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Build a Talk that Sells 
(without being salesy!)
ACTION GUIDE

More Clients. Bigger Impact. Uncomplicated.


Introduction
Foundation
Every single word must be chosen with your _______________ ___________ in mind.
Understand your compensation



New _________________  =  _________________ Client

How to Complete Your Presentation Quickly
1.  


2.  

 


 


Module 1: 
Structure Your Content to Deliver Massive Value
Intro:



Part 1: Content Flow and Purpose Outline
1. Laugh + YES slide 



2. “You’re Awesome” slide


3. Title slide 



4. What we’ll cover today + logistics



5. Why is this topic important to you?


6. Your story (no slide)



7. Your Signature System


8. Teaching point 1: Foundation (+ optional case study)


9. Teaching point 2: WOW Value (+ optional case study)



10. Q & A + info capture



11. Teaching point 3: Assessment with Signature System            (+ optional case study)



12. Offer


Part 2: Preparing Your Content
1. Laugh + YES slide 
· Image or quote that your ideal client relates to and will make them laugh!

Say: Do you ever feel this way? OR Can you relate?



2. “You Are Awesome” slide 
· Say: What I know about you is [affirm the positive about your audience, often ideal client characteristics], today I’m here to [address their pain points] so you can [overcome those pain points and succeed].
· Example: What I know about you is [you’re capable, your heart is in the right place], today I’m here to [fill in some of the gaps that may be keeping you stuck] so you can [get more clients with less effort].








3. Title slide
· Say: today we are talking about [TITLE]




4. What we’ll cover today + logistics
· Your 3 Teaching Points:

1. The #1 thing, the key to success, the most important thing

2. The exercise that will reveal…

3. The bigger picture that will allow you to…

DESIGN NOTE:

· Logistics/housekeeping:
· How will you handle Q & A and chat?
· Any other logistics










5. Why is this topic important to you?
· In person, encourage answers. Virtually, encourage chat participation.




6. Your story (no slide)  
· Turn off presentation and if virtual, come onto camera
· Your story, answering the question, “Where did this material come from?” and/or “Why am I an expert?”
· Include elements of your story which parallel the pain points and desires of your ideal client.




7. Your Signature System
3-7 steps, principles, or key learnings (recommend an image). Keep it SIMPLE.
Say: 
“Along the way, I developed this process that has helped my clients _______________ [RESULTS].” OR 
“From my experience, I find that clients who are struggling with _________________ [IDEAL CLIENT PAIN POINT] can be solved by adhering to these guiding principles.”

8. Teaching point 1: Foundation (+ optional case study)
· A statement or concept that communicates a fundamental mindset shift or perspective participants MUST have if they want to be successful.  
OPTIONAL: Case Study




9. Teaching point 2: WOW Value (+ optional case study)
· Quick exercise that creates an aha moment
· Make sure to show how this exercise is just a small part of your overall process
OPTIONAL: Case Study








10. Q & A + info capture
· To transition to Q & A, say “What did you discover and what questions do you have?”
· During the Q & A find a natural point to say, “You know what? I have a [tool/resource] that would be a perfect next step for you. It’s [describe] and it helps my clients [describe]. Let’s make sure I get it into your hands now, so let’s do your homework in class now. [Send me an email/other capture option] and I’ll make sure to get it into your hands.”
· TIP: keep it low tech!



11. Teaching point 3: Assessment with Signature System (+ optional case study)
· Walk through overall process, sharing WHAT each element is and why it is important
· Have audience rate themselves on each element
OPTIONAL: Case Study

12. Offer




Part 3: Content FAQ




Module 2:
Create Your Signature System
Introduction
A Few Do’s and Don’ts



Part 1: The Value of Your Signature System
To Your Audience
· Creates a full picture of what they need to be successful
· Helps them quickly figure out where they need to improve

To You
· Keeps your talk organized and focused, always on message
· Increases your confidence to express the value of what you do in an organized way
· Without pushing, guides the audience to discover for themselves what is missing (curiosity and desire!)
· Creates more value in your entire business



Part 2: Brainstorm Your Signature System Steps
First, understand that a Signature System:
· Is not always a ______________ _________________. (but it can be!)

· It can be a set of _____________ or _____________.

· For Coaches: even though each client’s path is unique, there are often ________________ between their journeys you can articulate.


Brainstorm Your Signature System Steps 
1. Is there anything that usually happens BEFORE a client starts working with you? (realization, consequence, life event, decision)

2. When you start working with a client, what is the FIRST thing you do to get them started strong?


3. What is one thing you ALWAYS do with your clients? (an exercise, question or assessment)


4. What happens next for them? What do they often need?


5. Once they start making progress, what is something that often gets in the way that they aren’t expecting?


6. What is one thing YOU know they need to do that they are completely unaware of?


7. What is the key to their success?


8. Once they are successful with you, what is their NEXT step?


A Shortcut:
· Record yourself describing – chronologically - your work with each of 3 clients.
· If possible, transcribe it.
· Look for the common principles, steps, exercises

Next: Broaden and make more general.
· Think: how would you teach someone the “standard” journey your clients take to be successful?


List possible steps for your signature system. Don’t try to be perfect at this point!



















Part 3: How to Present Your Signature System in Teaching Point #3 
Signature System Element Name:  _________________________
1. How would you briefly describe this element to someone, regardless of whether they worked with you or not?

2. Why is it important to their success?


3. If they are doing this now, what are they likely experiencing now? (positive outcomes)


4. If they do this, what could happen in the future? (positive outcomes)


5. If they are NOT doing this now, what are they likely experiencing now? (negative outcomes)


6. If they do NOT this, what could happen in the future? (negative outcomes)


7. What mistakes do people usually make with regards to this element? (i.e. do they skip this step or try to do it out of order?)


NOTE: With the exception of the first question for each element, you do not have to answer all questions for every part of your signature system.

EXAMPLE Signature System Element Name: Values and Vision
1. How would you briefly describe this element to someone, regardless of whether they worked with you or not? Your values and vision are the foundation of your business, aligning who you are at the deepest level with your vision of where you want your business to take you.
2. Why is it important to their success? Values and vision ensure that you build your business in a way that feels authentic, and moves you forward to what is most important to you.
3. If they are doing this now, what are they likely experiencing now? (positive outcomes) When you have your values and vision in place, you create a sense of courage and conviction, which helps you put yourself out there in a bigger way … even if it means facing rejection.
4. If they do this, what could happen in the future? (positive outcomes) (not answering – covered in other answers)
5. If they are NOT doing this now, what are they likely experiencing now? (negative outcomes) When you don’t take the time to understand your values and vision, you are likely feeling like you’re dancing to someone else’s tune, and like your business just doesn’t fit you.
6. If they do NOT this, what could happen in the future? (negative outcomes) You could have a hard time with getting through the rough times, and get discouraged because you don’t have that compelling bigger vision.
7. What mistakes do people usually make with regards to this element? (i.e. do they skip this step or try to do it out of order?) The biggest mistake people make is spending too much time here. You need a vision and to understand your values, but if you spend all your time here, perfecting this, you won’t move into action steps that turn your vision into your reality.



EXAMPLE: Presenting Your Signature System in Teaching Point 3:
Values and Vision: When you have your values, vision and why completely clear, you create conviction…. Which gives you courage to ask to be paid what your worth, and willingness to put yourself out there, even if you risk rejection. Are you clear about your values, vision and goals? Scale of 1-10


Signature System Element Name:  _________________________
1. How would you briefly describe this element to someone, regardless of whether they worked with you or not?

2. Why is it important to their success?


3. If they are doing this now, what are they likely experiencing now? (positive outcomes)


4. If they do this, what could happen in the future? (positive outcomes)


5. If they are NOT doing this now, what are they likely experiencing now? (negative outcomes)


6. If they do NOT this, what could happen in the future? (negative outcomes)


7. What mistakes do people usually make with regards to this element? (i.e. do they skip this step or try to do it out of order?)


NOTE: With the exception of the first question for each element, you do not have to answer all questions for every part of your signature system.

(duplicate this page as needed for each part of your Signature System)
Part 4: Your Signature System in the Presentation
· First Mention


· Quick Reference



· Teaching Point 3





Part 5: Signature System, Questions



Module 3: 
Develop an Offer that Makes People Say “I need You!”
Introduction
The essential ingredient is __________________.




Part 1: Offer Flow and Purpose Outline
1. What’s next to create lasting impact?




2. Imagine




3. What are you going to do about it?





4. Invitation




5. Qualification




6. Set expectations



7. Logistics




8. Incentive to take action now (optional)







Part 2: Preparing Your Offer
1. What’s next to create lasting impact?
· “What is one bite-sized action you can take?”
· “What obstacle do you need to overcome?”
· “Self-diagnose where you are right now.”





2. Imagine
· As a visualization, or simply talking it through, describe the results your ideal clients want and what life is like when people work with you




3. What are you going to do about it?
· “What is your plan to address these challenges?”
· “What will you do differently this time?”
· “What is your support system?”




4. Invitation
· “I invite you to consider working together further. If you want to _________ (insert 2-3 outcomes your ideal client wants, and/or wants to avoid), let’s talk.”
· “If you’re finding this question stressful, then that’s probably a sign that it needs a little more time and attention, so I invite you to get on a call with me to talk it through instead of struggling alone.”
· “If you’ve been struggling with this for a while, then let’s get on a call and figure it out together.” 

5. Qualification

· “These calls are complimentary, but intended for people who: _______________________________________________ .”

6. Set expectations

· Describe what happens when they take the next step
· If your offer is a call, mention that you will be talking about _____________ _____________ ____________.

7. Logistics

· Clearly describe how they are to __________ ________.
· Have a way for them to ___________ ______ on the spot.

8. Incentive to take action now (optional)


Part 3: Three Awesome Offer Options
See PowerPoint document named “3 Awesome Offer Options” in the Materials tab of Build a Talk that Sells on our learning platform at https://members.simplygetclients.com for sample offers with full scripting.









Part 4: Offers FAQ



Module 4: 
Planting Seeds that Create Curiosity and Desire
Introduction
Seeding Essentials
· What is seeding?


· Is it only about selling?


· The big seed you’re already planted


· Tension vs. pressure


Part 1: Develop Your Seeding Strategy
1. Ask questions that illuminate gaps
· These are questions your ideal client doesn’t know the answer to (but wants to!)
· Insert anywhere in the presentation (after starting each teaching point is a good spot)



EXAMPLES:
· What do you have in place right now that you know consistently generates new clients?
· What processes do you need to put in place to free up your time?
· How do you delegate so you’re not working 24/7?
This does NOT appear on a slide, it’s just spoken.
TIP: Ask, then be quiet.



2. Mention that you have clients, and the work you do with them
· Shows you are open for business!
· Insert anywhere it’s natural
· EXAMPLES
· “The next thing we do with our clients is…” 
· “What my clients find is when they implement this, they…”
· “Our clients love this next thing I’m going to show you…”
· This does NOT appear on a slide, it’s just spoken



3. Give case studies with client quote (not testimonials)
· Case studies contribute to learning, testimonials feel awkward & self-serving
· Include in the presentation after a teaching point to further illustrate how the teaching point works.
· Format:

“NAME really wanted to [avoid PROBLEM/achieve SOLUTION] 

They had tried _________, but just weren’t making progress.

We started by [having a call]* and determined the best approach was ___________.

After TIME, here are their results.”


* Mention the exact name of your offer here, so there is a direct connection between these success stories and the offer you make at the end.







Part 2: Seeding in the Presentation






Part 3: Seeding FAQ


yyy Cravets, Clarity and Results NOWMary Cravets mary@simplygetclients.com 						     Page | 1
Let’s talk about next steps: www.BreakthroughCall.BIZ


letsgrow@marycravets.com | www.MaryCravets.com 
image1.png
uET CLIW




