a lot of self 
confidence, which not everybody has, so few people do it. That is the irony. It is harder to 
sell yourself than it is to sell your ideas to your audience. If not now, when? If not you, then 
who? Why NOT you?   

  

 

Cima helps increase profitability in organizations through consulting on 
strategy, process, marketing & business development and also through 
coaching and seminars.  

(Examples of Client Results). 



  

We help increase profitability in organizations through consulting, coaching and seminars. 
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