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Maggie: Welcome to Marketing Moxie, Episode #14. 
 
Intro: Welcome to Marketing Moxie with Maggie Patterson where we get down 

and dirty on all things marketing for entrepreneurs.  Maggie takes a 
practical, no holds barred approach to helping you take action on what 
matters to your business, all with her signature moxie and sass.  Now it's 
time to roll up your sleeves and dive in.   

 
Maggie: Today we are we still continuing on our journey through the Brilliant 

Basics training.  Today's Basics training topic is one that I know a lot of us 
have questions about.  It's about speaking.  We have guest expert 
Chantelle Adams, and she is going to talk to us about taking the stage.  
Chantelle is an absolute pro at speaking as a paid speaker, and she's got 
a lot of ideas about how to get started with speaking and really overcome 
that fear. 

 
 I know, for myself, as someone now who's done a fair bit of speaking, 

when I first started it was really challenging.  I actually took a class in 
college on speaking, and it's a miracle I passed the course.  It's probably 
because I had really good content because my delivery left a lot to be 
desired.   

 
 So let's dive into our conversation with Chantelle and learn more about 

taking the stage.   
 
 Hey, everyone.  Welcome to another episode of Marketing Moxie.  Today 

we've got Chantelle Adams, and she is here to talk to us today about 
taking the stage.  Speaking is such a scary and intimidating thing, but 
Chantelle does a beautiful job of getting people out of their comfort zone, 
helping them find courage to do that.  And what I really love about 
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Chantelle is, she is actually a youth motivational speaker, so she's not 
just making this up as she goes.  The stuff she shares and is going to talk 
about with us today, she actually does herself, which I always think is a 
part of, you know, doing Marketing with Moxie is having a little bit of 
practicality behind it.  Chantelle, welcome to the show! 

 
Chantelle: Wonderful!  Thank you so much.  I'm so excited to be here with you and 

everyone listening. 
 
Maggie: So let's just get right into this.  What is the absolute best way to get 

started with speaking because it is so scary? 
 
Chantelle: Right.  Well, and it's funny because I could seriously talk for hours and 

hours and hours about this topic, so I am going to try and pack as much 
information as I can into the time we have today.  The very first thing I 
would say, if you want to start speaking, is to really get absolutely crystal 
clear on what your message is and who you want to speak to.  So just like 
in business, you know, everything we talk about is really getting clear on 
who we're talking to.  It's the exact same as when we get out there and 
speak. 

 
 And so really understanding who your audience is, what your powerful 

message is, and a real key thing is understanding how that is going to 
benefit the audience.  So getting crystal clear on what you can provide 
them, the clarity that they're going to get, and the takeaways they're going 
to receive from your speech.  That's really, like, the very first thing that 
you really want to do. 

 
 Then, for sure, if you want to do speaking in a big way, you want to have 

a page dedicated on your website or a place that people can go to find 
out more about you.  You want to have on there, of course, a little bio, a 
little description about why you're able to speak about what you speak 
about, so why are you the expert.   

 
A lot of people get freaked out by expert, but just know that your 
experience, your story, the breakthroughs and breakdown moments that 
you've had in your life, that gives you credibility to speak on whatever it is 
you're speaking on.  Remember that when you're talking about why you 
are the person that they want to hire to speak.  You have that expert in 
you.   
 
Also, having a really clear headline and description about the speaking 
topic that you're going to deliver, as well as some testimonials.  And they 
could be, if you haven't spoken before, they could just be testimonials 
about people who have worked with you and gotten amazing results 
working with you.   
 
Then something that I really think is important is to have some sort of 
video of you speaking.  If you haven't done any live speaking 
engagements yet, then I would just say make sure you're doing some 
video blogs and that kind of thing, so people can actually see you 



speaking.  That's a big, important part for when people want to book you.  
But down the road, you definitely want to get a demo video as well. 
 
Let's see.  We also want to make sure that you are having a master list of 
places that you want to speak to.  Think about, you know, kind of your 
bucket list for speaking.  All those events and conferences that you see 
pop up, you know, online or in your inbox, and you think, oh, I would love 
to speak at that one day.  Write it down.   
 
Something that's so important, I know Maggie obviously talks about this 
as well is starting to build relationships.  Look at those places that you 
would love to speak at and start connecting with the people who are 
hosting the events and in charge of the events and leading these events.  
Do it in a genuine way of really giving back to them because really 
business is built on relationships.  That's the same; that goes for the 
same as in the speaking world. 
 
Then definitely, like Maggie talks about, build your expert platform.  Really 
try to show that you're the expert.  You can do this in some clear, easy 
ways like in doing interviews, like on this podcast, you know, guest 
posting on other people's sites, other tele-seminars, being a part of the 
online community and speaking world.  That will set you up as an expert 
and show your ability to really connect and deliver amazing information.   
 
Also, just write a rockin' talk.  Really, when you come to speak, you want 
to be ready to deliver high content, high value, definite takeaways.  You 
want to connect using your story, and you want to give serious results, 
you know, in that hour that you have with those people.  If you do that, 
you're going to have raving fans who are definitely going to want to work 
with you more.  Not only will you maybe get paid for those engagements, 
but you also will have a list.  You know, this is an awesome list-building 
opportunity as well.   
 
And 90% of my business, my speaking, motivational speaking business, 
has come from word of mouth.  When you get started, if you rock your 
talk, if you absolutely blow it out of the water, if you connect with that 
audience and they are raving about you, then people will talk, and people 
will spread the message and refer you to their friends and colleagues.  
You will find that the engagements start rolling in.   
 
That was a whole lot, but -- 
 

Maggie: That was jam-packed with super, super, solid advice.  I mean, it dovetails 
so nicely with the stuff I talk about day in, day out, because people say, 
oh, how do I get started with speaking?  I'm like, all right, let's back up to 
the very, very beginning.  What's the story?  What's your why?   

 
Chantelle: Yes. 
 
Maggie: How are you actually going to do this?  And I think it's really important 

what you said.  You need to be really connected to the topic.  Trying to 



speak on something because you think that's the thing you should speak 
about, but you're not really comfortable, you're not really the expert on 
that, that's probably not the best thing for you to pick. 

 
Chantelle: Exactly.  Exactly.  And you have to have that passion and that drive to 

really come across when you speak, right?  You've really got to have that 
foundation of why you're doing it and the passion to really drive you 
forward to do that, and face the fear of speaking to be able to connect 
with that audience. 

 
Maggie: Speaking is a very scary thing.  I think a lot of times we'll say, oh, I'm an 

introvert.  I can never take the stage.  I'm not really good.  You know, you 
get sweaty.  How can we build up our confidence and courage? 

 
Chantelle: Right.  For sure, and it's so funny because I really started my business--

it's called The Courage Revolution--because I know how important it is for 
women entrepreneurs to really get their brave on in their business.  Of 
course, we know that most people fear death, I mean, fear speaking 
almost more than death.  So we know that it's a big fear in people's lives, 
and that's why this is like the perfect opportunity for me to help people 
with overcoming that fear of speaking.  Just to really put it into 
perspective, I have delivered an average of 175 speeches a year -- 

 
Maggie: Wow! 
 
Chantelle: -- over the last 4 years, so that's about 700 presentations over the last 4 

years.  That's a lot. 
 
Maggie: Yeah. 
 
Chantelle: Yeah, and every single time, before I get up there to get on that stage, I 

have all those emotions and all those adrenaline things happening.  I get 
the sweaty palms.  I get the dry voice.  I get the butterflies.  And all that 
happens, but I have learned some really important things that I want to 
share with you guys today. 

 
 The first is to really start to see fear in a different light, to really see fear 

as fuel.  So every time I start to feel that increase of, you know, the 
adrenaline and all those feelings that start to come, I tune into that, and I 
am ready.  And I know that it's preparing me to be able to have the 
energy I need to match the energy of the audience.   

 
If you think about it, you're just one person on that stage all by yourself.  
Say you have 100 people in the audience.  That's 200 eyeballs pointing at 
you.  That's a lot of energy coming your way.  That fear, emotion, and 
feeling is really that energy and that preparation to help you to be able to 
match the energy of the audience and to be able to really draw them out 
and to be able to deliver the best that you can. 

 
Now I have seen it, instead of being this negative emotion or negative 
feeling, as really something that is preparing me to do my very best work.  



That's been a big shift.  And I think, if people look at it in that light, that's 
going to really help them.   

 
One other fun, little tip that I have done is I have renamed or nicknamed 
my fear, so those feelings that come.  Yeah, yeah.  So I've nicknamed it 
twitterpated, which is what I used to always say when I was meeting, 
dating my husband, you know, when we were just dating, and you would 
get the butterflies. 

 
Maggie: Yep. 
 
Chantelle: And I would get the sweaty palms.  And I never looked at it as a negative 

thing ever.  Yet, it's almost identical to the same feelings that I get when 
I'm about to step on the stage.  So it's about seeing it as, back then it was 
all about I was so excited, and this was so, you know, a new adventure, 
and this was new horizons, right?  And so that's how I see it here too is 
this is opening up a new relationship, a new opportunity.  It's a new 
adventure, and so now it's twitterpated.  So that's what I want you guys to 
do is nickname your fear and start to see fear as really the fuel to help 
you to do your best work in the world.   

 
 Then one more tip for really overcoming fear.  I have tons of them.  I 

actually have, you know, when I work with people, I have like a whole 
module just based on facing that fear because I know it's a big part of it.  
But it's really focusing on the one, so focusing on that one person.  This is 
something I do every time before I take the stage is I say a little prayer.  I 
do my little pre-speech prep.  And part of that is really tuning in and 
reminding myself that if I can make a difference in even just one person's 
life, then I have done my job.   

 
And so when I go out onto that stage, I'm not focusing anymore on me, on 
if my voice sounds croaky or if I'm going to trip and fall on my face or if I'm 
going to say too many ums or whatever it is.  The focus is now put on the 
one, the person that I am there and meant to be speaking to and whose 
life I am about to positively impact.  When I make that shift of energy and 
focus, it's amazing the difference that I feel in my body because it's no 
longer about me; it's about them, and it's about giving, and it's about 
serving.  And so then you're in a whole different mindset.  That's really 
where you're going to feel the shift in energy and be able to really feel 
successful in what you're about to do. 

 
Maggie: It's amazing, everything you just said to me, because it's really about just 

taking what's happening and flipping the script on it.  It's just saying no, 
this is not how it's going to go down.  Like, listen, fear, I'm the boss. 

 
Chantelle: Yes.  For sure.  For sure, and totally changing your perspective on it, 

right?   
 
Maggie: Yes. 
 



Chantelle: I think, so often we see it as something negative, of we've been told it's 
negative, or we built up that limiting belief, and really it's about, well, 
challenging that and seeing it in a different light.  And able to, yeah, flip it 
on its head, right, like really challenge those beliefs and those thoughts 
around fear.   

 
Maggie: It's funny.  As you were going through all that, my whole experience with 

speaking was really coming up because I remember being in college, and 
we had to do this persuasion course, right, because I'm in public relations. 

 
Chantelle: Right. 
 
Maggie: And it's a require -- you need to be able to speak if you're in PR.  There's 

no doubt about it.  And I would literally, like, I was the worst presenter in 
the world.  Sweaty, would not look up from my paper to the point where 
my friends were making fun of me.  And, you know, over the years, that 
really -- I had to almost dissolve all of that limiting belief and baggage so 
that I was able to speak.  Now people are like, oh, you're so natural.  Oh, 
my gosh!  If they'd only seen me like 15 years ago sweating it out.   

 
Chantelle: Exactly.  That's another big thing is, you know, with fear is practice and 

taking action and being prepared.  There are so many other tips I could 
give, but I know we don't have all that time.  But, yeah, so definitely, like 
you said, it's practice.  With practice, you're going to -- definitely I still get 
butterflies, and I feel like if I didn't feel nervous before a speaking gig then 
maybe I shouldn't be there.  No, but you know what I mean.   

 
Almost, I feel like knowing that I'm nervous and that I care enough to be 
nervous and to want to do such a good job that I'm feeling those nerves 
and those feelings, that keeps me real.  That keeps me tuned in.  And it 
makes me realize that I really care.  I really want to make a difference.  I 
really want to impact this audience.  And so that's a good indicator for me 
that I am really on where I need to be. 

 
Maggie: I think that that's a good indicator for most things because if you actually 

are nervous, you're feeling a little apprehensive, that really means you're 
going to care and bring your A-game, which is ultimately what you want to 
be doing when you're showing up in the world that way. 

 
Chantelle: Exactly.  Exactly.  Yes.  Love it.   
 
Maggie: Let's say I am a relatively new business owner, or I have no speaking 

experience.  Where is a good place for me to start looking for some 
speaking gigs? 

 
Chantelle: With speaking, people often thing, okay, I need to get booked, right, 

which is definitely one way to bring in income and all that good stuff.  I 
would say go local.  Really, when you're starting, you want to do live 
events.  Create your own.  Don't wait for someone else to book you.   

 



Get out there and create a workshop.  Create a live event.  Do a retreat.  
Look to even local businesses, local chambers of commerce.  You know, 
do some free gigs that could lead to building your list or getting new 
clients or just building connections of people who could hire you or refer 
you to someone else who would hire you and pay you well.  So really 
going local would be awesome. 

 
 But also remembering that speaking is also just as powerful online as it is 

live.  There are so many ways that you can use speaking in your business 
right now as a marketing tool through online events.  Being a part of tele-
summits or tele-seminars, or putting on your own will really build that 
expert platform as well because you're connecting with other experts in 
their field.  And doing interview series or podcasting, like you're doing 
here, doing video blogs, so these are all ways to really generate some of 
that expert platform, generate leads, get more clients, building connection 
through speaking.   

 
But definitely I would say, get out there.  Get local.  And also create your 
own speaking gigs.  Do that in the beginning.  You know, get that 
experience.  Get that confidence so you really can zone in on what are 
the clear takeaways, what are the benefits.  And then start approaching 
and doing, following through with that big dream list of yours, making 
those connections, and putting it out there.   

 
You could also do Google Alerts for call for proposals or call for 
subscribers.  Yeah, and then have like your area or your area of 
expertise.  And you can just Google.  Google is your best friend for 
research.  And I would say, make it a habit once a week to set aside 
marketing time where you research, and you submit some proposals and 
some information and pitch different conferences or organizations or 
associations.   

 
There are millions of associations in the U.S. and Canada.  Well, tens of 
thousands at least.  And associations have events, and they have 
monthly meetings, and they have all sorts of things where they bring 
speakers in. So if you just Google associations, you will find a massive 
list.  And you can go to their website and check out if they have an 
upcoming event, and then pitch them as a speaker.  It's really just about 
getting out there, you know, doing some research, and starting to reach 
out, and then creating your own opportunities for sure.   

 
Maggie: I love what you said about doing the research because I know when I was 

managing speaking programs for corporate clients, I mean, so much of 
what we did, it just tracked back to good research and a list, like knowing 
when the calls for papers were going to happen.  Understanding the 
timing that if they have an event in the fall, they're probably starting to 
look for that stuff in the spring. 

 
Chantelle: Yes.  Yes.  Even as far back as like, yeah, eight months I usually say.  If 

you see an event, and you're like, oh, I would love to speak at that event, 
mark it on your calendar.  And then I usually say, go eight months out and 



put another star to then start reaching out and telling them about your 
speaking, you know, description and how it would benefit their audience, 
and that you're interested.  Or even just looking for, on their website, they 
will have that call for proposals for some of the bigger events and that.  
So just being able to check back in at the right times, yes.   

 
Maggie: Here is actually a little sneaky trick I used to use in my corporate days too 

is, if you get a rejection, is write back a really nice note saying, if you have 
a cancellation, I'd love to take the slot. 

 
Chantelle: Yes!  Yes, and I actually tell people to do that, even if the event has 

already, you know -- 
 
Maggie: Yes! 
 
Chantelle: -- you're seeing advertised.  Is just put that out there and say, hey, if you 

have a cancellation or, for whatever reason, someone is unable to make 
it, know that I am here and available, you know, at a short notice or 
whatever.  I can pack my bags and be there.  Or if it's on online one, I'm 
ready to go.  Just then it's like top of mind, and you're like, oh, okay.  
Then if it doesn't pan out or nothing comes from it, next time you submit, 
they're going to be like, oh, I remember that girl.  You know, she was 
really eager to support us and help us last year, so let's take a look, right?  
Yeah, it's all about giving and serving and kind of going that extra mile. 

 
Maggie: Yeah, make yourself very easy to work with is what I say in everything 

when it comes to promoting yourself. 
 
Chantelle: Yeah.   
 
Maggie: Make it easy to say yes. 
 
Chantelle: Yes.  Yes.  Yes.  Don't ask for, you know, the green M&M's and the….  

Yes.  Make it very easy for them, for sure, for sure.  Love that. 
 
Maggie: Let's just say I am interested in pursuing speaking as a paid thing.  At 

what point can you go from doing the free, unpaid gigs?  Obviously you 
have to pay your dues a little bit, but how do you transfer or, you know, 
transition to that in a very nice way versus of all a sudden, hey, you need 
to pay me? 

 
Chantelle: Right.  Okay, so if you're working, I always tell people actually, if there is 

like an event or a business that is wanting you to speak, and they maybe 
give the line that they don't have a budget or that kind of thing, what I 
always say, even when you're starting out is to do it as, like, okay.  My 
regular fee is X amount.  You know, do an amount that you're comfortable 
with.  Then say, but I do so many kind of pro-bono events a year, and so I 
would be willing to waive that fee in exchange for.   

 
I really like to challenge people to never actually do it just for free.  I want 
you to start to actually charge and then waive the fee.  And then get them 



to give you something in return, whether it is a video testimony, whether it 
is you're able to videotape the presentation so that you can use that on 
your website as part of your demo reel, whether it is a referral or a 
reference letter.  You know, you could ask them to refer.  If you do an 
outstanding job, say, you can refer me to ten of your colleagues, that kind 
of thing.   

 
Put it actually in the contract that you are going to get something from that 
engagement.  It lets people know that, you know, okay, you're doing me a 
little bit of a favor, but I'm also giving something of value for you as well, 
so it's not just a free gig, and I think, to do that right off the bat for some of 
the bigger organizations, businesses, conferences, that kind of thing, is a 
great way to go because then they know, next time around, you may be X 
amount of dollars instead of just pro bono, right? 

 
Maggie: Yes. 
 
Chantelle: Yeah, so it's a nice way to, like, okay, yes, I'm free, but I'm not really free, 

right?  So it's just kind of that mindset putting it out there.  Also, because 
someone might come along from that event and be like, wow, that was an 
amazing speaker, asking the organizer about you.  And they might say, 
oh, yeah, she did it for free.  You don't want that. 

 
Maggie: No. 
 
Chantelle: You want them to go, oh, yeah, you know, her fee is X amount, but, you 

know, she does a certain amount of pro bono.  So then when that person 
comes to you, you can say, well, this is my fee amount.  And they're 
probably more likely to just pay it because they've heard you speak, and 
they loved what you did, so. 

 
Maggie: One of the things I really encourage everyone to do, looking at marketing, 

is finding the right strategies and tactics that are going to work for them.  
If someone is assessing, should I add speaking to the mix, you know, let's 
talk a little bit about how you can actually boost your business through 
speaking.  It's not just going out there and looking pretty on stage.  

 
Chantelle: Right.  For sure, so every single speaking gig, I get a big list of clients that 

I can work with.  And I do this by kind of, you know, at your paid speaking 
gigs often they say you can't sell or, you know, that kind of thing.  But 
what I do to kind of get around that and to collect emails so that I can stay 
in touch with these people is to offer a door prize.  Usually what I do, just 
to be extra sneaky--no--is that actually I make my door prize, or you can 
make your door prize, a coaching program or an offering or, you know, 
something of value that you offer your clients, right? 

 
Maggie: Yeah. 
 
Chantelle: It could be a one-on-one session with you.  It could be a program, a do it 

yourself package, that kind of a thing so that then you say to the 
audience, all right; we're going to have this door prize.  And then you 



explain it.  And they're all ears because they all want to win it, but it also is 
showing them what you do in a very non-salesy way, right?  So you're 
able to share exactly what you do with your clients, what you have to 
offer, what the value is, and then you say, okay, we're going to draw it 
out.  And you get everybody to put in, you know, their name, their 
feedback as well.  I always get feedback or testimonials.   

 
Then they can sign up for something free like, you know, we like to have 
the opt in offers, the free things to get people to sign up for our list.  The 
same thing with speaking, so give them something of value for free where 
they need to write down their emails, and you will send it to them.  That 
does take a little bit more work on your part to enter in all those email 
addresses afterwards. 

 
Maggie: Yeah. 
 
Chantelle: But remember that when you've spoken to them in person, you have gone 

above and beyond where, if they had just found you online, they have a 
very -- that's a really warm lead.  So that's someone who has really had a 
connection with you and definitely will be up for working with you further 
and purchasing some of those programs and offerings.  That's a great 
way to build your list.   

 
Maggie: I think that's a really good tip because it's so easy to go and not take 

those relationships any further.  And like you said, they are warm leads. 
 
Chantelle: Yes, yes.  Definitely.  And then also the whole thing about, like what you 

speak on is really building that credibility.  When you're out there 
speaking, whether it's online or live, if you are speaking, people take you 
seriously.  They look at you, and they know the organizer, or they know 
the event.  They already have built trust with them, and they know that 
they're credible.  So when they bring you on to speak, that adds to your 
credibility.  Right away, people see you as that expert, so that's huge to 
really set your business apart. 

 
Maggie: I think we should leave it there because I'm sure, like myself, everyone's 

brain is starting to explode with ideas, and they need to be able to go 
away and implement.  Chantelle, thank you so much for your time and 
your expertise.  How can everyone find you? 

 
Chantelle: Right, so I am at TheCourageRevolution.com, so you can go there, and I 

have amazing offers there, a Courage to Fly book, and you get into the 
Brave Tribe Facebook group, and all sorts of amazing stuff if you go 
check it out.   

 
Maggie: And if you guys do really, really want to get, start with speaking, Chantelle 

has her Center Stage program is coming up soon, so I will link up to that 
in the show notes, and that'll be at 
www.MaggiePatterson.com/Episode14.  Thank you, guys, for listening. 

 



 This might be the most jam-packed with information episode of Marketing 
Moxie ever.  I'm sure if you were taking notes, your hand is falling off.  But 
don't worry.  I have this all summarized over in the show notes, in the 
handout.  It's a checklist on speaking and getting started with speaking 
with all of Chantelle's great tips.  You can find that over at 
www.MaggiePatterson.com/Episode14.   

 
 Let's go through a couple of the quick takeaways from today's guest 

expert, Chantelle.  Number one, Chantelle did a really great job of talking 
about how to tap into your fear and just flip it on its head.  She actually 
gives her fear a name.  So what can you name your fear to really 
overcome it?  I'm actually going to think of mine, but I think I might call my 
fear Stanley because my fear is a little bit sweaty, I must confess, and 
Stanley seems like someone who might be a little sweaty, so we'll call my 
fear Stanley.   

 
 The other thing is, how do you actually get started with speaking?  

Chantelle gave a lot of suggestions, but one of the ones I really, really like 
is look at local organizations.  Get started in your own backyard with 
smaller groups where you can build your confidence over time to go to 
the next level.   

 
 The other part of what she recommended was to really track the 

opportunities.  I know from working with corporations on speaking 
programs that that planning and research really plays a critical role in 
being able to secure those speaking gigs.   

 
 The last tip that Chantelle shared, and I think that this is a huge takeaway 

from today's episode, is maximize every single speaking opportunity.  
When you go to do the speaking opportunity, don't just walk off stage and 
let it go.  Find ways to engage further with the audience, whether that be 
collecting their emails, offering some sort of prize or program or 
something.  These people are warm leads, so don't just walk away.  Give 
them an opportunity to continue to connect with you.  You've created an 
intimate experience with them hearing your stories and sharing your 
expertise, so you want to be able to continue that off stage and as you 
walk out the door.   

 
 If you have liked today's show, please hop on over to iTunes and leave 

me a review.  I'm also on Stitcher, so hey everyone on Stitcher, if you're 
listening to me in your car or wherever you might have Stitcher.  Yea!  
Thanks for finding me.   

 
 Thank you, everyone, for listening.  Next week we'll be back with another 

Brilliant Basics training topic and another guest expert.  We are coming 
near the close of the series, and then I'm going to drive into something 
else new, which I am sure you will be excited about.  I've got so many 
great guest experts coming up, and a few solo episodes in case you've 
just been missing listening to my voice.  Thank you for listening, and I'll 
talk to you all again soon. 

 



Outro: Thanks for listening to Marketing Moxie with Maggie.  Visit our home base 
at http://www.maggiepatterson.comfor show notes and more episodes. 

 

Show notes at: http://www.maggiepatterson.com/episode14 
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