A Guide to Booking
Speaking

A step-by step process of booking speaking engagements
and podcast interviews to get our brand in front of large
groups of prospects.

What We'll Cover (how we did this):
e 2k paid speaking events
e /5k+ captive audience/year
e Tools to use for lead gen

Increase top line revenue (speaking fees & brand
awareness)!
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What We'll Cover: 3 Step
Marketing Approach

1. Our approach to speaker bureaus
2. How we build a marketing campaign to book
_ events

b A\ 3. Media strategy to create inbound awareness
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The Results...

e Speaking bureaus account for 30% of speaking revenue
e 70% bookings are sold/booked internally (our method)
e 70% of our bookings occur in 6 months

* Our peak: 150-160 events year



STEP ONE:

Market Expectations:
e 150 global
e 12 control 90% bookings
e 98% niche 1-2 person agencies
e Represent different industries
e Exclusive versus non-exclusive
e 20-25% commission (gross or net?)

Why to Start On This Early:
 They have existing customers you want
e This takes time...
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3 Tiered Speaker Bureau Approach

e Reach Out:
o Send media kit and inquire about representation
o GO0 meet with them in person
o HINT: Invite them to events (they're in the events biz)

Bureau Accounts
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l'!'l p]0)'/\\[Ne):\p® (a full list of all speaker bureaus can be found in the resource section of your member dashboard)



STEP TWO:

e Build two types of target lists:
o 1. Contacts that hire speakers (buyers)
= |ndustries, titles

o 2. Contacts that already aggregated your buyers
= Same group but where they hang out online
» Podcasts, FB and LI Groups, Industry pubs, Events,
YouTube channels

e Get the contact email where you can
e Launch email and LinkedIn campaign
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BUILD LISTS OF PEOPLE THAT HIRE SPEAKERS!

These Are Our Target Lists

« Trade Associations/chapter presidents (over 90k)
e Master Trade Associations

e Speaker Bureaus (150)

e Franchise orgs

e Senior VPs of Sales & Marketing

e« CEOs and CMOs

e CMPs - Certified Meeting Professionals (5k-7k)

e Meeting Planners (100k)

e 1.5m Industry conferences (event directories)

HINT: They all belong to industry groups! What
podcasts, YouTube channels, LinkedIn groups, FB
groups, blogs/industry pub do they follow? Target
those too!




az Exact Data

3 Ways to Find Connections:
IGNITE j\/

1. Manual outreach (event directories/associations)
2. Research email databases
e 2 types of email tools:
o Bulk (Upland Adestra)
o Email Automation (Mailchimp/Constant el

m SALES MAVIGATOR
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3. Upgrade to LinkedIn Sales Navigator ($79.99/M) ———s < e
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Cleverly
” LinkedIn Lead

Thanks to Cleverly, our brand and web studio has

generated $25k in new business over a 3-month span. Generation AgenCieS
- Giselle, Founder of Design Agency * * * * *

There are 3'rd party groups that will
automate your appointment setting
process for you as a service.

Rated 4.8 out of 5 based on 325+ reviews on ¥ Trustpilot

Google "LinkedIn Lead Generation
Agencies’




2 Types of
Campaigns/Messages:

1.Cold event outreach
2. Campaign content based (by target
group)
o Podcast interview on key issues
facing (insert target audience)
o Convert interviews to articles
o Share on LinkedIn
o Send to open opps (email)
o Share to LinkedIN targets
o Send follow up event message

What YOU Mead 1o Know from the Champion of
Franchising




When to Launch Your Campaigns?

12 year historical average when all booking occur

HINT: Promote your ' R L. Jan 7%
biggest campaigns 3 2. Feb 10%
months out from the 3 March 70/,
busiest months! S Busy
4. April 10%
3 month average sales 5.May 9%
cycle. ’-*C 0. June 60/0
7. July 6% [ Average
8. Aug 4%
9. Sept 14%
10. Oct 15% Very Busy
f'*c 11.Nov 10%
12. Dec 4% Mild




Advertise to your Dream List

« Accounting

= Airlines

= Autamative

- Banking

= Commarcial Real Estote

= Computer & Network Security
» Computer Hardware

= Computer Matworking

= Computar Softwars

= Consum HEtror

» Consumer Goods

You can directly target a certain occupation or industry by:

- Dasign

calElectrenie Manufacturing

Typing in the specific job title/s, occupation or industry into the 'Likes & Interests’ box
while setting up your campaign 'Target' in Facebook.

= Bxpcutive Office
« Facilities Senioes

= Financial Services

« Graphéc Design
= Highar Edy

- Hospitality

= HuMian Resouroes

Post your Dream list content and boost to your dream titles.

» Infrumatinn Sondeoe

Full List of All Meeting Planner Titles & Industries

Full List of Targeted Industries

« Investment Ma

= Lerisun, Travved & Tourism
« Logistics and Supy
+ Liiury Goods & Jew
+ Machinary

« Managemant Consyl

i
« Marketing and Advertising
+ Market Research

+ Mechanical Enginaering

Production

» Mewspape

» Monprofit Organization Management
+ Ol & Energy

ing/Offsharing

¢ Delhvery
+ Packaing and Comsiners
« Paper & Forest Products

+ Phormaceuticals

« Primany/Secondany E

+ Recreational Fac
+ Renawabbes & Environmant

ities and Services

~ Research

Restauraris

+ Retail

+ Sporting Goods.

+ Sports

+ Stabfine and Bgcrulting

atons

g Planfed

« Events Chai

Example: Event planners in (insert industry here).

il Everits Manager

ial Evenits & Vol

F Meeting Planmes

r Meetings
« Meatings Managas
«» Conferences Chair

« Meet

Manufacture demand by getting content in front of buyers. e I

- Corporate Meetings Professional

« Special Events & Compliance Coordinator

« Meatings Assistant

o Meetings

« Community Events Manager

FB Group hack: You can't target FB groups as an interest but you can target

« Ghabal Commuincal
+ Events Planning Consult

anyone that likes the page :)

« Patrons Program Manager Specia

ns & Events Manager

L

5 Coordinatar
+ Director Business Developm,
+ Director of Onsite Events

= Independent Special Events Consultant
« Trade Shows & Ew

fConferences

s Coordingtor

« Director, Global Meetings Management

+ Operations Manager, Global Travel &
Meetings Mangement

= Vice President, Meetings & Exhibits

« Trade Shows Coordinator

« Wp. Evenis

- Davelopment Coordinator for Spacial Even

« Marketing Dire ucational Everts

(a full list of all speaker bureaus can be found in the resource section of your member dashboard

¥ DOWNLOAD

= Glatal Events Mas,
« Coordinaton Meetings Rooms & Reservations
= Sarious Adverse Events Cogedinator

= Conferences Coordinator

« Tradéshow & Events

= Trade Shiows L

af Manager
» Special EventeMakig Coordinatos
« Intemational Events Manager

« Media & Special Events Director
» Marketing Manage:

« Vice P

sident Corporate Events

« Fundraising and Spec
« Director of Annual G
+ Sanior Board & Corporate Mee:

= Conferences Room Coordinator

+ Events & Program Coordinator



STEP Three:
Promote Yourself to Media
Groups Your Buyer Follows

Other groups already have done the work of organizing
your dream audience.

Swap out the (book for your next event) call to action and i

replace with show name. Save as template and use it for po fTOt
every pitch for the year.
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Discover What Platforms
Your Buyer (Already)
Follows...

MEDIA OPPORTUNITIES
e 2.5 million podcasts
o 50% of business owners listen to podcasts
o 70% of CEOS of fortune 100 do to...
e 51 million YouTube channels
e 7k+ magazines and industry publications

When you book interviews - use as sales collateral and
re-engage your target list.




That's the Process We Use to Book
Speaking



