
 
 

© Active Presence Limited, 2014   Page 1 

 

 

 

 

This handout is designed to accompany the presentation of “Seven words that make you 

more money”, delivered by Chris Davidson at the annual convention of PSA Holland in 

Antwerp in April 2014. 

Doing, selling and marketing 
The central thesis of the presentation is that too many speakers try to take on every task 

themselves. I believe that this approach is stopping many speakers from fulfilling their 

potential. There are three critical tasks in any business: 

 Doing it  

 Selling it  

 Marketing it 

Speakers need to be involved in the ‘doing it’ stage (unless they’re developed larger training 

business that use associates). And most speakers need to be out there selling too. This 

leaves marketing as the one task, which although essential, doesn’t need to be done by you. 

It is possible to oversee the creation of a marketing system which can be successfully run 

without daily intervention by you. 

In short; focus on ‘selling it’ or ‘doing it’ and get rid of the rest. 

In order to outsource marketing, you need to be able to clearly differentiate marketing from 

selling. Although this may seem a statement of the obvious, I’ve seen speakers busy doing 

marketing, while they themselves think they’re selling. The confusion arises because good 

marketing can lead directly to business – for example the phone ringing in response to an 

email campaign. Good that this is, revenue from this source will always be modest, due to 

the inbuilt inefficiencies of even the best marketing systems.  

If you want to close revenue, you need to see the whites of their eyes and do the deal – 

that’s selling. It’s tough stuff and it’s the tough stuff you need to be doing to grow your 

business. So get out there and wear out some shoe leather.    

Just to be clear: 

 Marketing generates interest in the products and services you offer 

 Selling is when you close the deal and receive the fee 

Easiest to 

outsource 

Focus on this 
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The seven words that make you more money 

‘Practice daily’, ‘be courageous’ and ‘never give up’  
Focus on implementing these seven words in everything you do – use them as guiding 

principles throughout your business: 

 Doing and selling  

Whatever it is that you do or sell, make sure you’re doing it or selling it every day. 

Now that you have a marketing engine that works without your constant attention 

(and it works daily too, don’t forget) you can spend your time where you ought to 

be spending it. 

 Marketing  

The marketing machine needs to run every day too. Make sure you maximise the 

impact you can have on your market via all the amazing tools available on the 

internet. Invest in a really good, mobile friendly website, load it with outstanding 

content and surround it with tools that spread that content far and wide. While 

Facebook, Twitter and LinkedIn/Xing are important, make sure you think well 

beyond these foundation media. 

Employing people  

 Use social media to advertise your job 

 Make friends with the careers offices of your local universities 

 Use an online questionnaire as a filtering tool 

 First interview by phone – get the candidate to ring you (testing whether he or she is 

reliable). Also, you want to assess how the candidate sounds on the phone (he or she 

is going to be the acoustic-signature of your brand)  

 Apply the three P’s to face-to-face interviews: 

Panel – Have  a trusted colleague/friend lead the interview, so you can sit to one 

side and observe how the candidate interacts with other people 

Presentation – Ask the candidate to research and prepare a presentation on a 

particular topic relevant to your business and the post under discussion 

Portfolio – Have the candidate bring examples of previous work that he or she 

believes to be relevant to the post. This checks their understanding of the job 

Employing contractors (via oDesk, etc)  
The problem here is one of being buried in low quality, inappropriate responses. You need a 

filtering mechanism. A very useful one is to ‘hide’ within your work description/specification 

simple questions which a bidder has to answer in order to be short-listed. This easily allows 

you to sort the wheat from the chaff. Good online contractors can be worth their weight in 

gold, so spending time in finding the right ones is really worth the effort. 
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Establish ‘wider’ client engagements 
We all know about ‘over-delivering’ – the trick lies in being able to do this cost effectively. 

Naturally enough, the people that sign off your invoices want to see a return on their 

investment. It’s easier to do this by making what you deliver wider, rather than deeper. 

Think before and after the engagement, as opposed to just the engagement itself. 

 Before 

Invest time and money in a good, online survey tool. Learn how to use it and learn 

how to create effective surveys. A well constructed survey can add huge value to 

your client’s business and demonstrate your professionalism at the same time. 

 After 

Reinforce your engagement with additional online material, e.g. videos, guides, 

tests, assignments. 

 

 

 

 

Something extra 

 

The majority of delegates at the 2014 annual 
convention of PSA Holland are non-native 
English speakers.  
 
If English is a secondary or tertiary language 
for you, there are a number of considerations 
beyond a direct translation.  
 
The ‘International English Style Guide’ is part 
of the Active Presence free advice library. It 
contains a house style for business presenters 
who are non-native English speakers. 
 
 
 

 

Available from: 

www.activepresence.com/public-speaking-international-english-style-guide 

Some online survey tools are only 

available in English 

Novi Systems provides a high 

quality multi-lingual survey tool  

http://www.novisystems.com/

