Great is the Minimum for Referrals

Young, intelligent, and motivated business people trying to create a business.  Sound like an audience that will pay for your presentation?  That is a description of the teams on the TV show, The Apprentice.  I suggest you watch it to see how they think.  They are your business audience. There are also lessons for us as speakers.

For example, at the end of a recent show, one of the women said about their product, “Well, it will sell itself.”  And Donald Trump looked right at her and said, “Nothing sells itself - you're fired.”

As speakers, we have to sell ourselves and our products. Crunch time is the part of your presentation where you promote your product.  This has to be smooth, as if you’ve done it before. You have to have a product that will benefit your audience.

You don’t get to have these thoughts:  “I hope this works. It’s sort of good. You don’t have to buy it. This is where I’m supposed to push my product, but I hate it, it feels uncomfortable.”

No, this is why you’re there – to help your audience stay motivated beyond the 40 minute talk.  They get to take you home with them.  Your material then lives beyond your ephemeral presentation.

You are there to change people’s lives.  Ask the audience for a decision to take that next step and the necessary steps after that.

Selling is simply the belief that your product will help them change their lives

This isn’t to say that you aren’t selling yourself by your dazzling presentation.  I had someone come to my product table after one of my talks, buy three products, and say to the person helping me while I gabbed afterward, “If this stuff is half as good as his presentation, it will be worth it.”  The meaning?  Work on your presentation until it is dazzling, not just good.
A “good” presentation doesn’t cut it anymore – “great” is the minimum.  And, by the way, it increases your chances of gaining referrals. 

