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HOW TO BECOME A MOTIVATIONAL SPEAKER 

By Ross Shafer 

Do you think you have what it takes to be a highly paid motivational speaker? 
If s , read this article to either confirm ( or crush) your aspirations. 

You are probably hoping you will find the secret recipe for making a lot of 
mo ey by standing on a stage, firing people up. You might even think being a 
mo ivational speaker is your destiny. Or, maybe you think motivational speaking is 
an asy side job. I had one man come up to me after a speech and say, "Ross, I hate to
bu 

r
t your bubble but I could do your job. I mean if a former standup comedian and TV 

hos like you gets paid to be a motivational speaker, I'm sure I could pull it off. How 
mu, h did you get paid for a gig like this?" That was 16 years ago and I've never 
he�rd this (rude) guy's name mentioned in any of my pro speaker's circles. I guess it 
was harder than he thought. 

In my case, I never intended to be a motivational speaker. In fact, I cringed 
n I heard someone say I was one of those "motivational speaker people." This 
horrifying to me. My well-researched "work" was to cross-pollinate original 
s for companies to deal with change. I am fascinated by how people and 

co panies survive by adapting, evolving, innovating and disrupting. I have written 
oaks on these subjects and have done more than 2,600 paid keynote speeches. I 

pri e myself on giving and audience tangible take-home tactics; not just blurting out 
em ty enthusiasm. My assumption was that motivational speakers were loud and 
ob oxious. Many of the ones I saw waved their arms overhead. Others sobbed to 
evo�e sympathy from the crowd. The worst sin (to me) was that they spewed 
pla itudes and bromides (trite and unoriginal ideas; typically intended to soothe or 
pla ate). An example of a platitude might be, "If you fall off the horse, get back in the 
sad le." (Oh, just kill me now) 

I don't do any of those "motivational" cliches so when I would get a call to do 
a " otivational speech" I felt the meeting planner totally misunderstood what I do. 

I was wrong. 
Primarily, my phone rings as a result of a recommendation. 
The recommender was simply telling the new client what he or she had seen. 

, that is how they saw me? YUCK! 
One day I was complaining to a friend how much I dreaded being called a 

mo ivational speaker. He laughed and said, "Motivational speakers encourage people
an the word encourage means to inspire courage." Whatever I was doing was 
ina vertently "motivating" others to act with more courage when they left the 
co erence. Instantly, I changed my mindset. We must never forget that the 
au ience's perception of us is what we are to them. 

So I ask you to put aside whatever stigma you have about motivational 
spe kers while I pull back the curtain to show you how myself ( and others) have 

e a very respectable living being professional motivational speakers. 
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bee use they want to become a reliable source for their future meetings. Just so you 
kn w how it works, speakers bureaus take a 25% commission off the top of the 
agr ed upon fee. Furthermore, they are wise with their time. They will spend the 
sa e amount of their time earning 25% of a $10,000 fee ($2,500) as they do earning 
25°0 of a $1,000 fee ($250 bucks). So, you will have to work a few years before you 
get heir attention. That's good. You should not quit your current job until you can 
full replace your income with speaking fees. Besides you need to: 

1. Practice and perfect your speech

2. Get your marketing materials together (video demo, web site, blog,
podcast, etc.)

3. Establish a track record and build your client resume

4. Boost the number of speeches you do in a year

5. Increase your fee to a point that bureaus find you worth their while.
($5,000 is a good starting point)

TO USTAIN THIS CAREER, YOU WILL NEED MORE THAN ONE STORY 

Ok. Let's say you are able to make a full time living telling your original story. 
If y u are an amazing motivational speaker, people are starting to say you are one of 
the best motivational speakers they have ever heard. Here's what happens next. 
Yo r clients will want to bring you back for a repeat performance. Yikes! They 
pro ably don't want to hear the same story again. How will you come up with new 
ma erial? In my next article I will talk about how to harvest as many motivational 
spe ches as you want. I will show you how to find enough new material for life! 

TO TELL A GREAT STORY https://www.RossShafer.com/Articles 

ROSS SHAFER is the preeminent keynote speaker on CHANGE & RELEVANCE. He has 
authored (9) business books, won (2) International stand-up comedy competitions, and ear 
ed (6) TV Emmys as a network talk and game show. He has also bought and sold 23 diff 
rent companies. As a veteran of more than 2,600 keynote speeches, you might want to have 
Ross speak at your next conference https://RossShafer.com 

Contact Allison Dalvit (303) 588-3739 AllisonDalvit@gmail.com or visit 
Ross's YouTube Channel to see 140+ videos and stories 
https://YouTube.com/User/RossShafer
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