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Become A More Powerful Public Speaker

Interesting fact - some of the best 
public speakers would describe 
themselves as introverts in daily life. 
Proof to the point - public speaking is 
a skill that can be taught and doesn’t 
simply come to those outspoken, non-
wallflowers!

Finish up the year by brushing up on 
your public speaking skills…

Turn up the volume on your 
presentation and employ some of 
these tricks of the trade:

1. Command the time and space of 
your listeners. Whether a stage 
in a conference center or simply 
the head of the table, creating a 
strong presence engages your 
listener and allows them to trust 
you - what you are going to say 
is going to be worth it! Take 
your time, take a breath, get 
comfortable in your arena, then 
begin.

2. Engage with the listener. Make 
eye contact - with everyone you 
can.  No matter the size of your 
audience, one or one thousand, 
eye contact is the best way to 
engage your audience (while 
emulating confidence).

3. Be a giver, not a taker. As a public 
speaker, your listeners have 
expectations. Don’t simply take 
up their precious time - give them 
something in return. Good public 
speakers deliver in a way that 
continues to engage, long after 
the presentation is over.

4. Create pauses, take breaths and 
slow it down. Consciously and 
consistently be wary of your 
pace - think quality over quantity 
here. Ten minutes of well-thought 
out, provoking and interesting 
speaking is more valuable than 
five minutes of speed talking.

5. Avoid Power Point at all costs! 
The rumours of its peril are 
true - Power Point kills audience 

engagement the minute they 
see the slide show boot up! Save 
yourself!

6. Locate your positive supporters 
and feed off their energy.  It’s 
not a debate - you don’t need to 
win anyone over.  Focusing on 
positivity rather than negativity 
will help keep you excited and 
engaged.

7. Call on your charisma - it’s called 
stage presence simply because it 
means ‘to be present’.  One way to 
prove your presence? Avoid filler 
words (um, like) at all costs. If you 
need to, a short pause is better 
than a filler word. 

End all public speaking engagements 
by genuinely thanking your audience. 
Regardless of how it went, they gave 
you some of their most precious 
resource - time. Thank them for it!
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Please hold….. No one is available….” 
nonsense is slim to none. 

However, answers in seconds? Yes, 
please! Sale complete!

Live chat also improves the capabilities 
of your customer service department. 
They can handle several issues at a 
time and produce quicker turnaround 
times. 

Lastly, these conversations can easily 
be converted to identify pain points. 
The conversations can be saved and 
stored and brought up when assessing 
what’s working and what’s not. 

Are You Live Chatting?

Instant gratification - it’s what drives 
this fast-paced, technology driven 
world these days. Can’t get it done fast 
enough? You have just opened the 
door for your competition to run right 
through. 

When it comes to customer service, 
the need for speed couldn’t hold more 
weight. That dreaded automated 
phone voice immediately instills 
impatience and irritation, setting you 
up for disaster.  

The phone wait time, the email delay, 
they are all the same - too slow. 

Live chat is the best way to offer your 
customers a fast and easy way to 
resolve issues and communicate with 
your business. 

Studies show that not only is this the 
fastest way to communicate but it’s the 
most preferred and the channel with 
the highest rate of satisfaction!

Have website, will live chat! It’s that 
easy. 

Live chat allows everything to be at 
the fingertips of both communicating 
parties. Remote access capabilities 
like screen shots, link sharing, etc. 
provide a seamless way for customers 
to communicate their issues, a more 
multifaceted method, not just relying 
on verbal cues. 

Better explanations, better tools, better 
outcome. 

Live chat has also been proven to 
increase sales.  Research indicates 
that the live chat capability resulted in 
fewer cart abandonment and bigger 
overall orders.

Think about it - you are close to 
completing a purchase and have a few 
nagging questions. Likelihood that 
you pick up the phone and engage in 
the infuriating “Press 1 if…press 2 if…..
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In every disappointment lies an 

opportunity. A good sales person 

learns to recognize the opportunity as 

a challenge and tackles it head on. Each 

disappointment should stand as a lesson 

to be learned and applied to future 

appointments!

Going into appointments well equipped 

with a few tips can help avoid negative 

outcomes. Take a few tips from some 

sales superstars:

1. You are never as prepared as 

you think. Always go into your 

appointment with confidence 

but also build in flexibility and the 

ability to shift focus quickly. 

2. Ever heard the phrase “when you 

assume, you make an ASS out of 

U and ME”? Avoid assumptions, as 

they are your worst enemy.

3. Use your “Spidey sales senses” to 

alert you to problems or discomfort 

and be prepared to address them 

head on. For example, pull the reins 

at any sign of hesitation and find 

out what is driving the doubt. Take 

time to ask questions and actively 

listen.

4. Be prepared to take responsibility 

for problems whether or not they 

are your fault. A previous sales rep 

may have caused some damage 

and you must now accept it as your 

own challenge. The “blame game” is 

never helpful. Providing solutions is 

the priority.

5. Keep in mind that you could knock 

the possible sale out of the park and 

still present yourself as unlikeable 

to the prospect, undoing your 

hard work.  Presenting a respected, 

knowledgeable, humble and 

likeable persona is vital throughout 

the course of the meeting. Keep 

your emotions and personal 

opinions in check!

6. Lay out expectations from the 

get-go. Working towards different 

outcomes can throw you off course 

before you even hit the road. 

Reiterate the needs of the prospect 

and how you plan to address them.

7. If time is tight, reschedule. Rushing 

through your pitch automatically 

renders it less effective and it 

ensures that you will miss out 

on valuable clues offered by the 

prospect. Rescheduling a meeting, 

rather than racing to beat the 

clock, shows you respect their time 

and that what you have to say is 

valuable. 

8. Meetings should always include a 

decision-maker. It is a waste of both 

parties’ time to pass the info along 

to a middleman. If the decision 

maker cannot attend, reschedule. 

Always... 

9. Identify any obstacles before 

heading into the meeting. If the 

prospective customers have 

experienced recent budget cuts or 

disappointing ROI’s, preparation 

can save the day!

Avoiding Appointment Disappointment
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It’s agonizing, we know. The decision 
to raise prices and retain clients is 
one that every small business owner 
struggles with. But in order to stay 
relevant, boost revenue and to keep 
profit margins up, it is an absolute 
must. 

Employ that meticulous strategy 
planning when it comes time to bump 
price points. With simple guidelines to 
follow, it takes some of the painstaking 
decision-making off the table. 

The decision to raise prices must 
come about organically. Does your 
customer’s perception of your quality 
standard justify a price bump? 

If the answer is no, put down the price 
tags- you are not ready.  If yes, then 
follow some pointers:

1. Decide how much. Will this 
be a huge leap up or will you 
incrementally boost prices 

over time? Both have their 
benefits. Large leaps might 
meet immediate demands and 
make the transition swift – the 
‘rip off the band aid’ theory.     
Incremental raises allow the client 
more time to grow accustomed 
to the changes and accept them.  
Consider raising prices on big-
ticket items and dropping prices 
on smaller add-ons for perceived 
value compensations.

2. Pick the perfect time. Timing is 
everything in this matter.  When 
raising prices, you need a time 
in which resistance will be low. 
Consider seasonality, growth 
stage and sales cycles when 
determining this time.  

3. Beef up on your communication 
skills and be prepared to handle 
the change with extreme caution. 
Being sensitive to the change 
and what it will mean to your 
clients is the most proactive way 
to manage the news. Have an 

explanation on hand, one that is 
clear, concise and also paints your 
service as worthy of the price hike. 

When building up this explanation, 
there are a few strategies to consider. 
Rebrand; create a new logo, 
something, that implies your business 
has grown considerably enough to 
justify a price raise. Perception is key 
here. 

Add on value, while adding on price. 
Offer a complimentary service or one-
time discount while simultaneously 
raising prices, again- perceived value 
for value. 

Consider offering price tiers, or 
changing up your billing increments 
(hourly, monthly, retainers, etc.).  Any 
change you make must come with 
clear explanation to your clients. Never 
bomb-drop a price raise!
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