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Transcript: Jama St John and Ruth Sherman 

JAMA: Hello, and welcome to your Strategic Business Building podcast. I’m your 

host Jama St John of Strategic Virtual Solutions. I started my business in 1996 and 

have grown it to a successful, multi-virtual assistant firm that focuses on online 

marketing strategies and implementation with an expertise in Infusionsoft . I know 

the challenges that online business owners face on a daily basis and started 

Strategic Business Building so you can get quick strategies from experts who have 

been there. 

The goal of this podcast is to help you get strategies and tips that work. We’re 

talking about a plan of attack that you can take action on immediately. 

And today we have with us Ruth Sherman, and I'm so excited that you're here 

today, so welcome, Ruth. 

RUTH:  Thanks, Jama.  Happy to be here. Thanks for inviting me. 

JAMA:  So a little bit about Ruth.   
 
Boring people are broke. 
  
Over 20 years ago, “Speech & Media Trainer to the Stars,” Ruth Sherman, 
M.A., set out to fix that by using skills and training learned as a successful New 
York City performer to teach business professionals to perform on-stage and on-
camera, what Ruth calls Platform and VideoCharisma.  
  
Ruth is certain about two things: First, everyone has a unique Charisma and can 
uncover it, enabling them to eliminate barriers, connect deeply with audiences, and 
convert them into high-paying customers. Second, most people won't do what it 
takes, so if you do, you have a default competitive advantage. Instead of boring, 
you become a magnet.  
  
Ruth’s clients include top global CEOs, Oscar-winning movie stars and international 
celebrities. 
  
But you don’t have to be famous to work with her. In fact, she wants to MAKE 
you famous! 
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And how many of us want to be famous? 

RUTH: In our own way, Jama. In our own way, right? On our own terms.  

JAMA: That's right. 

RUTH: Yeah. 

JAMA: So today we'll talk about how to become a star or starve. If you want to stop 
being the world's best kept secret, there are two things you must do: Speak on 
stages and speak on camera. It may seem as if everyone is doing these things, but 
the truth is that almost no one does them. In fact, Ruth characterize them as the 
best personal branding and marketing tools no one wants to use. Whatever your 
business, in today's hyper-competitive landscape, these two things -- and only these 
two -- are what will ensure you  get seen, get noticed, and get paid! 
 
So let's get started! 
 
RUTH: Let's definitely. Definitely. 
 
JAMA: I can imagine there are some people right now, they're listening, going, "Oh, 

no. I don't want to get on stage, and I don't want to be in front of the camera." What 

would you say to them? 

RUTH: Yeah, I would say -- And the other thing they say, Jama, is "I don't want to 

be a star. What is she talking about?" And I'm thinking, don't worry about it. Don't 

worry about it. So what I would say is this, that's fine. You know, if you can find a 

way to become well-known without putting yourself out there in these ways that are 

so ubiquitous, there are so many opportunities, so much need for speakers, so 

much need and so rarely done are videos and I'm talking the kinds of do-it-yourself 

videos where you set up your webcam and shoot a video with a piece of advice or 

answer a frequently asked question or define a term or language of your niche. If 

you think there are other ways to become known without doing these things, then go 

for it. Absolutely go for it. 

But I haven't seen them. I haven't seen any. 

JAMA: Yeah, and I know I just started recently doing a video blog, so I take my blog 

and I shoot a video. 
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RUTH: Right. 

JAMA: And I fought it for years.  

RUTH: Of course, and we all do. 

JAMA: And then I decided I was just going to do it. 

RUTH: Yeah, you're not alone. We all do but you made the decision to take action 

anyway. And I will tell you that that exact action that you took, Jama, is what sets 

you apart from most of your colleagues and most of your people -- most of your 

competitors. And this is what I see, and I've been doing this a long time. I have seen 

it all. And I will tell you that as you mentioned in the intro that most people won't be 

doing it. It seems like everybody does it. In fact, in the grander scheme of things, no 

one does it. So it is a default competitive advantage. The fact that you just do it -- 

that you just do it -- so you know, more power to you and know that most people 

won't do it. So good for you. 

JAMA: So some listeners are probably like, okay, I do want to start speaking, but I 

can't get paid. I can't find paid speaking gigs. All I'm finding are like the free 

speaking gigs. So how can I get paid to speak? 

RUTH: Yeah. Well you should never NOT get paid. So that's number one. Let me 

tell you that there are three ways to speak and get paid for speaking. There is the 

marketing speech or presentation and that is the kind of local venue. You know, the 

typical venues are small groups of people, professional women's groups, 

professional interest groups, or Kiwanis or rotary, some of the better known -- at 

least in this country in the United States -- better known types of civic groups where 

they may be looking for a speaker. And you may think you go in there and you do a 

presentation and you walk out and what you got, you got nothing. Right? They had 

a great time. They love you, but you walk out without anything.  

In the future from now on, never go in there without asking for something in return.  

And one of the best things that you can ask for and receive is a list of the contacts . 

So a list of the people who attend -- excuse me, not just the people who attend 

because we all know sometimes a lot of people register and you know, half that or 

fewer people attend, right? You want the list of registrants. And you don't want just  

their name and their email. You want their phone number. You want every bit of 
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contact information they have and that has to be in writing and it has to be very 

clear that that is what you're walking away with. And you have to be ready to say 

then if they say no, and I hear this all the time, we don't share contact information, 

you have to be ready to walk away and say, well, you know, they want but they don't 

want to give in return. They want a freebie from me and you've got to value your 

stuff enough, I think, not to fall for that. So that's one way of doing a "free" 

presentation that you really get "paid" for because we both know that if you can 

stand in front of a group of people and say your peace and speak with passion, 

even if you don't make an offer, right -- you're not making an offer, you're not 

permitted to make an offer and that does happen, that at least you're walking out 

there with the ability to mine those leads. Those people are now connected to you, 

many of them, the ones who attended and heard you, in any event. 

So it's the perfect opportunity.  

The second way, of course, to get paid is the typical paid speech. Let me tell you 

something and tell everyone who's listening, that is not going to happen when you 

first start out. It is just not going to happen. And so what has happened with the paid 

speaking industry, even the big well-known corporate speakers saw their 

businesses crash at 9/11 and after that corporations began to see that it was no 

longer necessary to spend all of that money on a non-name speaker, a non-

celebrity speaker. And they thought, well, for just a few thousand dollars more, they 

could get a celebrity speaker, like a very important politician or Daniel Pink, a major 

author, somebody who's known or celebrity CEO, right, so they could do it that way. 

So that business basically got defamated and what you're seeing now is many of 

those people have started other types of businesses, online businesses, coaching 

businesses, and so forth, which they're very qualified to do because they could not 

any longer earn the money that they did as paid corporate non-celebrity speakers.  

You know, the keynote speaker at a big sales event, for example.  So that's the 

second way and that's the typical way.  

And the third way is to sell from the stage. You and I both know that this is a very 

effective way of being able to make good money. Your offer has to be terrific. It has 

to be timed right. It has to be in front of the right audience. There's a lot of ifs that 

go into making that offer. And the bottom line is that you can do very, very well by 
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being able to sell from the stage, but you have to know how to do it and it's not 

easy. But there are people out there who will teach you how to do that. 

So those are three ways to get paid so even if they say, no, we don't pay for our 

talks, collect the leads, get paid anyway. You know? 

JAMA: There you go. And so how would people approach organizations to become, 

you know, a speaker at one of their meetings? 

RUTH: The great news is that whereas in the past -- 5, 10 years ago -- there used 

to be maybe one meeting a month with all of these organizations, right? They'd 

have their one meeting on the third Thursday of every month and it was at 7:30 PM 

and if you couldn't make it, if you were, say, an at home mother who had kids or -- 

excuse me -- a mother who had kids or a father who had kids and you had to be 

around the kids and take care of the kids and take them to soccer practice or 

whatever, then you aren't going to make those meetings.  

But today these organizations have multiple venues, right? They have morning, 

noon and night meetings throughout each month. They have webinars. They have 

podcasts, right, Jama? They're doing all kinds of things because they recognize that 

the competitive landscape has grown and they need to reach out to more people 

and be more accommodating to -- if they want people to come.  

So there are more opportunities than ever. What I like to say is there are more 

speeches to make than -- What is the word? Let me see if I can get this right. There 

are more -- oh my goodness, I had this right.  I'll think about that.  But basically 

there are more venues than there are speakers.  Okay? There are more venues 

than there are speakers.  

So what you have to do is you have to get on the phone and you have to start 

making the calls. Go to meetup.com, see what kinds of organizations are meeting, 

and find out who the organizers are and pick up the phone and call them or contact 

them. By the way, calling them is always most effective. Don't email them. You 

won't get an email back, most likely. And if you're speaking, you want them to hear 

your voice. You want them to hear what you sound like.  

Before you do that, make sure you've got a topic and you've got two or three bullet 

points that you can say, here's how can I help your people, so you're prepared for 
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the call. By the way, you do not have to be ready with your talk. Book the gig, worry 

about it later.  

JAMA: Now that's kind of scary. 

RUTH: Well, you're not going to get a gig where you're going to have to go 

tomorrow. All right? That is unlikely to happen, and if it does, well, good for you. 

You know? Give me a call, we'll make it happen. But the chances are, if you look at 

anybody who's organizing or who's bringing speakers in for their organization, most 

likely has booked all the speakers they need for the next six months. They usually  -- 

So spring 2015, for example, is probably booked. Right? Now, they might have a 

situation where somebody bails at the last minute, something comes up, they can't 

make it, they'd like to be able to -- you know, you can tell them that if somebody 

cancels, put me in there. I'm open to coming in. Of course, that's a last minute kind 

of notice so you do have to be ready.  

But you know, fall of 2015, that's probably open in a lot of places. And I'm not 

saying that spring is totally booked. It's possible that there are some openings. But 

the chances of something coming up within the next month are very slim, very slim, 

so don't worry about. 

JAMA: It's really about taking the action and reaching out and doing that as 

opposed to getting stuck in that analysis paralysis and oh, I've got to have my whole 

speech prepared and all of that. Just take that action and reach out to those 

organizations to get booked. 

RUTH: Definitely. And the more -- Look, you and I both know -- at least the way I 

feel is like if I don't book the gigs, I'm not going to do it. You know? I'm not going to 

get ready for it. I'm not going -- Yeah, I'm not. I'm like most people. I'm a 

procrastinator in a lot of ways. I'm not going to do any work in advance that I -- 

where there's no payoff or, you know, gig involved, so it kind of scares me into 

doing it and it's like, okay. So you know, if it works for me, it'll work for you. That's 

the way I feel about it. 

JAMA: And how can -- You know, we know storytelling is so important. You can't 

just get up there and talk and you know, teach, you have to have the stories to 

connect with your audience. So how would you suggest our listeners find those 

stories? 
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RUTH: Sit down with a trusted friend or colleague or coach, if you've got one, and 

say, I am trying to develop stories for my talk. And the coach is somebody -- or the 

trusted colleague -- is somebody who should be able to listen to you tell a particular 

story, whether it is a work story, a personal story, your own story, whatever the 

stories are should be able to give you an objective reaction to it, to say, look, this is 

funny, this is not funny, this doesn't really sound that compelling, this is a great 

story and you have to use it. So make sure you say it out loud.  

Stories come up in discussion. When I work with clients, the first couple of hours are 

always spent developing the stories. And everybody who comes to me says, I don't 

have any stories and I'm not funny at all in the least. And that always turns out to be 

false. We all have tons of stories that we can tell. The thing that we don't do is we 

don't capture the stories.  

So if I leave your listeners with nothing else today, Jama, I would say, start keeping 

a content journal. And that's just really a content document, right? Open a file. I use 

Evernote where I -- because you know, it syncs across all of my devices and just 

start jotting down the things that you see every day that interests you, whether it's 

you read an article or you know, see a story that happens or a client interaction or 

something that you've been feeling in your personal or business life that you think 

that people in an audience would benefit from hearing.  

Most of it is going to get thrown away, but some of it are going to be -- you know, 

there are going to be nuggets that people are going to love having.  This takes 

some discipline, but I will tell you, I never run out of stories to tell. I never run out of 

content because I'm disciplined about keeping this "content" journal. Some people 

call it a swipe file, right? There are just a number of different ways to characterize it, 

but basically it's just collecting, being disciplined in jotting down whatever it is that 

interests you on a particular topic, and it should be an area of your expertise, so 

something that you can speak about or tell a story about that would be relevant or 

make your information come alive. So start doing that and remember that the best 

stories come up every day and they're refined in discussions that you have with, as I 

said, trusted colleagues or coaches, somebody who can lend an objective ear and 

tell you the truth about whether or not they resonate.  

JAMA: That's an excellent idea, and I love Evernote. 
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RUTH: Yes, good. I figured you'd know about it, Jama. 

JAMA: Our time is moving so quickly today. I want to make sure we touch on video. 

RUTH: Okay, sure. 

JAMA: So let's talk about video. Why? 

RUTH: Why? Oh, my gosh, because you can reach like thousands and thousands 

and millions of people at the speed of light, which you can't even do -- you cannot 

do at your monthly local meeting, which I do recommend you do, as well. So the 

thing about video is that I've been saying for the last four years -- I guess I've been 

doing video for about five years now, but for the last five years or so I've been 

saying video's in its infancy. And every single year I say, well, you know what? It's 

not too late to get into video, and I keep saying, but it will be and it never is. And it 

never is, Jama. It's remarkable.  

So video is -- Number one, it is easy. It will absolutely catch people's attention more 

than an ezine. I don't know about you, but when I -- I'm on a lot of people's mailing 

list and I mostly get -- I would say 95%, maybe more, of the emails I get are text, 

right? They're blogs and newsletters that are in text. And yet, the few that I get -- 

the 5% or so that I get that are videos and they say video right there in the subject 

line "video" I'm much more interested in. I'm much more interested in watching. 

We've grown up with video. The generation certainly, you know, since the '50s is a 

TV generation. We are very accustomed to getting our content from video and what 

you want to do is be consistent with that besides that. You know, emails are almost 

5 times more likely to be opened if you've got video in them.  

Plus if you are selling a product or you're promoting something, much more likely 

that people will buy if there's a video element to it. People can look into your eyes. 

They can see the expression on your face. They can read what's in your heart, 

Jama, and I say that and I don't mean to sound woo-woo on you -- and I am the 

most least -- the least woo-woo person you'll ever meet, but I'm serious about that -- 

but the truth is that we are wired to connect face to face as human beings and video 

is the next best thing to being there in person -- live and in person. And so if you're 

not utilizing video, you really are missing out. And you can do video for free on your 

webcam. There's no special stuff, no special equipment required. 
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JAMA: And that was going to be my next question. 

RUTH: Okay. 

JAMA: What kind of equipment do we need to shoot a good vide? 

RUTH: You need a webcam and a window. That's it. You need a webcam and a 

window. And you don't jump out the window. That's not what you do after you shoot 

the video. The webcam -- You set the webcam up so that the window is behind your 

computer, not -- so that the light from the window is shining on your face. So do you 

have that picture? The back of the computer is against the window. The window is 

shining light on your face because daylight is the best light. So it does mean you 

have to shoot it in the daylight and if you're in the northern hemisphere, you know, 

we all know we're heading into the shorter days, right? Winter. So you've got until 

about 4:00 in the afternoon to capture that daylight. Or step outside if you're in a 

warm weather area and use the beautiful daylight that's outside because daylight 

just takes -- boy, it cures a multitude of sins.  

You know, if you're feeling a little tired or a little old that day, it just can make you 

look like you're 20 again. So webcam and a window, just learn how to use your 

webcam, all of the computers come with them these days. Any computer that's 

three years old or younger will have a webcam integrated. And if you've got a 

computer that happens not to have one, you can pick one up for $50 and that's all I 

would spend on a webcam that is excellent and that's really all you need. Upload it 

to YouTube, get your YouTube account going, and watch the views come in and 

watch it change your life. 

JAMA: And I would say the videos don't have to be perfect.  

RUTH: Oh, that's a great thing -- great point. 

JAMA: If you stumble over a word or two or you start a sentence and then you have 

to -- you change your mind, the videos don't have to be perfect. 

RUTH: They do not have to be perfect. Perfect is the enemy of done, as we know. 

And you know, you do need to practice a bit. Practice is one of those things that is 

absolutely imperative but I like to say practice plus experience equals spontaneity. 

Right? Once you really just are feeling comfortable with it, you can start to go off the 
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reservation a little bit and you know, be yourself and be what a lot of people 

characterize as authentic, which is mischaracterized by a lot of people, too. But we 

won't go into that here. 

JAMA:  That's another podcast. 

RUTH: Yeah, it is.  It's a totally different one.   

JAMA: And I can't believe our time is up already. I've enjoyed this. 

RUTH: Me too. 

JAMA: Just real quick, if our listeners take nothing else away from today's podcast, 

what do you want them to get? 

RUTH: I want them to know that this is within their realm of expertise. Everybody 

was born with a mouth, a tongue, you know, the ability to create sound -- most 

people. The vast majority of us, the ability to string thoughts together and of course, 

we all have our gifts, right? The areas of expertise that simply no one else can 

deliver in the way we can, right? There's -- I like to say there's nothing new under 

the sun. The thing that is different is the messenger. If you're not out there 

delivering your message in these ways that we've discussed today, you know, 

Jama, people are missing out on it. You're doing them a disservice by not putting 

yourself out there. So I would encourage everybody listening to make sure that they 

know that they've got it within them. It doesn't matter the way you look, whether you 

need to lose a few pounds, whether you think you've got the right background or 

clothes or whatever it is, it is within your unique message and mission. Make it 

happen. 

JAMA: Awesome. And you have got a bonus for our listeners today. Can you tell us 

a little bit about that? 

RUTH: I will. I'm happy to. It is my brand new ebook. It is How to Seduce Any 

Audience on Stage, on Camera, and in the Media.  And it is a 48-page book that will 

tell you exactly what we talked about today, having to do with being great on stage 

and on camera and if you happen to go on Good Morning America what you can 

expect in that situation, as well. And that's what I'm hoping. I'm hoping everybody 

here gets a chance to go on one of the morning shows or be on the evening news 
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with their gifts in their area of expertise because they shot all those videos and 

somebody -- a producer at those places saw them! 

JAMA: There you go. 

RUTH: Yep. 

JAMA: And to get the link to that ebook and to get a transcript of our podcast today, 

you can go to www.strategicbusinessbuilding.com/ruthsherman.   

And Ruth, thank you so much for being on today. I really enjoyed it, and the time 

just flew by.   

RUTH: It always does, right, Jama? Oh, gosh.  Anyway, thank you so much and I 

want to also thank everybody for listening. It was a great time. I appreciate it. 

JAMA: Yes, thanks for listening and everybody have a great day. 
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Contact Jama: 

 

Strategic Business Building Website: 

http://strategicbusinessbuilding.com/ 

Strategic Virtual Solutions Website: 

http://strategicvirtualsolutions.net/ 

Phone: 

404-477-4267 

Email: 

info@strategicvirtualsolutions.net 
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