IF THEY CAN’T FIND YOU
YOU CAN'T GET BOOKED

t

THREE KEYS FOR RISING ABOVE THE NOISE IN THE CROWDED SPEAKER MARKETPLACE
(EVEN IF NO ONE KNOWS WHO YOU ARE AND HAS EVER BOOKED YOUR TOPIC BEFORE)

© Incredible One Enterprises, LLC
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* An award-winning million-dollar Business
growth speaker and strategist

« Known for combining spiritual principles with
business growth strategy to position small
business owners for profit, 80% of my clients
generate multi six or seven figures in 12
months or less on their own terms

My business has given me multiple six figure
cash flow since 2014

© Incredible One Enterpr
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Yewsheuld knew . . .

My relationship with God is everything to me

* | don't play when it comes to business

» ONE MORE THING: | don’t do theory. | only share what | know will
get you booked and paid

One c
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BOLD STRONG, STRATEGIC
MINDSETAND  CONSISTENT  MARKETING
CONFIDENCE + BRAND X  AND

MESSAGE POSITIONING

WELL BOOKED SPEAKER
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Marketing alone won’t get you

Marketing
that is part
ofa SYSTEM
will get you
booked

THE SYSTEM THAT LEADS TO BOOKINGS

SATES DELIVERY

TOOL *
LEAD GEN EORKNG REBOOKING/
MESSAGE SALES OPERATIONS REFERRAL
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“Marketing is the act of creating
powerful message and then
deploying that message through
the appropriate delivery systems to
a defined target market in a way
that will have them willingly make
an emotional investment in it.”

ARE YOU MARKETING ENOUGH?

+ DETERMINE YOUR INCOME ANNUAL GOAL FROM YOUR
SPEAKING BUSINESS?

+ DIVIDE [T BY 12 (TO GIVE YOU AMONTHLY GOAL)

» WHAT IS THE AVERAGE SPEAKING GIG FEE YOU EARN?

+ HOW MANY GIGS WILL YOU NEED TO DO PER MONTH TO
HIT YOUR MONTHLY GOAL?

» DO YOU BOOK? WHAT PERCENTAGE

* HOW MANY MEETING HOSTS/PLANNERS DO YOU NEED TO
SPEAK WITH MONTHLY TO HIT YOUR GOAL?

What's your CORE Marketing Message? ‘R

PSST: If you can’t say it in one
sentence, you won’t get booked




10/14/19

THE 3 KEYS TO RISING ABOVE THE NOISE R

+ Solve a SPICE Problem™ and Build Your Key
Messages Around it

+ Create an Attractive Marketing Tool

+ Build an Old School Marketing Campaign

YOUR MARKETING MESSAGE MUST R

+ Focus on a Problem

+ Offer an Experience

+ Share some Education
¢ Elicit Emotion

And when it does, it will increase your reach above the
noise...

Considers Hiring You

Is Not Interested in Your Products/Services
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Considers Hiring You

How will you Maximize YOUR 67% ﬁ

People in pain are
actively seeking a
pain killer

1
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THERE’S A LOT OF NOISE OUT THERE... ‘R

294 billion emails are sent

2 million blog posts are written
864,000 hours of video are uploaded... to YouTube alone
48 million Google searches are conducted
2.4 million tweets are posted
16.4 million pieces of content are shared on Facebook
+ 22 millions of photos are shown on Instagram

t booked, you MUST have a |

ssage that positions you to
CONSISTENTLY

A BOVE

R1SE THE NOISE
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A SPICE PROBLEM IS... ﬁ

PECIFIC & SUBSTANTIVE
ERVASIVE & PERSISTENT
MMEDIATE & INSURMOUNTABLE

LEAR & CONSCIOUS
XPENSIVE & EXPANSIVE

13
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IDENTITY/PURPOSE
HEALTH/WELLNESS

TIME/LIFE BALANCE

MAKE MONEY, SPACE; CONFIDENT, RELAXED, STRESS-FREE ﬁ
EARNINGS,RESULTS, IMAGE, STATUS, RELATIONSHIPS, EFFICIENCY

SAVE TIME, MONEY; ENERGY, SPACE, EFFORT

| N C REAS E HAPPINESS/FULFILLMENT, PROFIT, RESULTS, CONFIDENCE

SHARE WITH YOUR NEIGHBOR ﬁ

+ What's the S.P...C.E. Problem Your Talk Solves?
+ Does your talk hit at least one category?
+ Which motivator makes booking you easy?

SHARE]
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Solve a SPICE Problem That hits one of these categories
Specific & Substantive Identity/Purpose
Pervasive & Persistent Health/Wellness
Immediate & Insurmountable Love/Relationships
Clear & Conscious Money/Career/Business
Expensive & Expansive TimelLife Balance
Sex/Fulfillment
And ensures motivation fo invest for access to the solution
Make MONEY, SPACE, CONFIDENT, RELAXED, STRESS-FREE

Improve EARNINGS, RESULTS, IMAGE, STATUS

Save woney Tive, EFForT space
Reduce errort, mvesmient expense, v
Protect mvesmen seLr, sy, properry

INCrease wappiess, FULFILLVENT, RESULTS CONFIDENCE, SKILL
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Public Relations. Podcasting. Sponsorship & Advertising &
& Teleseminars/Webinars Exhibiting Direct Mail
Promotional Video, Advanc: rketing &
i PR SAE RS0 BrondDeveiopment

Strategic P —
ospecting Networking Professional Groups
Referrals & Prospecting
From Your Network

Discovery Sessions &
Prospect Meatings

RINCREDIBLE
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CREATE AN OLD SCHOOL MARKETING PLAN ﬁ

+ Speaker Kits Instead of Speaker One Sheets
Telephone Campaigns (Calls AFTER a speaking gig)
Handwritten Notes
Direct Mail Sales Letter Campaigns
Press Releases and Media
Attending the Conferences You Want to Speak At

Taking onsite testimonials from attendees and uploading for
meeting host
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SALES STATISTICS

480/o OF SALES PEOPLE NEVER FOLLOW UP WITH A PROSPECT
25090 OF SALES PEOPLE MAKE A SECOND CONTACT AND STOP
120j0 OF SALES PEOPLE ONLY MAKE THREE CONTACTS AND STOP
ONLY 10°/0 OF SALES PEOPLE MAKE MORE THAN THREE CONTACTS
20jo OF SALES ARE MADE ON THE FIRST CONTACT

30/o OF SALES ARE MADE ON THE SECOND CONTACT

50/o OF SALES ARE MADE ON THE THIRD CONTACT

10°/ OF SALES ARE MADF NN THE FOURTH CONTACT

809 OF SALES ARE MADE ON THE FIFTH TO TWELFTH GENTACT

HANDWRITTEN NOTES

+ Do something that warrants a call

10/14/19
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DIRECT MAIL ‘R

+ Make sure your campaign doesn’t look like a
bill

* 3 pieces in 10 days

PR & MEDIA ﬁ

+ Make sure your “pitch” solves a SPICE problem

t

To build an old school marketing plan, choose at
least 3 of the options.

Which three will you use?

18



THE 3 KEYS TO RISING ABOVE THE NOISE R

+ Solve a SPICE Problem™ and Build Your Key
Messages Around it

+ Create Attractive Marketing Tools

+ Build an Old School Marketing Campaign
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Text SLIDES to (302) 200-3399

Darnyelle Jervey Harmon, MBA
Business Growth Strategist

560 Peoples Plaza #255

Newark, DE 19702

Direct: 302.525.8098

Toll-free Fax: 888.801.5794

Fax: 888.801.5794

Email: info@incredibleoneenterprises.com
incredibleoneenterprises.com
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WE GROW BUSINESSES, PERIOD.
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