
Welcome to the Laylee Emadi Podcast. Today, we are going to be talking about 
three different ways that you can be selling from the stage as a speaker. Now, 
there are tons of ways to sell from the stage. I'm going to be highlighting three 
different ways today. And I will say, before we dive in, just a, a word from your 
friendly speaking coach over here, not all of these are going to be right for you. 

In fact, one of them that I'm gonna share is not something that I personally 
enjoy doing, nor choose to do. But I think that my job in this particular episode, 
and maybe just in general, is to share kinda all of the options and let you choose 
based off of your personality type and what feels best for you. 

So let's dive in. The first way that you can sell from the stage, in this episode at 
least, is what I like to call the hard sell, and that is typically when you are seeing 
a speaker do a direct pitch from the stage. They're really upfront about it. 
They're typically really bold and confident in that sale. 

They are approaching that sale with a really, um, just open offer. They usually 
list the price. There's calls to action. Uh, typically, you'll see this a lot from 
guest speakers who were given explicit permission to pitch, and that way the 
audience is warmed up and pre-qualified. You'll also kind of see this sometimes 
with event hosts themselves doing a hard pitch. 

And there's a lot that can go right and wrong with this one, so I wanna kinda 
talk about the things that you wanna focus on getting right in this. And the first 
one is the transition. And when I talk about transition in a hard sell- Typically, 
the talk or the speech that you are giving as a guest educator isn't just a sale, 
right? 

It's not just an offer. So you have a topic that you're approaching, and then you 
transition into a sell. What I've seen done really wrong here is speakers going in 
and not earning the trust on the front end, like not earning the trust first by 
delivering really strong and generous content and education before transitioning 
into the hard sell or pitch. 

And so the entire presentation kind of feeling like it's leading up to a pitch is a 
very common mistake here. So I would definitely urge you to really think about 
how you're structuring the talk around really strong content and really good, 
valuable education, and then transitioning into a hard sell if you choose to do a 
hard sell. 

Spoiler alert, this is the way that I choose not to sell from a stage. I, I mean 
never say never, but you will be hard-pressed to find a hard sell from me if I am 



taking the stage as a speaker who was brought in. Even if I was given that 
explicit permission to pitch and sell at that event, I typically won't take it. 

But that's mostly because of my personality type and the way that I like to teach 
and the way that I like to engage with my students. So it might be a good fit for 
you if that aligns with the way that you run your business or the way that your 
personality is built. Some people can do it and it feels great and natural. 

I would not be one of those people. So, um, yeah, think about your transition. I 
also wanna urge you in this situation to think about the proof that you're giving 
and how you are giving the proof. So what I mean by that is I have seen guest 
speakers who have pitched from my stage or from, uh, like I've watched 
speakers pitch from other stages whose entire talk not only feels like it's going 
to lead up to that hard sell, but it also feels like the case studies or the proof that 
they're putting throughout their talk is truly just a sales pitch within the talk 
itself before you even get to the hard sell. 

So I would be really cognizant of how you are sharing stories and client success 
stories and stories that, um feel very much like they are a commercial before the 
commercial, if that makes sense. And then of course, like making sure that 
you're being really cautious about how you're putting the message out there, uh, 
in terms of making sure that you're doing it in an ethical way. 

So there's always a risk if you tend to do a hard sell, there's always a risk of 
doing it from the wrong stage without earning that trust first, without, uh, 
getting that explicit permission from the host to do that pitch. But the hard sell 
is there, and it is a great option for people who, like I said, it just fits their 
personality type. 

They are your kind of like natural salespeople, where it doesn't feel like a hard 
sell. You always wanna make sure that you're actually meeting people where 
they're at, and you're, you're delivering before you sell to them The second way 
that you can be selling from stage is pitching from a stage that you actually built 
yourself. 

And before you think to yourself like, "Oh, I'm not a conference host," I'm not 
saying you need to have an entire large event, but you can build your own stage 
in so many different platforms now virtually, uh, a in-person event, a webinar, 
your community, your space, your social media. And the difference here is that 
you are in control of the room, you are in control of the context, you're in 
control of the lead-up. 



You have spent the entire time cultivating the space to build trust. So the 
advantage here is that unlike the hard sell where you have to kind of transition 
into a hard sell, it feels like the natural next step for you to share with your 
audience what it is that you're selling. So obviously, a good example here for 
myself to share would be m- at my events, like at the Creative Educator 
Conference, launching a different offer or a different product from the stage as 
its own standalone talk. 

That is something that obviously is going to be a much easier and smoother 
transition than if I were trying to do that as, say, a guest speaker on somebody 
else's stage. And actually, um, I'll talk about this in a little bit, but this is why I 
am doing this free masterclass coming up. So if you're listening to this before 
June 15th, on June 15th, 2026, I'm gonna be doing a free masterclass where I 
actually go through the entire process in depth. 

So if you're interested in this, I'm gonna talk about the entire process, about how 
I built that up, and then how I actually did the sell from stage and how well it 
went, and all of the things that were involved in it. So if you wanna hear more 
about that, you can go to layleeemadi.com/masterclass and sign up for that free 
class and see me on June 15th, and we can learn together. 

But, um, talking a little bit more about that, if you have built, let's say, a virtual 
stage, you wanna make sure that as you are delivering all of this great content, 
unlike the hard pitch, you don't have to deliver it into like a clean package. 
You're already doing that. You're already setting the precedent and the stage of 
like, "I am who I am. 

You know me. You like me. You trust me. You learn from me." And so the 
advantage, like I said, is that it actually doesn't feel like a big transition or a 
pivot into a pitch. It just feels like, "Okay, here's the next way to work with me," 
and you probably are gonna want it, you know? So that's the second way That 
you can pitch from stage or sell from stage. 

And then the third way is probably my favorite and the one that I do... Not 
probably, it is the one that I do, uh, at basically every single speaking 
engagement, and that's, um, selling in the follow-up. So the follow-up pitch or 
selling in the follow-up is what I teach inside the Sought After Speaker System, 
um, my course, and it's also what I teach, like any of my speaking clients in the 
creative industry in particular. 

So if you're an entrepreneur, which I think all of you guys are who are listening, 
this one's for you. And this is probably, in my opinion, the most seamless, where 



the stage is setting the relationship and the sale happens after. So basically, you 
are not worried about pitching or selling or making any kind of offer from the 
stage. 

You are purely teaching. You are showing your expertise. You're creating a 
relationship with the audience members, um, and with the attendees. And then 
you're creating a place for those attendees and audience members to connect 
with you and stay connected with you after. So what this looks like is a QR code 
at the end with access to your slides or an opt-in with a freebie, that quote 
unquote "funnel" that happens, and it looks like a well-timed email thanking 
them for being in your audience, giving them something else, and then getting 
them into your, what I call ecosystem of your offers. 

And I think this one gets underestimated a lot by a lot of other speaking coaches 
and a lot of other speakers because speakers often think if they don't sell on 
stage or if they didn't sell on stage and they don't leave that stage making bank, 
that the moment is gone and the ROI is gone. But I will tell you guys Friend to 
friend here, full transparency, it's been a long time since I've done any speaking 
engagement, even if it was free and unpaid, not leaving with at least four to five 
figures of an ROI by pitching after the actual talk. 

I'm not pitching from the stage itself. And so sometimes I think the most 
powerful pitch is the one that comes, like, 48 hours later or after the audience 
has had time to sit with your message and really, like, ruminate on it and really 
be able to kind of follow along with you and, and continue building that 
relationship both in real life and parasocial. 

Like, making sure that they're able to kind of continue that connection and that 
you've already proven yourself to them. So, like, the hard part's kind of over in 
that situation. And so I want to, uh, give the encouragement that although it 
feels like you're not making that instant gratification, oftentimes it's even better 
because it can build upon itself and, like, continue on over time. 

The big takeaway here and the big thing that I wanna focus on is the through 
line throughout all three of these, uh, different ways to sell from the stage, is 
that you cannot skip building trust. You absolutely cannot because the hard sell 
will only work if you, if you've earned credibility in the room. 

The follow-up sell or the follow-up pitch also only works if you've built that 
credibility, and nobody is even going to be a part of your events or virtual or in-
person event if you haven't already earned that trust. And so that built-in stage 



pitch, it's only gonna land if the content delivered was tried and true and proven 
first. 

The follow-up only converts if the original impression has stuck. So no matter 
what version of selling you choose from the stage, it's... That question is really 
just a timing question. It's really just a when. But the how is so, so deeply 
ingrained in the trust. So if you want to kind of dive in with me and go through 
kind of my thought process on, on how I kind of built out that built stage pitch. 

I wanna invite you to join me for my free masterclass. Actually, it's funny 
because a few weeks ago, I gave a 15-minute presentation, and within 24 hours 
it had brought in $54,000. And before you think that that number has anything 
to do with a massive audience or some kind of complicated, intense funnel, I 
want you to stay with me because it absolutely did not. 

Um, on June 15th, I'm actually hosting a free live masterclass where I'm gonna 
walk you through exactly how that presentation was structured, why it worked, 
everything I did leading up, during, and after the presentation. And if you are a 
coach, an educator, or a creative entrepreneur with an education business, this 
class is for you. 

I'm gonna put the link in the show notes, but hustle on over to layleeemadi.com/
masterclass and sign up now. And quick note, if you do attend live on June 15th, 
I will give you my actual presentation deck to be able to reference back when 
you are building your own offers and pitches to come. So let's talk about the 
tension that a lot of educators, coaches, course creators, speakers are feeling 
right now. 

Um, we're all working really hard. We're building consistently, but we're not 
seeing the revenue reflect the effort that we're putting out there. And a lot of 
times we tend to blame, like, the most obvious cause, which is something like 
audience size or, uh, not having your tech built out perfectly or not having, uh, 
enough new eyes or competing with, uh, with competition and really comparing 
ourselves to the other educators out there. 

And these are really, really common assumptions that I see holding people back, 
and I wanted to create a space where I address those things directly. And so that 
is a really big reason that I decided to host a free masterclass. It's been years 
since I've done, like, a webinar or any kind of free class. 

And as I've been working through building that and going through different 
iterations of that, what I've found is that so many of us who are educators 



currently in this space are wanting to see firsthand how other people are doing 
things and how they're doing them well and what we could take away from 
them, but also maybe what's not applicable to our businesses, and just being 
able to honestly, quite frankly, be nosy. 

Like, I'm a little bit nosy, and that's okay, I think. I think that helps me, uh, 
understand and gauge Going in knowing that like what's working for somebody 
else might not work exactly for me, but going in with an open mind and seeing 
kind of like what people are doing I think is really helpful. And so I wanted to 
be able to offer that to you guys and to everybody out there who's wanting to 
build a really impactful education business, knowing that I just did something 
that worked incredibly well and that quite frankly kind of blew away my own 
expectations. 

Uh, you guys know I don't, uh, hold back from being the one to say first and 
foremost, like when things go well or when they don't or when I'm surprised. 
And, um, I was honestly blown away by like the response that I got during, 
during this presentation and after it. And then when I shared about it on 
Instagram like a few weeks after the conference... 

To backtrack and give you guys a little context, this offer that I presented, uh, at 
my conference, I had a whole plan that like, okay, I'll probably maybe fill a few 
spots and then I'll open it to the public, and I was really excited about that plan. 
Like I, I was excited about the offer and I wanted to be able to like share it with 
everybody. 

I didn't get to share it with anybody, and so I shared about that aspect of it just 
on social media a few weeks later and I was like, "Y'all I didn't even get to tell 
you because this thing sold out." And guys, my DMs were flooded, as flooded 
as they get with, you know, my small audience, but they were flooded for me 
asking, "How? 

How are you selling things out right now? How are you selling at your 
conference first of all? How are you selling this new offer? How did you not 
even have to launch it publicly?" And I realized there's just like a really big gap 
here, and I wanted to be able to kind of, you know, give you guys the 
opportunity just to kind of see behind the curtain and see what I'm doing. 

So that's what we're doing in this free class. We are learning, uh, about what 
actually moves the needle and avoiding what things are most focused on by 
most people that might not be the thing that actually moves that needle. And so 



I wanna be able to, um, to really kind of lean into that and show you guys what 
worked for me and what didn't. 

The other thing that I really wanted to do and the thing that I used to really love 
about teaching masterclasses and webinars and things like that, that I do inside 
the, the Educator's Lounge, it's like the only place I'm able to do this, is I'm able 
to show up face-to-face and really give you guys something concrete and 
actionable, not just another kind of vague pep talk. 

And listen, I am all for a pep talk. I am the one that's scrolling on TikTok and 
Instagram like constantly wanting to be motivated and wanting to have 
inspiration and wanting to be really motivated by others. There's, there is a time 
and place for that. But something that's really important to me as an educator 
and as a trained educator that's coming from public education, I want to be able 
to give my people concrete, actionable, real steps and, and real insights, and so 
that's another reason I really wanted to put this out there. 

So this is built specifically for you guys, for educators, coaches, creative 
entrepreneurs who are playing the long game and really invested in their 
students, invested in building their community, building it the right way, but 
also wanting to make it profitable because we have to make it profitable In 
order to show up as our best selves. 

Like, we cannot just show up, give, give, give, and not have a return because, 
you know, we all have bills to pay, you know? So I wanna make sure that, that 
we have a place and that I've created a space and a community where both of 
those things can be true, that we can be ethical and impactful educators, but we 
can also be profitable and bring in the revenue that we need in order to serve our 
students, our clients, and, and as the ripple effect goes on, their clients, their 
students, their communities really, really well. 

So I hope that this is something that you're excited to learn about. I am thrilled 
to teach it, and again, I want to encourage you to show up live. There will be a 
limited time replay, but a big part of what I do inside the Educator's Lounge that 
I wanna bring to this webinar and masterclass is Q&A time. 

I want to be able to bring you up on stage with me to hear your questions and to 
be able to answer them without, like, no holds barred. Like, I wanna be able to 
just flat out transparently and honestly give you my insights as much as 
humanly possible. So come live, um, bring your questions. Mark off, you know, 
45 minutes to an hour to really invest into the future of your own education 
business. 



And don't forget, you guys, registration is free. So again, go to 
layleeemadi.com/masterclass or go to the show notes. I'll link it up in there for 
you, too. Um, and I am just so, so excited to be able to answer your questions in 
real time, and I can't wait to see you there. Thanks for tuning in to the Laylee 
Emadi Podcast. 

If you found value in today's episode, it would mean the world if you would 
leave a review or share it with a friend who's on their journey to becoming an 
industry educator or speaker. Want more support as you grow? Head to 
layleeemadi.com for free resources and more information on how we can work 
together. 

Until next time, keep showing up, keep sharing your voice, and keep leading 
with purpose.


