Hello. Is that Patrick? It sure is. Let me change my name. I 
see Business Value Group welcome. And it looks like joanne is 
coming in and you guys are so small. So let me just see if I 
can just change the view for a minute, and then I'll change 
it back. There we go. Nice to see you. Nice to meet you in 
person. Semi person. Yes indeed. We get sometimes. Hi, 
joanne. Can you pop onto camera. I'm pressing the button and 
it's not clicking yet. No, I know. Sometimes it's really 
finicky. So I've got something called The Grain recorded. 
Good. Oh, great. Nice to see you. Nice to meet you. Yeah. 

We have one person who's still on vacation. That's salima. 
And another couple people had medical emergencies, so they 
won't be able to join us. And then we have one other person 
who should be in here today. Which is Leylani. If there's 
anybody else. 

Yeah. And that'll be just the four of us. So we have a very 
intimate group, and I want to match each of you up with 
soundbite buddies. I'm going to go ahead and turn on my 
recorder because I want to start on time. So let's do that. 

Oh, Here she is. 

And then when I record, I'll change back to the pin. So. Hi, 
lani, how are you. 

Great. Hi, there. Good. Oh, your beautiful art is in the 
background. Thank you. Yeah, I love that. Wonderful. Well, I 
just popped on the recording, so I'll date this. So today's 
date is August 22, 2023. This is our very first. Pr 21 day PR 
Sprint Call this is the first time I've done this for a 
while, so teach in terms of a group versus having just 
private clients. So it's very exciting and. It's kind of 
experimental. So I am looking to all of you. To give me your 
input and. This is really everything is for you. So any kind 
of questions you have. Anything. Any kind of direction that 
you want me to cover. You are free to ask. And free. To take 
us in this course wherever you want. I have a schedule, and I 
have things that I want us to cover and move us forward to 
our goals, which. Are will crafter key messages. Find your 
hooks and angles. Polish your pitch letter, and then we'll 
send it out. And then we want to see what kind of response 
comes back because really a lot of the key is in follow up is 
sometimes what we send out and what we think will work. Is 
not something that does work. And we only know if that lands. 
By experiment. So all of what we're doing is like experiment 
and play. Because. I can't possibly predict what the media 
will want. I have a good idea. And we look at what's going on 
in the news and current Affairs. And. It's just something. As 
I was a publicist, it was something that was like, sometimes 
I thought that things would be like, super popular and take 
really quickly. And oftentimes it was about tweaking the 
ankle, tweaking the ankle, tweaking the angle until it was 
right. For the media. So what I was thinking. So I'm going to 
pin myself up. I'm not sure how this is actually going to 
look. In the there we go. So I'm not sure how this is going 
to look in Zoom. So we'll see after this. It looks the same. 
It looks exactly the same. So it's going to be you small 
people up at the front and me big. Well, I see us all the 
same size, actually. Is that what you do? Okay. Well, so now 
I'm big to me because I pinned myself to the top. I pinned 
myself. So I'm hoping that, well, we'll see how the recording 
goes, and then it should be. I think it should be that. The 
speaker, then whoever is speaking comes forward. But it 
didn't. Patrick, I know I'm not very technological, because 
usually I would think when the speaker, like, if you're 
speaking, you'll pop up first. I wouldn't worry about it. For 
me. It did for you. It popped up. Patrick. Yes. It's based on 
the view setting. That we can change ourselves. So if you 
look up on the right hand corner, there's a view. So you can 
change that to Speaker Gallery. There. Okay. So I put it on 
speaker. Just so. When you just so you'll see me as the main 
person. For us following up. Okay. Great. Just last night 
watching a show which I don't usually see my sweeties when 
watching it's called Access With Mario Kit. And they had the 
wonderful Musician on Ed sheeran. It was a clip from 
Actually, Andy Cohen. And Andy Cohen was asking him, do you 
think you'll ever play the Super Bowl. And Ed Sheeran said, 
you know, I'm not really Super Bowl material. I don't have, 
like, dancers behind me. I'm not beyonce. People really don't 
want to see me. And he's like, yes, we do. We all love you, 
Ed Sheeran. We want you to be at the Super Bowl. And he said, 
I just don't have pizzazz. And Andy Cohen said he called him. 
A sparkly ginger a sparkly ginger. So what I want to say is 
we're all not beyonce, we're not all big flash and pomp and 
circumstance? Some of us are sparkly, gingers, some of us and 
there's room for everyone. Whatever you bring to the table, 
do the Beyonce. And that get more attention in some venues. 
Yes. But look at Ed sheeran and his impact as well. In the 
kind of quiet soulful singing so I feel like there's a place 
for everyone. So. This is something that I want to go over 
today and think about. Coming prepared with next week. So 
you're all in the Xenophane course and the first section and 
the first module is Sound bites. So everyone for next week to 
prepare your signature story, and I have a form in there. 
With five of the main forms. Now, if your signature story 
doesn't fit into those main forms, don't worry, there's a 
whole other section in the Sound Bite section of how to craft 
a signature story in different ways. So those are just I 
created. That template because there are five main ways, 
typically, that someone comes to their signature story, and 
the reason why. We want to create that first is because it's 
the first question that any. Journalist or any producer or 
any host will ask, Why do you do what you do? Why did you 
start your business? Why did you write your book? Why did you 
paint your paintings. That's a natural question on any 
podcast. So we need to have a signature story ready. And 
sometimes we don't just have one signature story. We have 
many. So think about. The different reasons how you came to 
do what you do, because sometimes I have probably five 
signature stories for different audiences. So if you have 
different vertical audiences, you want to create signature 
stories for those audiences, depending on what you're talking 
about. Does that make sense? And you all can chime in at any 
time and ask a question at any. Time. Yeah. I'm really glad 
you said that about different signature stories. Because. You 
have to pivot depending on what market you're going to. And 
it's definitely the case for me. But I put a question in the 
chat there. How long is a typical signature story? Oh, great 
question. So everything that we do, we want to make 
expandable and collapsible. So you want to have a signature 
story. That's like even ten to 20 seconds. And a signature 
story that's up to podcasts give you more latitude so it can 
be like even a minute and a little bit longer than a minute 
might even be a minute and a half. There's more latitude on 
podcasts for radio shows, TV. It is going to be. That ten to 
20 seconds. And then the middle range is really about 45 
seconds. So if you can tell a signature story in about 45 
seconds, that's great. So think about when you're telling any 
kind of story to make that expandable collapsible. Can you 
tell it in one line. So for example if you were. Giving like 
a success story of a client. You might say something like. 
One of my clients started out shy, couldn't. Even speak 
turning on a camera. And at the end of six weeks, she was on 
the Today shelf. So that would be an example of like that's 
the 10 seconds. Right. Might have been 15, but it was about 
10 seconds. Yeah. I get it. Yeah. And then the longer story, 
you would go into more detail. So one of the things I just 
read also that I want us to keep in mind is. A newsletter. By 
a very. Forgot her name. She's a very well known publicist. 
She said, what does our brand say about us instead. Ask what 
does doing business with us allow our customers to say about 
ourselves. Could you say that again? Yeah. What does doing 
business with us allow our customers or our clients. Or 
course participants, whatever that is to say about ourselves. 
So it really flips. The mindset to. Anybody who's self 
conscious. It's really about what is the impact that we have 
on people. What do we want them? How do we want them to feel. 
Or do we want them to say, what do we want them to 
experience. By doing engaging with us and doing business with 
us because that's really the most important thing is leaving 
people with a feel. Right. Because that's what they're really 
going to remember. Now. One of the things that I have never 
done on Zoom, so I want to try it with you and see how it 
works is when I work with people in person. I have them stand 
in front of each other, look each other in the eye and shake 
their hand because. We learn most when. Both people are in 
motion at the same time. So that's a fact. And so when 
there's movement on both sides, you remember it better. So we 
can't really do that on Zoom. But what I ask people to do is 
look into the other person's eyes, shake their hand, and say 
something wonderful about them. That is the first impression. 
And it's not about something superficial. It's not about I 
love your jewelry. I love your hair. It's like, what do you 
perceive about this person. About them. Looking into their 
essence. And so I haven't done this on Zoom, but I want to 
just do a really quick round Robin of that for us. So if we 
were to be looking and I think I'm going to put this to 
Gallery view so I can see all of you better. Yes. So I could 
see all of your faces better rather than the little boxes. 

And what happens is, Well, let's do it. And then I'll share 
with you what happens. I'll go first and just say, so imagine 
I'm just shaking your hand and looking into your eyes. And 
I'll say to Patrick. I feel like. You are a calm. And 
inviting presence that makes people feel very comfortable, 
instantly. So that's my impression of Patrick. I've never 
invented them. I haven't seen them before. Joanne. You are. 
Deep. 

And intensive listener, who. Has a deep well of compassion. 
Leylani. You have a great spark. And have a vibrancy about 
you. That is exciting. So that would be an example. And you 
don't have to follow my lead. You can say anything. That's 
just me. And that's. And it's like, first thing comes to 
mind, what are you picking up about the person? And I've 
never done it on Zoom either. So I don't know how. And then 
I'm going to ask each of you, is that true? Is that true 
about yourself. Have people said that to you said something 
of long nose lines to you at any point. Patrick. 

No. Okay. But. I think there's. A reason because you and I 
spoke on the phone once there one Sunday, a couple of weeks 
ago. 

I mentioned that. I killed my ego a bunch of times, like, 
five times. And you said something like, oh, is that all or 
something. So. I think my excitable self through my career. 
Would probably. Not necessarily have been. That I think I'm 
calm now because that's what I'm seeing now. Practiced it. I 
mean, I'm seeing you now, right? Like I didn't the ages. So 
would you say that people picked that up about you, that they 
feel comfortable with you, that they feel settled. I think 
they do feel comfortable. I think. They trust me quickly, to 
tell me stuff that. Are sometimes surprising. Yeah. That's 
what I mean. Thank you for that observation. It's helpful 
given the journey I'm on. Good. You're welcome. Joanne. Yes, 
that was spot on. People speak to me a lot about compassion. 
And that they have been told. Even in a book writing program. 

I feel like you've opened a container of compassion for all 
of us here. And I thought, Well, that's wonderful. Things 
started focusing on that instead of the book, which was an 
interesting thing and I am known for listening. So I 
appreciate your astute recognition of things. Hey, Lonnie. 

I've heard similar things. Susan. 

I'm not very tall. I'm about five, three. And. I have an 
opportunity to go to a lot of public speaking. And one thing 
I remember someone saying to me was, you are small, but you 
are mighty. Which. I appreciate very much. I work in kind of 
the realm of healthcare and attorneys, so it can be a rather 
intimidating circumstance. And so I appreciate that I have. 
Some kind of inner, something that makes me push forward 
when. It can be a challenging circumstance. But it's not 
about me. It's something else. No, I really get it. My 
sweetie and I were just talking in the kitchen this morning. 
I can't remember how it came up, but he's six, two. And he 
can be very intimidating. And. I said. So can I. I'm 52 as 
well. And he said, it's all about the energy. And I said, 
Absolutely. I said, of course you can Hulk over me. And he 
hulked over me and used his deep voice. And I'm like, yeah, 
that's really scary. And so I don't do it in the same way, 
right? Women don't do it in the same way. But we can expand 
our energy and be a big presence no matter what our height 
and what our circumstance. Circumstances are. And people pick 
that up. That's great. So let's go around and each person do 
that for us. And we're not going to stop and say, is it true 
this time, but just everyone else do it. So, Patrick, if you 
would do it for joanne and leylani, and if you want me to and 
then we'll just do a quick round Robin, and then we'll move 
on to the next thing. 

So I'll start with you, Susan, if that's okay. 

I was impressed when we spoke on the phone because you called 
on a Sunday, and I think you're invested. In your business 
and your business is about helping others. I always feel that 
about you, even if I watched some of the clips before. So I 
see you as a professional. I think. You feels like you invest 
time in your energy. And to me that you're modeling stuff. 
That I think your customers should be paying attention to. 
Thank you. It's great. I feel I'm in the right place with 
you. Great. Thank you. I appreciate that. Joanne. 

I see a softness. I'm trying to use different words than 
suzanne. Or maybe even what you said about compassion. Bring 
compassion to the room. I think that. You feel like a person 
that can get. Power quietly. And have influence quietly. And. 

I've learned to appreciate that in my Thirty s, I wouldn't 
have seen it. But now I value it greatly. So that's what I 
see in you. 

I see you as transparent. I see you as having. Energy. I see 
you as having kindness, but being willing to fight if you 
necessary. I may be projecting, though. I'm, Five, eight. So, 
five, eight for a man is not that super tall. I'm barely 
scraping. Five, eight. I've got to have my kind of own 
energy. The minute that you came on the call, the energy in 
the group shifted. And I think that you come across as having 
a spark. And. A positive. Edge that can ignite things. And 
it's often necessary. I feel. That's how I see. You. Thank 
you. Thank You, Joanne. I'll start with Susan since you're at 
the top of my screen. You have 510 energy. 

Thank you. My bff is six five. And people would always come 
outside. They would call us Mud and Jeff. But I feel like I'm 
six five. Ten is good. That's wonderful. And you also have. 
This very clear and potent open heart energy. That unfolds 
people. Even that comes through. Through your email letters 
and your conversation. And that's a gift that you give to 
people. Even though perhaps in an email you're hoping for a 
response, but you know that you've just given it and it lands 
as it does. So thank you for that. And then Patrick, the 
first thing that came to me for you was calm, competence. But 
calm was already taken. 

Yeah. You have an ability to reflect to others. What they 
need to see and what they may not have seen and that's not in 
a bad way. 

You can act like a mirror in many cases. And people. Grow 
because of that. Because it's safe with you. 

And then lilani. You have a very clear. And. Deliberate. 
Beingness or presence that feels like it extends to your 
communication and your ability. To connect and contribute to 
people. And it's very healing in that sense, because it's 
tangible. Wonderful. Wow. This is wonderful. For I'm 
canceling my therapy appointments now after this. 

Hey, lonnie. So, Patrick, the word that comes to me. With 
you. Is for me. Is you feel. I have a feeling of safety with 
you. 

I could trust you with things that I would not trust with 
someone who I do not know at all, but for some reason. I feel 
immediately. Confident. In being vulnerable to you. That. You 
would take that very seriously. And not take something like 
that for granted. Which. I don't feel that very often with 
many people, particularly. When you're in a two inch screen. 
On my square, on my screen. So that. I would imagine other 
people are struck by that as well. 

Joanne, I feel like. You are. The person who in the meeting. 
Where there's lots of opinions going back and forth back and 
forth back and forth. Okay. We have three more minutes. 
Joanne, what do you say. And you take the chaos and define it 
very quickly. And everyone says, yes, that's what we're going 
to do. 

I sense that you are paying attention to many things. You're 
very observant and you're making connections. Probably that 
the rest of us don't see. And that is quite a superpower to 
be able to. See. The invisible threads that run through a 
room. I imagine that you are able to see those and navigate 
them quite powerfully. 

Susan, you are so generous. It's very clear to me that. 

You have a tremendous wealth. Of experience in information. 
And wisdom. And many people have that. But. They don't see 
the power in giving it away. And I think. You recognize the 
power. That sharing what you know. 

Brings it back to you. There's no idea of no I know about 
this. But. You're just very open hearted, like Patrick. I 
believe Patrick described you as open hearted. 

And I see. It completely. I think you're a uniquely generous 
person. Thank you. Thank you all so much. So this is what we 
perceive about each other in the blink of an eye. So even 
before you open your mouth, of course, I'm very committed to 
soundbytes and the messaging, but mostly I'm committed to 
your presence because that's what people pick up instantly. 
And. Everyone because I've done this hundreds of times. 
Everyone gets you on a primal level, and if we think that we 
can hide, we can't. Oftentimes we want to hide. And that's 
the fear. But we can't. So this is what we bring. And this is 
what we bring, particularly when we're on camera. But I think 
it comes through mostly I think it comes through our voice, 
too, even when we can't see people. But that's the most 
important thing. This is what people are perceiving of you 
first and foremost. So the other thing that I wanted to work 
on today, together, that it lays the foundation bringing us 
back to now, our messaging, our key messaging, and really. I 
call it a messaging strategy versus just sound bites. It's 
like we really want to think about. What is it in the short 
time that we have to convey it is not teaching a class. It is 
in the very short time that you have with your audience, with 
the people that are meeting you. What is it that you really 
want to communicate. And I want all of us to ponder these 
four questions. Which. Are number one. What's my big vision. 

What is my big vision? And who do I want to serve. So that's 
number one. And then number two is what do I want? So that's 
what you're putting out into the world, into the community. 
The second part of that is, what do I want for myself? And 
what do I want for myself. Professionally, personally, 
physically, spiritually, financially, emotionally. Because 
when you begin to do PR, it opens up that entire world. So 
when you have your deep intentions. So the first part is 
like, What's my deepest intention? How do I want to serve? 
And then the next question is, what do I want to receive 
back. That. From. What the PR that I'm doing? What do I want? 
And I want to expand your minds to everything. So, for 
example, I had a client who wrote a book. 

On the incest and making incest, not taboo. She had been 
molested by her father, starting at age five. And she had a 
very successful. Event gorgeous, event producing company. And 
one of the things that we were talking about, she wants to 
make that conversation. More fluid and available. And the 
forgiveness of her father. She forgave her father, which not 
everyone can do. Obviously forgive. The perpetrator. But we 
were talking about, like, what else could happen for her 
business, not just for the book, because obviously, we were 
talking specifically about the book and opening that kind of 
conversation and. Changing the laws around. All the 
complications of taking a child out of that environment. And 
the implications of the family, all of those kinds of things, 
but also her event company. So we were saying, like, who 
could you partner with. Who has a connection to you. It 
doesn't necessarily have to be incest, but just protecting 
women or empowering women. And who do you want to produce an 
event for? And at that time, britney spears had not yet been 
married. And she's like, I'd love to produce like, brittany 
spear's wedding. So to bring that kind of awareness in a 
different way. To her cause, like through her event company. 
So just start to expand your thinking, not just like here's 
what I want to promote. But what else can lead a person to 
connecting with you to create these kind of partnerships and 
opportunities because we're also looking at not just who can 
buy my stuff or. Who can hire me. But all of the other kind 
of partnerships and opportunities that may be available to 
you. So what do you want for yourself, professionally, 
personally, physically, financially, spiritually, 
emotionally. And then the last one is, what do I want my 
audience to do? What action do I want them to take? You need 
to tell them. So, leylani, for example, you're giving 
speeches. And it might. Seem ridiculous for people not to 
know that they can hire you to speak, but they don't. You 
actually have to say it in your speech. You have to weave in 
the conversation that someone has hired you to speak. I know 
that sounds crazy. But it is true. People are like, oh, my 
God, I didn't know we could hire. We could hire her to speak. 
Like, how do we get her out here? Yes. Even when you're 
speaking, you have to tell people that they can hire you to 
speak. So it might seem obvious. To you and you have to name 
very specifically the thing I remember. 

I was in high tech sales and one of the gals that I was 
working with created jewelry on the side. And she said when 
she went into a store and she said, how many pieces of 
jewelry, how many earrings do you want to order in red? And 
they would say, like, ten. And then she said, what about 
purple? You know what they said? Show me the purple. But she 
didn't necessarily have the purple to show then they didn't 
order. So you have to be very specific and name your 
audience. And so they can stand up and raise their hand and 
go, That's me. I'm purple, I'm red. And then to engage with 
you. So thinking about that. Susan, can I just ask one 
question? Sure. Number one was the big vision and servicing 
who number two is? What do I want for myself? Number four is 
what actions do you want them to? Number three? Number three 
is what actions do you want your audience to take. Number 
one. What's my intention? How do I want to serve what's my 
big vision, number two, is? What do I want for myself and all 
of those things? And number two, what do I want my audience, 
actually, to do? Because you need to direct them. Do you want 
them go to your website? Do you want them to hire you for a 
talk? Do you want the action that you want me to take has to 
be woven into the sound bites. Then the last one is. If 
anything were possible. What would the impossible possible. 
What would you want? Like the biggest dream ever. What would 
that be. Like just. 

Together. And even just I'm not sure if we're going to have 
time to read. Everybody's everything, but let's just do five 
minutes and write or type as fast as you can. For those 
things. And I think let's just. Do five minutes on it and 
see. What happens usually when I do this with clients, what I 
do is I send it to them ahead of time. I have them think 
about it. Sometimes people write a paragraph and some people 
write 50 pages. And I've had 15 minutes conversations with 
people. When I begin this with my clients and I have had. 
Four hour conversations that have continued on to the next 
one. So there's no right answer. It's just sometimes things 
pour out of you. Even one Gal. She's a presentation trainer, 
world renowned works with Kings and politicians and stuff. 
And she and I are friends. So we were doing this together. 
And she said, even though she's experienced and we have a 
very similar process. She's like I had never thought about 
this before. It came out in a different process. It came out 
in the talking of it and the expressing of it. And she could 
see and. Start to expand her vision of how she saw her 
business and how she wanted to impact people. So it can be 
very surprising. And it's a process that. 's done. Different 
process doing it written than it is doing verbal. Too. So if 
this is something that you want to do with your sound bite, 
buddy, that would be a great thing to just explore and 
expand. But let's just do five minutes on it now and see what 
we come up with. And then we'll share. Yeah, great. 

Okay. Let's see what you have so far. Let's go around the 
room to say. Your deepest intention. How you want to serve? 
Let's hear that first. Patrick. 

You just want number one, not two, three, and four. Just 
number one for right now. Yeah. 

I want to publish an approach or methodology that supports 
and helps big businesses shift from a linear economy to a 
circular economy and from width extraction to value creation, 
which essentially means. Sustainable value flowing for all 
stakeholders. So build businesses. That is a response to this 
whole climate change disaster that we have. Yeah. Okay. 
Great. Thank you. Joanne. My big vision is to help bring 
commitment to every moment in work, relationships and life. 
And my book is called Commit moments. Great. Oh, good. Thank 
you. Milani. Oops, you're on mute? Yeah? I want to serve 
people who have been impacted by medical errors. Patients, 
families, clinicians, everyone. Particularly parents who have 
lost children. I want to help society recognize their needs 
and to help take better care of them. Great, thank you. Okay. 
Let's do the second part then, too. What do you want for 
yourself and all of the different realms? Patrick. 

I'd like to get the opportunity to do some consulting and 
speaking in these medium to large enterprises that are stuck 
don't know what to do. And let's quantify that like, what 
would be ideal? Like, let's get really specific to that's 
super great. And then say how many speaking engagements would 
be ideal for you? How many consulting gigs would be ideal for 
you? Actually write those down too. Just so we can have a 
specific goal in mind too. Some people want to speak once a 
month. Some people want to speak once a week. Two times a 
year, whatever that is. And the types of organizations. And 
whether it's in the types of corporations and even if you 
have some specifically that you want to work with, I would 
name those too, because the more specific we are, the more we 
can kind of hold that. In our intentions and then read this 
every day too. This is a great thing to be able to read and 
revisit every single day. Joanne. Being of service. And being 
that trusted and established expert in this area. To bring 
beingness into doing this and be healthy in all respects and 
then spiritually to act as a midwife of spirit. There's 
always many things going on. 

So I just want to be open and allow everything that I'm meant 
to offer if I could say one thing to Leylani. Not to jump in 
on this. But I am a nurse with a master's in patient safety, 
leadership. So I really appreciate. Your commitment to the 
work and have worked in nicu and high tech pediatric, home 
care and things like that. So what you're doing is very 
important. And if I can be of help from. That. Having lived 
it. Just let me know. That's great. Oh, great. Yeah, that's 
true. And yeah, I saved my sweetie several times from dying. 
He had a staph infection they almost died from. And there 
were several instances. Had I not been there, he'd be dead. 
Yeah. So I think this is really common. There's some really 
good stats on that. By the way. 

On those kind of errors that happen in hospitals, on all 
different realms. So that's great. So I'm going to scoop back 
to you for a minute. Joanne. So you are very devoted to your 
audience and giving. And now I really want to hear what you 
want to receive. So does it look like speaking engagement? 
Does it look like buying your book? Does it look like taking 
a course? Does it look like. So you are out there talking 
about your book. Or your work, what is coming back to you in 
terms of. Money finance. Who you're connected with that sort 
of thing. Okay. First like people to buy the book when it's 
finished also to get some sponsorship. Because I think that 
it's potentially a topic that people can relate to and may 
see themselves in that because we all recognize people who 
are committed in every moment. So. I've gone through heroic 
public speaking. Their grad program. So I have done the so I 
look forward to doing public speaking. Whether. It's on a 
podium. Or within different organizations. To be able to 
support and serve them. I also envision an app at some point 
so that people would be able to interact with some of these 
topics and do it in real time. Like a self learning type of 
thing. All of that would help enable me to be of service. And 
to achieve I was going to put prosperity. And I thought, 
Well, through service. 

Let's actually put some numbers there. You don't have to do 
it, but put some numbers on that. What would that look like? 
Monthly yearly per speech or per sewing your books in bulk. 
For example, if you get sponsorships. Remind me to talk 
about. If we have time today, I'll talk about what one of my 
clients is doing, to sell his books in bulk and to get 
sponsorships. He's got a really unique model. And. We're 
trying to just set up all the back end for it because right 
now he's doing it. They're doing it in a way that's not yet 
automated. So I'm working with them to create the automation. 
But remind me of that because they've got kind of a brilliant 
model that will eventually roll out. Yeah? Leylani. 

I recently left my very cushy. Safe corporate job. And now. I 
want the independence and freedom to pursue. Many different 
kind of opportunities. And I think I'm set up fairly well for 
that. I want to do a lot of speaking events. Like one a 
month. At least. 

I want to. Get a literary agent and sell my book. And I want 
to be able to pursue art. As I want to without having. To. So 
financially have my speaking. Support me, my book, support me 
and my art support me so that I can pursue these different 
sort of things. 

I really miss having a lot of creative collaboration, so 
that's something that I want to have the opportunity to do. 
And physically I would like to fly in business or first class 
all the time to the speaking events. 

Would be really great. 

And set a good example for my daughter. To move. Towards her 
gifts and to always be in alignment with her integrity. 
That's beautiful. That's what I wanted. That's really 
beautiful. Not an easy task for a mom. Yes, but that's great. 
So I'm assuming that you have a speaking package. With set 
fees. I do not. I've never really pursued it. It just comes 
to me. It'd be good to have that okay. Yeah. So one person 
who I think has, like, the best package that I've ever seen 
is Mark sandborn. He is a professional speaker, but it's Mark 
S. A N B O R N. Com. That is the example I give to all of my 
clients. So get the speaking package up because then. It 
makes it real too. That meeting planners. Get your demo video 
up there. All the things because then you can start. To. Ask 
for first class, right? Business or first class. That's going 
to be in the package, right? Everything's negotiable, right? 
I mean, people often ask me, how much should I charge? I've 
got a client now. She's got a really robust background. She's 
done over 200 speaking, but within corporations. And she's 
like, Can I start off at 30,000? I said. Why not. She's got 
an enormous experience. But we have to pull together the 
collateral. We're pulling together all of her collateral 
right now, because very few of those have been videotaped. So 
people, when they're paying you $30,000 or even $5,000, they 
want to. See your highlight reel. And they want to see that. 
So start to put that together. Because that'll make it super 
concrete. Yeah, great. Let's go to the very last one and 
let's just do a super quick round. That because I have some 
other things that I need to cover before we end. So what do 
you want your audience to do. The action that you want them 
to take. So they hear you speak. They read your blog. They 
see your art. What is it that you want them to actually. Do. 
Patrick. Well, I want them to hire us, me or my group, but. I 
really want them to commit in a different way, to build a 
different kind of business. So those are interlocked. You're 
going to help them move towards your mutual goals, but they 
may not know that they have the capacity to move. Them toward 
what your vision is. I'm not interested in working with 
people that want to pretend they're going to actually make a 
meaningful change in their business. I only want to work with 
people that are committed. I'm getting too old to waste my 
time. Sorry for being so arrogant. No, not at all. I think. 
Brings us the greatest joy to work with people who we love to 
work with because. Oftentimes it turns out to be a really 
long term relationship. That's true. Yeah. If I'm going to 
commit, then I expect the others to be authentic and in 
integrity about their commitment. Do you have a list of the 
kind of qualifications that you want in a client to be really 
clear? Like, what is it that you. No, I would write that 
down. 

So you are Crystal clear about what you're asking of someone. 
And then once you have that we'll put on your website. In 
some way shape or form so. You can draw in the kind of people 
who you connect with, the people who are already resonating 
at that same level. That you want? Yeah. Okay. So you get 
Crystal clear on that. Joanne. I would like these leaders to 
engage with me so that we can work together on helping. Them 
establish and fulfill their mission with commitment. So what 
action would they actually take to engage with you? Are they 
going to call you? Are they going to pop onto your website. 
Are they going to because we have to tell them. Okay. Yeah. 
So when I had a client who was. Doing motivational speaking 
and teaching NLP. And all the we have an 800 number on the 
radio where we say, if you want to take these courses, call 
us, and then there's a team that qualifies. Right. So we want 
to be super specific. As to tell people what we want them to 
do. Okay. Well, although calling is very personal. There's 
always that potential that they wouldn't receive. I wouldn't 
be able to answer the phone right then. So I would think 
coming through the website. Filling out a brief form of 
getting them to be able to focus. Particularly on what they 
would like to accomplish. And then we could set up a time to 
talk. Do you have that form. No. But I've thought about it. I 
do have a reader and core message and promise statement. So 
there's that. But no, I know it's put on the form. Yeah. 
Woohoo has a great type form. Woofu. Those are both forms 
that you can use whatever resonates with you. Woohoo has a 
free program. I think type form does too. So take a look at 
both of those and get the form done. How do you spell woofu. 
W F o o. Never heard of it. Yeah. So that's what we use. We 
use a variety of forms, but we've used that type. Form didn't 
exist when we first created our woohoo forms. And there is an 
art to creating the forms too, because you want it to be 
quick enough. To people can fill out not too intimidating, 
but you want to have the information that's really going to 
help you qualify them. So you are all welcome to look at my 
form. Not that it's perfect by any means and we keep tweaking 
it but. The form on my website to become a client for a 15 
minutes consult. We've taken off some of the things that I 
would like more information, but we found we've done some 
testing. That it's better if it's a little bit shorter. But I 
put in the essentials. I like to get a feel. For how people 
express themselves because I can kind of say, what do you 
want to accomplish together? And then they say it, and then 
you can get a really good you're all very intuitive. You can 
get a really good read on people, whether you even want to 
respond or not, by how they fill that out, how they respect 
your time. What they say, what they say, sometimes you're 
like, Absolutely. I don't want to work with this person. 
Yeah. And other times, it's like, can't wait to jump on the 
phone, right? Yeah. So take a look at that and then take a 
look at other people's forms so you can get some ideas about. 
What the fields are that are most important to you, that you 
need to qualify, that you need to qualify them. They're 
qualifying you, but you're qualifying them first. It's a 
mutual qualification process. Leilani. 

This is more existential, I guess. But I said I want my 
audience to be less fearful in responding to medical. Errors 
and grief. So. More specifically. I want hospital Systems to 
hire me to help train people in how to respond to these 
circumstances. Like Patrick, I'm not interested in the people 
who say they're going to make a change. I want the ones who 
really are going to do it. In health care. It's very 
fashionable and expected to say that you're transparent and 
you're accountable, but they aren't really. Because I've done 
this work for twelve years. I could offer a lot of guidance 
and help in how to take this approach. And that's what I 
really want to do, which feeds into the speaking and 
everything else. Yeah. And does it say that sort of essence 
for you on your website as well? No. Does not. Have our 
homework here. Don't we do? Because here's the thing. 
Publicity is going to drive people to your website into your 
forms. But you want to be able to qualify the people and the 
corporations and whoever it is you want your website. 

To weed out the people who are not resonating with you and to 
bring in the people that are so we need to have those we do 
have. And all of you should probably look at this part, too. 
It's the second part of the Xenophane, which is setting up 
your systems. So that would be a good thing for everyone to 
look at is setting up your systems because even now and we 
have a lot that we want to accomplish in these couple of 
weeks together. So that's all optional. But that's part of 
what we want to be able to it doesn't do any good to drive 
people to your website and to you through publicity. If you 
do not have a way to move them through your systems and to 
qualify them to make sure that they're a match for whatever 
you want to accomplish. So that's really critical. 

If I may for 10 seconds. I want to Echo what you answered, 
and thank you for doing the work that you've done. Like you 
have a bit of an iconic class thing about challenging, 
powerful structures and the medical profession feels like 
that to me. So good for you and having people to be confident 
in their own pursuit of what's right and just. Is important. 
I assume that you've watched Paul newman's movie The Verdict 
from 1982, have you. Oh, my goodness, that's an old one. 
Yeah. I appreciate that very much. Truth to power Yes. 
Absolutely. Great. So we're going to save the big dream one 
maybe for next time or just to work on this. So if you do 
feel called. To expand on this is something definitely to 
ponder and really think about. This because this is going to 
be the foundation of the next part of. What you are going to 
prepare for next week, which is the messaging strategy. So we 
have the signature story. You have the template in there. 
Also, it would be really great to be able to prepare success 
stories. That is, the results that your clients or customers 
have gotten through you. That you can call a success story. 
So the success story has either. A quantifiable result or a 
transformation or both. So some quantify is numbers. 
Measurable, things. Transformation is shifting from one 
feeling to another. I felt fearful. And incompetent. And now 
I feel competent and confident. Right? So a feeling. And then 
we want to look at. That the best way to create a 
transformation or a qualification is to actually take it to 
the next level. So. It might be if we're doing a 
quantification one. It's like for Leylani. There were 10,000 
errors per month. And now there are 9000 in the first month. 
And what does that mean? It means that 9000 lives were saved. 
And that those families could have their loved ones. For this 
many more months, that's the next level. Right? So the saving 
lives is one level, and then the next level. I want to think 
about the next level after that. Then what does that mean? 
When those lives have been saved. That those people become 
prosperous. 

They have their health, vitality back, and they can become 
members of the community again. You know what I'm saying? So 
the next level. So each of you think about that. So it's 
like, here's, what. In a really easy format. Is here's the 
problem here's where they started. Here's what I did. That 
should be very brief. And sometimes we'll skip that. But it's 
like here's what I did. And here is the results. Here's the 
quantified, viable result or here's the transformation or 
here's both. And then that result means. This for the people 
or the community. Does that make sense? Does that being 
clear? And those forms are those formulas are in there for 
you. Some of them are templated where they're just fill in 
the blank so you can use that one. And some of them are just 
a little looser. Where are those forms that's in the very 
first part, which is the sound bite course. So the course is 
broken. Up into three main giant modules. The first one is 
your messaging, which is sound bites, the second is setting 
up your systems, and the last is creating a PR campaign. 
Messaging first because you need to know what you're going to 
speak about before you reach out to the media. And how that 
connects. The success story. We also want some advice and 
education. We want your knowledge. Like, what do you have to 
offer to the audience that they don't already know? So that's 
the advice in the education. And when possible statistics 
that back supports your research or your topic. That's super 
important because that's one of the top things that 
journalists want. Now they want statistics, and they want the 
newer, the better the new new. So if you can say there's any 
new research or. 

Yeah. And then a personal story. We want to know you as a 
person. So something about you that's personal. That is 
related. Obviously, it's related to your topic. Right. But we 
love the personal stories. So your signature story. We talked 
about your success story, your advice or education. 
Statistics. And a personal story. So prepare that's the 
preparation for next week. 

Since there are three of you. The American Society of 
Training and Development shows that when you publicly share 
your goals, you have a 65% chance of succeeding, and when you 
have an accountability buddy or partner, it boosts that 
chance to 95%. So that is one of the reasons why we match 
everyone with a sound bite, buddy. So you can practice your 
messaging and see how it lands. And within the sound bite 
course. There's a way to do that. And how to deliver the 
messaging, meaning just in the shortest form possible. We're 
not criticizing the other person. We're listening for what 
lands. And if you don't understand something you say, I'm not 
sure I get it. And can you explain this in a different way? 
Or here's what pops. So we want to hear the positive. Here's 
what I'm hearing. Is that right. Pop up and then if you don't 
understand something. So there's a whole sort of methodology 
for that to make sure that we are doing this in a positive 
way. Yeah. So some of you have not yet filled out. The little 
Sunbite buddy form so I could match you up with someone. And 
I don't know salima's background yet, but what I'm going to 
say is. That. I'm going to match leylani with Patrick and 
joanne you with salima. I know that you two have a similar 
background, but I actually want you to have a different 
background. Because you two speak the same language, right? 
And so I want to make sure that your sound bites are able to 
communicate with anyone. In any language. So typically, what 
we do is we don't match similar people together. We match 
people who are a little different. So. 

You get the point so until. Is on vacation until the 24th so. 
If you three do want to work together, then you can. If you 
have the time to start to set that up. This week just to get 
to know each other and start to play around with that, you 
don't have to have it totally down. But just to start to 
think about what are some of the messages that you really 
want to give your audience? So what I suggest is we just pop. 
In our email addresses into the chat. And then you just 
download the chat so you can communicate with each other. 
Directly. Off the platform. If you so desire just so we each 
have. Our own. Communication methodology and then to sign up 
for the Facebook group. Because that's where if you can't 
make it, you can post your questions. There. And also see 
Oops. And also to post any insights, any successes, anything 
you want, help with the other people in the group and this is 
all voluntary. It's not an obligation. But if you do have the 
time and you can support each other. Then that would be 
wonderful. And I'll pop in there obviously too, and help as 
much as I can in between our calls. So we. Pop successes. We 
pop questions in there. If you have questions in between, 
that's totally fine. 

What questions? Do you. Have okay one last thing that I want 
to say. Actually, I think we just save this to the end. I'm 
going to ask you your questions first. 

This was more of an introduction. I just wanted to get 
everybody started. And then we're going to have three more 
calls after this. And that's what I'll do. I'll give you an 
assignment each time. Say, prep this for next time. So we can 
all be moving forward as fast as possible. So what questions 
do you have. 

Seems like a lot of work, but I'm happy to do it. That's why 
I'm here. That's why I'm spending the money. I think I did 
the Accountability buddy form. I'm not sure. 

I popped the link up in there. Let me just search for you. 
On. And I don't think you've joined the I didn't want to 
point out you specifically. I take the Iketo method where if 
somebody's doing something in aikito where everybody's having 
difficulty the teacher doesn't go up to the person go, you're 
doing it. 

So I see your agreement here, but. I don't see your form. 
Yeah. I tried to do it twice. I don't know what was the 
issue. It might have been my fault. It doesn't matter. And by 
the way, I'm giving you permission to call me out on stuff. I 
don't take offense by it. I want to be efficient. Okay. That 
sounds good. Typically, I do call you out, but not on stuff 
like that. But I will call you out on individually. For your 
yes. That's what you're going to say, leilani. I filled out 
the form as well. I think I did it twice. So I don't know if 
it yours came through. Okay. All right. Good. And, joanne, 
I'm not sure if yours came through. Did you fill it out? No. 
Because I couldn't get on. Right before. So I'll do it today. 
Okay. Great. That's great. It's just easier for us than to 
see. We didn't talk about. We all kind of know what each 
other does, but now that's just a little blurb that everybody 
knows what everybody else quote, unquote does versus who we 
are. Like we were talking more about who we are as people 
versus what we do. Great. So I see your note here that 
natalie got you back. In. Yeah. So everybody make sure that 
you can get in. Because if you can't, natalie will help you. 
She's my tech goddess. We'll help you get back in. Because, 
joanne, as you saw, I'm like, I don't know what to do. So 
technology is not my forte. So she is a technology goddess. 
Any other questions that you might have so as much practices 
you can get in as much as you can do. The assignment that we 
absolutely need to do is to start to get the sound bites 
going. Then next week, what I'll do is I'll start listening 
to them and role playing them with you or start to help you 
shape them. But the more that you've have that done, the more 
we can get them done. More quickly. Yeah. What other 
questions do you have. 

I have a question. 

This is a huge amount of information and I really appreciate 
it. And a little bit of oh, gosh, where do I start. Would you 
say getting the website. Getting my website a little pumped 
up. Would be a good priority. Great question. So the priority 
for next week is the sound bites and the assignments that 
I've given you was just like, oh, here's the need. So don't 
put pressure on yourself to get it done. But let's say it 
needs to be done in a month before in the three weeks before 
you send out the press release. So if that takes some 
pressure off because you can start to think about that versus 
rushing it and even creating a speaker's package. It's a lot, 
a lot of work, but just start to start to clarify because you 
want to have your topics down. Your one sheet. All of those 
kinds of things. Is what a professional speakers package. But 
just even starting it. So it doesn't mean that you can't get 
a speaking engagement tomorrow, because sometimes I've had a 
client where we started thinking about it. We didn't have 
anything up on our website, and she was starting to get 
booked and paid. Right. So it's all possible. It's just we're 
trying to make it as easy as possible and not miss any 
opportunities. For those because if somebody a meeting 
planner comes to you and sees that you don't have this and 
somebody else does, it's just easier to go, Well, they're not 
going to contact you and go, let me see your topics when 
somebody else has it and they're like, Well, this person has 
it looks good. Let's book her media is the same way. Yeah, 
same way. We're all priscilla time. For both of you, for all 
of you. Yeah, just in the next three weeks to get those 
assignments done. But I'm always going to point out to you 
what's needed for you to move for the best thing for 
publicity. So to summarize what we need for next week, 
Absolutely. Is just. Your Messaging Strategy. Those messages. 
The Signature story. The success story, the advice and 
education. And personal story. And they do not have to be. 
They can be rough. So it's just first draft. We're just doing 
first draft. And then if you can practice with your sound by 
buddy, Does that seem manageable. Yes, it does. Somewhat. 

I know. I would say I'm taking a class now, too, in this 
whole thing, and I'm like, oh, my God. There's so much work. 
And I'm like I already feel for the people. In my course, 
because I'm like, how am I going to fit this in and prepping, 
just figure out how to condense everything I know for you in 
three weeks, right. So I definitely feel for you and it is 
all possible, and we will do it as much as we can in the time 
that we have. But. We are going to be creating that pitch 
letter, and we are going to be sending it out. Yeah, I'll 
blend lilani anyway. You, what. I blamed lilani before she 
can blame me. 

I'm used to that. Patrick, don't you worry. 

So. The last thing that I just want to say, I have a special 
announcement, but I'm not going to tell you exactly what it 
is. But I just met with a company that's only been out for 
six months. They have a platform. That is a platform where 
you have access to over 100 newsrooms, like ABC, Fox News, 
USA Today, all these different companies. And once you put a 
profile up there, you can send unlimited messages to them. So 
I'll talk to you more about that. I've gone through it once. 
I haven't ever used it myself. It's brand new, and usually I 
don't recommend things that I haven't used myself, but I did 
just go through a demo of it, and it looks very exciting. 

For very reasonable cost. So that might be something for all 
of us to consider a little later on, but I couldn't wait to 
share it with you, because. It hasn't been done before. And 
because I thought it was so exciting. That's a possibility 
that we'll talk about more. Any other last questions or 
thoughts. 

So the last thing that I have to say to you is set up a 
reward system for yourself, for getting the things done. So 
when you get things done, cognitive behavior therapy, give 
yourself some kind of juicy thing that you love. When you 
accomplished even one thing. So micro movement. So you create 
your signature sound bite your signature story, give yourself 
a reward. Okay, so whatever it is for you, whether it's 
walking your dog or getting a massage or eating something 
delicious, whatever that is like, set up a little system of 
rewards. So. You can feel happy for doing these difficult 
tasks. Sound good. That's wonderful. Great. So we are going 
to try to get the Zoom and the transcript into the back end. 
As soon as possible. It'll probably. Be tomorrow so if you 
want to revisit any of this so it'll be. In the special 21 
day sprint Room because it's just for all of you, not for 
other people who are in the course. Are we all in the Bay 
Area, by the way. Are lilani and Joanne. Where in the world 
are you? I mean, I'm an outside San Jose area. I'm in Reno. 
Okay. I'm in Minneapolis right now. Yes. This time zone 
thing. I was. Good. All right, great. Well, thank you all. 
And I will look forward to seeing you next time. Next week. 
Same time. Okay. 
you
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