Speak out for a livelihood

Key to becoming a professional speaker is name recognition
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So deep was David Saxby’s dread of
public speaking that he used to be one
of those people who would rather be in
the coffin than giving the eulogy.

But realizing that “every time I got
in front of a group of two people, 1
couldn’t put my thoughts together,”
Saxby joined the Jaycee speaking pro-
gram and ultimately became a trainer
for them.

These days, he's president of the 9)-
member Calgary chapter of the Cana-
dian Association of Professional
Speakers and makes his living speak-
ing, consulting, and working with
speakers to develop their marketing
materials and multi-media presenta-
tions.

Breaking into the speaking industry
isn’t easy, says Saxby, who compares it
to the entertainment business as a
career.

“There’s probably one in a hundred
who succeed in making a large fortune
in the speaking business,” he says.

Thirty per cent of speakers earn
their income from a combination of
speaking, training and consulting.
“Between 50 and 75 people in Calgary
make a full-time living at speaking and
training,"says Saxby.

Despite the relatively small number
who reach the top, professional speak-
ing is a booming business, says Saxby.

As businesses and other organiza-
tions struggle to keep up with rapid
change, “they're looking for speakers,
trainers and facilitators to create

instant learning. It's all driven by the
need to learn while you work.”

There is help for aspiring speakers,
Saxby says.

The purpose of CAPS is to provide a
stepping stone for speakers wanting to
move to the next level of their busi-
ness. “That could mean turning speak-
ing into a part-time or full-time busi-
ness, or speaking and consulting,” says
Saxby, who gives speeches on powerful
presentations, creative thinking and
marketing communications.

Recently the Calgary group brought
in speaking guru Alan Weiss, author of
Money Talks, How to Make a Million as
a Speaker. Weiss, of Greenwich, Rhode
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David Saxby is surmounded with speaking paraphemalia he uses

Island, once gave speeches for free, but
now makes more than $1 million a year
spinning verbal gold.

In his book, Weiss says, “the modern
fees of top-flight speakers are due toa
combination of superb material, capti-
vating delivery and shrewd marketing.
You need all three in this business,
make no mistake. I call the combina-
tion ‘steak, sizzle and savvy'.”

There are a variety of speaking
resources in most cities. At Redstone

Productions Inc., Ross Gilchrist and
Janet Alford coach people trying to
break into the speaking business, as
well as professional speakers wanting
to develop their skills and materials.
And Positive Concepts bookstore has
an audio-video lending library where,
for an annual fee, individuals and cor-
porations can borrow tapes and videos
on effective presentations.

Saxby says “if you have a unique
area of expertise, an unusual topic or

story, your chances of breakli
and succeeding in the speaki
ness are far greater”

Among numerous hon
examples he cites are Toben An
a h!’f"-’i:ﬂ-(‘{ln('i‘.’ survivor H
more who climbed a
Antarctica, and Martin L4
Calgary firefighter and par:
speaks on workplace safe!

Among current hot topics that
Saxby identifies are leadership,
change management, customer ser
vice and customer retention, commu-
nications, technology, wellness and
health, and creative thinking There's
also a Web site for aspiring and prof
sional speakers, www,canadi
anspeakers.org

A lot of people are intereste
ting into the busines xby says,

“It has a sex appeal. There’s a per
ception it’s a glamour industry™

In Canada, there's an enormous
range of fees depending on the
speaker’s name recognition and area
of expertise, as well market
demand. For a keynote speech, a
speaker might receive anywhere from
$1,500 to $15,000. A two- to three-hour
training program for a non-profit
group pays from $400 to $5,000, while
the charge for a corporate training pro
gram would be §1,500 to $10,000.

When a speaker also sells products
such as books, tapes and training
guides, the fee might be negotiated to
cover the speech and related materials

For those wanting to break into the
business, Saxby suggests one route is
to joln a group such as Toastmasters
for basic training and then work for 3
volunteer organization. Volunteer
groups often put people through pro
grams that allow them to train others.

The biggest challenge for speakers,
Saxby says, is to gain recognit

“It’s like the music business was 10
years ago. It was difficult to find Cana-
dian musicians because nobody pro
moted them. We've got local speaking
talent, but people here aren’t aware of
it.”
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Canadians, he says, face a special
disability: “There’s a lot of knowledge
and skill here, but we're humble,
whereas the Americans are self-pro-
moters.” Southarm Newspapers



