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Welcome! 

You are about to go on a journey with me. I am going to take you 

around the world and back, giving you unprecedented access to my 

“real” life behind the scenes and most intimate thoughts about. Many 

have questioned and even criticized me for “giving too much away,” but I 

believe in keeping it 100% real so you can know the TRUTH about what 

it takes to make real money as a speaker. 

As you flip the pages of this book, you will see I haven’t held back 

anything. Some things you’ll discover will reinforce what you believe. 

Many more things will shock you.  

Good. 

I wanted it that way. I made it my goal to give you absolutely everything 

you need to double or even triple your income as a speaker. The closer 

you follow my instructions, the faster you’ll see results. I can say this 

because, unlike many books in this genre, I’m not giving you theories 

about the speaking business. These articles were written on the way home 

from a talk. Most of the video blogs were shot on location at the venue in 

which I was speaking. This is why I was able to provide so much detail in 

my advice to you. You will be as close to the action as possible without 

having to get on a plane and see it for yourself.  

Before you get started, log on to www.GreatSpeakingTips.net and 

subscribe so you can get insider information and special deals only 

available to my subscribers. When you’re done, then you can pick the 

book up again and read it from cover to cover. Sound good? 

Remember, Connection is Key! 

Jonathan 

“Your Connection Coach”
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BECOMING A HIGHLY PAID PROFESSIONAL SPEAKER 
(Part 1) 

 

 

Hey, I’m Jonathan Sprinkles, your Connection Coach. I’m the Founder of jsprinkles.com as well 

as host of other sites, so check them out. Hey, I know that you want to know one thing and one 

thing only. How do you become a successful professional speaker? That’s the one question I 

always get all the time after any talk.   

 

People are always coming to me and ask me one or two questions.  Number one, are you single?  

No, I’m just kidding. No, they’ll say, “How did you get started and how can I make some 

money?”  “You know, how do you start making money, this thing?” Of course, we all want to 

know that. How do you make some money?   

 

Well, look, I got to ask this question so many times; I decided that I was going to even do the 

same thing.  Just put it down for you and just say, “Look, here is what you need to do”. So, this 

is going to be Part 1 of a 3-part series of how you can make money in this business and it’s 

actually not very difficult when you have somebody like me who’s going to show you how to do 

it. I just need you to pay attention to what I say, okay?   

 

Alright, so, step number one: The first thing you have to do is you have to shift your mindset. It 

all starts in your mind. The first thing you got to do is understand that you are not an 

entrepreneur but an infopreneur. An entrepreneur is someone who has their own business and 

infopreneur is somebody who sells their thoughts. That’s what you’re going to be doing. You’re 

going to be selling your thoughts to the world and that is what has made me hundreds of. As a 

matter of fact, this made me over a million dollars in my career - that one simple mindset shift, 

understanding the fact that I’m selling my thoughts.  The reason why most people don’t ever 

even take that step is because they don’t think they have anything worth selling. Baloney.   

 

You have something that people will pay you for if you do something for long enough. As a 

matter of fact, I’ll share this in one of the next steps and the next part about how you can figure 

out which aspects of your knowledge is going to bring you the most money, but understand 



 

 

regardless of where you are, what you do, you have something that somebody will pay you for. 

And that can make all the difference in the amount of income that you bring in.   

 

So, as I was saying, the first thing you want to do is have a mindset shift and understand that you 

are an information marketer. You are now just selling your thoughts. People are going to be 

paying you for the way that you think.  That’s why this is the most highly paid profession in the 

entire world. I don’t care what it is, what Forbes says or what any other list says about who’s out 

there making money. No other profession in the entire world, pound for pound, in terms of 

dollars per hour makes more money than professional speakers. Alright, so you are already here 

in the money as long as you begin to shift your mindset and understand that now, you are an 

information marketer.   

 

So, let’s say for example, you are a doctor. Let’s say you’ve studied internal medicine. Well, 

you’re not just a doctor - no. You can take all that information and create a series around it, let’s 

say, 10 questions that you want to ask your doctor to know if he or she is trustworthy. You see 

how hot that could be?   

 

Alright, let’s say, maybe you’re a realtor. You could write a book or a course called Seven 

Undisputable Facts About Texas Real Estate and How You Can Cash In On It.   

 

If you’re an attorney, you could write a book called Legal Secrets That Your Lawyer Would 

Never Want You to Know. And if it’s written by another attorney, then of course, it’s going to 

give you instant credibility.   

 

So one thing that everybody does is a mess-up. They don’t think they have anything that other 

people would want to know but trust me, if you do it long enough, if you’re good at it, somebody 

will pay you and ask you how do you do it?   

 

So, Part 1 in this series is that you got to make that shift in your mind and understand that you’re 

not just an employee. You’re not just an entrepreneur.  You are an infopreneur. You are someone 

who is an information marketer. Just sell your thoughts.   



 

 

 

So, that’s Part 1. Again, I’m Jonathan Sprinkles, your Connection Coach. Make sure you tune in 

to Part 2. 

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 



 

 

HOW TO BECOME A HIGHLY PAID PROFESSIONAL SPEAKER 

(Part 2) 

 

 Hey, I’m Jonathan Sprinkles, your Connection Coach, founder of Jsprinkles.com as well as a 

host of other sites. 

Hey, this is part 2 in a series of ‘How to Become a Highly Paid Professional Speaker.’ The most 

common questions people ask me whenever they come up to me after a talk is number one, how 

did you get started? Then number two, how did you actually start making money at this thing. 

You know, how can you blow up in this business. Well, as I mentioned in the first part, it’s really 

not that difficult. I already told you part 1, the first thing you need to do. 

And now, I want to advance the conversation just a little bit and talk about the second thing that 

you need to do in order to start making real big money at this. Now, I’m assuming that you 

probably haven’t been on too many stages or perhaps you’re kind of interested in the speaking 

business but you haven’t done this. As I discussed earlier, this is the most highly paid profession 

in the entire world. No other profession makes more per hour than professional speakers. 

Nobody else out there pays $5,000, $10,000, $15,000, $20,000, $50,000 or some people make up 

to $150,000 for just one hour. It just does not happen anywhere else in this world. 

So, the way that you can get started is quite simple. Well, you know what, let me break it down 

with a story. You know, originally, when I first moved in to the house, there was a little squeak 

out here. Because it’s all wood, you can’t really tell exactly where it’s coming from, but every 

time I walk out here, you’d always hear squeaking. At first it was kind of funny then it became a 

little bit irritating. And then, after a while I was pulling my hair (well, if I had hair, I would have 

been pulling it out) because I just couldn’t stand hearing that squeaking, squeaking, every time I 

walk on the floor. It got on my last nerve. 

So, I looked in the phone book and I started going around trying to find a carpenter. I called up 

the first person who answered the phone. I called him out, I said, “Hey, I need you to fix this 

little squeak. I just moved in the house and I cannot stand it already. Alright, so please come out 

and fix this little squeak, can you do it?”  



 

 

He said, “Sure, no problem.” We’ll call the carpenter out; he walked around a little bit. I said, 

“Go right there, that’s where the little squeak is.” The carpenter stepped on it. Squeak, squeak.  

He said, “Aha.”  

I said, “So now you understand what I’m talking about, right? I said, “Can you fix it?”  

He said, “Oh absolutely, no problem.” He reached into his tool belt, pulled out one long screw. 

He put the screw down and then he began to… wait, I guess that would be a nail, wouldn’t it? 

Anyhow, he put one nail down and went ‘tap, tap, tap.’ He stepped on the wood and…no sound. 

 

For the first time since I moved into the house, there was silence. Absolute peace! I said, “Oh, 

my God. Oh, man, you saved me. You know, I’m sorry that it only took you about five minutes. 

You probably drove about 25 minutes over here but I, you know, whatever however much it 

costs, you know, I’ll pay you happily because man, this was phenomenal.”  

He said, “Oh, really?”  

Well, he got out his little notepad, he wrote out the bill. The bill was for $100. I said, “Whoa 

wait, wait, hold on my friend. Maybe this is the wrong one from the wrong house, maybe mixing 

me up as somebody else because this couldn’t be me. Man, you were here for only five minutes, 

what are you talking about, $100?”  

He took the paper back; he wrote a little bit more. I looked at the bill again and said, “For the 

nail, $1. For knowing where to place the nail, $99.  

That’s actually a really old story but I wanted to illustrate just how powerful it is for you to have 

specialized knowledge. There is a man named Napoleon Hill who wrote a book called Think and 

Grow Rich and he’d named several competencies or several skill sets that the wealthiest people 

of all time have had and one of them is specialized knowledge. Whether you know it or not, you 

have specialized knowledge but you cannot overlook what you have. And the fact that you know 

how to do something better than others means that you know where to ‘place the nail.’  



 

 

Now, it may be easy to you, it maybe mundane, and it may be what you do all the time but the 

fact that you know where to place the nail, that’s what makes your information valuable. 

So, I want you to think about this. Ask yourself this question, if you don’t know what you’re 

going to speak on, here are several different ways for you to begin to do a little mental exercise 

for you to figure out where you could possibly get started. Have you worked on a job or have 

you owned a business for five years and more? Why five years? Well, because five years is the 

amount of time that most businesses go under. So if you made it, then that means you’re 

obviously doing something that somebody else isn’t. Have you ever won an award for 

something? That’s a big one. Has someone ever told you, “Hmm, I never thought of it that way.” 

Alright, things like that are real easy ways for you to understand that you do something, that you 

have something that other people don’t have. 

Have you ever been recognized for something? Do you have anything that you do easily that 

other people struggle with? Do you have any hobbies or interests, things that you do on the side 

that perhaps you could teach other people how to do it? You may not think anybody else wants 

to learn how to swim or play tennis but the fact is people are paying somebody to do it all the 

time. You know what the difference is, you know where to place the nail and they don’t. 

 

Here’s a little exercise. Get a piece of paper, write your name in the middle of the paper and 

circle it and then write lines coming from it. You’re going to do a brainstorming activity and 

think about all of your ‘natural markets’ or ‘warm markets;’ You’re going to think about what 

you are: you’re a woman, you’re a mother, you’re an attorney, you’re a salesperson, you live in 

Virginia, you love to sew. 

All of these different things are going to help you identify the markets that you can possibly go 

talk to. Look, I don’t have that much education; I have a simple bachelor’s degree. What I did 

was I looked at all the different things that I do. I came from a single-parent home. I have a 

pretty unique story. It’s a pretty interesting story that kids would want to listen to and that’s why 

I got started. I found the market based on my story and I began to pursue it after that. And I 

realized that kids would perhaps want to listen to my story because I’m kind of similar to them. 



 

 

A lot of them come up in single-parent homes. Well, perhaps a lot of them have moved around as 

well. Maybe a lot of them have fallen into academic troubles. 

All I did was I looked at what I’ve done and I matched my story to what the market wanted and I 

went on from there. So, that’s number two. I want you to think about what you know about 

where to place the nail. That’s step number two. I want you to tune in to learn the next thing you 

need to know about How to Become a Highly Paid Professional Speaker. 

Connecting is Key. 

Jonathan 

“Your Connection Coach” 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

FINDING YOUR MOTIVATION 
 
 
Hey, this is Jonathan Sprinkles back at you once again. I’m back in New Orleans, Louisiana 

bringing you your next great speaking tip brought to you by greatspeakingtips.com.  

 

Hey, we all have dreams. We all have goals. We all have visions, right? Well, I’m standing here, 

right in between two of the nicest hotels in all of New Orleans. Now, New Orleans is world 

famous - everybody knows that already. Everybody from anywhere knows about New Orleans, 

Louisiana. I’m standing here and on one side, we have Harrah’s Hotel and Casino, and on the 

other side we have Loews. Now, both these hotels are hundreds of hundreds of dollars per night 

just to get in the door.  

 

But the one thing I always look at as my personal inspiration is what’s going on at the top. I want 

to know what’s going on in the top rooms because in the top rooms that is where the penthouses 

are. That’s where they have the biggest rooms, the nicest rooms. That’s where the great 

entertainers are right now. On the ground floor outside, you can see all of the limousines and the 

SUVs lined up, ready to take the celebrities and big-name people around. Because that’s where 

they are, they’re always up in the penthouse.  

 

So, that always is my inspiration no matter where I go, no matter what hotel I’m in. I always 

want to know what is it going to take for me to get in to the penthouse and that’s symbolic of 

living on the highest level. It’s not about being able to afford the penthouse, it’s about being at a 

level in your career that people pay to house you there. When you’re the top person in any 

industry, it wouldn’t make sense to put you anywhere else but in the penthouse. I can’t wait for 

the day when they hand you over the room key and say, “Sir, the penthouse is yours for the 

weekend”. That’s my personal inspiration. I can’t wait to get up to that level, and once that 

happens, oh, boy, it’s going to be a good time.  

 

Well, for now, it’s really hot out here. It’s like 95 degrees in the shade. So, I’m going to leave 

you with that. That’s your great speaking tip.  

 



 

 

I’m Jonathan Sprinkles. Remember: Points are powerful but connection is key.  

 

What’s your inspiration?  

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 



 

 

CREATING A LONG-TERM VISION FOR YOUR SPEAKING BUSINESS 
 
 
Hey, I’m Jonathan Sprinkles, founder of greatspeakingtips.net and I’m here with your great 

speaking tip. I’m here at the Children’s Museum. And I’m here with my niece, Chloe.  

 

We’re learning about recycling and about how the eardrum works, and all the other good stuff. 

We are having a great time and I thought this would be a great time for me to share with you 

something that came to mind about how important it is for you to think about your speaking 

business the right way. 

 

The reason why I said that this is very important is because I look at a speaking business almost 

like I would a child. Chloe is now five years old. She’s a very sweet five obviously, but I still 

remember when she was small.  

 

I remember when I could just hold her in one hand and over the years, she has grown and grown 

and grown. And of course, she’s on her way to becoming just a beautiful little girl. Well, the 

business is just the same way. 

 

I want you to be thinking about your business in ways that are more vision-oriented. Sometimes 

things won’t always look very good. Sometimes you have more expenses than you do money and 

that’s just part of the business. But just the same way that kids grow, your business has to grow. 

There’s going to be some ups, there’s going to be some downs. So, what you have to do is stay 

focused and most people have the vision to where you want to go. So the one thing I want you to 

think about is to be very clear about two things. Suzanne Somers who was the impresario behind 

the Thigh Master fame, she said that two things made her famous: Number one – knowing who 

she is. And number two – knowing what she wanted. 

 

So my question to you is who are you and number two, what do you want? Because when you 

understand what you want, you’re willing to go through the ups and downs of late nights, that 

sometimes you’re getting sick, sometimes you don’t look right, but when you have a very clear 

vision about what you want out of this business and why you’re here, all of this other stuff 



 

 

begins to be really small. And when you have a long-term vision, even the short-term setbacks 

have their place. That’s what Chloe’s mother told me.  

 

So, I want you to be very clear about that. And then, also make sure that you hook up with a 

great mentor who can help to see you through - someone who’s already ‘been there and done 

that’ and who can give you a lot of perspective just the same way that I’m here to guide Chloe as 

her godfather through life and help her see things that she can’t see right now. It’s so important 

that you get with a mentor who has already been there; who can give perspective in those tough 

times. 

 

That right there is a million-dollar speaking tip because you will not get to that big million-dollar 

payday if you quit. So, I don’t know who needed this, but I suspect that if you’re reading it right 

now then, this is what you need to hear.  

 

This is how you create a plan or vision. You keep on going to the next level, and the next level, 

the next level and don’t stop till you get there because somebody needs to hear what you have 

say. 

 

I’m Jonathan Sprinkles. That’s your great speaking tip.  

 

Remember: Points are powerful but connection is key. 

 
 
 
 
 
 
 
 
 
 
 
 
 
 

 



 

 

 SPEAKING LESSON FROM A BROADWAY PLAY 
 
I’m here in New York City at the world famous Gershwin Theater. I just saw the most amazing 

play called Wicked. Maybe, you know about it. If you don’t, make sure you go. Even halfway 

through I decided I can’t wait to come back to bring even more people. It’s going to be 

absolutely amazing. As I was listening to the play, I thought about what a Great Speaking Tip 

this is. They do this play at least once a day, sometimes I think they may even do it twice.  

 

This play has a long-standing reputation. It has been one of the top-grossing productions on 

Broadway for years and years. It has been in London and all over the United States. Actually, I 

believe all over the world at this point. People are coming for the second, third, fourth, fifth time. 

Even I paid $131 and that put me in the mezzanine. Do you see that? In the mezzanine. It was the 

front of the mezzanine, but that’s still the mezzanine. It was absolutely amazing and I feel like I 

got every penny’s worth.  

 

Now, the tip for you is that when you are speaking over and over again, you get bigger and 

bigger you’re going to have to perform at a high level as well. There is no, “Oh, I had an off 

day,” or “Oh, well, I wasn’t really feeling well or the weather wasn’t good.” You have to 

perform on a high level all the time. The best way to be ready for that level of expectation is to 

practice and prepare for it now.  

 

So, I don’t care whether you’re speaking to high schoolers, retirees, military, or whether you’re 

just speaking for free at the Lion’s Club. I want you to practice for that moment, when you have 

great expectations placed upon you every time you’re on stage. You have to be so good, people 

are willing to stand in the rain to see you, as I did to see Wicked. You can’t see my soaked shoes 

and pants, but everything is completely wet. I walked in the rain to get here and I paid a pretty 

penny and there was a metal bar in front of me blocking my view from the balcony, and it was 

still worth it.  

 



 

 

Now, that’s what you want people to being saying of you. This is how they must feel about you 

should you become legendary just like this play. If you haven’t seen it, make sure you go see it 

because it’s amazing. I know I’m pretty tough, but I’m still touched.  

 

Hey, I’m Jonathan Sprinkles and remember: Points are powerful but connection is key.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

HOW TO SET GOALS FOR EVERY SPEECH 
 

 
Hey, I’m Jonathan Sprinkles, the founder of greatspeakingtips.net and I’m back with your next 

Greatest Speaking Tip. I know you want to learn how to set goals the right way so you can attract 

what you want into your life and make sure that it happens a whole lot faster. Well, as you can 

see, I’ve just finished with a speaking engagement just recently and we had a fantastic time. 

Everyone in the audience shook my hand, and they told me how powerful the message was, and 

how much it’s going to change them. They said how fired up they are, and ready to use the 

strategies that I just gave them. That’s cool. But, it would all be useless for me if I hadn’t taken 

the time to sit and think about what I personally wanted to get out of this engagement. 

  

You see, the audience wants to get a fantastic speech. They want to hear a great message. They 

want to be entertained, they want to be moved, and that’s what they’re going to get out of it. But 

what you as a speaker want to get from the talk is very different. You have to establish your 

professional goals, and chances are they will have nothing to do with you getting a standing 

ovation. If you were to get a standing ovation but you didn’t sell any products or receive any 

spinoff engagements, that standing ovation is completely meaningless.  

 

Maybe you have a certain amount of emails that you want to collect or maybe you want to sell a 

certain amount of products. Perhaps you want to make a specific contact or get a testimonial 

from one specific person or group. Whatever it is, make sure that you have a set of goals for 

every single talk. If you don’t have a goal, that talk is completely useless to you as a business 

person. So, make sure that you’re focused on that.  

 

This is why they say, “People don’t plan to fail. They fail to plan.” A plan tells your life where to 

go instead of wondering where it went. So, be sure to focus on having a plan. You can have an 

index card and you could write them down. Or if you really want bonus points, get a journal and 

write down your goals so you can continue to flip through it and chart your progress as you go. 

Whatever you do, don’t step in front of an audience without having a plan.  

 



 

 

I’m Jonathan Sprinkles and that’s your greatest speaking tip. Remember: Points are powerful but 

connection is key. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

MEASURING YOUR SPEECH PROGRESS AS A PRO SPEAKER 
 
 

Hey, I'm Jonathan Sprinkles, founder of greatspeakingtips.net, and I'm back with your next great 

speaking tip.  

 

I just finished a talk here in West Virginia and a lot of great things happened. And as I was doing 

the talk, I decided that there was something that I wanted to make sure I shared with you because 

it's very, very important that, as a speaker, you have the capability to do what I'm going to share 

with you. 

 

It is essential to your career that you have a tool for measuring your progress as a speaker against 

your goals. You already know how to set goals for product sales because it’s quantitative, but 

how do you know whether your speech was good? How do you know whether it was bad? How 

do you know if there's one particular part of the talk that isn't serving you or creating the effect 

you want? 

 

One thing I suggest to you, first of all, is that it's always good to have somebody else who knows 

your talk to be there in the audience to help you out. Someone who knows what a good talk 

should consist of. Often times, this person will be a mentor or a coach. This is always the best 

kind of evaluator because he or she can give you insight from a professional stand point. It’s one 

thing to have your friend, or your neighbor, or your spouse in the audience. They’re going to say, 

“Oh, it was great. Don't worry about it.” But from a true professional standpoint, who would 

really know how to help you grow and stretch to perform at an elite level?  

 

I'm going to give you a tool I use to judge myself. I ask what type of experience I gave to my 

audience. And when I say an experience, let me explain. There are three primary ways in which 

people receive information that we want to focus on. There are visual people who remember 

what they see. There are auditory people who remember what they hear. And then, there are 

kinesthetic people who remember what they do. 

 



 

 

These are the three main ways by which you're going to connect with your audiences. The three 

modalities, if you will. Focus on making sure that you're giving them experiences, magic 

moments, in each one of those modalities. For example, if you concentrate on the auditory 

portion, you will examine qualities such as your vocal variety. Are you giving the right pitch? 

Are you using pauses effectively? Does your voice give them a sense of thrill or a sense of 

excitement? 

 

The other way they're going to have an experience is by what they see. This is through the 

movements that you have and the way in which you use visuals or props. Sometimes, it could be 

the way that you utilize audience participation. 

 

The other way to measure is, by what they feel. Now, this is something most people won't talk 

about. That's another experience. What do you make them feel throughout the talk? Which 

emotions? Do they feel extreme joy or extreme sadness at times? Are you able to deeply move 

them in any particular way? If you can’t elicit any extreme emotion in your audience, your talk 

really is not that effective. 

 

And the last measuring stick is what they do. Usually, as speakers, we are very good about giving 

them something to see and something to hear, and even sometimes something to feel. But if you 

don't give them something to do, then you're going to lose out on a portion of your audience. The 

kinesthetic people really enjoy having some type of activity. This is why I say that those who are 

really great at speaking are not only great to listen to, they're also great to watch. You want your 

audience to be in suspense, not knowing what you’re going to do next. This is going to come 

through the form of audience involvement such as ice breakers. There is a whole list of options. I 

have a whole bunch of ways to engage the kinesthetic learners that I share with my speaker 

students. This is important because there are some people who, until they actually participate, 

they will not get it.  

 

Confucius said, “If you ...if I hear it, then I will forget. If I…” God, what did he say? Maybe I'll 

just have to do Confucius' part later. I don't want to misquote it. But the essence of what he said 



 

 

is that when you do something, you always remember it, and being permanently etched in your 

audience’s minds is the goal of every speaker.  

 

Patricia Fripp, who is a Hall of Fame speaker, she said, “No one can ever resist a well told 

story.” And when you have stories in which the audience is able to interact and participate, it 

takes your appeal even higher. There may be some in the crowd who don’t even like you or your 

message, but when you involve your audience, they are going to tune in to that part. 

  

So, one strategy is to always have some type of activity with every single point. You have four 

points, that's four activities that crystallizes the message and brings it home. So, that's your great 

speaking tip. And the weather is beautiful here in West Virginia. I’m about to go and enjoy 

myself.  

 

Remember, points are powerful but connection is key. 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 



 

 

WHEN UNEXPECTED THINGS HAPPEN  
  
 
Hey, I’m Jonathan Sprinkles, the founder of greatspeakingtips.net and I am back with your next 

Great Speaking Tip. I’m here in the Philadelphia International Airport. It’s about 7:30 in the 

morning and I’m tired but I got some new sunglasses, so that always makes me feel good about 

myself. 

 

I had a very interesting experience last night. I was walking into the room in which I was going 

to be speaking. They said it was going to be at the field house. I didn’t know what that meant. It 

turns out that it was like a gym and it was hot, like we were in the middle of a basketball game 

and the sound system didn’t work and the stage was about five feet by eight feet and it would 

shake every time I moved. So, it was almost like trying to walk on logs or something like that.  If 

you have ever had to do anything like that you know exactly what I’m talking about.   

 

It was a speaker’s graveyard. Trust me. It was not the ideal situation as you want to be speaking 

in. Eventually, it just got to the point where I ended up having to drop the mic and speaking at 

the top of my voice. This is usually not the way to go, but the lesson in this is that you have to be 

prepared in case this happens to you? What would you do if something like this happened to 

you? Do you have a Plan B? Do you have a plan for if things don’t go the way you want them 

to? Do you have an “if this, then I’ll do this” plan?  

 

You always have to have a disaster plan so that if the sound system doesn’t work (and sometimes 

it won’t), if the PowerPoint isn’t working (and sometimes it doesn’t), if the audience isn’t 

responding, if you have some people in the back who are talking too loud (and trust me, they 

will). You have to always have a Plan B, a Plan C, and a Plan D.   

 

When these things happen, don’t get upset at the situation. Actually, be excited because this is a 

learning experience for something different and something better so that you can always have 

different skill sets. What helped me out and allowed me to make it out alive last night was 

quickly thinking back to my days when I was speaking in high schools. I used to frequently 

speak in gymnasiums similar to this one. At the time, those kids could care less about what I was 



 

 

saying, and I had to do something to quickly get their attention.  This is what made me the 

energetic and dynamic speaker that I can be sometimes and so all I had to do is go back to that.   

 

I hated going through that phase in my career, but it was kind of like the time when, in the movie 

Karate Kid, Mr. Miyagi was teaching wax-on-wax-off, and Daniel hated doing it until he was 

about to quit. Then, Mr. Miyagi started punching at him and he was able to block it, doing the 

wax-on-wax-off he learned while cleaning cars. This is the same thing that happens with your 

speaking. You have to go through those tough times and those grueling speeches so that they can 

provide the experience and foundation to get you where you want to be.   

 

Last night I was very glad about those wax-on-wax-off engagements that I had to go through in 

order to get to this level here. Surprisingly, the audience ended up loving my talk. A lot of the 

ones who were even giving me trouble in the back ended up giving me a standing ovation in the 

end, which was cool. It was kind of like saying, well done. I appreciated the validation.   

 

So, anyway, looks like my flight is about to take off. I hope you understand what I’m saying with 

this Great Speaking Tip. You always have to have a Plan A, Plan B, and a Plan C. Keep on 

waxing on and waxing off, building different skill sets so you can handle yourself in any 

situation. 

 

That’s your Great Speaking Tip.   

 

I’m Jonathan Sprinkles, your Connection Coach and remember, points are powerful but 

connection is key. 

 

 

 

 

 

 

 

 

 
 



 

 

CONTINUING YOUR EDUCATION = KEEPING THE DOLLARS COMING 
 
Hey, I’m Jonathan Sprinkles, founder of greatingspeakingtips.net and I’m back in Philadelphia 

once again, and I wanted to give you quick Great Speaking Tip before I hop on the plane.  

 

You know, one of the best investments that I’ve ever made is right here between my ears. My 

iPod and my cell phone are two things that not only help me run my business, they help me get 

acquire more business. While other people walk around listening to Madonna or Jay-Z, I listen to 

CDs and audio programs of different personal development and marketing experts. I listen to 

things that are going to show me how to put more money in my pocket. 

  

This has become my secret weapon for being able to fit my education into my busy schedule. For 

example, this trip, I’ve been either on the plane or driving for 3 hours every single day. This is 

one of the busiest times in the entire year for me. I have 11 talks in 14 days. So, I don’t have time 

to sit down and read a whole book. If I try to read on a plane, I fall straight asleep.  

 

Sometimes reading can even be a challenge for me, but if I can get something on audio book, I 

can just download it to my iPod and listen to it on the plane or I can listen to it in the car. Every 

time I rent a car, I make sure it has an auxiliary port. You can go to RadioShack to get the 

auxiliary plug. It’s about $2 - just tell them that you want to able to plug your iPod into your car 

and they’ll know what you need. It’s I think literally about $2, maybe $2.50 but the benefit it has 

given me has been priceless. Literally, I could not afford not to have one because it allows me to 

continue all with the audio work or whatever CD series I’m listening to in my car as I’m driving 

to my next event.  

 

 I’m continually, continually renewing my mind and I’m practicing on those principles that I 

teach about continuing education. You always have to keep adding. You always have to be 

collecting. You always have to be learning.  

 

So, that’s a Great Speaking Tip.  

 



 

 

I’m Jonathan Sprinkles, your connection coach, reminding you that points are powerful but 

connection is key.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

IMPORTANCE OF EYE CONNECTION 
 

 
Hey, I’m Jonathan Sprinkles, founder of greatspeakingtips.net. And once again, I’m still here at 

the New Orleans Super Dome, right here at the Essence Festival. One thing that I have been 

noticing and I wanted to make sure I share it with you is that, it really doesn’t matter how 

passionate you are and how good your message is. It really doesn’t matter what people have to 

say about your great stories. If you’re not passionate, it really doesn’t matter. And your talent 

level is pretty much irrelevant. If your eyes don’t convey your emotions, your audience won’t 

connect with you. All of your passion is displayed in your eyes. You could be telling the greatest 

story in the world. You could have the funniest jokes in the world. But if you aren’t making 

confident Eye Connection by looking at your audience dead in the eyes, they will never feel like 

you’re talking to them one-on-one. 

 

In order to create massive product sales, get rebooked and have other people tell their friends 

about you, you have to master this skill. And it’s all in the eyes. 

 

I can sound like I’m passionate while talking about anything, but what will keep your attention is 

when I lock in on your face, like you were the only person in the room. Remember when our 

parents would say, “Look at me in the face!” because they wanted us to know that we were 

connected. When we looked down or looking over, there was a question about whether we were 

sincerely receiving their words. People in your crowds feel the same way. So, you always have 

to use this secret to Eye Connection, zeroing your attention on one face then the next. 

 

They say the eyes are the “window to the soul.” And the best way for you to connect with folks, 

the best way for you to make sure that they feel you and leave that burning impression inside of 

them is for you to make sure that your face sends that same message as your mouth. The passion 

has to be in your eyes. The fire has to be in your eyes. The desire has to be in your eyes.  

 

This is the way to move yourself on to an elite speaking level. Sometimes, you may be off one 

day. I know I have personally been had some rough days on the platform, but because I look at 

them dead in their eyes, they still feel that message just like I was on fire. I might have been a 



 

 

four, but they feel me like I’m a fourteen. Why? Because I have the passion and I keep it in my 

eyes.  

 

That’s your Great Speaking Tip.  Remember: “Points are powerful but connection is key.” 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



 

 

HOW TO SPEAK ON BIG STAGES 
 
 
Hey, I’m Jonathan Sprinkles back at you with another Great Speaking Tip from 

greatspeakingtips.net.  

 

I’m coming to you live from the world famous New Orleans Super Dome. This is where they’ve 

had NCAA Final Fours, they’ve had the Super Bowl. They’ve had some of the biggest concerts 

in the entire country, right here in this entire place. This place holds anywhere up to about 60,000 

people. As a matter of fact, I think it holds even more than that. I mean, it’s huge, huge, huge.  

 

I’m here at the Essence Festival and the Essence Festival is very interesting because you have a 

main stage then you have what they call “super lounges” where smaller acts perform in standing-

room-only venues. In the speaking world, you have the main keynote speakers and you have 

some breakout speakers. This is where the workshops happen. 

 

This Speaking Tip is also a powerful thought. I want you to ask yourself: 

• What would it take for you to get to the big stage?  

• What do you have to do?  

• How much media coverage do you have to get?  

• How many bestseller books do you have to release?  

• What do you have to do to get to the big time from wherever you are right now? 

 

I don’t care if you haven’t ever done a fee-paid speech before. You could be speaking for free or 

a chicken dinner or whatever. Where you are isn’t important. What is important is that you focus 

on the daily actions steps that will get to the main stage where you’re collecting big pay checks!  

 

One day, you will make $50,000, $75,000 or $125,000 for virtually the same talk that you are 

doing for free right now. The only difference will be that you’re famous or are an expert on a hot 

topic. You’re not that far away!  

 



 

 

Personally, I have written down a list of big stages on which I would like to speak. Although 

right now, they seem out of reach, I’m not worried about how I get there. The details will take 

care of themselves. What matters is that I have enough faith to write it down and I believe with 

everything in me that when you take the time to write something down and set an intention 

toward it and you say, “I don’t know how it’s going to happen. I don’t know when it’s going to 

happen. But before I check out here, I am going to this.” Miracles begin to happen. People with 

influence begin to conspire in your favor.  

 

Now it’s your turn. Think about three to five big stages on which you can speak so your message 

will be heard around the world. You don’t have to be qualified for it. You don’t have to know 

how you’re going to get there. I just want you to take the time to write down those big stages. Put 

them on paper in a visible place. Before you know it, those opportunities are going to begin to 

show themselves and you’re going to be amazed at what happens.  

 

I know right now, I’m excited about going on inside and checking out all the great acts that they 

have going on. They have some of the biggest acts in the entire country going on in here right 

now. I’m going to go take notes from those on the big stage right now! 

 

I’m Jonathan Sprinkles, here with your Great Speaking Tip. 

 

Remember: Points are powerful but connection is key.  

 

 

 

 

 

 

 

 



 

 

 

HOW TO PREPARE FOR CULTURAL DIFFERENCES  

 
Hey, I’m Jonathan Sprinkles, founder of greatspeakingtips.net. I’m back once again here with 

your next Great Speaking Tip. I am here in the beautiful Black Hills of South Dakota. I don’t 

know why they call it the Black Hills because I’m thinking I am about the only black thing that’s 

in the state right now. But this is one of the most beautiful places you will ever see.  

 

There is something I want to share with you based on what just happened in my last talk that I 

know will benefit you to know about. 

 

I already knew I was going to look very different than a lot of the folks in the audience. Hence, 

that was one difference; an obvious one. But, there was also another difference as well. This one 

was more subtle. Some people were from very rural towns. I come from the city. I come from the 

South. We are up here in the far North, and there were a lot of differences and a lot of reasons 

why we wouldn’t be able to connect because of this.  

 

When you’re on the platform, I want you to be thinking about this and sometimes you may even 

need to ask in advance about certain parts of your talk to make sure that they’re going to get it 

your points and especially your humor. 

 

America is a beautiful country. We have a lot of beautiful cultural diversity here. Although we 

are here as one nation, we have literally hundreds or thousands of sub-groups of people within 

this country. And that’s one of the greatest things about us. It’s also one of the greatest 

challenges you’ll face when connecting with people from diverse backgrounds. 

 

As you’re speaking to various groups, there are going to be parts that may not translate the same 

way. For example, I did a joke just a second ago about The Container Store. Well, I forgot that 

this retail store is only found in cities and in strip malls. And you could tell that they didn’t get it 

because the whole room went silent. Ha, ha! I thought it was going to get big laughs and they 

were like, “What’s a container store?”  



 

 

 

Now, had I said Wal-mart or something like that then they would have enjoyed. As a matter of 

fact, I told the joke about Cabela's, which is like an outfitter type of places for hunting and 

fishing and they laughed, laughed, and laughed because that was something that they identified 

with. That’s something that they can get.  

 

So, I want you to always make sure that you are using humor that not only you think is funny, 

but make sure that the humor is going to be universal so that they think it’s funny. If they don’t 

get you, the joke will be on you.  

 

That’s your Great Speaking Tip. I’m Jonathan Sprinkles.  

 

Remember points are powerful but connection is key. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

HANDLING THE UNEXPECTED AS A PROFESSIONAL SPEAKER 
 
Hey, I’m Jonathan Sprinkles, founder of greatspeakingtips.net, and I’m here with your next 

Great Speaking Tip.  

 

I’m in New Orleans, Louisiana right now and I just finished talking and something just happened 

that was so important that I just couldn’t leave to the airport without telling you. I’m actually 

running late right now. Something happened today - something really interesting happened.  

 

I had some type of miscommunication with the sponsoring organization so I was completely 

taken off the workshop list. There are thousands and thousands of people here. This is one of the 

larger conferences that I attend every single year and this is an opportunity for me to get a lot of 

business and do a lot of great things to get some exposure in new markets. But for some reason, 

my name was left off the list so when everybody picks up a sheet of paper and they look for the 

workshops they want to attend, I wasn’t on it.  

 

Because my name wasn’t on the main flyer, they essentially had to put my name out on a little 

poster board sign and hope that some people would show up. They said that I had a room full of 

people yesterday waiting on me because they had my session in the program for the wrong day. 

That’s why I was cancelled and labeled a no-show for the remainder of the conference. Because 

of their friggin’ mistake! Who knows what would have come out of that, but I was in another 

state, speaking somewhere else.  

 

Well, today it turns out that only a few people showed up. The room was basically empty. I flew 

thousands of miles and rented a room for nothing. What would you do in that situation? Because 

I guarantee you, you’re going to face it if you haven’t already. How do you respond to a situation 

like this? Whereas, you have a full 90 minutes, a huge box full of products, and only a handful of 

people there to see you speak. 

 

Well, let me tell you what I did.  

 



 

 

A few people began to trickle in. Initially, I had about two or three people in the room. By the 

time I got started, the count “swelled” to seven. A big ol’ room with about seven people. Well, I 

did something I’m very proud. First of all, I just had enough faith and believed that whoever 

showed up, that was for a reason. I said there are no more accidents. But the thing I did to them 

or said to them was one thing that literally changed around the whole atmosphere of the room. I 

told them, “Thank you very much for choosing to be here because you didn’t have to be here. 

The fact that you chose to be here instead of someplace else, the fact that you just saw a sign—

just a sign and that’s it—and you chose to come in here, that says something very special about 

you. Because you are choosing to give me the investment of your time, I’m going to give you 

everything I have.”  

 

And I asked some about that afterwards and they said that made them feel very special, they felt 

very wanted. And it really elevated the energy in the room.  

 

It’s so important that you know how to manage your room’s energy. Whether your room is 

completely full or if there are only two people there, still need to be able to deliver the same level 

of passion. You still have to deliver the message. And plus, you never know who’s in your 

audience. You never know who they can go and tell about you and what type of referrals you can 

get.  

 

Don’t think that because there’s just a few people, that you get to take your day off. Never ever, 

ever do that. By the way, just to let you know, it did have a great ending because a lot of people 

started to come through and by the time my workshop was over, about 95% of the room was full. 

They just showed up a little bit late. So, the attendance was about the same as if I was in the 

program book from the beginning. I’m very grateful. Very appreciative of that one – you’d better 

believe that.  

 

So, that’s your Great Speaking Tip. Always make sure that you speak to the seats that are filled, 

not the seats that are empty. Never lament who isn’t there; appreciate who is there, alright?  

 

That’s your Great Speaking Tip.  



 

 

I’m Jonathan Sprinkles, reminding you that points are powerful but connection is key.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

HOW TO GET REBOOKED OVER AND OVER  
 
 
Hey, I’m Jonathan Sprinkles, founder of greatspeakingtips.net. Here at St. Phillip’s College in 

San Antonio, Texas and I just did my third consecutive year of their orientation. It is an honor 

and a privilege to be a part of their orientation. It’s gotten to the point now where people are 

saying, “Hey, he’s coming, he’s coming.” Just understand this guy is going to be the highlight of 

the entire orientation. They’ve built me into a part of the program just like meeting the president, 

just like getting to know where the library is. Getting to know Jonathan Sprinkles is just as much 

of their tradition and that truly is an honor. 

 

I tell you what, to be requested back so many times this takes a certain skill and it takes a certain 

level of business savvy as well. It doesn’t just happen automatically. You better believe there are 

a lot of people who just speak and then they’ll shake your hand and say ‘thanks a lot,’ hand you 

your check and the next day, they’re already on the internet looking for the next speaker that 

they’re going to book in that same slot next year because you failed to seal the deal for the 

following year. When you do a good job, they’re already talking about rebooking you again 

before you even finish that talk. 

 

This particular time, I realized that there are some things that needed to happen. I chose to do 

something pretty smart. I studied what they were looking for in the speakers they hire, and I 

focused my efforts on showing them that I am the best man to fulfill that area of need. Let’s just 

say that you have 10 schools who were paying you $3,000, and those are the ones who continue 

to bring you back year after year after year. You already know that they will be bringing you 

back. These are your mainstays for year after year. 

 

As an entrepreneur, of course, you want to get as many “sure things” on your calendar. The more 

you have the more guaranteed income you will receive for years to come. This way, you can 

already predict what next year’s income is going to look like, it will provide you some needed 

breathing room, which will free you up to hunt for the big dollars.  

 



 

 

The key to getting rebooked and continuing to have relationships with people as a speaker is very 

simple. You have to do one of three things. The weakest and least-effective thing you can do is 

reiterate a message that has already been said previously. Let’s say for example, an 

organization’s theme is Dream Big and your talk happens to be entitled ‘Dream Big’. Well, 

that’s great! But what happens next year when their theme changes? This means would have to 

redo your entire talk every year in order to match what the market is doing. Of course, you can’t 

do that. You’d go crazy. 

 

The second option would be to say something that the administration wants to say but can’t. I 

have a friend named Kirk Nugent who is awesome at what he does. He’s a poet, and has a poem 

called Predator that talks about a relationship where the woman was dissatisfied with her 

boyfriend. He was a really great guy but she dumps him and picks up this smooth talking guy 

who turns out to be a loser. She drops the good guy for the Predator. He liked her just for that 

moment so he could get what he wanted.  

 

When she finally lets the Predator go, now she’s lonely and learns a valuable lesson in 

appreciating what you have. Well, there’s one school that brings Kirk back every year because of 

this powerful story. He cannot stand that poem anymore because he has performed it so many 

times. But they say, “You’ve got to do Predator. We want our freshmen to hear that message.” 

As a staff member, they couldn’t say what Kirk says, but he says that in a way that everybody 

remembers. Evidently, the school must have a lot of issues with that—students who are falling 

into all these traps and relationships that it makes them fail out. 

 

That’s just one example. There are many people who are hired to deliver unpopular messages. 

Joe Martin, who is another one of my colleagues, delivers a lot of tough talks when he speaks to 

teachers. He says a lot of things that the principals can’t say without getting in hot water. Joe is 

hired to get the message out and save the principals the backlash from having to say it 

themselves. 

 

The third way to guarantee getting rebooked is to become a part of the fabric of their culture. 

You have to say something that gets repeated all year long. 



 

 

  

I was just talking to a guy who is part of the PR department here. He said, “You know, I have 

repeated your message so many times throughout the year. I tell my students that when you have 

a choice, but don’t use the choice, it is the same as not having a choice at all.” So now, I’ve used 

that one line to become ingrained within their culture. 

 

That’s how you know you’re getting asked back and you’re going to be used all the time. They 

want their people to hear you and you’re guaranteed to be rebooked if you have all three of the 

above qualities.  

1. If you say something they’re saying, 

2. If you say something that they want to say but can’t  

3. If you say something that gets repeated all year long 

 

This is how you really hit the jackpot. You elevate yourself beyond being a speaker to being a 

resource and a partner. 

 

That’s your Great Speaking Tip.  

 

Remember: Points are powerful but connection is key.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

HOW TO IMPRESS MEETING PLANNERS 
 

Hey, this is Jonathan Sprinkles, founder of greatspeakingtips.net and I’m about to walk inside of 

the Essence Festival here in New Orleans, Louisiana. And just before I hit the door, I have 

something else I wanted to make sure that I shared with you.  

 

I noticed some things about some of these acts around here and you have acts who are world 

class. I saw people like Patti Labelle and some of the other all-time stars who have made 

hundreds and thousands and millions of dollars. The one thing I noticed about all these folks is 

that they all had a plan for how they were going to get there. They all had a plan for every single 

minute of their performance.  

 

I know that as speakers, we sometimes like to free flow, we all like to, you know, be present with 

the audience, but the thing I’ve noticed about those who were making real money - I mean 

$25,000 and up per talk is that they know exactly what they’re going to get every single time. 

There’s absolutely no question and no doubt about what type of performance they’re going to 

have. They have an amazing performance already mapped out and execute it flawlessly. They 

don’t deviate. Period!  

 

I’m not saying that you have to say the same words every single time. Of course not. If that were 

the case, you might as well send a DVD. You always want to be relevant to your audience. 

 

But the one thing I do want to encourage you to do is always make sure you’re going to be at the 

same quality level, at least somewhere close to it every single time. Michael Jordan, as a 

basketball player, was so great. If you could hold him to 25 points, you felt like you did great 

job. Why? Because he was consistently the highest scorer in the league. This is why people call 

him the greatest of all time. People pay thousands of dollars to see U2 perform because they are 

consistently delivering first-class shows that can’t be duplicated.  

 

If you had to rank yourself, would you say you were consistently excellent or consistently 

“alright?” Or could you call yourself consistent at all?  

 



 

 

This is what it’s going to take for you to earn the trust of meeting planners with the access to put 

you in front of the audiences that can change your career. You have to endure the lofty 

expectations and perform at a high level without fail. The highest pay requires the least mistakes. 

They only bet on a sure thing. Meeting planners want to know that if they’re going to invest in 

you and put their jobs on the line that they’re going to get a great product every single time. 

Regardless of what you have going on in your personal life, regardless of what your kids are 

doing, regardless of how you feel that day, they want to know that they’re going to get a 

consistent product out of you. 

 

I’m excited for you. I’m pulling for you. And this one thing is going to make a big difference.  

 

Again, I’m Jonathan Sprinkles, your connection coach. That is your Great Speaking Tip.   

 

Remember: Points are powerful but connection is key.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

MAKING VIDEOS THAT CAPTURE ATTENTION 
 
Hey, Jonathan Sprinkles here once again, founder of greatspeakingtips.net. And I'm back here 

with your Great Speaking Tip. I’m actually driving back to Houston right now. I get a lot of 

questions all the time and one that keeps popping up is, “Why do you always do these videos 

from all these weird places?” There is a psychology behind why I do what I do and the best part 

is you can do the same thing. You can use the same principle, the same compelling advertising, 

marketing, psychological principles that have made you click on this video right now for your 

own purposes.  

 

There are three main reasons why I do videos like this. Why would I be driving and have all this 

stuff going on in the background? Well, number one, it creates a sense of adventure. When you 

see me in all of these different environments, sometimes the background alone is enough to make 

you click on the video. Sometimes you’re less intrigued about the information than you are 

wondering “Where's he going next?”  

 

When the show Batman used to be on, at the end the announcer would say, “Tune in at the same 

bat-time, at the same bat-channel.” Well, every week we knew that Batman was going to make it 

out but we wanted to see how much trouble he got himself in, in the meantime. 

 

Well, you know what's pretty much going to happen. You know I'm going to deliver some type 

of speaking tip, but it's the extra details that become just as intriguing for you, right? So, there's a 

story that's being told. This something you can do as well. When you're doing your videos, you 

can go to different locations. Don't just sit in front of a bookcase or something like that. No, 

that's boring. Make sure that you do things that are a different. 

 

I was watching YouTube one time and I was looking at a producer named Ryan Lesley. You can 

look him up as well. He had a whole set of videos for ... I think he was beginning to work with 

Puffy... Puff Daddy... Diddy, whatever he is today. And, he did a whole documentary online, 

going from not having any job to being one of the hit producers.  

 



 

 

Ryan didn't have a high-end production or anything like that. He just took a camera just like this 

and he told his story. “Well, I sent Puffy a text message today. He didn't respond. We'll see 

tomorrow.” And then I'd click on the video for tomorrow, then the next day, and the next. This 

kept me going for a couple of hours because I wanted to see how the story unfolded. I couldn’t 

miss any details.  

 

After getting wrapped up in Ryan’s world, I said, “I want to do my own thing. I don't have a 

reality show, yet! But, I can create my own reality show by using these techniques.” So, that's 

number one. 

 

Number two: it gives you an insight into my life to the point where you feel like you know me. 

You get a chance to see my niece. You get a chance to see some places that I've been. You get to 

be with me in my car, and all these things. So, you get to feel like you're a part of my life and 

that's what's most important in building rapport.  

I've had people tell me that they've been on my website for an hour—for one hour! Who stays on 

any website for one hour? I think the average time on a website is something like 11 seconds at 

this point. If someone hangs around with me for an hour, they are reading everything from cover 

to cover. They’re hooked. 

 

The people who have been on my site that long tell me they feel like they know me. They feel 

like I’m a friend they haven’t physically met. And that has been the psychology behind 

everything I put out. I always want to take an extra level of personalization to make you feel like 

you know me, because that's what's very important. So, that's number two. 

 

 

And the third thing is that it just makes my learning that much more fun. I'm different. I'm 

standing out from every other person who's doing products like this, right? There are a lot of 

people who do what I do, but I want it to be clear that nobody does it how I do it. I want you to 

feel like Jonathan takes you all over the world. I want to be that one who stands out, thus the one 

you prefer to listen to. Maybe my information is better than others, maybe it isn’t. But if I do my 



 

 

job, you're definitely going to click on the next video because you want to know what the heck 

am I getting into next 

 

I’m Jonathan Sprinkles and that’s your Great Speaking Tip. 

 

Remember: points are powerful but connection is key! 
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SPEAKING TO HIGH SCHOOL AUDIENCES 
 

Virginia is for Lovers (Part 1) 

I am in LOVE with Virginia! I had such a great day today. The kids were awesome. More than 

usual. I haven’t done a high school talk in a long time. Today took me back to my roots. 

Christiansburg High School decided to get their money’s worth today. They put ALL their 

students in the theatre! It took me a minute to win them over. It threw me off at first. I always 

begin with a very high-energy intro…for a reason. It’s a “tester” to see where their energy level 

is. On a scale of 1 to 10, they started out as a 4.5. You can even see in the picture that the kids in 

the front were raising their hands, but the kids in the back of the picture were looking at me like, 

“Yeah right, brotha!” This is why it’s so important to have a talk that, #1-you know like the back 

of your hand and #2-you can insert different pieces into in order to adjust to the crowd.  I had to 

spend the first 20% of my time warming up to them and getting them to laugh. Then (and only 

then) did I earn the right to get serious and give them information with an expectation that they 

would listen attentively.  

Presentations are like a high-stakes negotiation, a ballet, and a first date, all rolled into one. 

There is a short “getting to know you” period before each party decides how much they’re going 

to give to the other. Wow, that was pretty deep! My connection strategy is to answer the BIG 

question first- “Is he gonna suck?” by overwhelming them from the beginning with fun and lots 

of energy. This is paramount when speaking with youth audiences (especially at 8am). In order 

to win a “second date” by getting them to stick with you to the end, you have to win the audience 

over early and give them a reason to stay along for the ride. 

 I went the comedy route today. I have learned back-to-back lessons about how important it is to 

be funny. Not just humorous, funny. The way a funny speaker is received and rewarded is 1,000 

times better than a speaker with “good information.” People only laugh when they’re 

comfortable and they like you. If they’re not laughing, there is a chance they’re turned off. Yes, 

they may be engaged, but they may be counting down the minutes until you shut up, too. 

By the end of the talk, they were really into it. A few kids that I later learned were considered “at 

risk” came up to me afterward, saying how much they enjoyed the talk. It’s so funny to me how 



 

 

that happens frequently. Teachers later tell me, “She NEVER even smiles…and she was 

laughing the whole time!” I don’t know the people in my audience from Adam so I don’t have 

any reason to judge anybody. Learning that certain kids who appear to be angels for me are 

demons in the classroom is really a trip. I don’t take credit for it. It’s all God’s doing. I’m just the 

person with the right message at the right time. It would be ignorant to think otherwise. I’m just 

humbled to be used. 

 Getting Here SUCKED! 

I missed my first flight out of Houston, which would have gotten me into Roanoke around 5pm. I 

ended up having a 4 hour layover in Atlanta, which would have put me in Roanoke at 9pm. We 

were a few hundred yards from the runway and had to pull up. The runway was too foggy. The 

pilots couldn’t see a thing. We dashed back into the clouds, expecting to turn around and try 

again. NOT! Why did we end up in freakin’ Charleston, West Virginia! It was a nightmare. We 

landed at 11pm, I didn’t get my car until midnight, the rental car reservation was now $300 for 3 

days because it was a one-way rental, and I still had to drive 3 hours into Blacksburg that night. I 

got to bed about 3:30am and had to get up at 6:45am for my 8am talk. Well, I was supposed to 

get up. I didn’t actually roll out of bed until 7:30. Yep, I was late. Only by a little though, but I 

still had a good 20 minutes before my talk started. 

Tomorrow, I’m going to Best Buy and getting one of those cords that connect your iPod to the 

radio in your car. If I ever get stuck like that again, I’ve got to at least have some music that will 

keep me up. If nothing else, I will be able to avoid hearing Justin Timberlake three times in a 

row like I did last night. His music is cool but dang… 

 
 
 
 
 
 
 
 
 
 
 
 

 



 

 

SHOULD YOU BE FUNNY OR NOT? 
 

Virginia is for Lovers (Part 2)  

Okay, let me handle first things first. Today has been a day of extremes. The thermometer in my 

car said 77 degrees yesterday. This morning, 47. I finally learned my way around Hwy 480 (not 

to be confused with Hwy 480 Business), but now I’m gone. If I mentioned everything blow-by-

blow that happened today, I would sound like a complainer, so I’ll just have to stick to the 

highlights…and the low-lights. 

 OOOH WEE…    

My room in Roanoke tonight was a big surprise. It’s the first room next to the lobby, which I 

*instantly* protested before I even entered the room. Of course, they’re sold out tonight. When I 

opened the door, my opinion instantly shifted. The room has 12 foot ceilings 

and…a….JACUZZI TUB! Out of interest for preserving any future aspirations I may have, I will 

refrain from further comment, lest I incriminate myself. For the record, I do not plan to use the 

tub tonight. I have a 6:15am flight to Mississippi and have too much work to get done 

beforehand. But I will say…never mind. 

 BLACKSBURG HIGH SCHOOL 

Today really took me back to my roots. I spoke at Blacksburg High. Same set up as yesterday. I 

spoke for the high schoolers then Blacksburg Middle School was bused over and I spoke for 

them. I have some very interesting observations coming up from that. In a minute. 

The kids were very different from yesterday. Everyone was “warning” me about a recent surge 

of “homemade gangs” at Blacksburg High. I think I’m prejudiced. When I look into a sea of 

white kids, I don’t begin to clutch my wallet. Granted, Columbine should have taught us that 

trouble comes in all forms, but I’m from LA. I know what gangstas look like, and these aren’t it! 

Actually, this is the same type of racial profiling B.S. that I have suffered from my entire life. 

Check this out…a mean looking black kid is a “thug.” A mean looking white kid is just 

“troubled.” Yep, I’ve been bitten by the same racist bug that plagues our entire country. It makes 

me value Barack Obama’s “A More Perfect Union” speech on race that much more.  We have a 



 

 

ridiculous set of double standards in America, and I know I’m just as much to blame as the white 

man in the room next door (who is irritating the hell out of me with his loud snoring!). This is 

something to pray about. 

 I digress. 

After my talks, I hung out with the kids in the cafeteria. At first, I was so tired I was cranky. I 

couldn’t eat anything to get energy because today was “chicken patty” day and they were serving 

the SAME fried chicken-like substance on a bun that I used to eat in high school. One student 

said they were probably from the same package. Noooo way! Instead, I got my Obama on and 

went from table to table, shaking hands and cracking jokes. It was actually a lot of fun. I really 

didn’t think the students were feeling me (I’ll explain in a minute), but they showed me a lot of 

love at the tables. I finally had my rock star moment. A girl saw me and literally started 

SCREAMING to the point where everyone else stopped and looked. She ran up to me, nearly 

shaking. She gave me a hug and asked for my autograph. I was so embarrassed. I felt I owed her 

more than an autograph, like I should buy her a chicken patty or something. That would be 

wrong of me. 

Some guys later asked me to come join…uh…“the circle of love” outside. I know my name is 

Sprinkles, but I DO NOT get down like that! I thought these kids were either getting high or 

getting freaky on school property. Turns out, they were playing hacky sack. I hadn’t ever played. 

I saw the white dudes with dread locks and Bob Marley t-shirts play the game while the “rest” of 

us went to class at UT, but I always thought I was too sober to be any good. Turns out, I was 

right. I was terrible. But the guys were very cool though, and I did get a few good kicks in. 

 Finally, I got another chance to do another small talk with a class of 15 kids. The teacher said he 

wanted me to speak to the class because some of his students hadn’t ever had a positive 

experience with white people. I was thinking, “Uh…bruh…neither have I!” Just jokes. Seriously, 

I didn’t understand what he wanted me to do, so I went into it thinking I was going to be a racial 

mediator of some sort. A black man with a white person’s nose. Perfect! 

The Spirit hit, and I got into it quickly. We had a great time and I was mostly glad about 

connecting with a kid who was acting up in the assembly previously. He was acting all hard 



 

 

toward the teachers but was the main one asking me questions while I was in his classroom. 

Man, dealing with kids is so complex. They have so much going on inside their minds and don’t 

know how to work through it. I feel for them. I admire them. 

The traffic on I-81 sucked. Bad. I put my car in park it was so bad. A truck almost ran me off the 

road. I will find him one day. Sorry. Still venting. 

ON STAGE… 

I did not want to be there this morning and it showed. I spent so much of my emotional energy 

the day before, I felt drained. I was “off” from the start. The kids didn’t respond to my opening 

and I let it get to me. BAD move…very bad. The first 3 minutes are all “feel you out” activities 

and it was obvious they were not feeling me. Nothing was working. It probably wasn’t as bad as 

I thought, but I admit I’ve been spoiled by recent victories. The call-and-response was a bust. 

However, the HUMOR…once again…never fails! In my mind, as I was speaking, I was saying, 

“They’re begging you to be funny. Say something funny.” But I was so intent on getting their 

respect, I turned off my humorous side. Big mistake. Humor is the best way to accomplish that 

mission! I made an error by not altering my plan early on in the talk so I could connect with 

them, then get them back on track. 

One thing that you want to be careful of is becoming “too familiar” with your talk. You stop 

“being present” with the audience. You’re talking, but not feeling, not reliving. This is where I 

was today. I stepped on my laugh lines. I didn’t let the mood sink in by using extended pauses. I 

psyched myself out from the beginning and went way too fast. I was playing defense. As a 

professional, you have to be better than that. You have to be ready for whatever comes your way, 

good, bad or insane. If the audience doesn’t respond correctly, you need to have a Plan A, B and 

C of winning material that can elevate the mood of your crowd. You have to be sensitive enough 

to your level of connection with the audience to know when they’re tired, frustrated, bored or 

intensely paying attention. This is a skill. It all looks the same on the outside. You have to learn 

the difference and more importantly learn how to navigate through all of them to control the 

atmosphere in the room. 



 

 

It’s not enough to say, “They were a bad audience.” You need to learn to be a better speaker! 

Those who get paid top-dollar are able to connect with any crowd at any time. That’s the 

difference between a $2,500 speaker and a $25,000 speaker. Meeting planners put their jobs on 

the line. They don’t want to hear any excuses about why you failed to do what your brochure 

said you could do. Only results matter! 

More than ever, you now understand why I say, “CONNECTION IS KEY!“ 

Jonathan 

“Your Connection Coach” 

 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



 

 

HOW TO ROCK AT A BANQUET SPEECH 
 

Jackson, MS (The Sequel) 
 

I am SO tired. This will be the non-articlest of all articles I need to get to the point and go to b-e-

d. 

I went to bed at 2:30am and woke up at 4:30am for my 6:15am flight. Sweet. I sat next to a guy 

who was a little too eager to show my some southern hospitality at 6 o’clock in the morning. 

 ”Hey, har yew dewin,” he said. I pretended like my iPod was on and I couldn’t hear him. Was I 

wrong for that? It didn’t matter. In 42 seconds, I was asleep.  

BACK IN THE ‘SIP 

 This is my second trip to Mississippi. Both of them have been for the occasion of speaking to 

Tougaloo College. Mississippi has such a rich culture. As soon as I stepped off the plane, I had 

an undeniable urge for some hominy grits. I got some, too! My server at the hotel was Paula. She 

was so nice, I thought she got paid per smile. Between Paula at the Hilton and John at the 

Marriott in Virginia, I think I’ve met two of the best customer service specialists in the country. 

Both of them, when asked, “Why are you going the extra mile,” responded the same way. They 

both said, “I just love what I do.” There is wisdom in that statement. It’s hard to be great at 

something we hate. Oooh, another good one! 

JIVE TURKEY! 

I did get a laugh though when I asked for turkey bacon or sausage and she looked at me like I 

was from Stupidville. In Mississippi, if it ain’t pork, it ain’t goin’ on your fork! 

THE TALK WAS… 

The talk went very well. The crowd was much smaller than I expected and we were in a banquet 

hall with two pillars in the middle. Not the most ideal place to connect with a crowd. Even 

worse, I left the podium to speak from the middle of the room, and in doing so, I turned my back 

on the host table. I literally had to make a conscious effort to avoid talking to one part of the 



 

 

room for too long. It was crazy. Once again, I appreciated my roots. I was used to bad sound 

systems, poorly lit rooms, loud babies, etc. One thing I’ve learned about humans is that when we 

finally stop complaining, we have little problem adjusting to our circumstances. It could always 

be worse. 

The crowd was into it from the jump. But this wasn’t automatic. It was late and we had just eaten 

dinner. The “itis” could have set in, but I rearranged my talk to get to the stories quickly so I 

could reel them in and grab their attention quickly. It worked. I felt like Reverend Ike tonight. If 

I had someone to play an organ or even a tambourine, we would have ended up having some 

ch’uch tonight! They were just looking for me to give them something to shout about. 

 The guys I sat next to were raised in holiness churches, so they would have known to go around 

and catch people after I laid hands on them. Speaking of, one of the young men was from 

Lexington, Mississippi. He was the first person I have ever met who really says “skreet” and 

“skraight” and “skrawberry.” I thought that was a joke! I guess not. I kept trying to lead him in 

the conversation into saying words that started with “st” just so I could hear him say it. We had a 

great conversation about stables, stop signs, steel-toe boots, and the movie Stuart Little. 

 SPRINKLE OF WISDOM: Always be flexible. Assess the potential threats to 

your talk long before you speak. Environmental challenges, such as pillars, 

bad acoustics, or clanging plates can totally ruin your connection. Physical 

factors such as fatigue also play a role in your ability to connect with your 

audience. You have to anticipate this and have a plan for anything that arises. 

Pay attention to how they respond to the speakers before you. This will be a 

good indicator of #1-Whether they will endure your message or if they 

will spit you out and feed you to the wait staff. And, it will tell you #2-who 

your “allies” are in the audience. Look for the people who clap for everything, 

just because they like to be involved. If you play up to them, you’ve won them 

your entire talk. Best of all, when people see them on board with you, the 

other people will follow suit and also root for you. 



 

 

This is why, “CONNECTION IS KEY!” 

Jonathan 

“Your Connection Coach” 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

I NEED A REAL WOMAN 
 

(Fayetteville, AR) 

 “I need a real woman!” 

“I neeeed a reeeeeeeal wooooomaaaan!”  

  

While walking the streets of the “hot spot” in Fayetteville where all the bars, clubs and 

restaurants are, I ran into my new inspiration. Nobody was around, it was freezing cold, but this 

guy and his guitar filled the atmosphere with some soulful blues that made me think I was back 

in Memphis if I closed my eyes. This guy was singing at the top of his voice about his lost love.  

  

Maybe he was outside singing to the wind because he just broke up with his girlfriend. Maybe he 

just broke up with his band. I don’t know, but the dude sure was into his music. He wasn’t just 

singing, he was testifying! I wanted to get him a tissue.  I was so compelled by his…outcry… 

that I had to stop and watch. Mind you, it was cold and this bald head doesn’t do well under 60 

degrees. But this guy was jammin’! I never got his name, so I decided to call him Street Singin’ 

Sam.  

  

Sam was so into his gig that it didn’t matter that he wasn’t singing for a crowded house of fans. 

It didn’t matter that it was freezing. It didn’t matter that he wasn’t being paid. It was obvious that 

Sam was doing what he did because he loved it. He loved his music so much I loved it to. His 

energy was so incredible, I was screaming WOOOO HOOOO like I had paid $100 to sit on the 

front row and watch my favorite performer. Although nobody was out that night, Sam still made 

one fan. If he were singing on a crowded Sunday afternoon, we might have had some crowd 

control issues.  

  

Sam was fun to watch. He was fun to be around. You instantly dug his “vibe.” That’s a key 

element in connecting with any audience. Sam won me over, not because he was singing my 

favorite song, nor because I too had a broken heart. He won me over because of the raw emotion 

that emanated from his music. It’s ridiculous to expect an audience to “feel” your message if 



 

 

you’re not feeling it. When I coach people, I remind them not to tell stories but to relive them. 

You’ve got to get so into your “gig” that people can’t tell if what you’re talking about happened 

long ago or that morning before you stepped on stage. Regardless of the audience’s reaction, 

you’ve got to be jammin’ to your own music. If you start the party, others will join. 

  

Question: Do you have a talk is so gripping that you could stand on a street corner and draw a 

crowd? 

Remember, passion persuades and CONNECTION IS KEY! 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



 

 

I’M TOO SEXY FOR MY…TEAM? 
 

(South Africa) 
 
TEAMWORK. What is it? Really. In most of my “normal” life, I am the leader, not the one 

being led. Being on the other side of the leadership equation has confronted me with a host 

of “check yourself” moments. I have to “become” a different person when I’m under someone 

else’s authority. In my “normal” life, I am the man. I sign autographs, I get requests to take 

pictures, etcetera, etcetera. Not so as a missionary. I am submitted to the leadership of my pastor, 

Dr. Dana Carson. It’s a complete 180 degree switch from what I’m used to. He has a dominant 

personality and absolutely does not have patience for any amount of back-talk or sass. What he 

says goes.   

At first, this contrast was very difficult adjustment for me. I went from people catering to my 

needs to being the one responsible for carrying bags or even asking if it was okay for me to leave 

the group by myself. What a huge paradigm shift! I went from being “the man” to being “hey 

man, pick that up.” On a mission trip, there is no room for egos, superstars and prima donnas. 

 It’s all about serving.  

You know what, I’m glad all of this has happened. It has taught me invaluable lessons about 

character, leadership and submission. I had to humble myself and quickly get over any notions of 

any favoritism I would receive and submit to the authority of my leader, Dr. Carson. I learned 

that when you are submitted to authority, you don’t have an opinion. You don’t have “your way 

of doing things.” You trust and respect your leader and do what you are told. Only if you are 

asked do you submit your thoughts or submit alternatives. If you aren’t asked, you don’t speak. It 

almost sounds like an anti-American ideology, but I see that this is the essence of choosing to be 

led.  

I loved hearing Dr. Carson’s discourses on the van as we traveled from one venue to the next. He 

doesn’t bite his tongue and he told us when our lack of focus, slothfulness, and even subtle acts 

of rebellion could possibly cause the group to fail. He masterfully wove in teachings about the 

psychology of winning teams. He explained how the military was a perfect example of how 

things get done with precision. When soldiers get orders, they don’t argue with the general, 

telling him/her their thoughts about the strategy. They just carry out their orders and trust in their 



 

 

commanding officer. Any dissention among the ranks is intolerable because it will get them 

and/or their squad killed on the battlefield. It’s not about what the group wants, it’s about what 

the general knows is the best way to execute the strategy. 

 I’m sure that you’re thinking that Dr. Carson is some sort of tyrant. He isn’t. He’s a visionary. 

He’s a winner. Yes, it does hurt to get publicly rebuked, but if you too are a winner, you learn to 

accept correction and move on. A leader has to be able to point out flaws without bruising 

overly-sensitive egos. Those who take alteration as a personal attack are subsequently incapable 

of being led. These people suck the life out of the leader, transforming him from commander to 

paramedic as he spends more time mending emotional wounds than strategizing for the future. A 

good follower has to have the self-confidence to accept their reprimand and not lose his passion 

for his position. 

 I was once joking around and made up a quote that was supposed to be “deep.” I said, “A man 

who sleeps on the floor can’t fall out of bed at night.” Actually, I made more sense than I 

thought. Hmmm… 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 



 

 

CONNECTING ACROSS CULTURAL BARRIERS  
 

(South Africa Mission Trip) 
 

Talking with Bongo isn’t always easy. It takes a lot of patience and, at times, even more 

creativity. What is amazing is that although we grew up in completely different parts of the 

world and we have some very obvious language barriers, we laugh, joke, and tell vivid stories. It 

sometimes takes a few tries, but we eventually understand each other. Although we have our 

challenges, we have something else that is much more important; that’s right—

CONNECTION.   

 

Achieving connection with Bongo has reminded me of some basic practices that work amazingly 

well but I often overlook when I’m talking to native English speakers. They force me to stop and 

think about what I’m saying and how I’m saying it instead of blurting out what’s on my mind. 

These are the best practices that Bongo has reintroduced to my world: 

1. Speak slowly- When it was obvious that Bongo could hear me but didn’t understand 

what I was saying, it was a reminder that I needed to chill out on being a motor mouth 

and give him a moment to process what I’m saying. Instead of rushing through my 

sentences, this forced me to enunciate and articulate my words, leaving out as many 

cliché’s and euphemisms as possible. I got down to the barebones message and conveyed 

it with clarity.  

What this means for you- When you’re on stage or giving a presentation, don’t take 

for granted that everyone comprehends what you’re saying. In certain parts of 

America, we have some very bad conversational habits, including running several 

words together at a time. This is a Connection Killer. People can’t connect to you if 

they don’t understand you. 

 

2. Don’t just tell them, show them- At dinner time, I wouldn’t just say the word “eat”, I 

would put my hands up to my mouth and imitate the eating motion. Mind you, Bongo’s 

English is very good, so we weren’t reduced to sign language. However, there are certain 



 

 

symbols that are universal and help the message recipient clarify what you’re saying. Use 

them. People remember twice as much of what they see that what they hear. Becoming 

adept at using gestures is a skill that is great communicators take upon themselves to 

master. It enables you to tear down the barriers in everything from a presentation to a 

conversation.  

What this means for you-If you’re only talking with words, you’re losing part of your 

audience. Whether you know it or not, people are missing pieces of your message. 

The problem is you don’t control which parts they are receiving and which parts don’t 

sink in. If your main message isn’t hitting home, you’re screwed. You’d better fix 

that quickly. 

 

Practice your talk in front of the mirror and record yourself the next time you’re in front of an 

audience and see how much of your talk you “tell” and how much you “demonstrate.” You will 

be very happy with the results. Or you can even imagine Bongo in your crowd and pretend 

you’re talking to him. When you see his warm smile, attentive eyes and his head slightly bobbing 

up and down, you’ll know you’ve finally created a talk that connects across cultures. 

Learning cultural differences is important but CONNECTION IS KEY! 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



 

 

SCHA-WING AND A MISS  
 

(Ohio State University) 

Damn. That’s all I can say about tonight. I’m pretty disappointed with myself. I felt like I had 

this one in the bag. This event was tailor-made for me and I should have absolutely murdered it. I 

thought I sucked. I HATE it when I leave an engagement saying, “I would have done XYZ” had 

I only been more prepared. This is one of the worst feelings you can feel as a speaker. 

I know it showed on my face, too. I’m not that good at hiding my emotions.  

When I feel it, I show it. Unfortunately, people know me as the high-energy, always happy guy, 

so when things are amiss, the contrast is blaring. 

JUST TO BE FAIR 

Unless this is your first time reading one of my articles, you know I am 100 times harder on 

myself than others are on me. I’m nit-picky and a perfectionist. Case in point-I got a standing 

ovation tonight and we did question and answer for an additional 20 minutes and people STILL 

lined up to ask me questions afterward. One girl cried and hugged me and cried some more 

because she was so touched by my message. 

ANYHOW…BACK TO THE TALK 

I sucked. I started off out of sync and it took me too long to get back in rhythm. In my article 

from day 2 of Virginia, I mentioned how easy it is to slip into a routine and fail to be present. 

That was me tonight. If I didn’t have an introductory 10 minutes that was so solid, I would be 

dead. Tonight, it was all about the power of having a tight message because the messenger was 

WIGGIDY WACK! I found myself stammering a little, trying to rev myself up to a point where 

they too were fired up. But my mind was elsewhere. I couldn’t concentrate. I was so focused on 

adding the new material into my customary outline, I found myself prancing around, hoping to 

find a “hot spot.” It never happened. Not like I wanted to. I made some good points, but that 

doesn’t matter. Unless they are strung together in a beginning/middle/end sequence with a 



 

 

powerful punch line, it all sounds like rhetoric. I felt like a motivational speaker tonight, not a 

messenger. I don’t like motivational speakers…fyi. 

The one bright spot did happen in the end when I pulled it all together. The theme of the week 

was PURPOSE and I challenged them to find their purpose by serving people. This came in the 

Q & A. I really ripped it on that one. I admonished them not to tie their purpose to a paycheck 

but to the people they’ll help with the money they get. I then SLAMMED all the moaning and 

complaining that students do about what they can’t have, who doesn’t like them, etc and said, 

“Get off the damn sidelines and do something about it!” I felt like I was back to being 100% me 

at that point. I am very “in your face” and I am true to my point of view. I will love on you then 

I’ll turn around and tell you to dust yourself off and go fight another round. 

If there is a lesson to be had here, it was the power of preparation. Had I taken just a little more 

time to write out my argument, I wouldn’t have been so afraid to relax and trust the Voice in my 

heart. I would have had the courage to step aside from my default and try new things. I don’t 

speak again for another week, so hopefully the wounds will remain fresh enough to motivate me 

to put in the 10 minutes that will make the difference. 

 

 

 

 

 

 

 

 

 

  

 



 

 

I WASN’T…THAT…BAD? 

I promised you I’d keep it 100% real 100% of the time, right? Well, as I sit by the pool at my 

hotel in Vegas on a very temperate evening (which is rare for Las Vegas), I have had time to sit 

and reflect on my last article. 

However, this isn’t easy because I have bronchitis. I should be inside networking. Alex 

Mandossian, James Malincak, Bart Baggett and other top speakers are inside at the Vic & 

Anthony’s. I was invited to come hang, but I can’t talk. Every time I raise my voice, I start 

coughing uncontrollably like I just came from Snoop Dogg’s trailer. Hence, I look like the 

antisocial computer nerd, sitting outside, cuddled up with my laptop. 

For the record, I was wrong.  

I mean, I still feel as though I could have done much better. There’s no question about that. 

However, I fell into the ego-centric view of my speaking performance that gets many of us in 

trouble. All of that could have been solved by asking myself one question–why. Why do I speak 

and what was my purpose that evening. If I had been in the right mindset, I wouldn’t have 

overlooked the people who were so emotionally moved by my message. Notice, I made that part 

a footnote and commenced to lambast my performance. If I am really concerned about helping 

people, my Jon-bashing shouldn’t have taken the magnitude that it did. 

My goal was to deliver a message that helps people. That’s it. All the “extra” stuff is important 

as well, but at the end of the day, what’s more important is whether I reached your audience or 

not. While I’m always going to be my own biggest critic, I also need learn to give myself a pass, 

especially when people rave about how great the talk was. Whatever my previous plans were 

isn’t important. As long as I told the truth…my truth…to the best of my ability and people were 

being helped, it has to be all good. 

 
 
 
 
 
 

 



 

 

JON GOES HOLLYWOOD-FEATURED IN UPCOMING MOVIE! 

 

After a near-death experience when I came close to coughing up a lung due to this darn 

bronchitis, I spent the next day at the home of my colleague and good friend, Tony Magee and 

his five beautiful, wonderful kids. It was a commercial for what my life will one day look like. 

Well, I’m not having five kids, that’s for sure. I tell people how many kids I want and I tell them 

like I’m bidding my hand in Spades, “I’ve got 2 and a possible.” That’s it. I’m 31 and I refuse to 

be having kids when I’m eyeing retirement. Nope! I plan on being a cranky old man and I don’t 

want any crumb snatchers getting in the way of that! I digress. 

I found myself sitting on the couch in the living room for nearly an hour, staring at each picture 

on the mantle. It was surreal. Tony and his wife put a lot into giving their kids a loving 

environment that is an incubator for their success in life. His house is one of my favorite places 

to be in all the Earth. Outside of habitually waking up at 1:50am to and coughing like I had just 

been sprayed with tear gas, I thoroughly enjoyed my stay. Reading books in the morning with 

Ahmir (5) and Makayla (2) before they went to school is the best feeling in the world. I got so 

caught up, I forgot I was going to be in a movie that afternoon. 

Yes…a movie! 

The picture above is the Presidential Suite of the Ritz Carlton in Marina Del Rey, CA. It’s 1,400 

square feet and $3,500 a night. Good thing we were filming in the day! Ha, ha. Woody 

Woodward, founder of The Law of Importance, cast me as one of the experts in his upcoming 

feature film, I-ology. If you’ve seen or read the phenomenon called The Secret or the movie Pass 

It On, you’ll know the concept of the movie. This film is going to have a different twist to it 

though. Rather than simply talking in theory about how to improve your life, Woody actually 

follows people through their lives and shows how applying The Law of Importance has changed 

their lives. He chooses people from diverse backgrounds, from the ‘hood to well-known heroes 

and shows how the one commonality that ties us all together is having an “internal focus.” You’ll 

know what that means when the movie premiers in July. 



 

 

Woody was floored by my segments. He said that he knew “something was missing” from the 

story and after he saw me do my thing, he realized that “something” was me. I had a great time 

shining for the camera as Woody egged me on during the interview. He was nodding vigorously 

as his eyes got bigger and bigger. I tried not to think about what this was going to look like on 

the big screen…but I couldn’t help it! 

 THE ‘REAL TRUTH’ 

The “real” reason why I was surprisingly good on camera in Woody’s eyes was because I’ve 

been training for this moment for years. As happy as I am to be in my first movie, it won’t be my 

last. I learned many years ago while doing a video for my Cash Cow Keynote course how 

difficult speaking in front of a camera, pretending to be talking to the people at home can be. 

Those who appear to be “naturals” are anything but. Ever since that taping, I have used every 

small opportunity that presented itself to become more comfortable and articulate in front of the 

camera. 

People at church asked me to do a quick commercial, I was on it. 

A conference in Ohio asked me to do a promo video for their attendees, I was on it. 

Every time I stepped in front of a camera, I wasn’t thinking about that project, I was thinking 

about the big screen. I was working on little nuances that I picked up as I studied famous people 

who were doing what I wanted to do. I didn’t like The Secret very much, but I studied every 

hand gesture, facial feature and every vocal nuance of the featured speakers. I imitated them until 

I sounded like I too was a renowned expert. I finally understood what Ledisi meant when she 

said in the first song of her third album but her first major hit, “I’ve been waiting on you ’cause 

I’ve been here…all the time.” 

Connection is key, 

 

Jonathan 

“Your Connection Coach” 

 



 

 

COMING BACK FROM A BAD TALK 

 
(Cal State San Bernardino) 

I have a motto that I live by: I don’t lose twice. Every time I fall short, I always get excited (after 

I pout) because I know my next talk is going to be fire. Yep, it happened again. Cal State San 

Bernardino got the best Jonathan Sprinkles had to offer on May 6th. I haven’t said that about 

myself in a long, long time. I felt that tension again. It’s the tension that exists between the 

speaker and the audience when they’re on the edges of their seats, hanging on every word. I felt 

more like John Legend than Jonathan Sprinkles. People stayed an extra hour to eat and do more 

Q&A. Okay, maybe it was the food that kept them around more than me. Whatever! It was my 

first “after party!” All we lacked were some bottles of Moet and the teenage groupies trying to 

sneak in the back door. 

They clapped all through my talk. I actually messed up by not stopping and letting them clap 

more. I get so caught up in the emotion of what I’m saying, I don’t want to slow down. As a 

manager of the energy in the room, this is a mistake. People want to “feel” you. They want to 

experience your stories as you relive them from the platform. Clapping, shouting, laughing, etc. 

are all forms of the audience processing your information in their minds. 

Comedians are always told not to move on to the next joke until the laughter dies down from the 

first. It’s called “stepping on your laugh line.” When this happens, the comic subconsciously 

trains the audience not to laugh too hard because they may miss the next joke. So, instead of 

getting a level 8 or 9 laugh, the audience stays at a 4 or 5 so they can keep up with the pace. 

Overall, the comic is less effective and doesn’t connect with the audience as much as those who 

allow the audience to fully process their laughter. 

The same is true for speakers. If you move away from one point too quickly, you prevent the 

crowd from having the experience they desire. People need time to think. They need time to feel. 

They need time to laugh. They need time to say, “Yep, that’s so true!” and “That reminds me 

of…” Managing emotions is a beautiful art form, man! In order to be adept at this, you have to: 



 

 

1. Know your talk-You should already know the high and low moments where people will need 

some extra time to be ‘in the moment.’ Every audience is different, so not everyone will respond 

the same way. But knowing when the “ooh aaah” should come will ensure you’re prepared. 

2. Be present- Again, every audience is different, so what is funny to one crowd may not be to 

another. And what isn’t funny to one crowd may be hilarious to another. You can’t be so rigid 

about your outline that you only pause at the parts you feel are “deep.” Let them tell you. A great 

communicator knows how to find an audience’s “hot spots” and alter the message mid-stream if 

they’re responding to a certain part. It’s never about what you want to say, it’s about what they 

need to hear! 

3. Dig deep- One of the worst feelings on the platform is knowing that you have just hit a “hot 

spot” but you don’t have enough depth of wisdom on that subject to keep flowing. They can be 

shouting HALLELUJAH but if you don’t have some good one-liners, a series of jokes, or a plan 

for going deeper on that subject, you’re done. The crowd is, in their own way, begging you to 

keep talking about this because they’re feeling you and you have to pull up and move on to the 

next point. That sucks! This takes me back to my first point about knowing your talk. When I say 

your “talk”, I am referring to every chunk of your talk, as well as several alternate versions. For 

example, when I talk to young people, they love when I deal with how to handle the “haters” in 

your life. Even if I had lost them up until then, they get tuned in and turned on. I know this, so I 

have a good 5 minutes worth of material I can pull from if I discover it’s one of their “hot spots.” 

Some audiences could care less about haters, so I have to keep throwing out different bait until I 

find what gets them going. At that point, I have to be prepared to dig deep into a different file so 

I can talk on that subject. I keep my mental vault stacked with chunks of information that I can 

pull out at any moment and strategically insert them to intensify the connection. This is the 

“secret” behind being relevant to your audiences and making people feel like you made your talk 

exclusively for them.  Remember this: cookie cutter don’t cut it! 

I’ve got to thank my new friends, Bart Baggett and Beth, for coming out. I’m going to buy his 

handwriting analysis course, it’s so hot! 



 

 

Kyle Gordon, you’re a good man. Congratulations on your graduation! Be sure to pass on the 

wisdom to the SAAB chapter. Make sure the next person in charge knows to call and email me 

regularly. I’m here for y’all! 

   
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



 

 

WHEN THINGS HAPPEN YOU DIDN’T ANTICIPATE 
 

(Amarillo, TX-Day 1) 

I was pleasantly surprised by how much Amarillo, Texas had to offer. Granted, you could get 

from downtown to the suburbs in 7 minutes (with traffic), but I was a great place. Just 20 

minutes outside of the city was the Palo Duro Canyon, the second largest canyon in America 

after…of course…The Grand Canyon. While I never saw throngs of people from across the 

world to come take pictures of this thing of beauty (okay, I didn’t even see 7 people), it was still 

great to have a place like this in my state. It provided a needed reprieve for what happened 

earlier in the day. 

Wanna know what happened? 

Middle school, that’s what happened. I spoke at two of the city’s middle schools, and they gave 

it to me. I walked into their relatively small auditoriums and thought, “Oh I’ve got this.” They’re 

gonna love me! They sure did love the experience…because they got to skip class for an hour. 

That’s it. 

The first school had a corded mic, which is death for me. I move around so much, I’m likely to 

wrap myself up until I look like a black mummy. So I chose to go back to my roots, eight years 

ago when I spoke at middle schools to keep the lights on. I spoke at the top of my voice. Why 

did I do that? I forgot that I had another school to speak at a couple hours later. Half way into the 

talk, I realized I was probably one of the first speakers they had ever seen and my “standard” 

flow wasn’t going to work. I switched it up on the fly and slid in a few jokes. That didn’t work 

either. I tried to get “deep” on them about belief systems. Dude…they’re 11, they don’t have any 

belief systems! Finally, I made fun of myself and talked about how goofy I was. Finally, we had 

something we agreed on. I pulled it out, but clearly learned that I needed to speak on their level 

even if it meant stepping out of my comfort zone. For a lot of these kids, they simply didn’t 

know that it was okay to laugh and interact with a speaker so they sat there politely and quietly. I 

felt like a Catholic priest. Wait…bad analogy! 



 

 

The second school went much better. The auditorium doubled as a classroom, but was extremely 

dark. When will people learn not to put a black man in a black room and expect people to follow 

me! They had a wireless mic this time, so I moved throughout the audience, staring closely into 

their eyes. I did this partially for impact and partially so they wouldn’t think I was a ghost with 

only teeth and eyes. 

A kid tried to heckle me. Why did he do that? I told the story about my mom failing her 

certification test and he said, “She was stupid!” I paused, walked over there and instantly made 

him famous. I used the phrase “you’re stupid” as an example of what small-minded haters will 

say about you as you climb the ladder of success. Some people want to come up by bringing you 

down. The kids responded well. My heckler shrunk in his seat. I connected. I concluded. I was 

ready to pass out. 

SPRINKLE OF WISDOM: If you’ve read several of my articles, you know I 

always find something funny or adverse about the environment or the crowd. 

As a professional, all that doesn’t matter. You’ve got to rise above your 

circumstances and still deliver as close to an A+ performance. Mics go out, 

people go to sleep, cell phones ring, etc. So what! You’ve got to stay focused 

and give them FIRE for 45-60 minutes.  

I make jokes about myself, but that’s because I love to be funny. The real truth is, every time I 

have spoken for quite some time, the person who invited me has been floored and has asked me 

to return. I grade myself far more harshly than anyone else. I’m nit-picking to find the bad parts 

so I can use them as lessons to share with you. 

The reason why people call in a pro is because we are expected to be able to handle whatever 

comes our way. Sometimes you’re set up to win, sometimes you aren’t. Sometimes you get a 

great crowd, sometimes you don’t. Every audience is different. You have to be good enough to 

be able to find each audience’s “hot spots” and stay there in order to keep their interest. It’s not 

easy, but that’s why most can’t do what we do. It’s called earning your paycheck. 

Suck it up, know your audience and be excellent. Period. 



 

 

HE DID WHAT IN THE FRONT ROW? 

(Amarillo, TX-Day 2.1) 
 

 

 

This picture is important, so look at it very closely. This is what it looked like in the back row of 

the Amarillo Civic Center auditorium. This place seats 2,000 cowboys and cowgirls. 

I can’t even believe I’m about to tell you this… 

I started my day by doing a talk for 1,800 high school juniors for their annual “Are You Ready 

For The Real World” conference. I LOVE speaking for big crowds. Their energy catapults mine 

to another dimension. I started off strong. Really strong. They were laughing hard, like they 

didn’t know if I was a speaker or comedian. I even had ANOTHER heckler…but handled him 

like a champ. 

Then it happened. 

Half way through my talk, I smelled something terrible. I checked my underarms, wondering if I 

had forgotten to put on deodorant. I looked down and the first four rows of kids from left to right 

all had their noses in their shirts. I thought, “Oh great, some joker let off a stink bomb during my 

talk.” But I’m The Gangsta Named Sprinkles, so I kept going. I couldn’t help but notice that all 

the energy had completely drained from the room. As I was speaking, I had another, completely 



 

 

separate dialogue going on in my head (this is something most speakers do after we’ve been 

doing the same talk for a long time). I tried to figure out what was going on, but couldn’t stop 

and ask because all of the kids would have been focused on what was going on in the front. I 

jumped down off the stage to CONNECT with them and I realized what the problem was… 

A kid had THROWN UP in the front row! During my talk! It was all over the place. Ew gross! I 

won’t even tell you what it looked like. Just know that I was sounding more like The Gangsta 

Named “Get Me Outta Here!” I couldn’t say anything though because the kids in the back were 

so far away they were oblivious to the problem. Alerting them to the issue would have been the 

equivalent of yelling fire. 

I kept on, conveniently directing my comments to the other side of the room. As soon as I 

finished, the kids bolted. I thought they were standing up to give me an ovation. They stood up to 

get away from the smell! 

Wow. 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 



 

 

HOW TO ROCK A YOUTH ASSEMBLY 
 

(Amarillo, Texas-Day 2.2) 

After the incident earlier that morning that I will affectionately refer to as Barfgate, I rushed off 

to speak at two local elementary schools. What…elementary schools? I know, I know. That’s 

what I said.  To make matters worse, the first school was sixth graders then the second consisted 

of fourth, fifth and sixth graders. To this day, I have no clue how old these kids were, but taking 

an educated guess, some of them had to be in single digits. If I felt out of my league the day 

before, only God knew what kind of foolishness was about to happen. Oh yeah, I was told that I 

was only going to have to speak for 30 minutes, but it turns out that they had me scheduled for 

an hour. You’ve gotta be kidding me! 

For the first time in my LIFE, I looked at these kids and said, “I’m old enough to be your father,” 

and I was RIGHT! Oh wow! Am I really that old? Yes, Mr. Hanging On To The Past, yes! 

I don’t know if it was because of my knees still shaking from Barfgate or if I finally “got it” 

about how to CONNECT with these kids, but my two talks were some of the best I’ve done in 

years. These kids were sooo cute and so attentive. I felt at home talking to these kids more than I 

did talking to old geezers…like YOU! I told all new stories, kept my message very light and 

used repetition to drive home my point (notice, I say point, not points). I didn’t rely on my 

normal message because #1-They wouldn’t understand it and #2-I couldn’t take another round of 

throw up if they didn’t like me. I know I’m being a little sensitive, but whatever. My name is 

SPRINKLES, what do you expect? 

Anyhow, I developed some excellent habits as a result of speaking for these kids. I am so 

grateful for having this experience because although I was there to teach them, they actually 

taught me the most valuable lessons. I learned that I should always: 

Take my time-I normally speak very fast when I get going. This is partially due to getting too 

excited and partially because I want to create imbalanced energy so people will stay alert and 

focused on me. Because I had to stretch my material from 30 minutes to 60 minutes, I spoke 

really, really slowly. This is saying a lot being that I’m from the South, and we already talk like 



 

 

we have hot gravy in our mouths. I was being very deliberate with my delivery. Every word was 

carefully placed so I didn’t use any words that were out of their vocabulary. It took a lot of 

brainpower to speak and edit at the same time, but slowing the pace gave me more time to do so. 

Get into character-If I told a story about a chicken, I clucked like a chicken (I’m so glad they 

didn’t have video cameras). If I told a story about an old person, I curled my lips like I didn’t 

have any teeth and bent over like I was using a cane. Not only did it draw spontaneous laughter, 

the kids were obviously locked in on my message. So much so, that when I told the punch line of 

one of the stories, I could hear kids go, “Wooooow!” One little boy in the front would literally 

turn around in his chair when I walked by him so his eyes could follow me throughout the entire 

room. I’m not gonna lie, that felt really good. 

Keep it REALLY simple-In terms of speech structure, I think these two talks were better than 

most that I’ve done in recent times. Because I couldn’t take them too many different places, I 

made very simple points and didn’t make any assumptions about how they would receive my 

message. It wasn’t watered down, it was clarified. Big difference. My message essentially said: 

• Everyone has things that are different about them  

• Your differences make you rare and give you value  

• Your self-talk about your differences will make you stronger or weaker.  

• What you believe, you achieve (pardon the motivational speaker cliche’)  

That was it...Simple. Clear. Effective. 

I even stopped and let them ask me questions. I remember how powerful it was for me to ask 

questions of an adult during an assembly. It was humbling to think that I could be a part of their 

history for the remainder of their lives. I could tell they were aware of the gravity of the situation 

as well by the complex questions they asked. They asked deep and intellectual questions such as 

“What is your favorite color”, “Who is your favorite basketball player” and my favorite, “Have 

you ever met any famous people.” I smile every time I think about those kids, even as I type this 

post. 

Don’t be surprised if I reappear at an elementary school near you. Uncle Jon loves the kids. 



 

 

USING PROPS EFFECTIVELY 
 (AND HOW TO RECOVER WHEN YOU SCREW UP) 

 
(Jackson, Mississippi) 

OOOH MY GOODNESS! I have had some pretty embarrassing moments on stage, but this one 

was right up there. I’m sitting in my hotel room in Jackson, Mississippi, lying in bed, licking my 

wounds, wondering what the heck I was thinking. 

Okay, here’s what happened. I am back for the THIRD time, speaking for Tougaloo College, so I 

was really “smelling myself”, thinking of ways to show off my primo speaking skills by doing a 

completely different message each time I appear. The first two times went well. Today, I got a 

little greedy and reeeally tried to step out there. 

You wouldn’t know this, but I have been working on several projects at once over the last 

month. One of them is a compilation of my first paid speaking engagements from way back in 

the day. I mean, so old I had HAIR! I think that’s where things first went wrong. I was listening 

to some of my old talks, thinking, “Oh yeah, I forgot I used to say that line. That was good!” 

That, along with all of the coaching I’ve been doing has been urging me to go back and touch up 

my own talk. 

Then… 

I just finished reading Joel Bauer’s book on persuasion techniques, where he talks about all these 

cool magic tricks you can do to excite an audience. 

Then… 

Uncle Jon decides to do a magic trick for the kids. Yeah…that’s it. They’ll love it! 

One thing Joel emphasizes is that the trick isn’t about the trick. It’s about the meaning behind the 

trick. Do you follow me so far? 



 

 

So, I decide to close with an old science trick I learned in grade school, where you put an egg in 

water and it sinks, but when you add salt, it floats. I did it with my niece Chloe a year ago and 

she nearly wet her pants. This was sure to bring the house down. 

Per JB’s instructions, I intended to use the trick as a way to show physical proof of what happens 

when you make just one change to your environment. This is how the ugly story went down… 

ME (out loud): See folks, most of us here, if we don’t choose to think differently, will choose to 

be at the bottom of the pile because it’s easier down there. We will choose not to stand out or be 

different. We will make the comfortable choice not to try. But… 

(I start pouring salt into the vase) 

ME (out loud): …when you just make the choice to play big and stand out for your future… 

(I pour a little more salt) 

ME (out loud): …when you believe in yourself… 

(I pour a little more salt) 

ME (in my head): “What the hell? This @!$% ain’t moving! It won’t rise. Do I need some egg 

Viagra?” 

ME (out loud): …when you have a little faith… 

ME (in my head): ”AINT THIS A  %$#!” 

(I take the top off the salt shaker and pour the whole container of salt in the water…desperate for 

something to happen. Nothing does. The water just gets cloudy.) 

ME (in my head): “I can’t believe this %$#!” 

ME (out loud): When you…aw screw it. Y’all know what was supposed to happen. You get the 

point! 



 

 

HA! HA! HA! HA! HA! 

I was SO PISSED! Furious. I went on and did my ABC’s, but clearly I wasn’t the same. I felt 

like Charlie Brown after Lucy pulled the football away. 

One of the people at the head table happened to be a science teacher. He discreetly leaned over to 

me when I sat back down and said, “Hey, it happened to me my first time, too. Next time, use 

warm water.” 

I didn’t know whether to say “thank you” or “kiss my grits.” 

THE MORAL… 

Don’t ever try something for the first time on stage, especially when you are getting paid. I got 

big-headed and forgot the importance of testing before I go live. No matter how well you think 

you know a part of your talk, practice it in the car, in your hotel room, over the phone, wherever. 

Don’t risk your rebooking on what you think you know. 

I’m going to end here and walk to the store. I’m buying a dozen eggs and a pound of salt. I’m 

gonna get this mofo down COLD! 

 

 

 

 

 

 

 

  



 

 

DO YOUR HOMEWORK ON YOUR AUDIENCE! 

(Longview, TX-Day 1) 

I am trying to be the Michael Phelps of public speaking. Today concluded the first of 11 talks in 

14 days. This is going to be NUTS! I’m already so tired. I had to wake up at 6am, drive 3.5 hours 

from Houston to Longview, TX, do two talks, only to get up and do two more talks tomorrow 

starting at 9:15am. I will be on a plane or driving almost every day until September. On second 

thought, maybe I’m more like “The Fugitive” of public speaking! 

My keynote went well, but I am 99% sure I’m going to make some drastic changes very soon. 

It’s not doing what I need it to do anymore. I was glad to get it where it is, but it’s definitely time 

to change. It’s gotta get better, more personal to my life, more interactive with the audience. At 

dinner tonight (I’ll share this in a minute), I told my guest that every time I’m on stage, I’m 

practicing for my $25k speech. When I get to that level, I’ll be speaking for audiences of 

thousands in big arenas and will be absolutely killing it on stage. It’s going to happen. I just have 

to be prepared so that when that day comes, I will be ready to step up and wreck shop, like I had 

been doing it for years. I hope you see the lesson in this. I’m way too tired to explain it if you 

don’t. 

The audience was comprised of people from school districts around Texas. The room had 

concrete floors and orange flood lights. Not the ideal speaking environment at all. They barely 

laughed at most of my jokes. I changed my game around mid-talk and decided to be more 

serious. However, even when I was introduced, my host bragged about how ‘funny and light-

hearted’ my message was. A little more research about what they wanted me to do and WHY 

they booked ME would have helped me understand how I was going to be judged. Side note: 

motivation is cool, but it’s easy to get pigeonholed into being seen as just that. People remember 

most what they see first. Mixing motivation with actual solutions is the only way to go if you 

want to get rebooked. 

I almost thought I was stuck, but I switched gears again and went from serious to intense, getting 

in their faces, putting my hands on their shoulders as I walked by and gazing deeply into their 

eyes as I made a point. It worked better because I was then able to implement pauses, which can 



 

 

be followed by a whisper (for intensity) or a wise crack (for humor). I won them back with the 

story about my mom. It’s killer. Still though, I’m looking for an audience participation moment 

in that slot. 

I did a workshop afterward on “How to Prosper Under Pressure.” It was interesting because it 

turned into a goal setting/motivation workshop. I was stunned. Many felt that they couldn’t set 

goals because they had too many responsibilities and couldn’t responsibly drop everything and 

pursue their passions in life. Some said they were too busy taking care of others so they couldn’t 

do anything for themselves. One said she knew what she wanted but didn’t want to put forth the 

effort. One lady straight up said, “I’m too old.” This kind of feedback was priceless. It will 

provide me some great material for my next book. It’s becoming very clear. 

I’m not going to tell the whole story for interest of time, but I had dinner with Mychal Wynn. To 

give you an idea of what this meant to me, I read his book Empowering African American Men 

to Succeed when I was in college. It saved me out of a pit that I was in at the time. To meet him 

face to face was a blessing. To share the platform with him as another featured speaker was a 

sign that I have risen to a level greater than even I knew. Mychal is the top expert in African 

American Male achievement. He’s an incredibly gracious man, but he’s big time. No doubt. 

Sitting across from him at dinner, I felt like P Diddy sitting next to Quincy Jones. Big Bank 

looked like Little Bank compared to someone who has a legacy, not a few good speeches under 

his belt. 

Of everything I took from him, I was happiest to hear that he has been married for 21 years and 

that his wife runs his business. It gives me hope! It CAN happen! I will always remember how 

much he stressed that it’s always about the people, not the profit. Money comes from being 

excellent at serving people. He said he and his wife had to make a conscious decision about how 

big they wanted to be. Now, they know their model and their market and they’re making LOTS 

of money because of it. What a guy. 

 

 
 



 

 

REVERSING AUDIENCE OBJECTIONS  
 

(Longview, TX -Day 2) 
 

WOOO WEEEEE! I’m back! I’m back! Wow! Today was powerful to say the least. If I felt good 

yesterday, I felt GREAT about my two talks today. It’s like everything finally came together. I 

did everything I knew how to do in order to serve my audience with entertainment and practical 

application. I was ON! 

  

I don’t know if it was due to the fact that everyone was more refreshed at 9am than they were 

during my workshop yesterday which was at the very last time slot of the afternoon, but 

something was special. I felt as though I struggled yesterday to really hit home in my workshop, 

even debating with them at one point if going after your big dream/passion/purpose, etc. was 

honorable or irresponsible. I was floored by the responses I heard about how some people 

seemed to be okay with being where they were because they were too far down the wrong road 

to turn around. I knew I had to be extra skillful today with how I handled this mindset, which I 

knew was in the room.  

  

I said up front, “I know that you know people who feel that it’s too late or they already have too 

many things on their plate to change. Some may even feel they’re too old to make the necessary 

adjustments to be fully happy with their lives. Well, let’s cut to the chase and tell it like it is. You 

can’t give what you don’t have. If you are dissatisfied, you’re going to spread that spirit 

throughout your office, your school district and your families. You have to first give yourself 

permission to take care of yourself before you can take care of others.” That was it. Everything 

else was a magical ride from there.  

  

In my communication workshop, I did something really smart by making them tell me why it 

was important that they grasp what I’m saying and apply it to their lives. I reversed the “sale.” 

Instead of me telling them why they should listen to the so-called expert, they began to sell 

themselves on how implementing my strategies would improve their lives. By taking the time to 

ask, they showed me what was in their hearts and I used that as my set of examples, which made 

the talk all the more personalized. It was brilliant! 



 

 

  

I drove three hours from Longview, Texas to Dallas-Fort Worth Airport, barely making my 

flight. The guy at curbside checking totally hustled me so I would tip him more. If I sat and 

argued with him, I would’ve missed my flight. I hate doing the “airport shuffle,” barely making 

my flights by a photo finish. It’s so stressful and I always need a shower afterward. I smell like I 

ran the 100 meter dash by the time I sit down on the plane. 

  

I am already tired. Weary. This isn’t good because I’m just getting started with this stretch. My 

hands shake when I sit still. I’m sure that after I rest up, I’ll be ready to hit it hard tomorrow. 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



 

 

WORKING THROUGH CRAPPY SITUATIONS  
 

(New Orleans, LA) 
 

Oh my GOD! This year’s conference was the worst-run conference I have ever attended. I have 

attended high school conferences that were more organized. I showed up this morning to 

discover that my name was completely taken off the program list! I am in New Orleans 

specifically to speak to this organization and my name wasn’t even on their list! The day looked 

like a disaster before the clock struck 9 o’clock.  

When I originally submitted my application, I told them I could speak the entire week, but 

because they took so long to confirm their workshops, other organizations wanted me on those 

dates so I reduced my availability down to only Thursday. I sent an email to confirm (again) that 

I would be speaking exclusively on Thursday and I was assured that it was all good.  

 I guess not. 

 They marked me as a no-show because I didn’t arrive to present on Wednesday, as their 

program book erroneously indicated that I would. What’s worse, I have a reputation at this 

conference, so people were coming up to me in the halls telling me that there was STANDING 

ROOM ONLY of over 250 people in my workshop yesterday, filled with people anticipating 

my session! So now, all these people thought I was a no-show for the entire conference. I was 

PISSED!  

 The committee’s compromise was to give me a room of another presenter who cancelled and put 

up a sign on the door, hoping someone would come in. When I began, I only had five people in 

the crowd. In my mind, I was trying my hardest not to curse because I was certain that it would 

come out during my talk! I couldn’t believe that I flew to New Orleans, packed all my products 

and paid all this money to speak to FIVE FREAKING PEOPLE!  

 I stayed positive and told the people I was grateful that they chose to attend based on the title 

alone. I proceeded with the workshop, and low and behold, the Good Lord began to send the 

flood. By the time I was half way into the session, the seats were nearly filled to capacity! It was 

like I blinked and people were clamoring for seats on the back row!  



 

 

What? How did this happen?   

It was a magnificent session and I was well-pleased with the way I presented my information 

with expertise and a mastery of the subject. I was still hot from the day before.  

My second session only had seven people in it total because they put me down at the end of a 

hallway where nobody was. However, the magic happened there too, but on a more intimate 

level. I gave each one of them the equivalent of a coaching session, guiding them through the 

process of getting their personal breakthrough. It was more than amazing. I was clearly being 

used to touch those people. In the end, I wouldn’t have had it any other way.  

Sometimes, the worst things that happen can give us the best results. In my moment of despair, I 

remembered a tool that my buddies Kevin and Tom from Swiftkick taught me called Mozes. I 

should have been using this tool anyhow. Mozes allows you to set up flash mobs, in which you 

can text message a group of people from your phone all at one time. For example, I could have 

said, “Folks, text SPRINKLES to 1234 and it will send you an automated message letting you 

know the room and time of my next workshop.” I could have kept that group with me for the 

second session had I been thinking on my feet and used that tool. It’s a speaker’s best friend, but 

only a handful of people even know to use it. That’s why I’m so glad things happened the way 

they did because I now know a way to get ahead of my competition without having to work very 

hard to do it. Yeah! 

 Another key learning point I’m taking away is the power of a title. Because I had the right titles, 

I was able to attract an audience to me versus having to sell them on my session. They were 

government workers who were attending a national training conference, so they were looking to 

get solutions they could take back to their offices. They had to give a report to their supervisors 

about what they learned. If all my titles were things like How to Find Someone Fine in 2009 or 

Get Your Miracle in 30 Days or Less, they couldn’t use that in their reports. And most 

importantly, they couldn’t book me for their agencies later this year! This is a HUGE revelation!  

 No matter how great the speaker is, someone still has to sell him or her to someone who never 

heard the speech. Therefore, all they have is the title and the notes from your session to persuade 

their boss or a committee. A smart speaker considers this when creating their speech titles and 



 

 

the contents of the presentation. Everything about you should say, “This is an easy sell. Your 

company or organizations needs my solutions.”  

I used to do the “cute” titles but now that I know how the game is played, I have totally 

repositioned myself in the marketplace. Even my title How to Prosper Under Pressure has 

become How to be Productive Under Pressure. “Prosper” is reminiscent of church and 

prosperity. Productivity is universal and it solves a problem in the workplace. As one of my 

mentors, James Malinchak always says, “Don’t do what’s cute, do what sells.” Enough said. 

 I’m even more tired. After three more hours of talks plus all this stressing out over this 

foolishness, I’m about to pass out. I’m fighting the “I hate airports, long lines, heavy luggage, 

public restrooms and fast food being the only thing open past 10pm” type of thoughts that are 

rolling through my head. This is the toughest part about what I do. If you can press past this, 

everything else becomes a lot easier. 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

GETTING BIG RESULTS WITH SMALL AUDIENCES 
 

(Wheeling, WV)  
 

I woke up this morning feeling like someone slipped a sleeping pill in my drink on the plane and 

elbowed me repeatedly while I was unconscious. I was beat up. But Wheeling Jesuit University 

didn’t need to know that. They hired me to do a job, so my personal problems were none of their 

business. I had to handle my business. 

 The talk went well. They are a small school of less than 1,500. I spoke for about 50 of their top 

student leaders. On a scale of one to 10, I’d say they were a 12 as far as audiences go. They 

laughed at my jokes (even those that weren’t really funny), they listened attentively and they 

answered intelligently when I asked them questions. You can’t ask for more than that. They were 

really impressive.  

I free styled today, doing a hybrid of several messages. Talking to a small group requires a very 

different skill set than when you speak to large groups. It’s more of a conversation, not a 

presentation. My strategy was to remain open to what I felt led to say, rather than having my own 

agenda. I felt very vulnerable when I got off my planned comments, wondering if I was being 

too serious or if I was repeating myself. Evidently, they didn’t think so because it was those 

moments they seemed to enjoy and remember the most. I once sat at a table with Les Brown and 

he talked about the importance of learning to “listen to the voices” as you speak. It’s all inside, 

but you have to trust yourself to let go and say what you hear at that moment because someone 

needs to hear it. As a speaker, it’s the most vulnerable feeling because you have no clue why 

you’re saying what you’re saying, nor do you know who you’re speaking to…if anyone. It’s 

always a little scary, but it always works out. 

 It did today. 

 I checked out a minor league baseball game on the way home. The Washington Wild Things 

lost, but the game was great and I was proud of myself for being so spontaneous and pulling off 

the freeway to attend. 

 Go Michael Phelps! This guy is a machine.  



 

 

 Off to bed. Finally. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

COMPETING AGAINST YOURSELF  
 

(Ursuline College)  
 

In one of my earlier articles, I joked about feeling like the Michael Phelps of the speaking 

industry because just as Mike was competing in so many races, I was my speaking schedule had 

taken on a blistering pace. Well, that was then. As this guy has become arguably the best 

Olympian and possibly the best athlete in the history of the planet, my respect and admiration 

has grown for him exponentially.   

Every time he gets into the pool, he is the guy everyone wants to beat. I would even venture to 

assume that, for some, beating Michael Phelps would be a greater moral victory than winning the 

gold medal. Of course, because he is usually number one, it would probably require beating him 

to get the gold medal. You get my point. He is an icon whose legacy has been cemented in the 

pages of history. He has no peers. And he’s just getting started.  

Can you begin to fathom what it’s like to be the top story in the entire world? The pressure to 

perform must be ridiculous. His life will never be the same and he knows it. However, all of the 

performance anxiety in the world couldn’t slow this guy down once he gets near the water. He’s 

just as calm and smooth as a kid who is playing Marco Polo at the neighborhood pool. He is 

unflappable.   

“Okay Jon,” I can hear you say, “What the heck does this have to do with your speaking career? 

You couldn’t swim across the room if you had a motor tied to your back.”  

That’s not funny, by the way!   

Competing Against Yourself 

My visit to Ursuline College was the fourth time I was invited back. While they all seemed to 

love me in years past, I had to pull a Phelps-like move by competing against myself to improve 

upon my previous best. There were graduating seniors in attendance who had seen me when they 

were incoming freshmen. The word had spread around campus that “He’s coming! Jonathan 

Sprinkles is coming!” They had expectations that I would not only be good, but better than what 

they saw last time.   



 

 

I welcomed the challenge because it forced me to stretch beyond the normal routine I can 

sometimes fall into. I had to be fresh without using untested material. I needed to reinvent myself 

without losing my brand. Do you get what I’m saying?  

I was very pleased with the outcome. I ripped it! I did a hybrid of telling my story along with 

challenging them to set a new trend for the school, their lives and their families. I made the talk 

about them and less about me. This is the change I have been looking for quite some time. They 

all “felt” me, which was the most important thing. CONNECTION IS KEY!  

 Afterward, many of the girls (it is a predominately female school) came up to me saying I was 

by far the highlight of their orientation. One girl was in tears (that’s SO FREAKIN’ 

uncomfortable for me! I don’t do tears well. Character flaw). It was a confirmation that the 

message is evolving and that I’m trusting myself to have ‘planned spontaneity’ on the platform.  

Even more, it says that I can respond well to the challenge of stepping my game up when 

necessary. This is a benchmark of greatness. I don’t think I have attained that level yet, but it’s a 

step in the right direction. And above all, it means the message in sinking in. This is what this is 

all about. Whether they act like it or not, there are tons of people who are struggling to find hope 

who are trying to connect with anyone who can show them the way out. A lot of college kids are 

hurting like hell and don’t know who to reach out to. The better I get, the better my message 

connects with them, the better their lives become.  

 Staying Sharp  

Speaking so frequently can present a unique set of challenges too. I sometimes forget if my next 

point has already been said that day or if it was yesterday when I said it. I feel like a player who 

can’t remember if it was Kara, Karen or Kathy who he promised his undying love for. This is 

why many prefer to stick to a script so they don’t have to think. I couldn’t do that. I get bored too 

quickly and still have far too much to learn about what I do. While it does become difficult to 

laugh at yourself when telling the same joke four days in a row, you have to discipline yourself 

to remember this is the fourth time you heard it, but the first time they’re hearing it. If you 

become too ‘slick’, you lose your edge and it becomes more like a performance than a 

presentation.  

 Am I telling you too much? 



 

 

WORKING A “GOOD CROWD” 

(Kingwood College)  
 
Today, I was just reminded why I became a speaker in the first place. 

  

If I could have 75 groups like this every year, I would be the happiest and most fulfilled speaker 

in this world. Kingwood College is only a two-year college, but the folks I talked to today could 

challenge any group from any “elite” four-year university I’ve ever spoken for. I mean that. 

  

Who’s bad? 

They challenged me to reach deep inside and make sure they leave with solutions for every 

challenge they’re facing. It wasn’t about motivation, it wasn’t about “just hang in there,” it was 

about “do this then this and watch what happens.” 

  

It was refreshing actually. Normally, people are blown away without me having to really exert 

myself. Not these folks. They were like, “Yeah, that’s good. Now what else?” I had to whip out 

the flip charts on those mamma jammas and start drawing pictures and graphs. I figured, if I 

can’t convince them, I’ll just have to confuse them! Ha, ha, ha. That’s what they get for messing 

with Mr. Sprinkles. 

  

The turning point 

I knew I had them when I asked them one simple question: why are you here. Most audiences 

will have few to no responses when you ask them this question. When that happens, it’s 

potentially really good because you can take them anywhere you want to…or…it’s really bad 

because they are sitting there purposeless. They don’t want much and therefore won’t contribute 

much. You have to be wise about how you spin this into something positive. 

  

TIP: Don’t ever make your audience feel too badly for too 

long. Guilt is a negative emotion, and you will never ‘guilt’ 



 

 

someone into connecting with you. Use guilt as a tool only to 

recognize the need for change. As soon as they do, overload 

them with hope and ‘help’ so they can make the changes. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

 
BEHIND THE SCENES AT THE PRODUCT TABLE 

 
 (San Antonio, TX) 

 

I am still struggling to find words for today. 

  

Wow.  

  

When I arrived at St. Philip’s College, I was greeted by a lady who very professionally 

introduced herself to me. She opened the door for me and attended to my every need. She 

already had my water ready and she called me “sir” after every statement. She made an instant 

impact on me. I was impressed with the level of excellence in which the staff was operating this 

year. It was truly on another level. 

  

So uh…the talk was pretty good. They actually confused me. Their energy level was very low. It 

was my third time coming back, so I was expecting more energy and more enthusiasm this time 

around. Neither was there. Not at first. 

  

It finally came around toward the end. I wasn’t sure how they were 

feeling about me because their responses were so abbreviated. The parts that normally get 

rousing responses were getting a quick “ha, ha” and that was it. 

  

I took a chance and told them I would do a book signing outside just after the talk. I say I took a 

chance because if they weren’t feeling me, I would be sitting at that table all by myself with 

stacks of books to keep me company. 

  

As it turns out, there was a long line at the table. I was extremely surprised by how many of them 

were willing to wait to get their book signed. It was a testament that my words really did make 

an impact on them. It was an amazing feeling, especially considering that I thought they would 

be ready to go as soon as I stopped talking. 



 

 

  

My hostess did an excellent job getting me set up. Again, she made quite an impression on me 

with her professionalism and sharp thinking. She had my back, quickly answering questions and 

collecting the money as I signed books. Pay attention, this is important. 

  

On some special occasions, I can feel God using me. Today was one of those days. As I was 

signing books for people, I began to ask questions about their personal lives. I talked to them 

about issues that were much deeper than my message. It was half motivation and half counseling. 

  

After approximately an hour, the line died down. I packed the unsold books in my suitcase and 

placed the wad of money from today’s that my assistant gave me in my pocket.  

  

I was just about to leave and she said, “Mr. Sprinkles. I have a question for you.” 

  

The next 30 minutes were beyond description. 

She told me about how she wasn’t a staff member, but a 47 year old student. She was a widow 

and a mother of six boys. She mowed eight lawns every day and helped put siding on mobile 

homes to make ends meet. And…she had the nerve to make a 4.0 last semester! 

  

She was tired. Very tired. She was the most amazing woman, but it was obvious that she was at 

the end of her rope, struggling to find solutions for how she was going to find time turn around 

her wayward child and still keep her grades up. 

  

The story went on and on. She obviously believed I could help her, or maybe she just really 

needed to get it out to someone would listen. Either way, God began to let me know very quickly 

that this was a divinely-orchestrated moment.  

  

Just as clearly as I could hear her voice, I heard him say to me, “Give it all to her.” I knew what 

He was talking about. Without hesitation, I reached into my pocket, grabbed the wad of money 

and said, “You just told me the Good Lord is helping you through, right? Well, that same Good 

Lord told me to give this to you. This isn’t mine, it’s yours.” 



 

 

  

She began to shake. She said, “No, no, no!” I took her shaky hand, turned it right-side up, placed 

the cash in her hands and squeezed it. I hugged her tightly and said, “God bless you.” She began 

to cry and was speechless. It was the absolute highlight of my day. 

  

Why did I tell you this? 

I tell you this part of the story not because I seek after kudos, because if it were up to me, that 

money would have gone toward earmarked projects. I have a $2000 plane ticket to Africa to buy 

this week. That would have put a major dent in it. God was the star of this show. My only part 

was not taking something that didn’t belong to me. Although the Word says, “Give and it shall 

be given unto you” I didn’t release that money so I could get something in return. I don’t expect 

any sudden windfall to come my way. I believe I was being tested to see if I would give 

something to someone else that I also needed. I hope I passed this time. 

  

We all face tests similar to this, and I share this story with you only to heighten your awareness 

to these opportunities to put your faith on display. The best way to experience the blessings we 

pray for is to first be a blessing to someone else. He truly does love a cheerful giver. 

 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 



 

 

THE WORST CASE ORIENTATION SCENARIO  
 

(Wesley College)  
 

Tonight was a throwback to the days of old. You know how you sometimes sit around and 

reminisce with friends about “the good ‘ol days”? Well, tonight was a reminiscent of “the bad ol’ 

days.”   

I am struggling with how I’m going to tell this story. If I go into too much detail you’re going to 

think I’m complaining. But it’s all true, I promise. Anyhow…think what you want. This is my 

therapy session, so I’m going to do it like I feel it. 

 Today actually started last night.  

I was in San Antonio, doing something I LOVE doing but rarely get to do. I sat my happy behind 

down on my long-time friend’s couch and did nothing. He, his wife and I just talked. For hours. I 

hadn’t seen them in a long time so we had lots to get caught up on. We watched the Olympics, 

debated about Michael Phelps versus Tiger Woods, ate a great home-cooked meal (thank you 

LORD!), then I played hopscotch with his daughter. We bonded. She asked me to tuck her in 

bed. I kissed her on her forehead goodnight (my dad used to do that to me), and she said, 

“Goodnight daddy’s friend!” Awww… 

 I then left and saw another friend of mine from college. We talked until at least 1:30am. His 

wife and kids were already asleep so we were like two kids laughing, then shh’ing each other so 

we wouldn’t wake up the house. It was great, but when I woke up the next morning after getting 

exactly an hour and a half (yes, 90 minutes) of sleep in order to catch my 5 o’clock flight, I was 

hurting. In my mind, I was trying to figure out which of my stories I should have kept to myself 

so I could have had more time to sleep. 

 By the time I got to Philadelphia, I was already whupped.  

I instantly knock out as soon as I click my seatbelt on airplanes, but I never really get rest. Do 

you? 

 My tank was already close to E, but I had to get down to Broad Street in Philadelphia to get 

some of those famous cheese steaks. Well, I don’t know how, but I ended up on the wrong side 



 

 

of Broad Street and ended up driving an hour until I got to where I needed to be. It was too late. I 

had to go, but I still never got to eat. By the way, for the first time in my life, Philadelphia 

introduced me to ghetto neighborhoods…with white people! They had all the elements of the 

‘hood, but folks were white as could be. That was so weird to see! 

 The drive to Delaware was only 90 minutes, but I almost fell asleep a couple times. I was 

slapping my leg, singing in the car, and sticking my head out the window like Ace Ventura. If 

the tank used to be on E, now the light was coming on. I was on fumes. 

 I laid it down and watched 20 minutes of women’s volleyball on TV (don’t laugh, those girls are 

SO FINE!). I freshened up and hustled to Wesley College. I was told that the students were in 

“the field house.” This was my fourth trip to Wesley College, and I didn’t even know they had a 

field house. When I arrived, I found out why. That mofo wasn’t a field house, it was a 

gymnasium! It was hot, the students were all had that, “If y’all don’t entertain me, we’re going to 

riot” look, and the sound system they normally use wasn’t working so they had to rent one at the 

last minute. Not only did I have to use a corded mic, the cord was about as long as headphone 

wires. If I raised my hands too high, I would’ve pulled the darned thing out of the box! 

 From the moment they called me on stage, I knew this was going to be tough. I had the worst 

attitude. I literally didn’t feel like it. Not today. I literally scolded myself out loud, saying to 

myself, “Jon, your bad decisions that kept you from getting more rest isn’t their fault. They 

shouldn’t be penalized because you don’t know when to go to bed. Get over it.” 

 Like a perfect storm, my poor attitude and the subpar speaking environment had all the makings 

of one of the worst talks I have done in a long time. They were lukewarm in their responses to 

my audience participation moments. It was clear that they didn’t want to be there. Neither did I. I 

think I actually said, “Look, we’ve gotta get through this, so let’s at least try to have some fun.” 

 Then everything changed. 

 I played a game with them, told a story to set the stage, then something inside me said, “Go for 

it. Lay it all on the line.” 

 I dropped the mic and walked into the audience, shouting a cappella for 500 students in a stuffy 

gymnasium. I could care less about the fact that I could’ve lost or even damaged my voice. I 



 

 

could care less about people not being able to see me from the rickety platform. I wanted to look 

them in their eyes.  

 SPRINKLE OF WISDOM: Always have a Plan B, C…and D! Don’t rely on 

technology to carry your presentation. Whether your motivation is the 

audience or the check at the end, you won’t get either one if you can’t do your 

talk due to technical difficulties. Have a backup plan that is just as solid as 

your original.  

 It took me back to my roots, when I was speaking for $200 a day in middle school and high 

school gyms. I had to work to get their attention and keep it. It takes a whole other skill set to 

work a gymnasium. I guarantee you, your favorite public speaker would struggle if you threw 

him or her into this environment. It’s rough. But for some reason, I was so focused on the 

students, the environmental challenges became insignificant. 

 I thought I was…decent…based on their reaction. I spoke for a solid hour, which surprised me. I 

originally intended to cut it short because they nor I was feeling the talk. But once I got rolling 

and saw the look in their eyes, it was apparent that this was bigger than me.  

 At the conclusion, most of them stood up and applauded. I was shocked. Even the football team, 

who at one point I had to stop and ask to be quiet (yes, I finally did have to use the Push 

Method”) stood up and gave me a thumb’s up. I never knew they were into the talk like that. 

 Afterward, I had a line of students come up to shake my hand. A few girls even asked me to sign 

their CLOTHES! I was such a rock star. Ha, ha, ha! What surprised me most was that the 

majority of people who came up to me were men. Usually, the guys are too hard or too cool to 

give me props like that. Tonight was different. One guy said he was a 22 year old freshman and 

after my message he finally “get’s it” and believes this attempt at college was going to finally 

work out. Another young man aspired to be a state trooper but was terrified about messing up 

and being prevented from joining the force. He said his eyes were opened to the power of 

positive choices and staying persistent. I also helped a guy develop a life map for the upcoming 

semester. He wanted to make above a 3.0 and make the basketball team. We sat down and made 

a plan for how everything would happen.  



 

 

 Tonight was special. I was reminded that I am a messenger, and that my only duty is to deliver 

the message without prejudging its impact on the audience.  

 Sometimes, you have to take a deep breath, say what’s on your heart, and do 

what you’ve been called to do. It always works out best that way. 

 I was there to teach them, but they taught me. 

  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

WHEN YOU’RE LATE TO YOUR OWN TALK!  
 

(Tifton, GA) 

Oh $&%#… I’m late! 

My flight to Atlanta was diverted just before we were about to land. We were put into a holding 

pattern, doing circles around the airport like we were in an aeronautical NASCAR competition. 

 I landed 30 minutes later than expected. I was surprised to see my buddy Kantis Simmons there 

at the airport. He is now a full-time speaker and offered to drive down with me. It was good that 

he was there because I let him drive while I called my contact every few minutes to let him know 

about my progress. What sucks is that he can SNORE like a beast! 

 By the time we got there, the audience had been in their seats waiting on me for about 20 

minutes. They had a golf cart waiting for me at the front gates of the school. That was actually 

pretty cool. I felt like the illegitimate Jonas Brother.  

 You big dummy! 

We got in and they instantly introduced me, but I didn’t want to come from behind the curtains 

(that’s so prima donna), so I walked around the front so I could begin my talk from the back of 

the room. Little do I know, the introduction is over by the time I get to the front door, they 

introduction was over. The room was completely silent. I said to the person next to me, “Are 

they going to get this thing started or what?” She looked back at me and said, “He finished your 

introduction 30 seconds ago. They’re waiting on YOU to start talking!” Ha, ha, ha! I was so 

embarrassed.  

 The talk was great, but I showed signs of this being my eleventh talk in 14 days. I was still 

passionate but not nearly as sharp as I would have liked.   

SPRINKLE OF WISDOM: When you know you’re not “on” that day, find 

one thing that IS working and focus on that. Don’t try to fix your weaknesses. 

Focus on your strengths.  



 

 

I was so glad they were an incredible group. They laughed loudly at my jokes and stayed tuned 

in. That talk was a hit because of them more than it was due to anything I did. They rocked. 

 Afterward, I had the PRIVILEGE of facilitating a closed-door conversation with about 15 black 

males on campus. The school I visited was graduating LESS THAN ONE PERCENT of black 

males. The Dean of Students had the vision to bring me in as a role model that could drop some 

seeds on them early in the semester. I wish more administrators thought like this.  

 We agreed that nothing would leave the room, so out of integrity I can’t discuss the contents of 

the discussion, but I can tell you that it was an amazing, eye-opening, life-changing discussion. 

We laughed, we shared, we were painfully honest.  

 The truth about ‘Brothas’ 

If you’re not a black man, you’ll never have the experience of being in an environment where 

brothers can just be themselves without fear of judgment. It’s some of what you think and much 

of what you would never imagine. What I can share with you is that many of the reiterated 

themes were that:  

o Black males feel like being black in a white environment already puts one strike against 

you.  

o Black men have to choose between excelling in the mainstream culture and being socially 

accepted. There is rarely thought to be any middle ground.  

o Black males are hungry to see more positive role models so they can have an image of 

what they can be in the future.  

o Black males are allowed to portray only two emotions in the media: angry or horny.  

o Black men take a tremendous pride and a sense of responsibility in taking care of their 

families (those who raised them)   

o Many young black men don’t have a definition of manhood or at what point they will be 

deemed a man.  

This is important for you to know if you are not African American so you can connect with the 

segment of your audience on a deeper level than the surface. Being able to speak to someone so 



 

 

specifically it was like you knew them previously is a sure way to quickly break down their 

barriers.  

 The harvest is plentiful, but the laborers are few. 

Jonathan 

“Your Connection Coach”  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

NOT ANOTHER GYMNASIUM!  
 

(Spearfish, SD) 
 

What do you do when you have a little secret that you can’t share with anyone? 

  

That’s how I felt today at Black Hills State University in Spearfish, South Dakota.  

  

Not again! 

First of all, I felt like the speaking gods had conspired against me. Perhaps they were dissatisfied 

with my last sacrifice. I don’t know, but I was given, once again, the worst case scenario in 

which I was to speak. 

  

The talk was at 9am, the day before school started, and…here’s the kicker…in the gym!  

  

I said to myself, “Aw heck no! Not again! No! No! No!” 

  

Fortunately, today was different. Although the gym was large and the football team was working 

out on the second level, just above the bleachers, everything else couldn’t have been better. All 

of my worries were allayed. 

  

The mic was superb. No garbled words this time. It was even a little too loud. The students were 

in a great mood, (albeit early as heck) and the energy in the room was enough to make something 

great happen. I was probably a little too relaxed for my own good because I was hurling shots 

from half court minutes before my talk. It was quite unprofessional and possibly juvenile, but I 

kept thinking “Jon, if you can sink one of these shots while everyone is watching, they’re going 

to think you’re the freakin’ MAN!” I missed them all. Oh well. 

  

The talk went great, although I switched up the formula. I started in the middle of the story this 

time, and worked my way backward. It is an older formula, but I decided to go back to it, just in 

case it might work. I was only marginally satisfied with the results. I don’t think I’m going to do 

that again.  



 

 

 “I’m just like you” 

My strategy was to make fun of myself for being a black man in a VERY white state, then talk 

about my story (which is set in an urban environment), then pull it back around and show how 

I’m not like them but just like them at the same time. I had to be authentic yet still relate. If you 

as a speaker fail to correlate the message to their life and show them how they can do what you 

did, starting exactly where they are, you’re going to lose them. 

  

They loved it, but I know I could have done better. They have already asked me to come back 

later in the year (which is AWESOME). Next time, I’ll really give it to ‘em. 

   
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



 

 

 

ADVICE FOR SPEAKING AT ORIENTATIONS *MATURE CONTENT*  
 

(Kean University)  
 

Today presented one of the biggest challenges I’ve had in a long time. On multiple fronts. This 

was the fourth time Kean University asked me to speak for their students. That’s one. I had to do 

three talks in one day. That’s two. I had to begin the second talk fifteen minutes after the first 

ended. That was three.   

Rather than giving details about each talk (by now, you should know how it goes), I will share 

with you my “strategy” for overcoming my challenges. If I combined everything, I have about 

two and a half hours worth of information that I can present in my keynote. This is huge. It gives 

me the dexterity to make different points each time I speak, which gives the impression of giving 

completely different messages. This really impresses event coordinators, especially when they 

have to hang around for both talks.  

 One and done 

I watched the movie The Prestige (if you haven’t seen it, get it…today!), and a line hit me 

between the eyes. One of the magicians in the movie said, “Once they know the trick, the trick 

has no value.” The same is true for your stories and jokes as a speaker. The mystique is gone 

once someone knows how the story ends. Don’t get me wrong, there are some movies that we 

watch over and over again because we love the experience. That’s not what I’m talking about. 

I’m referring to the initial shock and emotional peak that your listeners have when they hear you 

the first time.   

SPRINKLE OF WISDOM: No matter how much they love you, 

nothing will ever compare to the first time they hear you.  

 As a speaker, I wanted to add value to the audience’s lives. As a Platform Marketer, I wanted to 

make sure I let the event coordinator know that I wasn’t a one trick pony, implying that she 

could bring me back again and get a fresh message each time. It took some time to figure out 

beforehand how to hit all my key points, make all the stories gel together and have enough 



 

 

Magic Moments to keep the audience rolling, but it worked. The key is to have great information 

and platform techniques that bring everything together cohesively so there are no low moments, 

no matter which stories you’re telling. It’s like having an All-star team, where anyone you 

choose to play is capable of winning the game for you. This is what it takes to have confidence in 

any situation. 

  

Did this really just happen? 

Talk number one was one of the best I’ve given in a long, long time. I had all the elements and 

they responded phenomenally. For the first time in a long, long time, I actually had something 

happen that stumped me. I made a joke about trying to be tough although my name is Sprinkles. 

My plan was to remain silent and let the laughter fill the room as I moved to a different point in 

the stage and set up for my next point. But a certain “audience disruption” froze me in my tracks. 

 Jonathan: I know you’re thinking this is pretty hardcore coming from a guy named Sprinkles. 

A girl in the audience: It’s okay, I’ll be your sundae! 

 What?! I’ll be your…sundae? I thought about all the implications and innuendo. You know, 

sprinkles on top, etc, etc. I wanted to take the bait soooo badly! But they were college freshmen. 

It was best I not try to top that with anything  (get it…top…that…sprinkles…topping). Instead, I 

just stopped and gave a bashful laugh and a little dance. I had to turn around for a second and 

catch my breath for a second. It made them laugh even more. I said to myself, “Ooooh, I know 

what I’m going to write about tonight!” 

 I know I’m no rock star, but having some verbal panties thrown on the stage was pretty 

interesting. I don’t know if there is a moral to this story, but if you can think of one, please let me 

know. 

 Points are powerful, but CONNECTION is key. 

Jonathan 

“Your Connection Coach”  



 

 

SPEAKING TO AN ‘EMPTY’ AUDITORIUM 

(Reading, PA) 
 

 Reading, Pennsylvania is a beautiful place, but if you go there, invest in a GPS. I left New 

Jersey with two hours to spare, which should’ve given me ample time for my one-hour drive. 

Why did I arrive at my talk 10 minutes before the start time? 

Forget the gory details. When I got to Reading Area Community College, I was floored. A 

private donor had invested what must have been a few million dollars into creating one of the 

nicest theaters I have seen at any school, and by far the best at any community college. The 

auditorium seated 400 to 500 people. The only problem is, there were 10 people inside it for my 

talk. Three more girls trickled in, but they darted for the back row, making it obvious that they 

had NO intention of participating in the talk. They wanted to get credit for being there…and that 

was it!  

My host said, “Hey, we have a BIG turnout to see you!” I thought she was joking but she meant 

it. Another speaker drew three people earlier in the semester. THREE FREAKIN’ PEOPLE!  

 Here’s the rub: he may have been the best speaker in the world but if he only draws a handful of 

people, there is a 0 percent chance that he’ll be asked to return. It’s not his fault, but he still gets 

filed under “not worth the investment.”   

SPRINKLE OF WISDOM: Be aware that the speaker is responsible for the 

audience. Bigger crowds imply a good fit and generate more buzz. Small 

crowds almost always doom your chance of a repeat booking. You’d better 

learn some advertising and marketing tricks that WORK if you ever want to 

return!  

 

By the time I got started, the crowd “swelled” to 20 or so. What was I to do with the large influx 

of people?  

Well, here’s what I did. I did what I always do. To the T. It would’ve thrown me off way too 

much to customize something at the last minute to accommodate for the lack of people.  



 

 

BONUS SPRINKLE #1: Always stick to what got you there. Last-minute 

almost always equals lesser quality. Adjust, don’t overhaul.  

BONUS SPRINKLE #2: Begin by acknowledging the obvious. If the room is 

empty, make a joke about it then move on! Your attitude about speaking in an 

empty room will influence their feelings about listening to you in an empty 

room. 

Stay focused on the message, not the environment. It was hard as heck to get people to laugh. 

Small audiences are much more difficult to bring to laughter than large audiences. Someone’s 

phone kept ringing (at least three times) during my talk. The three girls who sat in the back were 

asked to move up but they gave me the “ice grill” entire time. As a pro, I couldn’t let any of this 

affect my outcome. I just kept motoring along without derailing my talk with every interruption.  

 I did, however, get to have some fun. I talked to the three girls at various points. In my eyes, 

they were like three Simon Cowell’s or those grumpy old men from The Muppets. I told them 

that my number one goal is life was to make each of them laugh. I only got two of them to crack. 

 It was a great time overall and those who did attend were clearly blessed so I was happy. By the 

way, they already asked me back for next year!  

Points are powerful, but CONNECTION is KEY! 

 

Jonathan 

“Your Connection Coach” 

 

 

 

 

 



 

 

SPEAKING TO “MIXED” AUDIENCES  
 

(Shreveport, LA) 
 

Only once in the history of my career have I missed a talk due to negligence. That was during my 

first year of being a full-time speaker. Today was almost the second time.  

I got the 7:30am wake-up call. I had just gotten to bed at 4:30am, so I essentially paid the hotel 

to take a nap in their room. I wasn’t thinking clearly at all.  

 I laid in bed like I had nowhere to go. Mind you, I was due on stage at 9:00am, per my notes. 

With shower and travel time, I was cutting it extra close. I have always been *very* slow in the 

morning, even since I was a kid. I don’t do mornings at all. I chose the wrong time to act like a 

six year old. 

 I finally got up, took a shower and realized…I don’t know where I’m going! I looked at my 

notes and realized…I don’t have my contact’s cell phone number! It’s now 8:00am and I’m half-

dressed with no clue about what to do next.  

SPRINKLE OF WISDOM: Always, always, always confirm then reconfirm 

the time, date and location in which you’ll be speaking at least two weeks 

prior to your engagement. As soon as the contract is signed and your 

engagement becomes official, get an emergency contact number and give them 

your cell phone number.  

I was screwed with a capital SCREW! As the minutes passed, I became increasingly nervous. I 

called my contact’s office number, telling her to please call me. I threw my stuff in the car and 

parked at the entrance of the freeway, figuring that because it was now 8:30am, she would call 

me to see where the heck I was. It didn’t happen. 

 I looked up her office address on my phone and drove there. Fortunately, they were having a 

school board meeting and an older lady gave me directions to the school at which I was supposed 

to be speaking.   

10 minutes till show time. 



 

 

I was sweating bullets. Fortunately, she called me and I told her I was at her office. I repeated the 

directions to her and she confirmed they were correct. She even asked if I needed someone to 

come get me. I said, “Nah. I’m good. I’m on the way!” 

 Why did I say that? One of my turns was missing a street sign, so I missed it. The lady forgot to 

tell me about the turn just before the final street, so it missed it. I then got stuck at a FIFTEEN 

MINUTE train! It was so long, I couldn’t see the end of it. Then it just stopped and sat there on 

the tracks. I’m not a believer in terrorism, but I sure did wish I had Rocket-Propelled Grenade to 

blow this thing up so I could drive through! I was PISSED! 

 I called my contact and her phone was going to voicemail. It was 9:20am at this point. I kept 

calling and finally got her. She said they would start the program without me and would be ready 

by the time I got there. I said, “Well talk REALLY SLOWLY!” She finally had to send someone 

to come get me.  

Once I got there, it turns out there was still another 10 to 15 minutes of the program before me. I 

was so relieved. She was sympathetic to my struggles this morning. I was REALLY relieved. 

SPRINKLE OF WISDOM: Don’t ever stress your meeting planner out. They 

will never forget it. No matter how great you do, he or she will always 

remember that you nearly gave them a heart attack and will be less likely to 

refer you to others. Be easy to work with. Let them worry about the audience, 

not the speaker. 

The talk itself was one of my best ever. Period. I felt so at home. There were about 250 parents, 

teachers, administrators and principals in the room. It was a challenge though because I didn’t 

know who was who. They were all mixed in. I had to appeal to everyone and not talk down to 

some or above anyone’s head. I carefully selected the stories and jokes I told to make “bus stops” 

(you’ll learn about this at my bootcamp so I could CONNECT with as many of them as 

possible). 

SPRINKLE OF WISDOM: When you speak to “mixed” audiences, use 

universal humor and stories. However, acknowledge that you have people 



 

 

from various backgrounds and use each demographic in your examples so 

everyone feels included and that you can relate to them. 

I challenged them. I inspired them. I used the platform of “choice” to go the tough love route. I 

made them laugh, and then I flipped it around and nudged them to reject excuses and choose to 

finish in a higher place. With all the black mothers in the crowd, it felt like part speech and part 

church! They were clapping at EVERYTHING I said! Shoot, I was trying to think of more things 

to say, just so they would keep clapping. Ha, ha, ha.  

I ran out of books. They bought everything I had.   

SPRINKLE OF WISDOM: Keep extra order forms in your bag in case you 

run out. Don’t scramble to find a piece of blank paper to write their addresses 

down. That’s tacky. 

I had so many people thank me afterward, I forgot about my troubles earlier. My contact called 

me afterward and said, “I have never seen parents line up like that to shake hands and buy books 

from one of our speakers!” They have plans to bring me back for a week to speak to their kids, 

teachers and parents. I feel so blessed. 

Today was a very good day. 

 Connection is key. 

 

Jonathan 

“Your Connection Coach” 

 

 

 

 
 



 

 

AUDIENCE VS. SPEAKER 
 

(Kearney, NE) 
 

 Today was…weird. The stage was set, the lights were on, but it was…just…weird. Just before I 

spoke, my host “warned” me that this group is a lot more subdued than the group tomorrow. 

They are from smaller towns, so pulling the energy from them is like pulling teeth sometimes. 

This morning, they left me with only gums.  

I really don’t know if I did well or not. I mean, I think I did, but they wouldn’t get “hot” and stay 

there. I had them for a second, and then they went back to being quiet on me. Remembering the 

lessons from my previous article about remembering cultural differences, I didn’t expect them to 

be shouting and praising Jesus as I spoke, but at the same time, I was surprised that I wasn’t able 

to stir them up a little better than I did. If you’re seeing any commonalities in my posts, you 

should be noticing that I have some very distinct beliefs about audience interaction. I believe that 

#1-It’s never the audience’s fault if the talk sucks, but #2-The speaker can only go as far as the 

audience allows him/her to take them. So, the name of the game is to rev your audience up to get 

to the place where they WANT to be with you through the entire journey. That was my task this 

morning.  

I began by making jokes about myself and they laughed really hard. Okay, I made jokes about 

what it’s like being black in Nebraska. They laughed almost like they could relate! Or maybe 

they just loved finally being able to laugh at a black jokes without feeling any guilt. Whatever 

the reason, I just knew I had ‘em.  

The rest of the talk was good, but didn’t have the same response I anticipated. Speaking to all 

white, rural audiences is always a mixed bag. You never know what you’re going to get. I have 

to break down the “what does this black dude know about me” barrier, then the “is he an athlete 

or entertainer” barrier…then…I can get to the message. You can see it in their faces. They aren’t 

always sure how to receive me when the majority of their exposure to minorities has been on 

television or the smattering of folks of color in their town. It’s a challenge, but one I embrace at 

the same time. It’s actually fun, and truthfully, it becomes a learning experience on both sides.  



 

 

SPRINKLE OF WISDOM: If you are going to go far in your speaking career, 

it will require you to speak to audiences of all demographics. Don’t let this 

scare you. Every human being understands Love and they appreciate when 

you challenge them yet tell them the truth. Face your differences head on; 

don’t run from them. Approach your talk from the perspective of “I may not 

know everything about solving your problems, but what I DO know is…”  

Before long, we warmed up to each other. These kids were absolutely great and by the end of the 

second talk, they saw me as an expert and a friend. Mission accomplished. One girl even referred 

to my keynote during the breakout session when she discussed the highlights of the conference. 

She said, “Just like Mr. Sparkles said in his speech this morning…” We all busted up laughing.  

Hey, at least it proves she was paying attention. Ha, ha, ha.  

Connection is key. 

Jonathan 

“Your Connection Coach” 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



 

 

SPEAKING TO 3,000+ PEOPLE 
 

 (Montgomery, AL) 
 
My head is spinning.  

  

So much happened today, I can’t begin to explain what all happened. In short, 3400 junior high 

and high school students descended upon Montgomery, Alabama today for a “super conference” 

of all their professional organizations. It was awesome. I felt like a rock star, for real! I hadn’t 

been this pumped since I spoke to 6,500 people in Anaheim, California.  

  

To give all the details would take me way too long. So, I can put on my “Connection Coach” hat 

and my comedian hat and give you these hilarious highlights. 

  

So…I was totally unprepared for this one. I shipped four boxes of books and had two tables set 

up for book sales. I sauntered around all morning, casually meeting with the sound guys, printing 

up order forms, and moving my heavy boxes of books in place. Then I look up and it’s 8:30am, 

30 minutes before the talk! I hadn’t showered and my suit was still wrinkled. Out of sheer 

surprise, I said some things you shouldn’t say with kids in the vicinity and immediately ran 

upstairs. 

  

By the time I got back downstairs, the program had started. They had some preliminary stuff, 

then I was to speak. I talked with the adviser who was arranging the program and she informed 

me that I didn’t have 45 minutes, but 25 minutes. WHOOOOA! I can’t say my name in 25 

minutes! On top of that, I realized that I had forgotten to recruit people to help me work the 

product tables. I was now frantically running around, asking hotel staffers if they would help me 

out. Imagine this, I go up to the guy selling sausage biscuits outside the room and say, “Hey, 

when you’re done selling biscuits, can you help me sell my books?” What an idiot! Ha, ha, ha. 

  

SPRINKLE OF WISDOM: Set up your products and work through the 

details the night before. This way, you’ll have time to train your volunteers on 

the right procedures and answer any FAQ’s you know they’ll face. 



 

 

The actual talk was a great experience. I cut out ALL the meat, and just told jokes. It was 

HILARIOUS, too! They didn’t just laugh, they roared! I was about 20% message and 80% 

humor…which turned out to be PERFECT for 9am. It taught me that I don’t need to always be 

trying to “teach” so much. Changes will be made immediately. 

  

SPRINKLE OF WISDOM: The speakers who are humorous are seen as more 

versatile and can be used for any audience for any occasion. This is why they 

usually get paid more. Nobody complains about laughing too much at 9am. 

They do complain about being drilled with sad stories or motivational “dream 

big” rhetoric. 

  

I got off stage, and rushed to the tables and the lady who was supposed to have set up my books 

was GONE! I couldn’t find her for anything. I was walking around looking like a one of Michael 

Jackson’s kids saying, “Are you my mommy?” She finally showed up, but there was already a 

flood of people following me everywhere I went. I even met the state superintendent and totally 

blew him off. I shook his hand and looked over his shoulder, trying to see if my books were 

being set up. NOT COOL, mofo, NOT COOL! 

  

I got to the table and things instantly took a turn for the absolute worst. A lady came up to me, 

shook my hand and said, “You know I’m from the Old South…” 

  

In my mind: Aw hell, this lady better not be getting ready to shank me! 

  

Woman: And women rode the coattails of the civil rights movement. 

  

In my mind: Okay lady, where are you going with this? I don’t know whether to call security or 

to do a Bush Doctrine preemptive strike! 

  

Woman:  …and what you said today about ‘no excuses’ was spot on. They told me I couldn’t be 

a woman in my male-dominated field, but I’ve been doing this job for years. 



 

 

In my mind: Free at last! Free at last! Thank God almighty… 

  

Then…things REALLY got crazy! A Caucasian lady gave me her books to sign and said, “You 

know, you don’t have to trick women into giving you their phone numbers (per my joke during 

my talk). I have a daughter who’s 21 and she’s cute! 

  

BINGO! I’VE HIT THE JACKPOT! 

  

I just struck black man gold! When a white woman is willing to offer up her daughter to 

you…you have ARRIVED in life! I almost slipped and called her “Mom.”  

  

Ha, ha, ha, ha! 

  

SPRINKLE OF SERIOUSNESS: To all the angry black women reading this who are ready to 

call Al Sharpton on me, this is a JOKE. Let it go. 

  

I did learn a few quick lessons on handling big crowds though. I’ll share them with you quickly: 

  

1. State all the objectives you have early. I should have done this during the closing session. 

Do it casually. (i.e. “Folks, I heard a lot of you talking outside. Here are some quick 

answers to your questions. Yes, I do this at schools just like yours. Just drop your 

business card off at the table. Yes, I have books in the back. They’re 2 for $20. Yes, my 

last name really is Sprinkles.”)  

2. Position the book toward the advisors. Have pre-printed receipts and let them know they 

may be able to get the purchase reimbursed.  

3. Have collateral pieces for each school. If you’re really thinking, have them stuffed in 

their program bags. Let everyone go home with your contact information. And if you’re 

REALLY thinking, give them a url to pull up at home so you can track how many people 

from each event are staying connected with you.  



 

 

4. Always get THEIR contact information. Don’t leave it to them to get back with you for 

future engagements. This is your career, not theirs.  

  

I love Montgomery, Alabama. I had the best Thai food ever tonight. I walked around downtown 

and I really, really love this place. South Texas has the nicest Latinos I’ve ever met. South 

Dakota has the nicest white people I’ve ever met. Montgomery, Alabama has the nicest black 

people I’ve ever met. I love this place. They do have a plaque called “Slave Marketplace,” 

pointing out that the place you’re standing used to be the corner where slaves were auctioned. 

That was a little spooky. I was just hoping ‘ol girl from the Old South wasn’t around! 

  

Connection is key, 

 

Jonathan 

“Your Connection Coach” 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 



 

 

SPEAKING TO URBAN AUDIENCES 
 

 (Bronx, NY) 
 

Tonight was special. For the first time in a LONG time, I almost cried. I love what I do more 

than ever before. 

  

First of all, let’s start with last night. I had a chance to see my absolute favorite female singer, 

Ledisi, at The Blue Note in New York. I was about 20 feet from her and one high note away 

from rushing her on stage and hugging her around the ankles. She put me in the Spirit. 

  

I opted not to go back to Manhattan today because I had to get caught up on tons of work and 

finish my new brochure. I didn’t even eat until 4pm. The school called me at 4:30pm and said 

they were outside my hotel to pick me up. Yikes! 

  

I got myself ready, having just enough time to hit the ‘hot spots’ in the shower. My mind was on 

marketing, not my message. Outside of my Ledisi high, I was empty.  

  

The talk was in another gym. Strike one. The mic went out and they could barely hear me 

without it. Strike two. The students were obviously tired and had no interest in anything more 

than getting extra credit for attending. Strike three.  

 

 

But something inside wouldn’t let me quit. After the LSU Debacle, I couldn’t go out like that. I 

have a rule that I won’t lose twice in a row. So I kept on, finding the angle that would work. 

  

Eventually, I found it. A guy who walked in late and sat in the second row holding a hamburger, 

got so into it he didn’t even finish his food. I could see two girls tearing up in the back. A few 

more heads began to nod. They were all the way tuned in. 

  

SPRINKLE OF WISDOM- If you haven’t learned anything from reading my 

articles, you should know to NEVER give up. You have to have enough 



 

 

resources to pull from that will enable you to go a totally different direction 

when necessary. The difference between a bad crowd and a good crowd is 

your skill in convert them. 

  

I actually ran out of time. I was in the last 10 minutes of my talk and people started getting up 

and walking to their next class. Strike four! I just stopped cold turkey in the middle of my 

sentence. It didn’t matter, they couldn’t hear me anyhow. 

  

To my surprise, even those who were walking out stopped and led the standing ovation. They 

bum rushed me at the book table. I was worried I was going to have a Ledisi moment. I was 

guarding my ankles. 

  

The guy with the hamburger came up to me and whispered, “I’m homeless, but I believe I can 

make it.” Another guy asked for me to sign his book, his eyes were red and teary. He said, “I’m 

raising my two kids and your relationship with your dad reminds me of my life. “I hugged him 

like my father used to hug me when he was alive. I told him he was a great father and tried to 

hold it in myself. 

  

Speaking to an urban, non-traditional crowd is the best. When they hate you, they hate you. But 

when they love you, no paycheck can match the level of pride you feel when you literally give 

someone reason to give life another shot. 

  

This is God’s work. 

 

Connection is key. 

 

Jonathan 

“Your Connection Coach” 

 
 
 
 



 

 

MAJOR CONFERENCE KEYNOTE STRATEGIES 
 

(NCSL-San Diego, CA) 
 

 I need to start doing a video blog. I could go on and on about all I learned this weekend. I must 

forewarn you, I sense some randomness stirring up. Don’t expect any well-developed points in 

this article.  

About five years ago, I did a workshop at a conference called National Conference on Student 

Leadership. I was relatively new to the national scene so I looked like a deer in headlights. I saw 

Marlon Smith and Sex Signals and Mike Domitrz and I remember saying to myself, “Dang, if 

this is what it takes to be at the top, whoa!” All of them had incredible, well-put-together 

programs and were incredibly talented. They were giants in my eyes.  

This weekend, I was a giant. What’s so ironic is that, in some people’s eyes, I was “there” a long 

time ago. As many accolades and applause as I get, I still vacillate between feeling like I’m one 

of the industry’s top speakers or whether I’m just a guy who loves what he does and works hard 

to get better. There is no contest to win that would validate either opinion. I guess I prefer to 

stick with the latter. It keeps me hungry and humble.  

SPRINKLE OF WISDOM: If you focus on accolades, you’ll take your focus off the people you 

serve. Just do the work!  

I learned some great speaking lessons during my keynote: 

1. When speaking for an audience that has been traveling all day, wit doesn’t work.  

It requires too much thinking. If they’re dog tired, your quips won’t have the same impact. Jokes 

(that have been tested) are okay. Your best bet is physical humor is your best bet. The more 

exaggerated and physical the better.   

2. If you start slow, you’d better have a mechanism to change gears. 

 I was striking out in the first part of my talk. I was worried. Nothing was working as it normally 

does. You could hear in my voice my confusion about what to say next. They weren’t a ’silly’ 

crowd. Not yet. They were looking for meat and I was trying too hard to build rapport. I felt like 



 

 

I was getting shot down, like I was the kid who asked the girl for her phone number and she kept 

saying, “NO!” Not that I’ve ever experienced that…  

I finally rolled up my sleeves and went into overdrive, dropping those Sprinklisms they weren’t 

ready for. I wasn’t going to let this one slip out of my hands. I peppered in questions that would 

stump them, so I knew they had to listen to my solutions. Once I stopped playing so much, it 

became clear that I knew my stuff. The energy was reversed from “prove to me you’re good” to 

“keep talking, this is good!” 

3. Pitch your next talk during your first. 

My one major knock on myself for this talk was that, for my purposes, it was incomplete. I 

mentioned from the stage that I had a workshop the next day, and even did a masterful job (off 

the top of my head) of pitching the benefits of tomorrow’s session. But the best part was left out. 

I didn’t finish my story during my talk. It wasn’t intentional, it just happened that way. The 

solution to their problems was at the end of the story. People kept asking me about it afterward. I 

SHOULD have told them that I would take my time and explain in detail in my workshop how to 

solve the problem…but they had to be there to get it. 

Having a packed workshop means better evaluations, additional product sales and repeat 

bookings. Many people will wait until they see you twice to decide whether you got “lucky” the 

first time or whether you really have skills. I decided to shake things up and do my workshop 

outside. Great idea…on paper. BAD idea in reality! The sun melted the clouds then slowly 

melted me. I will think twice before I ever do that again. 

SPRINKLE OF WISDOM: Don’t overlook ANY opportunity to sell yourself!  

I get to go home now! I’m so excited about going home! I have a bowl of Honey Nut Cheerio’s 

with my name on it. YES LAWD!  

Connection is key. 

 

 
 



 

 

THE SADDEST, FUNNIEST ARTICLE EVER 
 

(Shreveport, LA) 
 

They say never say never. I’m saying NEVER! Never will I do what I did again. I don’t even 

have to exaggerate to make this story sound dramatic. This was my second to last trip for 2008 

and life evidently decided to kick me in the butt on the way out. 

  

On Tuesday, I got the bright idea to drive three hours from Houston to Austin to go take care of 

some things. By the time I got to Austin, the farthest thing on my mind was driving three hours 

back to Houston. Instead, I opted to wake up at 3am and drive the three hours back to 

Houston…AND…the additional four hours to Baton Rouge, Louisiana! Ninety minutes into the 

trip, I was punching my legs, trying to stay awake. If I rolled down the windows, the air was too 

cold. If I left them up, the windows fogged up. I was so pissed that I made this foolish decision.  

  

By the time I got to Houston, morning traffic was in gridlock already. I had to detour and swing 

down by my house. I was that close to pulling off the highway and going to bed, telling the 

school I just didn’t feel like speaking. I would mail them a DVD to make up for my absence. 

That would be cold, wouldn’t it? 

  

I pressed on, feeling good about myself because I defeated my fatigue (for the most part). By the 

time I got to Louisiana, I was very tight on time. I stopped to get gas, put the nozzle in the car, 

set it on automatic and stepped away to stretch my legs. I looked up to see a Subway sandwich 

shop inside the gas station. Realizing that would be my last time to eat before my talk, I went 

inside and ordered from the SLOWEST freakin’ dude ever. He must have gotten stuck in the 

label they used to use when they called themselves “sandwich artists.” Homeboy lined up the 

pickles so they were all symmetrical and evenly spaced. I was fuming. 

  

I called to get my hotel set up for the evening. The lady asked me 59 questions about my address, 

employer, sleeping preference, etc. I was like, “Are you trying to help me find a room or a wife? 

Dang!” I was so frustrated, I got in the car, slammed the door, threw my Perfect Pickle sandwich 

on the passenger’s seat and took off. 



 

 

  

I heard a loud crash, like something hit me. I looked back and realized…I FORGOT TO TAKE 

THE NOZZLE OUT OF THE CAR! Oh my damn. Gas was spouting out like Niagara Falls. I 

stopped and looked in disbelief. My car was dragging the nozzle and hose like it had tail. 

Instantly, I was faced with a dilemma: do I do the Christian thing and tell them or do I peel the 

heck out like Smokey and the Bandit? Well, I chose to tell them…but not because of any 

religious conviction. I paid via credit card, so they already had me pegged. Bastards! 

  

This was my first trip using my new GPS. Texas to Baton Rouge is a straight shot down I-10, so 

I figured it would be a safe bet. I plugged the coordinates in and headed East. I loved how it said, 

“Next turn in 250 miles!” However, I realized once I arrived at my destination that I put in the 

coordinates for the wrong campus! It was 15 minutes before show time and I was 10 minutes 

away.  

  

But I made it. Barely. 

 

Once I got there, I was in for yet another turn. I already knew from a previous visit that I was 

going to be speaking in their multi-purpose area/lounge/dining facility (which is DOOM for a 

presentation, by the way). But this was different. I thought they were going to have a couple 

classes there to watch me. Nope, that would be too much like normal. There was just a 

smattering of students, spread out across the room, eating, playing cards and listening to their 

iPods. They weren’t thinking about motivation, leadership, success or anything else that was 

about to come out of my mouth. They were on break, and it looked like they were about to break 

me if I started talking too loudly. 

  

The girl who introduced me was from Bulgaria and had only been in the States a couple years. 

English clearly wasn’t her native language. She might as well have been speaking Bulgarianese 

based on the way people completely ignored her timid voice. Finally, the advisor had to grab the 

mic and said, “Hey y’all, listen up. Jonathan Sprinkles is here to motivate you. You need to pay 

attention and y’all’s asses might learn something!” Nah, she didn’t really say that, but that would 

be so funny if she did! But the atmosphere was still pretty bad. It was the equivalent of walking 



 

 

into a crowed pool hall, handing me a mic and saying, “Speak…now!” 

 

I couldn’t hold in my laughter about how jacked up this was. I even said out loud, “This is going 

to be great material for my article tonight.” Still laughing, I began by apologizing to the students 

in the back for interrupting their break. I asked those who wanted to hear me speak to raise their 

hands. NOBODY flinched! I asked those who wanted to hear me speak to move to the front. 

NOBODY moved a muscle. I busted out laughing again. I felt like a cheap Las Vegas entertainer 

in the lobby of a hotel that rents rooms by the hour. I was about to see if I could get away with 

telling three dirty jokes and a limerick and leaving.  

  

In my mind, I said, “Lord, I know you have me here for a reason. Right now, I really don’t see it, 

but I’ll do my best. You do the rest.” I proceeded as normal, almost like I was practicing in front 

of the mirror. A few people looked up, then a few more turned their chairs around. Then some 

moved up to the front.  

  

By the time I was done, 90 percent of the room was locked in. It was a comeback reminiscent of 

John Elway’s fourth quarter drives. While I clearly wasn’t “on”, it wasn’t a bad job at all and a 

small group came up to me after saying that the message was exactly what they needed at that 

time.  

  

SPRINKLE OF WISDOM: If you have a speaking engagement, don’t call it 

quits before you try. You are there for a reason. And you NEVER know who’s 

listening!  

  

SPRINKLE OF WISDOM #2: Always have a few activities in your back 

pocket that you can use to pull in a crowd. Getting audience volunteers early 

on is the best way to convert an audience. Even if they don’t know, like or 

care about you, they will still want to watch their buddies on stage. Wit and 

humor require a certain level of rapport. Activities are like magic, they work 

instantly to get people’s attention. 



 

 

  

SPRINKLE OF WISDOM #3: Sometimes bad speaking environments can 

build you up in areas that will make you more valuable in arenas that are 

more amenable to your keynote. If you can survive a cafeteria, you will kill in 

a convention center…for double the money! 

  

Connection is key. 

  

 

Jonathan 

“Your Connection Coach” 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



 

 

INTERPRETING SPEAKER EVALUATIONS: “JONATHAN IS PHONY!” 
 

Below is a list of evaluations I received at a conference recently. It’s important that you read 

them *all* so you’ll understand the strong opinion I’m going to share with you. 

  

• I am a non-traditional student and the speaker touched on pressures on time management 

and leadership. I will implement on what it takes to be a leader in my daily routine. 

• I love his energy and confidence. He felt like a wise preacher who spoke about real life 

issues. 

• He’s coming to our school after hearing him at the conference. 

• He was able to bring back the spark in me or the life in being a better leader.   

• Jonathan was an amazing and powerful speaker 

• He didn’t say much and it took too long for him to get to any point. I felt like I was just 

trying to be sold his book.  There was a lot of patting himself on the back going on. 

• Sometimes he speaks a little too quickly, so I felt that I missed some of his message. 

Otherwise, he is an excellent speaker. 

• I have seen him at three different conferences and still love it. New York Institute of 

Technology 

• Yes:  Very animated, gets his audience involved.   - US Coast Guard Academy 

• He woke me up! Very entertaining! 

•  “Jonathan’s message is positive and inspiring. Students and advisors will walk away 

motivated to improve their schools - and themselves!” - Porterville College 

• I really enjoyed his energy and the content. -NHTI 

• Jonathan Sprinkles was a very engaging speaker. He was full of energy and passion for 

helping others realize their dreams. Having Jonathan open the conference was a great 

move by those planning the conference. 

• He was very energetic but lacked substance. 

• Very dynamic and very entertaining speaker keeps the audience on their toes. 

• Mr. Sprinkles was a refreshing burst of energy that started off the conference right.  He 

electrifies the audience and teaches you to never give up, without any hidden messages.  

Awesome!  - York College of PA 



 

 

• Jonathan Sprinkles is a high energy speaker who can really get the audience involved and 

on their feet. — Norhtland Pioneer College 

•  Very informative, inspiring with an energetic personality, Jonathan gives you the right 

encouragement to succeed, providing you follow through. 

• All I can say is what a phenomenal speaker! 

• Seemed a little phony, but I still enjoyed it 

• Jonathan was a inspirational and great speaker. He has a wonderful outlook on life. 

• Jonathan’s enthusiasm is infectious. He really connects with his audience. 

• Was great in getting his message/point across. 

• He seemed egocentric in certain moments 

• Okay, but a bit cheesy. 

• Jonathan Sprinkles was funny and uplifting! Not to mention a lot of his stories hit close to 

home. 

• no, it seemed like I was being preached to 

  

So, what do you gather from these evaluations? Obviously, a vast majority of the responses were 

overwhelmingly positive. Actually, the meeting planner said that she was quite pleased because 

the reviews were “tops” for the conference. Okay, cool. 

  

Next question: which of these evaluations do you remember MOST? Well, I’ll just speak for 

myself. The ones that stood out were the criticisms. Isn’t that how it always goes? We ignore the 

99 positive comments and over-analyze the one negative thing that was said. I can’t tell you how 

many times I ran the mental tape deck back to figure out what prompted each negative response. 

After a while, I was so frustrated, I felt like I may have actually blown my talk! 

  

That said, I want to give you a strong word of advice:  

  

SPRINKLE OF WISDOM: Learn how to take all evaluations in 

stride. The good ones probably aren’t fully accurate, nor are the 

criticisms.  



 

 

  

I don’t give a lot of thought to the evaluations where they circle all fives and they turn it in. 

Likewise, those who say, “Seemed a little phony, but I still enjoyed it” (this was my favorite). 

You shouldn’t get too wrapped up in them either. Some people will love you just because you’re 

on stage. Some people will be judging you more harshly than Simon Cowell, just because you’re 

on stage. Ninety-nine percent of your audience members will never give a paid talk, and they 

can’t fathom what it takes move an audience for an hour. It’s easy to sit and nitpick, but until 

someone has stood in my shoes, I’m not going to smile or cry too much when I read my reviews. 

  

My psycho-kinetic powers are channeling your big question…”So Jonathan, are you saying you 

don’t read your evaluations at all? You don’t care what people are saying?” 

  

Here’s what I care about: getting booked and re-booked. I give 110% when I’m on stage. I pray 

about what I’m going to say and ask to be led in everything I do.  

  

I DO care about what my meeting planner says because it will determine whether or not I come 

back. 

I DO care about whether I am totally honest and feel that I was obedient to my God. 

I DO care if people pay attention during the talk. 

I DO care about getting letters, emails and Face Book messages, telling me about the impact my 

talk had on their lives (I value this above all else). 

I DO care about whether the check cashes (because I’m running a business). 

  

Besides that, I DO NOT care. I have been around for years now, and I’ve done…I don’t know 

how many talks. I know when I suck and when I don’t. Heck, I TELL YOU about it when I 

suck! While I do appreciate (and ask for) criticism, I get it when I want it, how I want it and from 

whom I want it. Before I speak, I ask several people to look for specific things I want each of 

them to look for individually.  

  



 

 

SPRINKLE OF WISDOM: When you ask people to evaluate you, use this 

line, “Pretend as though you didn’t like me and were really grossed out by 

speakers. Give me your harshest, most detailed criticism about my _________. 

 

Bottom line…take it all in stride and stay focused on what really matters and develop a short 

memory about the rest. 

Connection is key. 

 

 

Jonathan 

“Your Connection Coach” 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
  
 
 
 
 
 
 
 
 
 



 

 

HOW TO GET IN WITH SUCCESSFUL SPEAKERS  
 

Alright, I’m fed up. I can’t take it anymore. In the last 3 months, I have had…I don’t know how 

many speakers and potential speakers wanting my help. And that’s SO COOL! For the record, I 

am honored, extremely humbled and feel very blessed to be someone worth reaching out to. I 

can’t tell you how much of a journey it’s been for me to go from the back of the line to having 

some refer to me as one of the top speakers in the market. It sometimes feels like last year when I 

was dead broke, wishing someone would book me so I could pay my rent. 

  

I will never forget how nervous I was when Willie Jolley returned my call when I was brand new 

to the industry. I held the phone, stuttered and trembled like I was talking to God himself. I 

couldn’t believe that THE Willie Jolley was talking to me. I remember the same level of wonder 

and disbelief that Patricia Fripp answered her own phone. Oh my God! 

  

And now, I am “that guy.”  

  

I’ve gotta admit, I’m torn about this. I am humbled to be in this position, but I am catching a lot 

of crap that my colleagues are throwing my way. I could be a Las Vegas blackjack dealer with 

all these cards people are using to get in with me: 

  

o Race Card-“Hey brother Sprinkles. I’m another aspiring African American speaker and I 

want to connect with you.”  

o Starbucks Card-“Can we get together over a cup of coffee?”  

o Jesus Card-“I’m also a Christian and I feel God has brought me to you.”  

o Soul mate Card-“We have similar life stories. I see so much of myself in you.”  

o Cheap Date Card-“I’d love to take you to lunch and pick your brain.”  

o Phone-A-Friend Card- “I know your buddy XYZ. He told me we should meet.”  

o American Idol Card- “I’m about to blow up. Can I talk to you for a second to get some 

ideas?”  



 

 

 All of these cards (and a few more VERY creative lines) have been played on me in the last 

year. I can see it coming a mile away. While I know most people do this with good intentions, it 

makes them look like a goof and kills their credibility. I’m only telling you this because I don’t 

want this to be you. 

  

Ironically, I probably also played each of these cards before I knew better. I am grateful for one 

of my mentors, James Malinchak, for teaching me the right way. He is one of the best I know at 

separating himself from the wannabee’s and leeches in a crowd. He has a great line, “You have 

to spend to get in,” which means that you have to give before you expect to get. If you don’t 

practice this, you will look like you’re broke, a scrub and none of the A-listers will want to be 

around you. 

  

Here is my formula for getting in with people I respect and want to meet: 

1. Get clear – Figure out exactly what you need. Be specific. If you had to choose three 

skills that would make the biggest difference in your career and your bank account, what 

would they be?  

2. Get the best – Research the market and find the TOP person who is making money in a 

specific area (i.e. internet marketing, traffic building, PR, brand building, etc). Don’t 

mess around with lower-level people because they have flaws in their system. If you copy 

them, you will copy their flaws.  

3. Get close – If they have a seminar or coaching program? Go!  Do they have a course? 

Get it! Invest in getting as much access to them as you can. Spend whatever you have to 

in order to become one of their star students. Trust me, the conversations with my 

customers are much different than those    

If you wanted to make this very simple, you can break it down by asking “What do I need, 

who has it and what do I have to give?” Again, this is something I learned this the hard way. 

I invested in a coaching program, but I found the cheapest way in possible. The group was so 

remedial, I was bored from the first day. She was trying to convince me to get in with the A-

listers in the Platinum program, but all I could focus on was how much money it was. Big 

mistake! From here on, I’m Pure Platinum. I realized that if I want to be an A-lister, I have to 



 

 

roll with the other A-listers and associate with the A-listers. It’s a success principle, and 

that’s the way it works. Every time. 

  

Case in point: I am on my way to Seoul, South Korea in January and I plan on buying some 

custom suits. I called my friend Alex Ellis, a custom clothier and said verbatim, “Alex, I 

want to pay you to draw up some designs for me.” I didn’t say (and I could have), “Hey 

buddy. I need you to hook me up.” That’s not an A-lister’s approach to business. In my old 

way of thinking, it would have been perfectly acceptable to suck some free ideas off a friend. 

In doing so, I would have damaged my credibility and became a thorn in his side versus a 

paying customer who he enjoyed doing business with. If he chose to hook me up with extra 

material because of our relationship that would be 100 percent voluntary. In the end, he will 

feel better about making that choice on his own and not being put in an uncomfortable 

position by his so-called friend. 

  

James says it best, “If you want to be wealthy, you have to look, act and think wealthy.” 

Don’t beg and barter like a scrub.  

  

To my fellow speakers, I sincerely hope you see my heart in this. If you’re ticked at me or 

turned off, that’s cool. My intent is not to offend, but to tell you the reality of the industry. 

This is how it is, like it or not. Now that we know better, hopefully we will do better. 

  

Connection is key. 

 

Jonathan 

“Your Connection Coach” 
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