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Transcript from the LIVE Presentation

“Kick Your Boring Bio to the Curb to Attract Money, Clients and Media Attention Now!”
Presented by Extreme Bio Makeover Expert Nancy Juetten

www.extremebiomakeover.com
425-641-5214 or nancy@nsjmktg.com 
Speaker Introduction:

LINDA SNYDER:  Thank you all very much for coming. I am not Nancy. For those of you who have not meet Nancy or me, I am Linda Snyder with Ladies Who Launch. Nancy has given me the wonderful, wonderful honor of asking me to introduce her today. I love her. I adore her. I think what she does is absolutely very, very special, but I run a ladies organization in western Washington and we help women start businesses, make businesses better, and explore their dreams through meetings and workshops in western Washington. I see a lot of very familiar faces out there, so that is really terrifically gratifying.  

Now, about Nancy. I have something to read. 
Nancy is an engaging, generous, and dynamic publicity trainer/speaker. She shows publicity-seeking business owners proven ways to get seen, heard, celebrated, and compensated (we all love the compensation part) in their backyards and beyond. She is the author of the popular Bye Bye Boring Action Guide. She has written bios that open doors and invite applause for the famous (that is all of us right), slightly famous, and want-to-be famous. Nancy's compelling, extreme bio makeover examples showcase the value of the right bio for broadcast, for print, and for social media, while inspiring audience members to tell better stories now. She is going to share some useful tips to help us kick our boring bios to the curb and to attract quality leads, make more money, attract quality-speaking gigs, and invite prestigious media interviews that recognize you as the expert. Her essential advice is this, and I love it. Simple and to the point. “It's your story; tell it well.” 
I think Nancy hears what we say, what we take for granted, and just makes it fabulous. She reminds me of a quote by Michelangelo, "I saw the angel in the marble and carved until I set him free." That is what she does with our attributes. Here is what some other women that I know and respect have to say about Nancy as well:  “Generous.” “Enthusiastic.” “She is a career-changing publicity expert.” “Nancy identifies your uniqueness and then tells you how to capitalize on it. She is your ultimate cheerleader.” I love this one. “Nancy is like self-esteem in a can. She sprays it and all the fabulous things about you that you had forgotten or did not think were important are in the air for everyone to see.” “You appeal better to potential clients when you are appealing and 
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you look and sound like a professional. Just like that.” “She is a word wizard.” I think that this quote by Ashley Rice sums Nancy up to a T. "There are women who make things happen simply by showing up. There are women who make their way. There are women who make a difference. There are women who make us smile. There are women of wit and wisdom who through strength and courage make it through. There are women who change the world every day, women like Nancy." Thank you.  

NANCY JUETTEN:  Beautiful. 

LINDA SNYDER:  That was my best introduction ever!
NANCY JUETTEN:  I am honored by those very special words. Thank you very much for that magnificent introduction. I am honored. Thank you. 
I want to thank you all for making time in your busy day and busy businesses to come here to Friends, Philosophy, and Tea to get some great inspiration that can help you get seen, heard, celebrated, and compensated. Because presents are always fun, I will be doing a drawing so some lucky guest today will be going home with 147 Powerful Ways to Profit From Free Publicity. If you would like to be considered for the drawing, all you have to do is put your business card in the basket. If you do not wish to be on my ezine list to get great tips and inspiration to support your success, just cross your email address off the card, and I will honor your request. 
You will see that I have a lot of cards in here, so if you would like one, feel free to take one. If you want to take a look at the tips booklets as they are traveling around the room, please do!

Assara, Thank you so much for providing this magnificent venue. I would like to thank my able assistant Terra Vita, who is lending her assistance to me today.  I am just so honored that you would help. I would like to thank Linda because I have never been introduced in such a manner in my whole life and that is going to see me through for the next two weeks. I am just honored that you would be here today. 
PRESENTATION BEGINS:

Let me ask a question. Who wants to be seen, heard, celebrated, and compensated? You have come to the right place. You are not alone. That is what we are here to talk about today. I would like you to do is reach over to your neighbor and say, “I celebrate you!” 

I would like to start with a story because I would like you to know that I have been where you might feel that you are right now. It was 2001. I was very new in my business. I had been a publicist for a very long time and I had a very famous client who needed to make a keynote speech in front of a very large group of people. This 
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person wasn’t particularly comfortable speaking, and she did not like writing. She had an awful lot of else to do on her plate, and so she turned to me and she said, “You are my publicist. Will you please write my speech? Will you please get me ready for my speech? Will you please make my Power Point beautiful? Can you make it look like a rock star so that I don’t have to think about it?” I said, “Well, of course. That’s what I am here to do.”

So I got to work. I wrote this amazing speech. I did the fabulous Power Point. I coached my client on the value of the pause, how to boldly step forward to make her point, all the kinds of things that speakers who are among us like to do. Then I talked to her about presentation and what to wear, all these kinds of things. Then the big day came and she stood up there. She just did a magnificent job. She did such a magnificent job that when the thing was over she got a standing ovation. It was a beautiful thing. The people rushed to the stage, and there were flowers. There were gifts. There were accolades and all this wonderful stuff. She sat there and received it. 
It was a really wonderful day for her because I was sitting there feeling like the Wizard of Oz. I was the one who was making all the noise, making all the magic happen, and nobody knew that I had anything to do with it. I could not possibly say that I was the one who did it, because that would be a negative reflection on my client, and I thought “Oh.” 
So I went home and cried a bucket of tears and then I thought about it. Because what I knew to be true and what ultimately happened to that client is that because she did such a fabulous job in front of that amazing audience, she earned hundreds of new customers that day. She earned all kinds of new joint-venture partnerships and all kinds of wonderful opportunities. She got a book deal. Many wonderful things happened for her. So that one hour-long presentation that she delivered was the point that allowed her to leverage her expertise over many, many different platforms so that she could live happily ever after. For me, I was just going to do one billable hour at a time, tomorrow, the next day, and the day after that. 
When I went home and recovered from my bucket of tears, I thought, well, maybe I better do something about this. I do not really want to be the gal behind the curtain making the noise. I would like to step in front of the curtain and let people know that actually I can put a few sentences together and put my own name on it, that it would be okay. Does anybody want that? Who wants some of that? So it was like an aha moment, and I knew that if I could just practice what I knew how to do for other clients, put those same methods to the test for myself, that one day I would be the one that got introduced as the person who was going to speak and that all those wonderful benefits and those multiple streams of income that I was dreaming of would be mine as well. I would not have to have that chip on my shoulder that it was all going to someone else because I would have done all those things that I needed to do to get into action and make that magic happen for myself. So that is exactly what I did. 
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You know way back when, did it ever happen in you life when you said, “I’m going to be known as the executive coach who made things happen in people’s businesses. Or I am going to be the person who is known for getting people to lose weight fast and look great. You have this idea of what you want to be, right? Then you go to Google to check your Google search results. You type in your name and your company name. Then you have what you call the ‘aha’ moment, which can sometimes be a good gut check because sometimes the search results do not reflect the high intentions that you have for yourself. 
So I tell myself, okay,  I’m going to be the do-it-yourself publicity expert, the extreme bio makeover queen, I want to be known as the go-to person to help people get seen, heard, and celebrated. This is who I want to be. 
Then I type in and guess what comes back? I run 10K races really slowly. Really slowly.
I thought, well, there you go. It was like a humble moment.  Well what I am and what I want to be are not the same, so what am I going to do about it. So I started writing articles. I started speaking. I started a blog. I started a newsletter. I prepared my story. I started sharing my story. Here I am in 2010. If you were to Google my name, the search results will come back far differently than they did back then. Today I am #1 on Do It Yourself Publicity Tools. I am the Extreme Bio Makeover Queen. I am #1 or #2 for Bellevue publicist. Every keyword I wanted to own, I am either in the top five, or I own the number one position. I did it without spending a lot of money on advertising. I did it by doing exactly what I am going to be telling you how to do. 

I tell you that story not to boast or brag because I don’t really want to that. I want you to know that we all have humble beginnings at some level, but wherever you are, there you are. If you want to go somewhere else, well, you can go somewhere else. You just have to follow very specific steps so that you can get where you want to go. You cannot start and stop. You have to be consistent, tenacious, and persistent, which brings me back to those slow race times. I did run a half marathon very slowly. I have done all kinds of 10K races very slowly, but the thing of it is that I finished the race. With the hare and tortoise, who finishes? The hare get busy with shiny, bright objects that he never finishes but the slow and steady tortoise wins the race. I have done those 10K’s. I have done a half marathon, and now I am #1 on all the key words that I wanted to own. I have the reputation that she’s pretty good. Wonderful clients engage my services. So it is really wonderful when you start having those kinds of results. 

So let me ask you. Part of it is you want to start preparing your story and then you have to share your story. Some people when they think of preparing their story, they get a little anxious. So I wanted to ask a few questions. 
· Is there anybody here who cannot find the time to focus on their story and put it out there in a way that makes them proud? Just a few people. 
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· Are you troubled, perhaps, that you had to reinvent yourself over the last few years, in particular so many times, that when you look at you bio today, it doesn’t at all resemble what you are now doing? Okay. 
· Are you fearful that your writing abilities and storytelling skills are maybe not quite up to snuff to do the job that needs to be done? Okay. Is anyone here uncomfortable with self-promotion? 
· Is it difficult for you to find the right tone of voice to connect with your ideal customer? 
· Is that hard for some people? 
See.   These are all common laments, and you are not alone. This is the most important question. Because you have these aches, pains, worries, and concerns, you are probably not preparing your story the way it helps you win the game. 
· So the next important question is what is it costing you not to have that? 
The thing of it is in today’s Internet age, anybody who is going to making a high-involvement decision that costs a lot of money or requires a lot of time to enjoy or benefit from, they are going to do their homework. What is going to happen is people are going to go to the Internet, they are going to Google your name and your company name, and they are going to see what comes up. If what comes up doesn’t reinforce the value that you bring and the impact that you make, you are missing a huge opportunity. On the other side, if you say the right kinds of things that get people nodding, like Martha here, then it is like oh that person sounds like someone I like, trust, respect. I want to pick up the phone. I want to send an email. I want to make an appointment, and I want to do business. If that was happening more often in your business, what would your business look like? Would it be better? See? Isn’t that exciting? 
COMMON BIO BLUNDERS – ABC DI DISEASE

So, don’t dwell too much on what are your worries and concerns because I am going to help identify some of these things that we can sort of lay them to rest. I thought I would talk first about some of the most common bio blunders that I see in my work. Maybe you can put your own bio up against some of these examples and see where you land on all of these little criteria. I call this ABCDI disease. 
A stands for arrogance and absence of proof. 
Arrogance. You know your bio has an arrogant tone of voice when there are so many $5 words in there that they don’t really count for a lot. You know that when you read it, your nose is starting to crinkle, your brow is starting to furrow, and you are asking yourself does the emperor have any clothes in this case, or am I kind of all wet? 
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Have you ever read anybody’s bio and asked yourself that? Okay. You go oh God. What ends up happening is that when people use all these $5 words and all this, whatever they do, instead of you wanting to lean in, it had you at arm’s length. If you are at arm’s length, do you think they are going to pick up the phone? Are they going to send you an email? Are they going to rush to meet you when you go to the next networking event? They are going to feel intimidated, like maybe they cannot do business with you. You are too good for them. 
So, go through your own bio, see how many $5 words you have, and see if you can say what needs to be said in simpler, more conversational terms. Because that will help people like, trust, and respect you more readily. Even the Wall Street Journal writes at the 8th grade level. That is one of the most prestigious business periodicals in America today, so let’s take a lesson from the Wall Street Journal. 
Absence of proof is a big one. Sometimes people say bestselling author on Amazon, but they forget to say that it was for one week in July 1985. Maybe people are saying things like highly acclaimed expert. According to whom? Now if you were quoted in the Wall Street Journal and you were featured in USA Today and CNN Radio was calling you regularly, you can say that you are a frequent contributor to these prestigious broadcasts, and that makes you sound pretty cool. That helps set you apart from someone who does not have that. But if you are going to start using all this acclaimed, powerful language and you do not offer any proof, again that keeps people at arm’s length instead of getting them to lean in. So that is the A’s. Absence of proof and arrogance. 

B’s are my favorite. Blah, blah, blah. Boring, bland, boilerplate. These are all B words. If there are any bankers in the room, forgive me, but sometimes when you read a banker’s bio, that is what you get. So and so graduated from this particular university and is a graduate from the Pacific Coast Banking School. Has been writing loans for 20 years. He lives comfortably in his lovely Mercer Island home and has a couple of kids who go to private school. You are thinking, so what? Right? You know what I mean? Every banker looks the same. It is pretty darn hard for any bank to set itself apart in the marketplace because they are all so gosh darn conservative and bless them, they have been my clients for years, but you know what, I am not very conservative. I don’t know how that worked out. I really don’t know how that worked out. If it is boring, bland, and boilerplate, my invitation is to either consider whether or not you can make your bio magnetic, magnificent, remarkable, and memorable. So I thought I would offer a couple of examples to show you how this works out. 
This is a lovely woman that I met on a teleseminar. This is what I call a blah, blah, blah bio. Any real estate agents in the mix here today? Great. This one is okay. It’s not horrible, but it could be better. 
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EXTREME BIO MAKEOVER – Risa Davis
Before:
Risa Davis has lived in Portland area for 30 years. She worked with many clients on the sale or purchase of their homes. Her working philosophy is to create an educated environment to help her clients make confident decisions while negotiating their way through any transaction. She has a practical background in home renovation that carries over to all periods of homes. She is on the board of the Architectural Heritage Center. 
Are you like twitterpating? I was not twitterpating.  I said,” Are you open to some upgrades?” That is a good way to start a conversation. Are you open to upgrades, because some people have pride in authorship and they don’t want to change. They are just looking for that rubber stamp. You are fabulous. No trouble. Stay with that. But when she said yes, what I did was I rewrite it so that it sounded more compelling to her ideal customer. So I said, 
After:

Hundreds of satisfied Portland area clients seeking homes with character and distinction rave about prospect of buying and selling their homes under the competent guidance of Risa Davis and her team at Nouveau Realty Group. Since 2003, Risa and her able team have combined 100 years of practical background in home renovation, insight, and education to successfully guide buyers and sellers to winning outcomes. In the best and most challenging of times, Risa’s passion for performance and results is why she consistently earns her place among the top-rated real estate agents for customer satisfaction. She discovered her passion for real estate and talent for negotiating while playing Monopoly as a 3rd grader. The combination of art, heart, market knowledge, and skills associated with completing complex transactions in her Portland backyard that sets Risa and her team apart. When she was not guiding buyers and sellers to get what they want, she enjoys renovating her own home, studying preservation-related articles, and teaching classes at the Green Myth Revisited. Visit Nouveau Realty Group to learn more. 
Doesn’t she sound better? 
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It is all about her client. What is her client looking for and she is addressing these stunning results that she is helping her client achieve. She demonstrated her passion, which started at a very early age. She is saying something personal about herself so that you know right away that she is the one for you or not, and you know that this spilled into her personal life, so it is not something she is just doing for the money. If you are trying to sell home in the best and the worst of times, what kind of real estate agent do you want? I think you want someone like Risa Davis.
She said, “Wow, you made me sound so cool. I am feeling really confident. I am really ready to go.” So that is an example between boring and bland and the other. 

C relates to content. It is like Goldilocks. There is the little girl who was trying to choose the right bowl of porridge.  One was too hot, one was too cold, and the other was just right. Well not every bio is right for every situation. I have learned this very specifically just recently because I have done a lot of radio interviews on National Public Radio, CNN Radio, and other media.

Some of them are like backyard media and some of them are like national media. You have to be ready no matter who it is, and you are thinking, oh God. So when CNN comes to call, you are going to get a 6-minute interview. If they were reading that bio you heard at the start of this talk, I would have a minute to say hi to everybody, so glad I got to be on the show. 
Anybody here want to be on the radio? Okay. If you are going to be on the radio, if you are going to be on the I’m Thankful Network or Blog Talk Radio or some of these local backyard venues that give you the practice to get your answers right, you can often have a longer bio and the host will happy to read it. 
But if you are going to be National Public Radio or CNN Radio or the Today Show or something in between, you really are going to be served to have 2 lines of text that get to the meat of the matter. Because that is all you get. What you really want to have is the rest of the content to tell about what you are there to discuss. Hopefully that would give you the opportunity to shape the outcome of the interview so that when the interview is over and the person says, “Well, is there anything more you want to add to the conversation, Suzette?” Then Suzette would say, “I’m really glad you asked me that because the three things I want you to remember from our interview today are boom, boom, and boom and you can visit me at SuzetteSummer.com. I can’t wait to continue the conversation.” 
She got the message accomplished because she got her three points across in let people know where they needed to go to learn more. You got to do that. So if you are going to be on the radio, you get two sentences. If you are going to be introduced in front of a group like this, you get Linda Snyder to do it for you , or you can make your own introduction. 
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The other thing that I always recommend is that if you going to be speaking on any platform, you want to have a prepared introduction that is done in 14-point type or larger because a lot of the people at the podium may not have their reading glasses. You want your person who is hosting your event to look like a superstar. You never leave it to chance. You do not send the thing ahead of time and say here is my bio. Knock yourself out. You can do that thing that I always do, but when I show up at an event, I want my nice, little, sure bio to be there in 14- or 18-point type and I ask the person introducing me to make sure she can see it. I help her spend time to make sure she can say my name correctly. Because what if you getting up in front of a large group, you have a difficult name, and the person does not get it right? The most important way you can be seen, heard, and celebrated is to call somebody by their proper name and say it correctly, right? So you want to make sure that you are prepared in this way. 

Who is writing a book in this room? You can pick up any book anywhere on Earth and look in the back of the book jacket and you see how a few lines of text are often assigned to the bio. How are you going to make every word count? What president was it who said you need the speech to be short? I’ll get back to you in a week, but if you need it to be long, I can be back to you tomorrow. The shorter the bio, the longer it takes to write it. The shorter the speech, the longer it takes to write it because you have to make every word count for something that really matters. What we know about books, is that what a lot of people do, their behavior is they go to the bookstore, they see the title, the design of the cover. They are compelled to pick it up. They will open the inside book jacket. They will turn around, and maybe they will read the content to the introduction. If that is not fabulous, they are not reading the book. The rest of it could be crap. Are you with me on this? I mean how many books do you have that you bought just on that basis that for some reason you just never have gotten around to? So you want to make sure the bio is good. So that is the content piece. 
D is differentiation or failure to differentiate. It is like a Whitney Houston song, all of my songs sound the same. I am going to put my executive coach profile next to every executive coach that I know, I am going to read them all, and they are all going to sound the same. If you have that kind of Whitney Houstonesque thing about your bio, it is time to go back to the drawing board and think to yourself : Who really is your ideal client? What is your niche? What is the blend of magic that you manifest for your customer in very specific terms so that, when they read that, there is some wow attached to it and they cannot stop themselves from wanting to call you. Because if you do not do that and they land there, they are going to say yeah, yeah, yeah, so what? It is it wow or is it so what? What would you rather? Wow!
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Okay the I in the ABCDI disease is I, I, I. This is when all the other vowels are lonely because every sentence starts with I. I started my career in …I achieved remarkable things. I am a remarkable person. I do this. I do that. I, I, I…..how bored are you? The I-to-you ratio, if you were to shift that, it makes a huge difference. Clients who are seeking ABCD and E breathe easier and rest better with Mary Jane as their guide. You have to put it from their perspective. If everything starts with I, not only is that boring and unimaginative, but it totally shuts out your client. If we can shift their focus from I to you, it is all about you and how you feel. If somebody gives you their total and complete attention, how does that make you feel? Everyone wants to be seen, heard, and celebrated. Everyone wants that. Shift the focus. That is my recommendation. 

Those are the bio blunders. 

THE FOUR S’S

I am going to tell you about the bio essentials. There are 4 S’s. I will bring them to light for you. The first one is stunning results. What are the stunning results that you bring about for your ideal client that makes them stand up and cheer, stay with you forever, recommend you to their friends, and consider you the rock star in the field? This could be things like, if you are a speaker, you could be electrifying audiences and transforming sales teams one fabulous presentation at a time. It could be getting the phone to ring to make magic happen on the balance sheet. It could be taking chaos in bookkeeping to organization that is a thing of beauty and a joy forever. 
Kammie Lisenby Example:

My friend Kammie Lisenby is a professional organizer. She used to be a Seahawks cheerleader. I am thinking to myself, how are we going to weave that in? Do we even want to? She is 23 years old. She is very energetic. She is just really passionate about what she does. She works with desperate housewives who are stuck in disorder and chaos who are looking for order and beauty, but they cannot find it all by themselves. So then I started thinking about what a cheerleader does. What a cheerleader does is enthusiastically dance in synchronicity to make rabid football fans jump to their feet in adulation and excitement, right? So the very same skills that she uses as a professional organizer come into play as she works with desperate housewives as she creates order out of chaos and makes their families stand up and cheer. Isn’t that great?
So everybody has their own story. I don’t know how many other people I know who were once Seahawk cheerleaders. It seems silly to leave that like in the basement if there is someway we can use it, because the thing about being a Seahawk cheerleader is that it is a fairly memorable thing. Here in Seattle, people are very passionate about football. She obviously has that going for her, so you may like her already if you are a football fan and the fact that she was a cheerleader. But the fact that she is going to cheer your whole family to a better way of life, one file folder at a time, now that is a good thing. Don’t you like her already?
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Sometimes I will ask people what their favorite thing was that they used to do. I was talking to someone this week. She spent 25 years in radio and TV sales. Does anyone here have that experience? Yes, you do. It was television. It is very difficult because you are selling an intangible product at a very high price to really demanding customers who are never satisfied. Doesn’t it sound like fun?

(Comment from the audience: Try that with radio). 

So I said what are you doing now? She said, “Well I’m pursuing my passion for interior design and I am turning boring, boilerplate spaces into fabulous places were families are happy to be home and they can actually touch and feel the product that they are sitting on and experience the texture and the value. When I see the expression on the homeowners’ faces when they walk in to see what I have done. The psychological compensation as part of the appreciation she receives is even more important to her than the generous compensation she earns for doing the work. 

Sometimes it means you have to talk with somebody who can actually reflect back to you how cool that really is so that you can actually walk taller, be bolder, and be more confident describing your thing. It is really nice. 
So, stunning results. 

Sassy sound bites are the next thing. A sassy sound bite is the memorable thing that you say that you are known for saying. It could also be a quote that is pulled from the media, where the media might have said, for example, Kiplinger’s Personal Finance Magazine once said that an investment in Patricia Fripp’s speaking school is the 6th best investment you can make in your professional career. Wouldn’t that be swell if you were Patricia Fripp? I think millions of people read Kiplinger’s Personal Finance Magazine, and they think it is a pretty good magazine. They say that an investment in her speaking school is the 6th best investment you can make in your professional career. What do you think she put in her bio? She puts that in her bio. 
So how many have you been on the radio, on TV, quoted in a magazine, or something like that? So, what you might want to do is go back to all of your press and see if there is a sound bite that a reporter wrote about you that says that you are among the top Seattle area organizers in the Puget Sound area and here’s why. If 4-5 magazines said this, it is almost cooler than if you said it yourself. If you are not someone who has yet had the experience of having media coverage, the next thing you can do is go to your very best clients. Do you have the habit of asking for testimonials? So what you might want to do is go through your testimonial. Sometimes I will ask clients do you have a really famous person who you have worked that who has name recognition? Who is on your list who would actually have some weight that would be meaningful?
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I was talking to a virtual assistant yesterday. I guess there is a woman named Danielle LaPorte. You have heard her name? I did not know who she was, but apparently she is quite successful. So this woman I was talking to yesterday was the virtual assistant who set up all assistants so that when Danielle LaPorte says to use her new product called White Hot Sessions, in the first 11 hours she did $11,000 in sales and $60,000 follow-up in short order. She had only been in business for one year. She has one long-term client that she actually created rock star results for. She asked Danielle LaPorte if she could actually say something about the contribution that she made. So that is the sassy sound bite that is going to be in this young lady’s new bio. She has only been in business for one year, and she has a rock star testimonial that makes anyone else who is looking to create a rock star success online think that she could help them do it. Do you think that is going to get someone to act a little bit faster? 

Asking for Client Testimonials

So you if you don’t have something in the media, then go to your clients and ask them to see what they say. If you do not have really great testimonials, then I would invite you to create a system in your business that every time you have a wonderful experience with a client, you always say it has been an honor to do business with them. You would be so honored if they would say something specific about the impact your work together has contributed to their life or work. 

It would be an honor to post it on my website with your picture and a link to your website. Whatever you want to share that might have been started as a success, please let’s post this together. 

You would be amazed how happy people would give you that kind of input, and it also boosts your confidence, maybe when you are having one of those days when you are feeling a little blue. Do you ever have one of those? Me too. Good for you. I have them. I have those days. Okay, so sassy sound bite. Does that make sense? 
If you are not sassy, okay.  If you are a plastic surgeon, you do not want to be sassy. You want to be credible, competent, well trained, credentialed, and have no marks against your background. Everything has to be relevant for whatever particular industry you are in, right? So always keep that in mind. 

Succinct story is a really great way to bring stories to life. Kim Duke is the CEO of a company called Sales Divas.com, and I remember hearing her speak once. She said she is sassy. She wears high heels. She walks backward in high heels. She is really a feminine girl. She said, by the way, cold calling is best is left in the freezer. If you are someone who needs to do a lot of cold calling, you need some encouragement about sales training, and you hate cold calling, do you think you are going to be attracted to training with this young lady? I think you would. 
[image: image13.png]d/ﬁin Street Media Savvy

Get seen, heard and celebrated in your own backyard ... and beyond!





Another client of mine, a friend and a mentor, Henry DeVries, years ago he told me that he once lost $13,000 in the final round of Jeopardy. I have never forgotten it. The thing that I liked about that example is that his company is New Client Marketing Institute and his whole approach is to help people attract clients, attract leads, and grow their businesses. He has to know a lot about a lot of things. He has to be good under pressure. He has to be able to be flexible in all kinds of situations. What better way to say that all in one line than “I once lost $13,000 in the final round of Jeopardy?” You never forget it. You know that he is smart. You cannot go on Jeopardy and not really have it together, right? 

Now in my bio, I was talking earlier about you have to have the right bio for the right situation. Well I have my short bio, two sentences for the radio, and then I have a one-paragraph bio for teleseminars and stuff. Then I have a longer one, just in case, and then I have a manifesto bio underneath it. It is all posted on my “About Us”s page and you should go there and check it out. R&D. Rob and duplicate. Lift and separate. 

It is a really good approach because what happens is they will read the first two sentences, and they will go, oh she sounds interesting. Then they like the first two sentences, so then they will read the next paragraph. Then they will go down to the next one and say oh the message is good. By then you have got them. So then they are reading the whole manifesto. 

So way down low where nobody you think will be going it says that I know as a 9-year-old I figured out how many licks it takes to get to the center of the Tootsie Pop and that I will never tell. I tell that story because I am a publicist and I have to be able to keep a secret. So could say I know how to keep a secret, you can trust me, which is a really boring way to say that. Instead I say I know how many licks it takes to get to the center of a Tootsie Pop, but I will never tell. 

What ends up happening is I will go to the networking event in the peacock blue silk coat that everybody knows, and they will say you are the one who knows how many licks it takes to get to the center of a Tootsie Pop. How nice to meet you. 
Find a story that is interesting. What is your favorite book? What is the most meaningful moment in your life? Always make these stories relevant to the business that you are in, because it will help your ideal client connect with you. 
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Steve Juetten Gets Seen, Heard, Celebrated and Compensated because of His Bio

I will give you an example. My husband Steve Juetten is a certified financial planner who helps people guide themselves to a successful future with confidence. So he has a three page website. It is not much. He has got this is what we do, this is who I am, and these are free resources. You should go there, finpath.com. It is a very simple website. 

Just this week four new clients called and engaged his services. They said, “I landed on your website. I read your bio. You are exactly what I am looking for. I am in.”

What I love about that and what I would love for you, I mean hopefully there is nobody out there like romancing my husband, but he says who he is, and what he is committed to. He mentions some hobbies that he has. His values are clear. When people are dealing with their money, values are really, really important. 

One guy I interviewed one time said I believe that investing should be like watching paint dry. If you are getting an adrenaline rush, you are doing something wrong. That is a great sassy sound bite, because if you are of the type that does not want that approach, you are going to run in the opposite direction. That is the beautiful thing, because if people you spend time with and people that should be really good prospects to engage your time and talent, and you if you are spending time talking with the wrong people, you are not using your time wisely and you sure as not spending their time wisely. I always say either you are in or you out. Either way is fine. Make the decision on the web page before we have a conversation because then at least when we are having a conversation.  We are going to do some business. Right? Okay.

I thought I would read you a couple more bios to make some of these points really clear. Sometimes in coaching, is anyone here a coach? Lots of coaches. Differentiation can be challenging. So I met with this woman. She must have given me 40 pages of documents. This is where I have been all my life. This is what I have done. This is who I am. This is what clients say. Oh my gosh. It was manifesto the highest order. This is a 1-hour appointment, but I graciously and generously reviewed everything because she really wanted a great bio. This is what I came up with. 
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Nina Durfee: After Bio

Hundreds of empty-nester women seeking to step off the back burner and step into a satisfying, energetic, purposeful life at long last are singing the praises of life coach, group workshop, retreat leader, and radio personality Nina Durfee. Since 2006 Nina’s inspired work has focused on shining light on a time-tested, proven, and practical process that provides her followers to get exactly what they want out of life finally. Those touched by Nina’s gifts delight in seeing her and guided lovingly and deliberately to make good life choices, take action, and to step boldly into a sassy, classy lives they design and could not prior image without her help. Nina’s E-book Full Bloom: 7 Practical Steps to Get What You Want Plus +1 To Grow On has earned thousands of readers worldwide as she shares her life-sculpting message on Blog Talk Radio Radio, Northwest Prime Time, The Country Register, Writer’s Journal, and Going Bonkers, the self-help magazine with a sense of humor. At age 16, Nina single-handedly took off and landed an airplane in a 35-mile-per-hour crosswind without the benefit of autopilot and she lived to tell the tale. Her fearless, adventurous approach to crafting an extraordinary life continues as she inspires and invites others to do the same. Happily married for over three decades to the husband she met on stage as a can-can dancer at an Alaska saloon, Nina’s essential advice is this, “Live by default and not by design.” Why wait a moment longer? Learn more at Lifesculpt.net. Who wants to go get their life sculpted by Nina Durfee?

Remember when you when you were in school, had to like diagram a sentence, and you had to do the whole thing? Are there stunning results in there? Yes. Stunning results for her ideal client. Hundreds of empty-nester women seeking to step off the back burner and step into a fabulous life are singing her praises. Those are stunning results. How long has she been doing it? Since 2006. What kinds of impact are they having? They are having a lot. Has she been quoted in the media? Absolutely. Does she sound like a fun gal you would want to break bread with? You bet. She is living her own talk. She is living by default and not by design. So, everything is there. You want to like, trust, and respect her immediately.
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Catherine Behan: Before Bio
Let me read another one. This one is really fun. Who wants to find their ideal mate? Have you found your ideal mate? Who does not have theirs yet? Okay, you might want to meet this person, this fine woman, or this fine woman here. I have not done her bio yet, but I cannot wait because she is really fascinating. Katherin Scott.  

Now I am going to be talking about a different Catherine. I am going to read her before bio first. Okay? Catherine is a gifted teacher, speaker, seminar leader, and coach who has been helping people find true love for over 30 years. She believes that the truest of love is self-love and true love is irresistible. Successful single women in their 40s and 50s who can manifest everything but love, Catherine shows them how to attract the highest and best in the men they meet. She likes to call herself a soul mate magician because she teaches a woman to give her heart away and keep it at the same time. Ready for magic? Check us out at attractyoursoulmatenow.com. Actually I thought this was pretty good. Doesn’t it sound pretty good? But I will tell you a couple of things that are wrong with it. This is constructive. 

If you are Madonna or Oprah or Prince, you can use one name. Catherine. She is Catherine. What is her last name? If you are Prince, Oprah, or Madonna, use your given name and go for it because you are already a rock star and you have earned the right. (Comment from audience:  Sting.) Sting, there is another. But when you are a professional publicity writer, use your first and your last name. Catherine lumped it all together. She is a  teacher, speaker, seminar leader, and coach. Okay. That is all about her. She talks about her belief, which is more about her than what her customer wants. Then she gets to who her customer is, which is good. She says she likes to call herself this, which isn’t so great, as if her clients call her that. So I rewrote her. Want to hear how the makeover went?
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Catherine Behan: After Bio

Successful single women in their 40s and 50s from all over America who can manifest everything but love are happily singing the praises of soul mate magician Catherine Behan. Catherine’s unique take on the law of attraction has guided hundreds of women to stop getting dumped and to start loving life by having the highest and best from the men they meet. She discovered her gift for bringing out the best in people seeking love as a 12-year-old who had an intuitive ability to wave her magic wand to bring the right people together. Today, through workshops, private coaching, and radio interviews this modern-day cupid joyfully spreads her magic dust to show love seekers how to find what they are looking for in themselves and others so that they can live happily ever after at long last. Happily married to her soul mate, Catherine has been there and done that to find and nurture true love. She cannot wait to show you how you can too. Visit attactyoursoulmatenow.com. 

Doesn’t she sound better? Did you notice in the first bio she never said she was married? So one of the questions I asked her, I said okay, so are you living alone with your cat? You know if you are to hire a dating coach, you sure want to work with someone who has had success at walking her own talk. If they haven’t walked their own talk, then you should be walking in another direction. Wouldn’t that make sense? That was a huge missing piece. Look at that. That is five lines of text and how many things we could have added to it to make it so much better, and we have done that now. So now this is something that she can proudly share with any radio host. It is a beautiful thing. So that is another little makeover.
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Practical Considerations

I want to tell you a couple of practical things that you need to know. I talked a little bit about the one size fits all. I always like to talk about the whole. When you are a woman and maybe you are not a size 2, you have to go to the one-size-fits-all department and you never feel good about it because you feel frumpy, lumpy, and bumpy. Just remember that there is the right bio for the right situation. If you are on CNN, you get two sentences. You get the picture. If you are on Twitter, you get 160 characters to say who you are. At 160 characters, what are you going to do to use those characters wisely to share who you are and something special about what you bring to the marketplace so that when people land there they want to follow you. 

Public Speaking

Who here is a public speaker or who wants to do more public speaking? What I want you to know is if you want to go on to public speaking then you definitely want to follow my advice of bringing a prepared speaker introductions ahead of time. 

If you are gong to be doing a lot of radio interviews, you also want to prepare yourself to know the five questions you want to address every time you do that interview. Because it makes the radio host look good and it allows you to be your best in every situation. There is something called an online press room that everyone should have if you are serious about doing a lot of public speaking, radio interviews, and so on. No radio producer is going to take time to find out everything there is to know about your business, why it is compelling, and why it is timely, relevant, and interesting right now. If you are truly serious about being seen, heard, and celebrated in those media outlets, I would invite you to prepare those questions in advance. 

So I want you to have on your website something called a media room or a press page and there I want you to have a very good quality, visual head shot of you looking your most professional best in color. I want you to have the five questions that you most like to answer when you are interviewed. I would like you to have bios of different length so that they can choose the size that is right for the situation. 
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Let me tell you why this is a beautiful thing for everybody. This actually happened to me one spring break. Sometimes on holidays the radio shows get backed up or their guests go on vacation, they have air time they need to fill, and they are looking for somebody to fill it. So I get this call from National Public Radio in Chicago. They saw my information in the radio/TV interview report and asked me if I would do this interview the following day. I am thinking National Public Radio! How quickly can I say yes without letting my heart jump out of my chest? So I said yes. He said where is your press room? So I said here is a quick link to my online press room where you will find my picture, my 2-sentence introduction, and the 5 questions I most like to address on this particular topic. He said you are a rock star. But the neat thing about it was that I was on vacation. I did not want to have to scramble and find all that stuff. I was ready. Are you ready? Good for you! Who among all of us here thinks they are ready? 

If you need a great photographer, Tara Gimmer is my favorite. She makes everybody look better than God made them.  You’ll find her at www.taragimmer.com. Tell her I sent you. I think those of us who are over 40, you know, lighting is important. She does a good job. She really does a good job. 

Now, in terms of setting yourself apart from the competition, you are all at various ages and stages of success in your business. (Audience question:  Did I miss before this…) Oh, the fourth S is social information to help you and your ideal customer connect. I am sorry I did not mention it. 
Social information would be like if you love the Mariners, you skydive, you are happily married with 3 kids. You know all about chaos. Find something about yourself personally that you are willing to share that is relevant to business so that your ideal customer, when they read about it, they go “that is the guy for me. I feel like I can actually break bread with him. I would want to go to a fancy restaurant with him,” whatever the scenario is. But if people do not want to break bread with you, they sure as heck do not want to do business with you. 

Sometimes people have trouble setting themselves apart because maybe they are too new in their business and they have not found a way to do that yet. So, if you do not have any media placements yet, I would invite you to set the intention that 1 year from now you will have media placement. What I would like you to do is say well, aim high. Do you want the Wall Street Journal? Do you want the Bellevue Reporter? Do you want the Puget Sound Business Journal? What do you want? With every media placement you earn, put those article names in your online press room, because then when a reporter lands there, they go wow that person has got a lot of media credit. I think I am ready to talk to them. I am not dealing with someone who has not been there, done that, got the t-shirt. 
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Now I have been behind the scenes with a lot of very successful people for a really long time, so I did not have a lot of media credits that were about me. So, since 2006, I have been gathering those. So just this last week I had my webmaster go and collect all the logos of all the media that I have been featured in and to put them on my web site so that if anybody were to land there to see where I have been, they go oh wow Nancy Juetten has been quoted in these variety of magazines, newspapers, and broadcast outlets and she is ready to do that for you too. 
Because any broadcast producer or any media outlets, they don’t always want to take time to deal with a person who does not yet have that experience, but they will gladly talk to someone who has logo soup on your site. So if you do not have logo soup on your site, well it seems like a silly goal at some level, it is not such a bad thing. Some people are very visual learners, so they want to see those logos. They are not going to go searching for the text, so do it both ways. If you have been fortunate to be on the radio a bunch of times, then I want you to put those radio archives on your speaker sheet and on your media page, because if you are going to be a speaker, a radio guest, or whatever, the producer is going to want to see what you sound like. If you give a good sound byte, they will want to have you on the show. (Question from audience: You mean put the link to the radio archives?) You can do that. You can get the MP3 files. Like on my speaker page, I was fortunate to get interviewed on Zita Gustin’s show, “BizTalk with Zita Gustin.” There was a nice little video segment of me on TV looking not so horrible, saying something interesting. So you put that on there. Then I had a couple of radio interviews that I thought were really great. So any media host will think well that is what she looks like. That is what she sounds like. This is what she talks about. I want her. 
Getting Seen, Heard, Celebrated and COMPENSATED! – My Own Case Study
You know earlier we were talking about getting seen, heard, celebrated, and compensated. I want to be a public speaker, and I want to get paid to do it. Who is with me? A lot of times you go and do these speeches and they are free, and that is okay, but at some point you want to get bold and say I am highly compensated speaker or perhaps an occasionally compensated speaker, whatever. I just updated my speaker page with a 150-word bio to showcase my bio writing expertise. That happened about two weeks ago. 
I got referred by a client to be a speaker candidate for an upcoming event in Bellingham. The person approached me by email and she said we are putting together an event. We are bringing a bunch of speakers together. We would love for you to participate. Most of the people are coming to do five minutes to talk about who they are and 50 minutes about useful content. We would like you to be in on it. I said I am honored to be asked. If you are interested, you can visit my speaker page at this link and you can see what I talk about, listen to what I talk about, and consider the kind of contributions I have been making. If you like what you see, then let’s continue the conversation.
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I was pretty certain it was going to be no pay situation. I have been in that situation. So she sent me back a note and she you know what? After going to your speaker page, I think we want to send an invitation for you to be the keynote speaker. This has all been happening by email. I said, “oh.”   She said, what are your requirements? 

I said well, maybe we should have a phone conversation. So we set a time to a have a phone conversation. She said well the thing is, you know, it is a one-hour talk in Bellingham from this or that time. I am thinking they are talking Bellingham and I live in Bellevue, so it is not a  one-hour talk, it is like a half day. Then without blinking, I said well my half-day rate is $XXXX. She said great! We talked some more and then she said, “Tell me, would you like to stay in the night before to avoid the traffic? I said, “You know, I really think it would be best.”

So she said let me get you a hotel and bring your husband too. 

James Donaldson Gets Seen, Heard, Celebrated and COMPENSATED with his New Speaker Sheet

So can you be seen, heard, and celebrated by putting your bio on your speaker page and having it ring true? Yes you can. James Donaldson is a former NBA basketball star. He has written a book called Standing Above The Crowd. He wanted to share his entire life story on his speaker page. Twenty years as an entrepreneur. Two decades in the NBA, an author. He ran for public office. The whole thing was like everything he had ever done was like thrown on the page like paint. It was all there. I said James, this content is not 6 feet under, but it is not quite fabulous. I said are you open to some upgrades? He said yes, so I upgraded it.

I met him again last week. I said how is that working for you? He said the very first week that I had it up there, I got another gig for this $XXXX. What is that worth to you? He said I am thrilled. I didn’t realize how easy it could be, I just needed somebody to show me the way. 

Encouragement for Those Just Getting Started

The other thing about differentiating, who is just getting started? I would like to tell this story. When I was first starting my business in 2001, I did not have lots of clients, famous or otherwise. I had some really good skills and not a lot of cash. I had a lot of enthusiasm but the most important thing that I had was really good values and a really good commitment to help clients be successful and a commitment to deliver value for their investment so that they were absolutely satisfied. So what I did was I created a one sheet, and it said every growing company needs a storyteller. It talked about I was combining my 15 years of experience on the corporate side with the passion for storytelling. My five essential values were ABCD&E. If you like what you have read so far, let’s have a conversation. Within six months I was booked solid. 
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So sometimes if you don’t yet have the stunning results, if you don’t yet have the media placements, if you don’t yet have the testimonials, what you do have is really great values and a really great commitment to do a great job. If anybody wants to see that humble one sheet, you can send me an email and I will send it back to you. You can see boy she can start like that and do whatever she is now doing, then anything is possible for me. 

Three Different Kinds of Clients – Which Type are You?

I know it is getting late so I want to tell you a couple of things that I have learned. When we started out, I asked you a question. I said who wants to be seen, heard, celebrated, and compensated? Everybody said yes. I am assuming that you are all here today because maybe you are not getting enough of that and want to do something about it. 

So I will tell you that I have learned over the last several years that there are actually three different kinds of clients. Maybe these are the same kind of clients that you deal with and this was a big ‘aha’ for me. 

· There are people who are really talented and capable who want to do this themselves without spending a lot of money, but they want to have a tool to help them get the job done so that they do not waste any time and get to the results fast. If you know that that is the kind of person you are, then that is good to know. 
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· Then there is other group of people who say oh God. You are not going to make me do that. Please do it for me. The do-it-for-me people. They don’t want to do it themselves and they are too busy or maybe don’t have the skills but they know what they need and they want to get it done in a reasonable period of time. If you know who you are, you know who you are. 

· Then this is the whole other group of people, and these are the people who do not want to do it alone. They want to collaborate. They want to have a trusted guide. They want to have the benefit of an expert showing them the way so that they can get there faster and they want to have that sounding board so that they are not alone. 

What I have done, I have created three different ways to help you get the bio you need. Hopefully what you have learned today are enough really good useful tips that you take a lot of the suggestions to act right now and rock star your bio all by yourself. But if you feel like you need a little bit of help, I am going to have Terra come over here and share a handout with you.

Bye-Bye Boring Bio Action Guide

I have created the Bye Bye Boring Bio Action Guide that is selling worldwide from my website. It is a 52-page guide that is packed with articles, useful examples, and templates that make it easy for you to fill in the blanks, and enough abundant ideas within the pages that if you are not good with words and you want to find some good ones, you will find them there. You can do what I like to say R&D (rob and duplicate!). All the bios that are included are organized by industry type. So if you are a coach, an entrepreneur, or whatever, you can go to the page with the guide and find exactly what you are looking for. Your investment is $49. If you do a rock star bio that allows you to get a five-figure speaking engagement tomorrow, it is probably the best $49 you can spend right now. 

Your Extreme Bio Makeover
If you do not want that because you do not want another information product and you know that, if you say Nancy do it for me. I like those bios you read aloud. Can you please do one for me? You can sign up to do an extreme bio makeover and I will gladly do it. We will have a meeting on the telephone. You will complete a bio makeover guide. I will pull some great gems out of you and I will bring them back to you in finished form. You will finally be able to have that bio on your website and everywhere else where you want it so that you are putting your best story forward.
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Your Build YOUR Buzz Strategy Sessions

If you are somebody who wants to do that and then know what is next, the next step would be for you to decide to take the 3 Build YOUR Buzz strategy sessions. The first one would be an Extreme Bio Makeover so that you can prepare your story. The next two appointments would be to figure out exactly for you what we are going to do that makes the most sense for you to share your story. Because you are the only person whom I will be dealing with, we focus squarely on your business, your ideal client, and where are you right now. Do you need clients? Do you need media, or do you want it all? Where are you along that continuum so that we can do the right thing that is right for you?  I have been doing this for clients for the last 15 years for every category known to man. You are going to get to success really fast because not only I am I going to tell you what to do and how to do it, in most cases I am going to do it for you during the appointments that we have. So let’s say you need a speaker sheet.  Let’s get it done. Right now. 
Guiding You Step by Step to Avoid Overwhelm

What I have learned about this approach, which has been an ‘aha’ for me, is that I have done workshops for years about doing self-promotion, and I have shared all the things that we can do. What ends up happening is that people’s cups get so filled that they go home and do nothing. What I want to do is guide people step by step, appointment by appointment, in bite-sized pieces so that you can actually make steady progress one appointment after the other and have some decidedly stunning results for your results. 
Now when James said to me that after that one appointment he got a fabulous bio, he turned it into $4,000. That is a pretty good return on his investment. So, I love doing this kind of work. Whatever way is right for you, I would be honored to earn your business and support your success. 
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If any of this resonates with you, you are welcome to sign up. There is an order form here and you are welcome to do that today. If you also would like to be seen, heard, and celebrated in The Puget Sound Business Journal as my client, if you would like to subscribe to The Puget Sound Business Journal, you can and will go home today with a 2010 book of lists that will make it easy for you to prospect for  new clients with it.. If you want to do that, you have to fill out this form too because that is what they require. 

If you would do me the honor, I will be answering questions of course, if you have comments about the content from today’s presentation, I have provided an evaluation form so that you can share whether or not I met the mark and met your expectations.  Also, please indicate how, if at all, you would like me to follow up with you.

Parting Thought:

So I received a fortune cookie message not too long ago, actually just last week.   It reads as follows:

Every day is a chance for each of us to be important. 
I would like each one of you to feel seen, heard, celebrated, and to be compensated. I want you to set yourself apart. I want you to stand out and shine online and off so that when you go about you way in the world, you have something to show for it in a way that makes your balance sheet and your accountant happy, as well as your ego for being celebrated in the powerful ways that we have spoken about.  I want to thank you for your time and attention. 
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To make purchases, visit the DIY Publicity Store at

at http://www.mainstreetmediasavvy.com/our-products
