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Mastering Small Talk 
 
 Are you ready to become a master at small 
talk?  Are you ready to be a great public speaker?    

Being a master at small talk and being a great 
public speaker work hand in hand.  With the gift 
of gab and the ability to comfortably speak 
publically, you’ll naturally be able to make more 
money for your business.   
 
You’ll come across as being more professional 
and relaxed which will let your expertise show 
through -- and that enhances your bottom line.  

In fact, your ability to weave small talk into your consultations, business 
presentations, sales talks and networking is vital to your survival.   

Is it really important to make small talk?  Yes.  Small talk is a great way 
to connect with someone you are meeting for the first time and it works 
wonders when you are catching up with someone you haven’t seen in a 
while as well. 

You are about to be given guidelines to help you easily make small talk.   
This e-book is designed to keep you in the moment and on top of your 
game.   

When you implement the upcoming 15 guidelines into your daily life, 
you will actually begin to make yourself a more natural public speaker in 
the process. 
 

Setting the Stage 

Here’s some background. We often here the expression that something 
can be considered as easy as “child’s play.”   

 

 

“Wait until 

you see 

what Mark, 

the 

president of 

this large 

company, 

was about 

to learn … ” 
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That’s supposed to make whatever it is sound 
really simple.   

The truth is, certain “things” can become 
uncomplicated if you know what to say and/or 
do. 

I’m about to share with you an actual case study 
about how easy small talk can be.  

As you read through this case study, please think 
about how each of these points applies to you 
and what you do. 

Picture it being New Year’s Eve many years ago. 
To help bring in the New Year, a president of a 
large company, who I’ll call Mark, invited nearly 
100 people to his home.  

Children were present at the party; so the age 
ranged from 2 years old to 80 years old.  

When my family and I arrived at Mark’s home, another family with two 
children arrived at the same time.  

The two children were a 6 year old brother and a 5 year old sister who 
I’ll call James and Jana.  I knew the family well.  

Jana was uncomfortable about having to meet new children and adults 
she didn’t know.   

Jana didn’t know what to say and wanted to hide in a corner.  (Wait until 
you see what Mark, the president of this large company, was about to 
learn from the scenario that was developing here; which led to this e-
book; which transformed him; and which will transform you into really 
getting the art of small talk as well as unleashing your ability to be a 
better public speaker.) 

 

“I encouraged 

Jana not to 

focus in on 

anything 

negative.  

Instead, I 

encouraged 

Jana to ask 

questions  

like …” 
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Jana’s Mom knew her daughter liked me and 
asked if I would give Jana some tips on what to 
say to people she met.  

Her Mom figured if I could help adults learn how 
to make small talk as well as presentations, I could 
help children, too. 

Here’s how the evening unfolded.   

Shy Jana looked up at me with her inquisitive big 
brown eyes and her infectious smile while I told 
her that all she had to do was ask people questions 
about themselves and never had to talk about 
herself unless she wanted to do so.   

Jana wanted to know if it was ok to ask other kids 
if they fought with their brother or sister the way 
she and James sometimes did.   

I encouraged Jana not to focus in on anything 
negative. Instead, I encouraged Jana to ask 
questions like:   

• Do you have a brother or sister? 
• What school do you go to and what do you  
         like about it?   
• What are your favorite subjects and why?   
• What games do you like to play and why?   

Ask people questions about themselves.   

People, regardless of age, really seem to enjoy the conversations that 
center around them talking.   

Jana became the talk of the party because of her ease of asking questions 
and getting anybody she spoke with to readily respond to her questions.   

“Jana 

became the 

talk of the 

party 

because of 

her ease of 

asking 

questions 

and getting 

anybody she 

spoke with 

to readily 

respond to 

her 

questions.” 
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Jana’s Mom was so excited about her daughter’s new-found confidence; 
Jana’s Mom kept telling others at the event about how I helped Jana. 

Even the party host, Mark, pulled me aside, wanting to know the secrets I 
shared with Jana.   

Mark confessed to me he had trouble with small talk. 

For Mark, I expanded upon what I told Jana.    

Upcoming are the 15 simple guidelines for small talk that company 
president, Mark, embraced that night.   

These points made Mark’s life easier forever and the same is about to 
happen for you.   

Mark became known as the “small talk artist” and the company president 
who could “speak like a pro.” 

  

  

 

“Upcoming are the 15 simple guidelines for  

small talk ….” 
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Please read through these 15 points.  After doing so, I will then take you 
deeper into each point. 

15 Key Points to the Art of Small Talk 

1.  Ask people questions about themselves. 
 
2.  Reach out to someone with a simple “hello.”  
 
3.  Ask open-ended questions.  
 
4.  Concentrate on saying someone’s name back to them.  
 
5.  Consider introducing people you’ve met to others. 
 
6.  Stay up on current events.  
 
7.  Maintain eye contact with the individual you are conversing with. 
 
8.  Repeat what someone has said in some fashion. 
 
9.  Listen. Listen. Listen.   
 
10.     Avoid interrupting someone.  
 
11.     Enter an existing conversation with others after listening 
          to what they are saying. 
 
12.   Act confident in your conversation and body language.   
 
13.   Accept someone’s business card with interest and respect.   
 
14.   Wear a smile and exude warmth. 
 
15.   Prepare an exit strategy.  
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Now that you have read through these points, I will expand on each 
guideline to give you greater clarity.  

More on the 15 Keys to Unlock the Secrets of Small Talk 

1.  Ask people questions about themselves. 
 

  

    Make your questions thoughtful 
 
When you ask someone a question about himself or herself, two items are 
simultaneously taking place. 
 
The first item is you are taking the pressure off of yourself to be speaking 
initially.   
 
Secondly, and perhaps more importantly, you are giving the other person 
a chance to talk about who they are. 
 
Generally, the more someone talks about himself or herself, as they think 
back about the time you spent together, they feel like you were a great 
conversationalist. 
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There’s nothing wrong with you offering information about yourself or 
adding your thoughts into the conversation. 
 
Remember, a strong key to being considered a great conversationalist is 
to let the other person do as much talking as possible. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

 

“…let the other 

person do as 

much talking as 

possible…” 
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2. Reach out to someone with a simple “hello. 
 

 
   Start with a simple “Hello” 

 
Offer a simple and sincere hello. 
 
Then, ask the person you are conversing with how they ended up being at 
the event at hand. 
 
Whatever the event, whether a gathering like the above picture or a New 
Year’s Eve party at someone’s home, it’s easy enough to start off with a 
“hello.” 
 
With that being said, the ease continues as you ask them whatever feels 
appropriate.   
 
As mentioned, asking someone “how and why they ended being at the 
same place you are,” is a good way to begin after “hello”. 
 
You can also ask:  “How are you enjoying the event?” 
 
From a business perspective, feel free to ask questions like: 
 
• How did you become involved with what you are doing now? 
• What was the career path that led you to where you currently are? 
• Who are your typical clients and how do you help them? 
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Really, the list of questions could become endless.   
 
The types of questions you ask, meaning open-ended versus closed-
ended questions is important.   
 
More on this concept in the next point. 

  

 

“From a 

business 

perspective, 

feel free to 

ask 

questions 

like…” 
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3. Ask open-ended questions. 
 

 
Opt for open-ended questions 

 

Whatever the occasion, whether it’s an affair like the above or a holiday 
gathering, consider asking open-ending questions like: What have you 
done on other New Year’s Eves?  What do you do usually do with your 
time during the day?  What are the latest movies you’ve seen?  Or 
even…tell me about yourself! 

For the most part, ask people an open-ended question versus a closed-
ended question. 
 
A closed-ended question invites someone to answer with a “yes” or “no.”   
Earlier, I suggested Jana ask the following question of other children:  
“Do you have a brother or sister?”  This question begs to have a yes or no 
answer.  
 
Starting a question with “do you” is virtually a guaranteed way to get a 
single-word response if that’s what you want. In this case, I knew Jana 
well enough that she was precocious and would ask great follow-up 
questions like: “If you have a brother, how do you get along?”   
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“If you don’t have a brother or a sister, who do you 
play with and what do you do?”  “Oh!  You have a 
sister.  What’s it like to have a sister?”   
 
Follow-up questions are great.  In fact, there’s a 
roleplaying exercise mentioned in a subsequent 
key point. Role-playing and/or writing down 
questions you’d like to ask people about them will 
help make these first 3 points super easy for you. 
 
An open-ended question invites someone to talk 
about something without them simply answering 
with a “yes” or a “no.”   
 
The open ended question would include the 
questions from above that I encouraged Jana to 
ask: 
• What school do you go to and what do you  
         like about it?   
• What are your favorite subjects and why?   
• What games do you like to play and why?   
 
Of course, adjust your questions to the person you 
are chatting with ranging from their age to occupation to the common 
event you are both attending. 
 

  

 

“Role-

playing 

and/or 

writing 

down 

questions 

you’d like 

to ask 

people 

about them 

will help 

make these 

first 3 

points 

super easy 

for you.” 
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 4.   Concentrate on saying their name back to them.  
 

  

 Repeat their name often 
 
People like hearing their name and like being remembered. 
 
Remembering names is often very difficult.  Unless of course, you have a 
photographic memory. 
 
Most of us don’t have a photographic memory.   
 
There may be someone who remembers meeting you, who you don’t 
remember ever meeting.   
 
As a result, when I meet people, I seldom say: “It was nice meeting you.”  
Rather, I say:  “It was nice seeing you.” 
 
Often, as soon as someone says their name to us, it’s like that name has 
vanished into thin air and any ability to recall that name has vanished as 
well.   
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What to do?  Here are a few tips: 
 
• Unless you are 100% certain of a person’s  
         name, do NOT call them by name 
• Yes, it’s ok to ask someone to repeat their 
         name 
• To help remember a name, see if you can make 
         a mental note of the person’s name right away.   
• Rhyming and a color related queue may help 
         you.   For instance, if I meet Randy, I am likely  
         to say to myself, “Randy, dandy, candy.”  
         Randy with the red tie, “Randy red; red is  
         Randy.” 
• Say their name back to them often 
 
I happen to know a Rabbi who has a photographic 
memory.   
 
Rabbi Fishel Zaklos of Naples, Florida, typically closes off services by 
thanking everyone for being there. Then, he looks at each member of his 
congregation and says their name.  
 

 
 Rabbi Fishel Zaklos 
  Remembers names  

 

“Unless you 

are a 100% 

certain of a 

person’s 

name do 

NOT call 

them by 

name…” 
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If you are a guest at services, the Rabbi will ask your name once and 
know it for the next time.   
 
Plus, he may mention where it was that he first met you whether it be at  
services, a book store or a gas station.   
 
For a couple of years or so, I hadn’t seen the Rabbi.  

 
When we ran into each other at a beautiful beach he said:  “Hi Linda.  
How have you been?”  
 
 
Rabbi Fishel Zaklos makes everyone he meets feel special because of his 
ability to remember their name.  
 
Do everything you can do to remember someone’s name and make them 
feel special – a simple yet important gift. 
 

 

 

“Do everything 

you can do to 

remember 

someone’s 

name…” 
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5.  Consider introducing people you’ve met to others. 

 

 
Become the “introducer” 

 
Introducing people to one another is a good technique to show that you 
remember their name and what they do.   
 
Also, doing this comes across as caring and is good networking. 
 
If you can’t remember their name, when you introduce them to someone 
else, you could say something like:  “We’ve been talking about the price 
of gas.” Or: “We’ve been talking about the challenges the economy has 
brought to our respective companies.” 
 
You always have the option of asking them for a business card.  And if 
they have a business card with them, you could refer to the business card 
as you make a new introduction, if you can’t remember their name. 
 
Sometimes, I will ask someone for an extra business card, knowing that 
soon I’ll introduce them to someone else as one of my exit strategies.   
 
More on exit strategies from a small talk perspective in point 15. 
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In the meantime, when you go to introduce Randy to let’s say a 
colleague, offer the colleague Randy’s business card; point to the card 
and Randy’s name as part of the introduction; then, hand the second 
business card to your colleague. 

  

 

“More on 

exit 

strategies… 

in point 15.” 
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6. Stay up on current events. 

 
                              Consider weaving current events  
                                     into your conversation 
 
Before going to a party, a networking event, a wedding, a neighborhood 
gathering, a class reunion or whatever the occasion may be, consider 
catching up on the news of the day.  Weave those topics, the news of the 
day, into the conversation. 
 
You might want to also consider asking the other person’s opinion about 
the subject matter making news. 
 
It’s simple these days to catch up on the news: 
 
• Grab a newspaper at a convenience store 

• Check for the news online – so many sources, so little time.        
         Everything from newspapers from your town to around the world;  
         to traditional television stations and cable news networks 
• Listen to the radio as you drive to an event 

• Ask a smart phone to check for the news of the day 
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7. Maintain eye contact with the individual you are conversing  
         with.  
 

 
  Keep focused on your conversation partner 

 
 
As easy as it may seem, keeping good eye contact with someone may be 
difficult.   
 
Keep reminding yourself, this conversation is all about them.  
 
Please don’t let your mind or eyes roam elsewhere as you converse. 
 
 Keep the person you are chatting with, in your line of vision.   
 
If you allow a distraction to take over your interest with the person at 
hand, they could feel hurt or possibly that you are being rude.  Not good. 
 
Do what you need to keep good eye contact with the person you are 
having your small talk with.   
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Eye contact is usually broken because:  
 
• Perhaps, you are looking for someone you really had hoped to see  
         at this event. 
• Perhaps, you are bored talking to this individual. 
• Perhaps, someone is wearing a distracting outfit. 
• Perhaps, someone is waving at you. 
• Perhaps, you have become uncomfortable with the conversation. 

Use each small talk encounter to work on your eye contact and all the 
guidelines in this e-book. 

The better you get at small talk, you better your chances to enhance 
relationships, better your business and make more money. 
 
 

  
 

“Use each 

small talk 

encounter 

to work on 

your eye 

contact.” 
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8. Repeat what they’ve said in some fashion.  
 

 
Reiterate what you hear 

 

From the moment you meet someone.  Repeat away. 

The repetition allows them to know what you have heard what they have 
said. 

For instance they say:  “Hi. I’m Sylvia.” 

Repeat back:  “Hello Sylvia.” 

Sylvia spends a fair amount of time talking about how fantastic her boss 
is.   

You comment on how amazing her boss sounds and you ask to hear 
about some of the other wonderful things her boss has done for her and 
others. 

 

 



 

 

                                                                      www.LindaBlackman.com  22 

If your mind wanders away from the conversation, here’s a tip to get you 
back on track.   

Look at Sylvia and say something like:  

• “Please tell me some more about what you were just saying.” 

• “Please wait a second; I want you to repeat the last couple of  
          sentences. I want to make sure I was really absorbing what you  
          said.” 
• “Hmmm, I want to focus more clearly on what you just said, please  
          explain it to me a different way.” 
 
  
  
  

  

 

“If your mind 

wanders 

away from 

the 

conversation, 

here’s a tip to 

get you back 

on track.” 
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9. Listen. Listen. Listen.   
 

 
Take note of what is  

being said 
 
In this beautiful garden setting, many conversations are taking place.  
During small talk conversations, one of your most important jobs is to 
listen.   
 
Listen. Listen. Listen.   
 
Listen to them more than talking about you. 
 
As mentioned earlier, to let someone know you are listening to them, 
repeat back in some way what they have said.   
 
This show shows respect as well as your ability to listen and focus on 
them.  
 
Also, ask them more questions about the information they are offering as 
you chat. 
 
You will hear me say over and over, people like to be heard.   
 
People like it when you listen to them.  People like to talk without 
being interrupted, as the next point addresses. 
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If you want to make more money in your business, you must listen to 
what people want.   
 
Give them what they want and additionally give them what you know 
they need.  
 
People do really want you to listen to their needs and fix their pain, 
which means you must listen.   
 
You may just pick up some new business through your enhanced small 
talk skills. 
 

  

 

“If you want to 

make more 

money in your 

business, you  

must listen 

to…” 
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10. Avoid interrupting someone.  
 

 
                 Resist the temptation to interrupt 

 
 
I found the above plaque in a gift shop one day.  I keep the plaque in my 
home.  Everyone who sees the saying on the plaque laughs.  Because it’s 
so true!   
 
I always like to give credit to where credit is due and I wish I could tell 
you who said the above quote.  Alas, in doing an internet search, I cannot 
find who said this quote. 
 
I was able to find the company who made the above plaque which is 
Trinity Pottery. 
 
I encourage all of us to think about the above quote.   
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11. Enter an existing conversation with others after listening to  
         what they are saying.  
 

 
  Don’t interrupt what looks  
    like a private discussion 

 

 
 
Avoid the temptation to barge into a conversation.  Ease your way into 
chatting with them as you listen and observe. 
 
If you attempt to enter an existing dialogue that seems intense, heated or 
highly personal, politely back off by saying something like: “I don’t want 
to interrupt your conversation.” 
 
If you aren’t interrupting an exchange, you will undoubtedly have found 
a place to chat and visit for a while.  If the individuals you have found are 
engaged in a conversation that is meant just for them at that moment, 
they’ll let you know or embrace you into their chatting. 
 
If their conversation needs to be private for the moment, you can let them 
know you look forward to speaking with them later and that for the next 
ten minutes (pick a comfortable time period for yourself), you’ll be 
waiting for them at where the food is located. 
 
If you say you are going to be there, stay there.  And, as you wait, chat 
away with others in the area and/or those who smile at you.   
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You could also keep a watchful eye out for the individuals you wanted to 
touch base with.   
 
When your eyes meet with theirs, they’ll no doubt wave to you to join 
them or vice versa.  
 
If it works out that you get to talk to those people who were engaged in a 
private conversation, good stuff.  If not, the timing just wasn’t right.   
 

  

 

“You could 

keep a 

watchful eye 

out for…” 
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12. Act confident in your conversation and body language.  
  

 
Learn about body 

language 
 
I often use the above picture when talking with people about body 
language. You are looking at a picture of me the day before I gave birth 
to my beautiful daughter.  
 
Stay tuned for further details about this picture and body language. 
 
Coming across as confident in your conversation and body language -- 
the result will make others feel comfortable with you.  Being aware of 
your body language and others is like knowing a foreign language.  A 
language that when understood, helps you read your clients and 
audiences better.   
 
Here’s a case in point.  Most people say when you cross your arms, it 
means you’re on the defensive.  That may or may not be true depending 
on circumstances.   
 
When you take a look at me in my ninth month of pregnancy, you’ll 
notice that I’m holding the fireplace with my right arm raised to hold 
onto the fireplace with my right hand – probably attempting to stay 
balanced.  And, my left arm is by my left side.   
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Being pregnant, only 5 feet tall and tipping the scale at almost two 
hundred pounds, I could not find many suitable positions for my arms.   
 
There were only two spots of comfort for my arms:  1) to put my arms by 
the side of my body in some fashion; 2) to cross 
my arms in front of chest resting them on my big 
baby belly.  
 
When speaking to groups and clients about body 
language, I like to use this picture to make this 
point:  for some people, like pregnant women, they 
cross their arms not to be on the defensive, they 
just don’t have too many places to put their arms.   
 
When it comes to body language, it’s important to 
look at people’s gestures in context of what is 
going on.  
 
When I work with clients and do speaking 
engagements, we discuss body language at length, 
how to read others; how to read yours; how to 
adapt your body language to what you are 
observing to ease any tension and move in the 
positive direction you want. 
 
 
 
 
 

 

“When it 

comes to 

body 

language, 

it’s 

important 

to look at 

people’s 

gestures in 

context of 

what is 

going on.” 
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13.   Accept someone’s business card with interest and respect.   
 

 
Pay attention to what is on the 

business card 
 
Look at the card and repeat what you see on the card as you hold the card 
in both hands as you look at it.  
 
Carefully tuck the card away with respect and thank them for giving it to 
you. 
 
As soon as possible, jot a note to yourself on the back of their card or 
on a sheet of paper or notepad you carry about the conversation you 
had. 
 
People like to be remembered.   
 
Keep in mind, one of the reasons you are reading this is because you 
want to make more money in your business as well as enhance your 
relationships.  That means seriously embracing these concepts and 
making sure during your small talk that the other person feels special 
and heard. 
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14.   Wear a smile and exude warmth. 
 

 
Display an inviting smile 

 
Another one of my favorite lines I’ve used over the years with great 
results is if someone smiles at me at an event, I say:  “I always stop and 
talk with people who smile at me.”  Works like a charm. 
 
I want others to smile at you because of your engaging demeanor and I 
want you to smile at others. 
 
I even want you to practice what you look like when you smile. All you 
need to do is look at yourself in the mirror.   
 
Decide if your smile looks insincere, too big, too arrogant – we’re going 
for a smile that exudes warmth.   
 
While I have you doing an exercise (keep in mind one of my many goals 
for you in reading through this material is to keep you smiling by making 
more money in your business), please take a look at one more exercise 
I’d like you to do. 
 
You may want to consider role playing what you might say and how you 
would look doing so.   
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This is easy enough to do by yourself by simply looking into a mirror at 
your own reflection and imagining what you might say and what 
someone’s response might be.  You’d actually speak your part aloud.   
 
Write the questions down ahead of time that 
you think you’d ask someone during your 
small talk time.  
 
You could also role play with a trusted friend, 
business colleague or family member.   
 
Take out the video camera and tape that role 
play if you’d like. Keep what you like; change 
what you don’t like. Here’s where expert 
analysis really helps. 

  

 

“You may 

want to 

consider 

role playing 

what you 

might say 

and how 

you would 

look doing 

so.” 
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15.  Prepare an exit strategy based in truth. 
 

 
Preplan your 

exit lines 
 
Always base your exit strategy in truth -- such as enjoyed talking with 
you”… “excuse me now, I need to get something to eat.”  For instance, 
you might say something like: “That chocolate cake is calling me!” (This 
is a personal favorite of mine to say and act upon, as I think chocolate is 
one of the basic food groups.) 
 

 
Need to get a bite 

to eat 
 
Another example is: “I need to get some more water.”   
 

 
Quench your 

thirst 
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Or, at this particular New Year’s Eve event, referenced earlier, I found 
myself saying:  “Excuse me, I want to check on my children.”  
 
 
 
 
 
 
 
 
 
  
 
 
Please add words like the following to your exit strategy: 
 
• “Excuse me”  

• “Nice chatting with you.”   

• “Looking forward to our next conversation.” 
 
  

 

“Excuse me,  

I want to check 

on  my 

children…” 
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Small Talk and Public Speaking 

 
Every time you open up your mouth to speak, you are in essence making 
a presentation – you are presenting yourself, 
your expertise and your business.  Your 
livelihood depends on your presentation. 

Remember Mark?  The company president I 
introduced to you earlier?   He was the party 
host watching young Jana, a 5 year old, 
brilliantly connect with children and adults as 
she used her newly found small talk.   

Mark, as you may recall, confessed to me he 
had trouble with small talk. 

When I shared the above points with Mark, he 
quickly embraced these ideas and really began 
to enjoy his party through the art of small talk. 
In the weeks that followed, Mark further 
confessed to me that his newfound small talk 
savvy was working wonders at the office and 
other networking events. 

To help implement small talk techniques, work 
with someone who has expertise in this arena and can help you practice 
the art of small talk.  Practicing the art of small talk allows you to 
rehearse your public speaking skills in a reiterative one-on-one setting.  
Great practice for getting up in front of bigger groups. 

 

 

“…Mark 

further 

confessed 

to me that 

his 

newfound 

small talk 

savvy was 

working 

wonders at 

the office.” 
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Likewise, to allow yourself to transform into the speaker you have 
always wanted to be, work with someone who has expertise in public 
speaking, making presentations and handling the media – one day a 
reporter may want to interview you for your knowledge. 

And now, as on New Year’s Eve, special holidays and other important 
celebrations, let’s celebrate with some of our own fireworks to honor this 
moment as you have officially read:  

15 Ways Small Talk Can Benefit Your BU$INE$$ 

   Celebrate the art of 
            small talk 
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More Information on Linda Blackman, CSP 

What is Signature Speaking™?  Signature Speaking™ is all about — 
being unique and memorable.   

Just like your signature is yours and no one has a 
signature just like yours … no one else can share 
your expertise and stories the way you will through 
Signature Speaking™. 

Linda’s clients include people just like you.  Linda 
helps speakers including heart-centered 
entrepreneurs, visionary leaders and executives who 
have to speak at meetings, win-over new clients or 
customers as well as talk with the media. 

Linda lets you and her clients in on the secrets of how to: 

• Speak with confidence 

• Get rid of being a bundle of nerves 

• Handle the media 

• Sell more effectively through better presentations 

• Become a great storyteller to make points             

• Answer questions with ease 

Linda is a CSP, Certified Speaking Professional -- one of only 578 
people worldwide to have received the highest earned designation given 
by the speaking industry.   

Linda is a real speaking and media insider who shows you the right ways 
to answer any questions posed by your audiences and the news media.   
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Linda is an author, newspaper columnist and an award winning broadcast 
journalist who knows how to help you transform every presentation into 
a lasting legacy for your audience and clients.   

Linda lets you in on Signature Speaking™ Secrets so that you can 
increase profits from your presentations.   

Linda knows how to make speaking easy and painless for you and your 
audience.  

Linda shows you how to make positive lasting impressions on your 
audiences and clients – so that can they refer clients to you –  all 
happening to you as you find your voice and your signature stories.  

Visit Linda’s website to opt-in to upcoming programs and to see her 
latest blog posts containing free information you can use right away as a 
part of your presentations.   

Go to www.LindaBlackman.com. 

  

 

If you are committed to becoming a dynamic speaker,  
please contact Linda for a  

Complimentary Signature Speaking™ Strategy Session 

Reach Linda: 
MoreInfo@LindaBlackman.com · 239-777-1776 


