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Nailing National Speaking 

Opportunities!
	  



•  Warm leads!
•  Real relationships with attendees!
•  Local client development opportunity!
•  Social media push opportunity!
•  Real media push through media tour!
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Why !
s p e a k ? 	  



To Whom?!
	  
•  Who	  needs	  what	  you	  have?	  
•  Who	  is	  hungry?	  
•  Who	  can	  influence	  buying	  your	  product	  or	  service?	  
•  Don’t	  make	  the	  mistake	  of	  speaking	  at	  an	  “influen=al”	  conference	  

where	  your	  TARGET	  MARKET	  is	  not	  present	  
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Where?!
	  
•  Know	  your	  team	  and	  your	  pipeline–panel,	  keynote,	  session,	  seminar?	  
•  Do	  you	  know	  the	  opportuni=es	  out	  there?	  What	  are	  the	  top	  3	  

conferences	  in	  your	  space	  (in	  front	  of	  your	  target	  market?)?	  



Where?!
	  
•  Know	  your	  team	  and	  your	  pipeline–panel,	  keynote,	  session,	  seminar?	  
•  Do	  you	  know	  the	  opportuni=es	  out	  there?	  What	  are	  the	  top	  3	  
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Let’s Get!
S P E C I F IC	  



Enterprise	  

Interoperability,	  
scalability	  

Reliability	  

Midmarket	  

Iden=ty	  

Domain	  exper=se	  

Early	  Stage	  
Sizzle	   Paradigm	  Pop	  

Marry Session Value 
to Customer Size, industry!
	  



Plan the Planner!
Once you’ve identified 
conferences, !
your next stop is the 
conference guide !
from last year.!
!
1.  Find sessions like 

yours.!
2.  Identify key themes, 

industries and 
audiences for the 
show!

!
2. And right after !
that, FIND the !
conference planner.!
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THEME	  

What	  does	  this	  
say	  about	  values?	  

Broadcast,	  media,	  
studio…geTng	  a	  

picture?	  



ASHRAE
	  

Steering
	  CommiVee	  

M.	  Dennis
	  Knight,

	  Chair	  

Chuck	  G
ulledge,

	  Vice	  Ch
air	  

Rahul	  A
nthalye	  

Chris	  Ba
lbach	  

Chip	  Bar
naby	  

Dru	  Cra
wley	  



Building a Better Submission!
	  

• Case	  study	  with	  client	  
• Trend	  panel	  with	  clients	  with	  name	  
recogni=on	  (aVendee	  draw)	  

• Private	  research	  revealed	  at	  
conference	  (media	  impact)	  
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1.  Pre-show – Goal	  seTng,	  video,	  email	  
2. Pre-session - Tweet,	  Press	  con	  
3. During Session  !

"Tweet,	  Webinar,	  Event,	  Research	  
4. After session  !

"AVendee	  Follow	  Up	  –	  Personal	  
5. After show !

"Goal	  recap	  –	  Planner	  chat!	  
	  

Building !
a better session!
= SALES STANCE 
before, during and 
after	  
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Making 
the Ask!
of a co-presenter !

1.  Career move !
!
2. Your profile, 

"expertise!
!
3. Media!

"opportunities!
"!

4. Who asks!
"(Peer, CEO)!

!
5. Possible need !

"to pay "	  



Goals!
Example!
SapphireNOW attracts 15,000 attendees.  !
Over 6700 attendees are your SAP customers  
1 in 50 are PROSPECTS.  
 
Goal: Reach 70% of this audience  
+5 prospect meetings from the event 
+2 briefings per day 
+1 feature 
+300 web site visits  
+100 more social followers 



Community	  Groups	  

Company	  

Local	  Business	  Groups	  

State,	  Regional	  Sessions	  

Conference	  sessions	  (=er	  1)	  

Local,	  Regional	  
keynotes	  

Conference	  
sessions	  (=er	  2)	  

Na=onal	  
keynote	  

Where	  is	  your	  
speaker,	  

realis=cally?	  



10 tips to ace tradeshow pipeline	  
1.	   	  Press	  conference	  at	  show,	  scheduled	  far	  in	  advance	  (3	  months)	  
2.	   	  Press	  release	  at	  show	  and	  also	  sent	  out	  on	  BusinessWire	  that	  morning	  
3.	   	  Your	  own	  show	  web	  page	  op=mized	  for	  show,	  created	  2	  months	  before	  
4.	   	  1-‐3	  poll	  ques=ons	  for	  iPad	  delivery,	  created	  the	  week	  before	  and	  drawn	  from	  editorial	  calendars	  and	  journalist	  research	  
5.	   	  Show	  “premium”	  or	  demo	  or	  “traffic	  builder”	  	  related	  to	  your	  news/show	  theme	  
6.	   	  Map	  of	  tradeshow	  floor	  with	  compe=tors	  marked	  so	  you	  can	  go	  see	  their	  stuff,	  and	  make	  the	  compe==ve	  report	  an	  assignment	  
7.	   	  Social	  calendar	  or	  webinars,	  videos	  and	  blogs	  leading	  up	  to,	  and	  at,	  the	  show,	  with	  the	  show	  Hashtag	  
8.	   	  Show	  Media	  list	  goVen	  2	  weeks	  before	  show—start	  calling	  for	  appointments	  for	  your	  on	  site	  execs.	  Note	  twiVer	  handles	  of	  relevant	  editors,	  

	  journalists	  and	  partner	  companies	  so	  you	  can	  follow	  and	  tweet	  direct.	  
9.	   	  Pre-‐show	  blast	  email	  to	  conference	  aVendees	  (for	  our	  client	  for	  our	  client	  highligh=ng	  their	  press	  release,	  case	  study,	  white	  paper,)	  
10.	   	  Post-‐show	  blast	  email	  to	  conference	  aVendees	  (press	  release,	  case	  study,	  white	  paper,	  or	  show	  coverage)	  

	  



Resources!
For your speaker!

•  Practice Through Marketing: video webinar, 
blog posts, local session on same topic!

•  Local speaking leader: Speakeasy!
•  Prep sessions on message strategy: 

Write2Market!
•  Webinar, video, media & social surround: 

Write2Market!
•  Blog: Kate’s Voice!
•  Practice: ToastMasters!
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Thank You!!
!

IF you like this, Let us know 
Why, and share the post !!

!
-Your Friends @Write2Market!

!


