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Inspire.
Module 2

2.1 Creating a Brand for Your Speaking Business
2.2 Your Signature Topic Title

2.3 Creating Marketing Material (Your 1 -sheet)



‘Speaking Business
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Branding Is not
only an image,
logos, website,
etc.




Branding Is your
whole business. It Is
how you will be
perceived In the eyes
of the public and
buyers.

How do you want to be perceived?



Branding = Differentiating Yourself
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Be t hat |
COW I n t he

and stand out from
the rest of the

herd of speakers
trying to get your
buyer 0s at




Clarity + Consistency = Branding Power

When youor e
position and niche
yourself, you should
focus on creating one
to two strong topics
that tie together.
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TIP: Do not have too many topics.



My Branding Action Plan



What is my vision?

What is my purpose?

What are my passions?

What are my talents?




5 people in my life describe me this way (using three words each).
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How would | like to be perceived by my target audience?

Describe my speaking business and its concept?

What type of personality do | have? Describe it in a few words:




What drives me?

What | stand for? What do | believe in?

What are my core values?




My goals:
(You already did this one in Module 1. Reflect back and copy it here.)

My one year goal:

My five year goal:

My top three characteristics are:
1.
2.
3.

What is my mission?

In a few words describe the value | offer?




Who is my target audience? Why do | want to serve them?

What are my top three strengths?

What are my weak areas? (List them but do not focus on them.)

What is my brand promise?

(This is your connection with your targetChaaurdliie nJcaen.e 13p e ask eyro uSe rpvriocnei
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How do | make people feel?

What are the benéfits*efmy clients? - {
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What differentiates e from my competitoH

What most impresses people around me? (Include clients, your audience, family and friends.)




The ar eas | ostand outod the most

Describe the products/services | provide or will provide?




Research time:

Who are my competitors? What do | like or dislike about their brand?

Competitor #1
Likes:
Dislikes:
Competitor #2
Likes:
Dislikes:
Competitor #3
Likes:
Dislikes:
What do | beli eve are my competitorsdo key
Competitor #1
Competitor #2

Competitor #3
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If asked, how do | think a person would describe my brand right now? (personal, friendly, good customer service,

honesty, professional, exciting, etc.)

Am | using a consistent color scheme in my web presence and all my marketing material? If so, what is it? If not,

what colors and images resonate with me and fit with the public perception | wish to present?

Review: | know my competition, so what differentiates me?




Now that you have completed
the action plan, you should
have a clearer vision of how

you will continue building

your speaking career. Once
you feel totally confident with

your answer s, youor e
ready to take over your

market, right? What is

stopping you? Go for it!



