
Women ROCKING BUSINESS

Signature Talk Template 

Speaking stretches us (for most of us, it’s uncomfortable!)  But it IS the fastest way to promote 
yourself and add $1500-$10K of income to your monthly income.

This outline can be used for a talk anywhere from 20 minutes – 2 hours in length. The times provided 
are based on a 90 minute – 2 hour talk, if you’re creating something longer or shorter, adjust accord-
ingly.

WARNING FOR PERFECTIONISTS: Remember, getting out there with your presence and message is 
more important than having a perfectly crafted script!  GET OUT THERE!

Prepare        
(Before you start)

• MARKET MARKET MARKET! GET BUTTS IN SEATS!!
You’ll want to spend about 4 times more time marketing your speaking engagement or workshop or 
talk than you do creating content.  
• Pick a HOT TITLE for your talk
• Be sure to have water, a timer or clock and your notes or script.
• Don’t over script yourself – be authentic
• Speak as if you are connecting to one person
• Always bring a friend, assistant or someone who has your back
• Visit the venue ahead of time so you can get comfortable 
• A little music can really help to set the tone if possible
• Reach as many different kinds of learning styles as possible: Have a handout or slides for visual 
learners, have them repeat something back for auditory learners, have a gesture to teach your partici-
pants for kinesthetic learners, etc.

Engage         
(5-10 minutes)

• Once on stage, don’t introduce yourself right away: make it about them

• Welcome to: Insert Talk Title (3 Keys to Divine Right Relationships)

• Ask an Engaging Question that nearly everyone will say “yes” to and have them raise their 
hands… How many of you are here because (why they might be struggling)?

• Share with them that it really IS possible to do what they’re hoping to do!  Tell them briefly about 
a few benefits they will receive from being here. 

Examples: “It really is possible to have an amazing relationship, or to get really clear and confident 
about your career direction.”

1
© Sage Lavine  |  All rights reserved  |  www.womenrockingbusiness.com



Or, “You’re going to learn a simple tool that you can do every day so you will always know how to 
make the right decision about what to eat for your body.”

Or, “What you are going to learn tonight will forever change your life, the way you think / the way you 
eat / the way you manage your money, etc.”

• Have a REASON for them to stay until the end – Especially if you’re leading a call

Example: “Later on in the call I’ll be sharing a powerful checklist for___” or “I’m going to teach my 
favorite strategy for____  at the end” 

• Brief Introductions: If there are more than 12 people have them introduce themselves to a partner.  
In groups of less than 12, everybody can briefly introduce themselves, but be SURE to model the 
introduction as an abbreviated check-in and remind folks to get to the “heart” of their share.

Connect        
(3-8 minutes)
• Balance your credibility with your vulnerability / approachability 

• Keep your personal story short, 2-8 minutes.

• Tie your story back by saying: “I’ve been there too, I understand,” “If I can do this, you can do this”… 
“I’m going to share x, y and z so that you can”

• Let your participants know that you have a program or programs that will continue supporting 
them.  

Example: I worked with a gal who was experiencing dating the same guy in a different body over & 
over again…until she realized deep down she was looking for someone to rescue her.  We worked 
together to clear this pattern & now for the first time she’s dating some really nice guys and ending 
the pattern… If you can relate to this and if you’re interested in working with long term tools that will 
help you shift that pattern, I’ll let you know about options for further support before we wrap up.

Teach        
(15-75 minutes)
Use “GROW” 

• During the talk, address their Goals, Reality, Options & Wrap Up.
It doesn’t matter if you help your participants identify their goals/ visions/ dreams first, and then talk 
about what’s in the way/ reality, or vice versa.  But be sure to hit both areas in the content you cover 
& help them see the gap, then you can explain how your program can help fill the gap.

• Provide at least one useful handout or checklist to help your participants take the first step– 
people love getting something they can take with them.

• If there’s time, lead at least one short partner exercise.  Example: Once they’ve listed out their 3 
core fears or 3 things that they’re passionate about, have them share with a partner & acknowledge 
each other.  Everyone loves acknowledgement!!! 
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• Address their problems / aches / struggles without making them wrong: Reassure your listeners 
why this problem is not their fault or they are not to blame for having it…

• Paint a picture for your participants of what it’s like to not have to struggle with the problems 
they’re experiencing… “When you have the clarity in your ideal career path, and can make decisions 
quickly, you will have SO much more energy to put toward other things in your life.”

• Connect the dots for them - “Here’s why knowing this can change your life”.  
Example: When you shift from a victim mindset to a responsible mindset, yes you’ll have to stop 
pointing the finger outside of yourself but you take back control of your life, and that’s the first step 
to creating more time freedom, money freedom, ability to give back, etc.

• Help your participants see the cost of living with the problem. Invite them to reflect & share, 
considering the costs of the problem: How it’s affecting their family life, health, finances, career, 
mindset etc.

• Use Stats / Research / Success Stories.  This engages the more left brained folks in the room and 
builds credibility & professionalism.  Bringing in stats is a great technique … if you don’t have client 
success stories yet, share research to bring credibility.  Example: Hypnotherapy has a 90% success 
rate in helping people stop smoking…

REVIEW: So tonight you’ve had a chance to learn the 3 secrets to create your divine right relation-
ship… please be sure to put your power word on your mirror or by your bed or somewhere you’ll see 
it, and remember to review your list before going out on dates, etc.

REMEMBER: Don’t over give! You will overwhelm your participants and you don’t want them to leave 
thinking they need to spend a few months implementing what they learned before they hire you.

OPTIONAL: Have a Slideshow!
Having a slideshow is a great way to keep yourself on track AND stay connected with your audience, 
not having to stare down at a script.  And, visual learners love it.

Close the Gap: Offer your Solution   
(3-10 minutes)

• Ask your participants: What’s the biggest thing you got out of being here tonight?  

• Describe why you created your solution / offer / discovery sessions.

• Mention client successes again to transition into your offer or what’s possible: Provide statistics or 
case studies linked to your modality or transformation you provide.  “I’ve seen what is possible when 
people do this work…”
• Revisit the benefits & describe who this is for: 
“If I can do this, so can you”, or… This is for you if… 

• Address objections regarding lack of time / money:
Example: Some of the professional women I work with felt like they didn’t have enough time to come 
see me, however once we’ve completed their life inventory and created their ideal daily schedule, 
they find they not only have time to come see me, but have freed up between 2-4 extra hours in their 
week …
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• Consider what is the next problem they have, now that they’ve learned what you taught, and 
emphasize that
One of the things you’ll experience in my Soulmate Breakthrough Session is a very clear prioritization 
of the things that you want to create most in your next relationship & how to BE that energy so that 
you begin to pull that in, even before he shows up…

• Give solutions but avoid telling people specifically what to do.  
Example: If you’re a healer for women in menopause instead of telling them exactly what to do to 
balance their hormones, give them a checklist for early warning signs that their hormonal imbalance is 
affecting their life / health, give them a tip to get started but not everything you know.

Decide & Invest / Sign up     
(5-10 minutes)

• Invite them to sign up!
Example: I’m going to recommend you grab a spot for a complimentary discovery session with me 
(INSERT TITLE OF YOUR DISCOVERY SESSION).  I only have about ___ spots open in my calendar 
over the next couple of weeks. 

• Wrap up with emotional reason to act now & fill out the application or sign up for a discovery 
session.  Example: I would be honored to support you to get back in touch with your deep inner 
knowing so that you don’t end up recreating the same disfunctional relationship again & again.  I 
invite you to sign up for a Soulmate Breakthrough Discovery Session so we can get you back on track 
to creating the realtionship you truly desire.

• Describe the benefits in detail & pass around registration forms (especially If you’re making a 
paid offer).  Example: So in my Relationship Breakthrough Program you’re going to… Outline your 
signature system here focusing on the benefits… First we’re going to do a complete inventory of your 
past relationships so that you begin to really see your old patterns and put an end to those old ways 
of being. You’ll feel really confident and trusting of yourself as you get back out there and date again, 
having new skills so that you can communicate clearly with your date and set boundaries to help you 
feel really safe and at ease… go on to describe each step of your system and list BENEFITS, BENEFITS, 
BENEFITS.

***Practice your offer!!! And your introduction… those are the parts of your talk where you’ll likely be 
the most nervous.  No matter what happens, congratulate yourself for getting out there & doing 
great!  Getting out there IS the most important thing!!!!
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BLANK Signature Talk Template 
Now… draft your signature talk!

Engage 

(5-10 minutes)

How will you engage your audience?

Connect
(3-8 minutes)

What will you tell about your story?

What will you say to build credibility?  Approachability?
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Teach 
(15-75 minutes)

What will you teach?  

(Example: 3 Keys to ________________ , 5 Pathways to _______________)

Outline your talk briefly:

Partner exercise?  Describe: 
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Decide & Invest  
(5-10 minutes)

How will your participants get started if they want to sign up for a discovery session with you?

(Describe specific instructions here- example: Sign up on clipboard for a discovery session, fill 

our registration form, etc.) DO NOT MISS THIS OPPORTUNITY TO HAVE THEM ACTUALLY SIGN UP!! 

Close the Gap: Offer your Solution if it’s a Fit 
(3-10 minutes)

Why did you create your program & who is it for?
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