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Strategic objectives are the difference between going shopping with a shopping list and without a shopping 
list. When speaking on stage, however, if you forget your list you can’t just get back on stage. When your talk is 
done, your talk is done. 

Most speakers walk up on stage very few strategic objectives. These are generally:

1. To get through it

2. To sell something

Think about the objectives you want to deliver. The more objectives you can create, the more powerful the 
experience will be. 

GLOBAL OBJECTIVES: Consistent
Objectives you want to deliver in EVERY talk

 y To have fun

 » If you’re having fun on stage, your audience is more likely to have fun

 y To attract

 » Attracting people to your persona, your cause, your message

 y To influence

 » Attempt to move people in a certain direction 

 y To entertain

 » This makes all other objectives easier to execute

MODULE 7 

STRATEGIC OBJECTIVES

TIPS & TRICKS
1.  

Get clear about why you’re on stage before you even design the talk. This is imperative!
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SPECIFIC OBJECTIVES: Variable
Objectives for that particular moment

 y Press

 » Get a blogger or news source to cover you

 y Supporters

 » Looking for extraverted people in the audience who have big networks and can tell their people 
what you’re doing

 y Sell something

 » Advertise your product/service

 y Specific influence

 » E.g., change the way someone looks at the environment

 y Get Rebooked 

 y To Get New Bookings

 y Bloggers

How Are Strategic Objectives Helpful?

When you have a clear set of strategic objectives, it can help inform you as to which stories you select from 
your story journal, and then it will inform you as to how to tell those stories. 

Examples: 

 y If you want to reach out to bloggers, you can tell them in your talk that you have talked to bloggers 
before, and that you’re willing to do more! 

 y The funny thing about press is that you can’t get press unless you’ve already had press. 

 » If one of your objectives is to create press, you may want to include a story about some of the press 
you’ve had. 

 » If you can share stories that show that you are relevant, then the people in the room know they can 
get you some press.

1.  

REMEMBER: The producer is ALWAYS the client, NOT the audience. The only time the 
audience is the client is when you personally sold the ticket to them. 
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HOMEWORK
Write out 3-5 GLOBAL objectives and 3-5 SPECIFIC objectives.

Notice that when you write these things down on paper it begins to influence your thought process in terms 
of the way you’ll design your talk and the way you’ll deliver it. 

Global Objectives

 y

 y

 y

 y

 y

Specific Objectives

 y

 y

 y

 y

 y

TIPS & TRICKS
1.  

Press creates press.
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Strategic Objectives Crossword 
JUST FOR FUN! 
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ACROSS

1. The main goal of most speakers is just to get answer goes here answer goes here it. 

3. Global objectives are answer goes here answer goes here . 

4. Specific objectives answer goes here answer goes here . 

6. It may seem like an obvious goal, but getting answer goes here answer goes here often isn’t built in to a

DOWN

2. The more answer goes here answer goes here you create, the more powerful your experience. 
 speaker’s talk. 

5. Strategic objectives may answer goes here answer goes here the way you put your talk together. 

7. The audience is not your client, the answer goes here answer goes here is your client.

8. Press creates answer goes here answer goes here . 

Crossword Answers:

1.Through, 2. Objectives, 3. Consistent, 4. Vary, 5. Influence, 6. Rebooked, 7. Producer, 8.Press



Notes:


