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Hello, this is Debbie and welcome to this week’s video training! This will be the last
section of the academy training. I saved one more area of your business to work on for
last. By this point you should have a list of clients or at least potential clients that you are
working with.

I learned early on that to be seen as an expert and before I could ever consult in an office,
I needed to be seen as “the expert” by 1% speaking at dental conferences and also writing
for the dental journals. Maybe in earlier days this was how consultants got their start but I
learned the hard way that in today’s world you can gain a lot of momentum by having a
website, holding webinars and Telesummit. This is why the academy began with this
information and only now are you going to dive into your speaking and writing area of
business.

Today, the primary goal is to begin thinking about what you can write and speak about.
Think back to forty weeks ago or better yet, think back to your dream of becoming a
consultant. What did that look like in your dream? Where you going to be the dental
expert for social media? Did you want to share your knowledge about working with
technology in the dental office? Is your expertise in working with the dental assistants?
Whatever that niche is I want you to think of 3 topics that you can write about and then
from that go out there and speak at dental conferences.

Whether you are writing an article for a dental journal or speaking at a dental conference,
I want you to use this rule of thumb: Are you speaking for 3 hours of 6 hours? If you are
speaking for three hours or less have three bullet points that you will cover.

Write an outline for yourself. And think about your most important points. What is the
most important tip of process you want attendees to walk away with?

Here are four steps to develop your speeches. I want you to go to your action sheet for
this week and come up with 3 topics you can speak on. Then write an outline for each.
Check your forms and guides section to see some examples of a course outline which will
be the basis for this week. The end result from this week’s video is to write 3 courses
which you can submit for dental conferences.

Next week I will talk more about speaking, where to submit your course outlines and
when to submit them.

So let’s get started on developing your 3 course outlines!

The first thing you will do is develop your key points. This will be done using the
diamond method.

You may be asking “What do you mean by my key point?”

This will be the heart and soul or center of your speech.

This is the essential piece that you want your audience to remember. Your speech can be
a simple update and how to message.
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What is the one thing you want the audience to remember if they remember nothing else?
An example of the course includes a title such as “Update on Homecare Products and
Tooth Whitening for Your Patients.” I have a course outline example in your guides and
forms section for all the examples I talk about today.

Your first key message will introduce your topic and the second point is there to motivate
your audience. Third is to pose a question that can be considered about this topic.

All of these points can lead to various speeches but they can be united into your first
speech and become about that one thing you want people to know. This is what you know
best. This is your niche. This topic can lead to a 2™ and 3™ speech.

Throughout the speech and definitely at the end you must talk about how this can benefit
your audience. Why will your audience love this one thing that you can do for them? Or
that one thing they you can offer them to solve a challenge they have?

This is the juicy information that you have right?

Your key message is something that you can turn around to focus on your audience
instead of yourself. Make this about what they need to be more successful, more
knowledgeable.

Here is another way that you can speak and be very successful as a speaker and then get
them to hire you as a consultant. Imagine yourself as an applicant for a job. How would
you present yourself? How would you speak to the people interviewing you?

Now let’s talk about developing your speech. First of all you have chosen your topic.
Now do some research on this topic. The example I gave you was about an update on
homecare products and whitening teeth. This means that you will research dental journals
and talk to your sales reps for various companies to make certain you have all the up to
date information about products.

Next will be to write your introduction. Think about how your audience will be. Speaking
to. Are you speaking to a group of dentists? Auxiliaries or dental hygienists?

You also need to know how long you will be speaking for and when do they plan to have
breaks. I will do another video about your speaking contract so I will go into this a lot
more.

Now the first thing you will do is to plan your hook. This is your powerful and engaging
introduction. This is how you will WOW your audience and get their interest to listen to
your speech. Imagine what you will say in less than three minutes to engage your
audience. Do you have a powerful reason for giving this speech? I like to get the
audience involved so I will begin with a story and at certain times pause and wait for my
audience to participate with an answer.
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For example I will saw something like “We all see on facebook people post Blue
Monday, and Wednesday is then I pause and they will all say “Hump Day!” and then I
saw TGI and the audience says “Friday!” This has worked well for my speech about
Turning a Staff into An Extreme and Successful Team.

Many times I have told a story to hook them which allows me to look around my
audience and see who are my audio people, who are my visual learners and who are the
kinesthetic learners. I will talk about how to find these people in your audience another
week but I have used various stories to find out who are the people I really need to
connect with as I move forward with my speech. I have told stories in the beginning of
my speeches that had people crying. Whatever that introduction is, you need to put a lot
of thought into this and really grab your audience’s attention.

Spend a lot of time writing out your introduction before you go to give your first speech.
Once you have it written out get in front of a mirror, practice it and record this. Then go
back and listen to yourself. If you can create a video go ahead and video yourself when
you practice your speech/

When you are planning your speech begin to write out thoughts that come to your mind
about this topic. Just imagine doing a brain dump but with a blank piece of paper in front
of you. You can write words or at the most key phrases as they come to mind.

The next part of your speech is to present your material. Like I said in the beginning if
you are speaking for one to three hours you will have no more than three bullet points.

.After your introduction you describe a problem or what it is they need to know about.
Think about what needs to be done or completed in the future by their office, etcetera.

After you have presented the problem and made them believe they must take action share
solutions with them.

Now that you have presented solutions you must get the audience to accept they want to
resolve the problem with the solutions you just gave them. When they accept your
solutions help your audience visualize how they can create these solutions for
themselves. The next step is the call to action to get them involved in having you help
them create the solutions.

And then most important is your close. Write this out and again, just like you practiced
your introduction, practice, practice, practice your close.

When you are closing recap important points and ask for people in the audience to share
what they will take away. I will ask several questions. Some questions I always ask are
what is your big take away from today? I also ask what will you do when you get back t
your office that you have never done before? Then I always ask if there is one thing you
will not do again after participating in this course, what will that be?
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I always have a gift that I give away. In order for the attendees to be entered to win the
gift they must provide their name, email, best contact information and let me know if
they want more information.

I use this information to get them signed up for my newsletter. At the bottom of the form
I give out so they can win the gift it tells people they will be added to my Dental Profits
Weekly Newsletter. Some people always choose not to give me their email address
because they don’t want to be added to my list and that is ok.

If you are presenting using power point then you need to make sure that the power point
slides are free of any grammatical errors, do not have more than three lines of words on
each slide and that people can read the slides. What I mean is that many male dentists are
color blind they can’t see red, green or blue so you won’t want to have your words in the
slides in these colors.

Throughout your speech you will want to add quotes and or some humor that is relevant
to your topic. Things that I have noticed which really created a wow with my audience
are videos and especially a lot of photos.

During the next eight weeks I will be creating more tools and adding to the guides and
forms section.

I also want you to email me your three topics and the course outline.

Next week I will talk more about your speaking business. This is Debbie wishing
everyone a great week and I will see you

Legal Disclaimer: The speaker/author of the foregoing audio and transcript make no representations or
warranties with respect to the accuracy, applicability, fitness, or completeness of its contents. The
information contained in the audio and transcript is presented strictly for educational purposes. You are
responsible for the results, should you choose to apply any of the information provided to the operation of
your business.

There is no guarantee that you will earn any money using the techniques and ideas contained in these
materials. Earning potential is entirely dependent on the person using our products, ideas, and techniques.

Every individual’s success depends on many factors, including his or her background, dedication, desire,
motivation and the nature of the business in which he or she is engaged. Your level of success will be
affected by the time you devote to the ideas and

techniques presented in the audio and transcript, as well as your finances, knowledge and the various skills
you possess.

Any claims made in the foregoing audio and transcript of actual earnings or examples of actual results will
be verified upon request. We cannot guarantee that your success or income level will be the same or
similar to the examples given.

The speaker/author disclaims any warranties (express or implied) of merchantability or fitness for a
particular purpose. The speaker/author shall in no event be held liable to any party for any direct, indirect,
punitive, or other consequential damages arising directly or indirectly from any use of this audio and
transcript, which is provided “as is,” and without warranties.
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The speaker/author of the foregoing audio and transcript is not qualified to provide legal, tax; accounting
or financial planning advice and nothing in the audio and transcript shall be construed as such.

As always you must seek the advice of competent legal, tax, accounting and other professionals as
needed. The speaker/author does not warrant the performance, effectiveness, accuracy or applicability of
any websites listed or linked to in this audio and transcript. All links are provided for information purposes
only.

This audio and transcript is (copyrighted) by Dental Practice Solutions audio and transcript and its contents
may not be reproduced or used in any way, in whole or in part, in any format, without prior permission
from Dental Practice Solutions.
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