
 

5 Secrets For Building a Million Dollar 
Speaking Business 

Hi, this is Joe Williams and welcome to the 5 Secrets For Building a Million 
Dollar Speaking and Training Business.  

If you're listening to this, I'm going to assume a couple of things. Number 
one, let me tell you who this is for right off the bat. Number one, this is for 
professionals, executives, maybe you work for a company, you work for a 
fortune 500 or 100 like a lot of my clients do, or you work for a decent sized 
corporation of some size. You're a key employee and you want to be the 
best possible speaker that you can be at your job, but you're thinking about 
making a transition in life.  

If you're listening to this, you may also be an entrepreneur or business 
owner that has had some success earlier in your career, either working for 
yourself or as I said earlier, working for an employer, a larger company, and 
you're in a transition point where you think to yourself, you know, I want the 
rest of my life, the rest of my professional life, the next 10 years, next 5 
years, the next 20 years, to be one of deeper purpose, deeper meaning 
giving back to the world even more powerfully than I have in my job or my 
career as a professional or as a business owner or entrepreneur.  

Maybe you're a coach, maybe you work with people one on one and you're 
tired of just working at that level. You want to expand your reach. You want 
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to broaden your message, you want to broaden your platform and build a 
business where you go out and you speak for corporations, you get hired to 
speak at conventions, you get hired to speak for large groups where you 
can be paid a fee or maybe you can sell something there and you want to 
be able to understand how can I be able to build a million dollar business 
doing this?  

Well, that was really the question that I had 20 years ago approximately. 
When I first started out in this business in my twenties, I had been a partner 
in a startup of a small, long distance reseller. In the 90’s we'd been very 
successful with that business, but I realized that I wasn't thrilled. I wasn't 
jazzed, juiced, passionate about going in and sitting at a desk for 8, 10, 12, 
16 hours a day. Maybe you can relate to this? I couldn't get excited and 
leap out of bed every single morning about sitting in a cubicle.  

And so I got out of that company. I sold out of that company and I decided 
to take a little time off and think about what I was going to do next. And this 
idea came to me because I was talking with a friend and I realized - WOW, 
this guy is making $5,000 a day as a speaker.  

He was making more. Actually, he was making $10,000 - $15,000 a day 
every time he got up and gave an hour long, two hour long, three hour long 
keynote presentation or small workshop.  

And I started to do the math in my head and I started to think about it. I had 
had earlier in my life I'd had really bad stage fright and I could never think 
about speaking professionally. I don't know, maybe some of you listening 
might be able to relate to this.  

But I thought about the numbers and I thought about more importantly 
impact that I wanted to have in the world. I thought about the legacy that I 
wanted to leave. As you sit there and you listened to this, I'd like you to 
think about why do you say that you want to get into the speaking and 
training business? What is driving you at a deeper level than just the 
dollars? We’ll talk about the dollars in our time together today, but what is 
the real reason you want to do it?  

And for me, I thought, I want to have a deeper meaning. I want to have a 
legacy and more purpose to what I do on a day to day basis. Rather than 
get up, get in my car like everybody else, drive to an office, sit in a cubicle 
all day long and have that be the extent of the magic I create in the world.  
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I thought to myself this thing called speaking and training workshops, things 
like that, I thought - I can really impact lives this way. I can transform 
people for the rest of their life, and so I went to work trying to figure out how 
to do that.  

And I got really lucky. I met a guy who became a mentor of mine in the 
business. His name was Fred, and my mentor taught me a couple of 
things. Number one, he taught me - and this is one thing I'd ask you to start 
taking notes on right now for a million dollar speaking and training 
business. He said, “You know Joe, the first thing you're gonna have to do is 
it's going to be like a glass ceiling for what you're worth. You're going to 
have to face your own personal self worth demons in this business 
because you're going to find yourself in a position here soon.”  

Then I did find myself in this position. It was the position where someone 
offered me a $1000 to speak for an hour and I thought, oh my goodness, 
are you kidding me? $1000. And then it was actually $1000 for a day in the 
first place. It wasn't for an hour, to be accurate. It was for an hour later on 
down the line several months later. But in the beginning it was for an entire 
day and I thought, “Oh, $1000 for a day. I'll take as many of those as you 
would throw at me.” Some of you listening might be able to relate to this. 
You might think the same thing.  

And then I remember the first time I was offered $2,500 to speak for a day. 
And the first time I was offered $5,000. Then I remember the first time I 
made $7,500 for a day. The first time I made $10,000, my mentor's words 
echoed back to me. Fred's words echoed back to me and he said, “There'll 
be this glass ceiling, this glass ceiling. You'll always have to break through 
yourself.” And I'd offer for you, the listener, as you listen to this - that's 
going to be the first biggest thing you'll have to get past. Really it will be 
your own self worth issues around how much you believe you can charge 
for your expertise, for your knowledge, for your ability, your wisdom, your 
ability to transform people's lives. The first thing you'll have to look at is 
“What do I believe I'm worth?”  

And then you'll have to push the outer limits and grow that through time. It's 
a great gift that being in the speaking business will give you. You got to 
know your worth with every cell in your body - when you're sitting across 
the table from an event planner, a meeting planner that's thinking about 
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hiring, you or an hr professional that's thinking about hiring you or the 
owner of a company that's thinking about hiring you to come in and train 
their workforce, their sales force.  

Let's just say as an example, you're going to have to know with every cell in 
your being what you are worth. Whatever dollar amount you quote as your 
fee, the barrier is going to be your own thinking and your own mindset. 
You’ve got to be willing to hustle every single day and seize every 
opportunity.  

My mentor said to me this, he said, “Opportunities of a lifetime are going to 
come along about once a week, but here's the thing. You have to act like 
they won't come by once a week. You got to act like they won't and you've 
got to seize them. Like is this is the only one you're ever going to have?”  

He said, “Opportunities of a lifetime come along every week, but you have 
to act like they won't come along every week and you have to seize them 
like this is the only chance you're ever going to get in.”  

That's what I did and I would suggest that is what you do as we go through 
this time together today. I'm going to be telling you some stories from time 
to time and if you listen to the story just as, oh, that's an interesting story 
about Joe. That's all it will ever be. That's not my reason for telling them.  

My reason for telling them is so that you can hear ways in which you can 
do the same things. I've done the same things, I've helped hundreds of 
clients do, and by the way, as you go through this time and you think to 
yourself, wow, I want to learn to do this. I could really do this. Here's what 
I'm going to encourage you to do. Reach out and schedule a call with us. 
We're going to get on a call with you and in a matter of 30-45 minutes, 
we're going to help you map out where you are, where you want to go, and 
the quickest way to get there. We talk to every single person ourselves to 
be able to make sure we can actually serve you and get where you want to 
go. So if you hear something in this time that we spend together today that 
prompts the urge within you, reach out and schedule a call with us. We can 
help you get on this track and get on this path to building a million dollar 
speaking and training business.  

But what are the five secrets here? The five secrets. Get your pen ready. 
Start writing. Here we go. Number one, you must understand that people 
want their problems solved or a new ability. They do not just want 
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knowledge and information from a million dollar speaker or trainer. What 
they pay for, is a problem solved.  

What they pay for is they have a problem. That problem is called, I weigh 
too much. I need to lose 50 pounds. I need to lose 30 pounds, I need to 
lose a hundred pounds. So if you want to go out and you want to build a 
speaking and training business, a million dollar speaking and training 
business in the health coaching, in the weight loss business, you got to 
realize that you're going to build that million dollar business, not on giving 
them more information or knowledge about how to lose weight.  

Every one of us listening to this knows what to do to lose weight, to get in 
shape and to be fit. It's called eat less and move more. What they're going 
to pay you, the big bucks for, what you can build a million dollar speaking 
and training business within the weight loss or the fitness field like a 
Richard Simmons or like Bill Phillips or the giants of that business, they 
knew that their job was not just tell people what to do. Their job was not 
about knowledge and information. Their job was to get people's problems 
solved. In other words, to get rid of that excess weight that they needed to 
get rid of. 

To solve the problem of I can't find the perfect relationship. A person may 
say to you, if you're a relationship coach or you're in the dating and the 
relationship space, they're not paying you for more information on how to 
date more effectively. What they're paying for is for you to find them the 
love of their life or help them find the love of their life. You got to start 
thinking, if you want to build a million dollar speaking and training business, 
you must start thinking about solving problems, number one. 

And number two, you got to also think about how can I create new abilities, 
new capabilities within people? Not how do I make them smarter, how do I 
make them able to do something they want to do?  

So let's just take my business. For example, you know, I work with people 
in the world of speaking skills, presentation skills, and so people come to 
me, they don't want information on how to speak. What they want is they 
want to be able to stand up and be magnetic and compelling in front of a 
group of people. That is what I get paid for. That's what built me a million 
dollar speaking and training business in the presentation skills and public 
speaking training arena.  
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So two things. Point number one for building out the five secrets. Secret 
number one is you've got to understand that people pay you for and what 
they want is a problem solved is a new ability, not knowledge or 
information. Content based marketing is dead. If you're out there and you're 
trying to build a speaking career by just teaching people what to do then it's 
no wonder that you can't make the money that you want to make.  

Instead, you've got to start thinking from the standpoint of how can I create 
solved problems for my clients? Or how can I create new capability? Your 
ability to do something for your clients. If you're in the sales training space, 
the question is not - can you teach people about how to sell more 
effectively? The question is, when they get with their next customer, can 
you increase the odds that they will actually close that sale? That is what 
they will pay you money for in a big way.  

So secret number one, secret number one, people don't pay for knowledge, 
they pay for problem solved or a new ability.  

Secret number two, secret number two, you've got to use the high impact 
high ticket premium pricing model.  

If you want to go to a million dollars and your speaking and training 
business guys, most importantly, you've got to first and foremost, you've 
got to charge premium prices and you've got to be worth premium prices. 
You can't just raise your prices. That's not what I'm saying. What I'm saying 
is you've got to develop your message, your mission, the movement that 
you're inspiring within people. You've got to develop it in a way where you 
can command premium prices.  

I mean, there are two ways you can make a million dollars in this business. 
Number one, you can get 100,000 people to pay your $10 for some 
knowledge, and by the way, this is one thing that a lot of speakers do and a 
mistake that they make. Honestly, here's what's better. Get 100 people that 
you solve their problem. You get that 40 pounds knocked off of them and 
they have the body and the life and the look that they've always dreamed 
of. You help them find the man or woman of their dreams. You help them 
start a business that's a six figure a year. Six figure a month business. You 
find 100 people that you can solve a problem or get them a new ability that 
pay you $10,000 for that problem solved or that new ability to ways to make 
a million dollars. You can get 100,000 people to pay you $10 or you can 
find 100 people to pay you $10,000.  
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I like the second model a lot more, much easier to find 100 people than it is 
to find 1000.  

So the second secret is you've got to use the high impact high ticket 
premium pricing model. This is what I help each and every one of my 
clients do. I help them map out their expertise, I helped them map out how 
they can transfer that expertise to others, how they can solve problems and 
how they can do it in a way that is so effective that they can charge $5000, 
$7000, $8000, $10000, $20000, $50,000 for clients.  

It is not uncommon for people that I work with to be able to go, especially in 
the corporate consulting space and $50,000 or $100,000 contracts within 
90 days of working together, you don't need very many $100,000 contracts 
to build a million dollar speaking and training business.  

So secret number three, secret number three is be yourself and cultivate 
your unique talents and abilities. Don't try to be like somebody else who is 
already out there.  

You know, for years I had the good fortune of working with Anthony 
Robbins, the professional development, a guru, titan giant within the 
business, and there's thousands of people that I would come across who 
are out there in the marketplace trying to be just like Tony Robbins. Here's 
the problem. If I have a choice, if I'm a prospective customer and I have a 
choice of hiring Bill who acts talks and parrots, Anthony Robbins. Or for the 
same money, I can go see Anthony Robbins speak. I'm going to go see 
Tony speak. I am not going to hire Bill who's just a cheap knockoff.  

So for yourself, secret number three is you've got to be yourself and own 
yourself. Cultivate your own unique talents and abilities so you can be 
uniquely the only one in the world who does exactly what it is that you do. 
Again, this is what we help our clients find. What is their own unique corner 
of the world that they and they alone are the only people in the world that 
do exactly what it is that they do.  

That's secret number three, be yourself. Own your talents and abilities so 
that nobody else does what you do. That's the secret. Number three, to 
building a million dollar speaking and training business.  
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Secret number four, secret number four is do what I did. Get a mentor. Get 
a coach. I mean, if you want to master anything in the world, study with the 
absolute best in the world. I learned this from my friend Tony years ago. My 
friend Tony always said, “Joe, if you want to master any area of your life, go 
search out the absolute best on earth and study with them.” And that's what 
I've done my entire life and I would encourage you to do the exact same 
thing.  

I said when I got started in the speaking business, I got lucky. I had a man 
who took me under his wing, my mentor in that world, but I'll tell you this, I 
have not backed down in the year since from hiring mentors when I needed 
to go into a new arena. I pay people $50,000 a year at times to mentor me 
into a new aspect of my business. Because think about this, the first mentor 
I hired for $50,000, I made over $100,000 in the first 90 days that I was with 
him. Was that a good return on my money? Absolutely. How much do you 
think I made over the course of the next few years? Out of that knowledge 
that I got from him? Millions. $50,000, was a cheap price to pay to get high 
quality world class mentoring and coaching. That's secret number four.  

Secret number five. This is really what a lot of people start with. A lot of 
people say, when you go to learn something, oh, it's all mindset. It's all 
mindset. I would leave you with this one is secret number five. You must be 
creative, resourceful, and resilient to build a million dollar a year speaking 
and training business. And that in a way is it's own secret.  

How do you build your own million dollar speaking and training business? 
You got to have the resources to get started. That's the good news. Or I 
should say that's the bad news. The bad news is if you want to build a 
million dollar speaking and training business, you got to have some 
resources to get started. That's the bad news. I hate to tell you that.  

Here's the good news. Your ultimate resource is resourcefulness. Your 
ultimate resource is creativity. Your ultimate resource is resilience and grit.  

You already have the resources you need to start a million dollar speaking 
and training business. Truthfully, if you will employ those resources, you 
can't just hear this, have it go in one ear and out the other. We started out, I 
said, the stories are for you to learn, but here's the real truth. If you listen to 
everything I'm saying right now in this program and this brief time that we 
have together, if you listen to everything I'm saying and you look for all the 
reasons why it won't work, you'll find them.  
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But instead of you look for all the reasons why and how it will work for you 
and how you can make it work for you. You will find that secret number five, 
be creative, resourceful, and resilient.  

I encourage you, go back and listen to this recording three or four more 
times and take notes. Listen with a fresh mind every single time. Listen 
with, as the old saying goes the beginner's brain, like it's the first time 
you're ever hearing it and then as my mentor told me, the only thing that's 
gonna hold you back, is actually doing it. And I was naive, I was dumb. 
When I worked with him all those years ago, 20 years ago in that he had 
been in the business for decades and so whatever he told me, I took as the 
absolute Gospel Truth and I went and did what he told me to do and I 
would suggest to you that the only thing that would ever stop you or hold 
you back right now from building over the next few months, next few years, 
a million dollar speaking and training business is not doing the five things 
that you have just learned.  

You now know what to do. If you want some more help and you want 
somebody to have your back in this whole process, you want somebody to 
walk this road with you that has been there before and has taken hundreds 
of others down the same path. Here's what I encourage you to do. Reach 
out and schedule a call with us today. Reached out and scheduled this call 
so we can map out where you are, where you want to go, and what is the 
quickest way for you to get there. We'll set up a time to talk. We will talk in 
person and as my mentor said to me all those years ago, “All right, Joe, 
ain't nothing to it, but to do it.”  

Now, get out there and do it. Schedule a call with us today and we'll talk to 
you real soon. Make your life bad ass. 

SCHEDULE A CALL WITH JOE HERE.
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