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Managing The 
Seminar Game 

By Bill Glazer 



What I’ll Be Covering: 

• “7” Chief Factors That Affect Seminar 
Attendance 

• Seminar Marketing B-O-O-S-T-E-R-S 
(With “39” Examples to S & D) 

• The “Dreaded” but 
necessary…Seminar LOGISTICS 

• Seminar “Choreography” To MAXIMIZE 
Profitability 

• At The END…An Opportunity to Pre-
Register for the 2011 Info-SUMMIT At 
The Lowest Fee AND Get All “39” Of 
The Examples That I’m About To Show 
You For FREE….That You’re Going To 

Really, Really, Really, Really 

Want!!!! 

 



“7” Chief Factors That Affect  
Seminar Attendance 

1. RELATIONSHIP with the list 
2. Being INFLUENTIAL 
3. Relevant TOPIC or THEME (Message To 

Market Match) 

4. KNOWLEDGE about the List (Allows for 
list segmentation) 

• Seminar attendees vs. Non-attendees 
• Customers vs. Prospects 
• Location of people on the list (driving distance) 
• Contact info we have (Email, snail mail, text, 

fax, phone, etc.) 
• Previous purchase history 
• Previous seminar attendees 
• Whatever you know about them 

5. SIZE of the list 
6. MARKETING FUNNEL 

• Diversity of Media 
• Lead Time 

7. Mindset of the List (i.e. The Economy, 
etc.) 

 



Seminar Marketing 
B-O-O-S-T-E-R-S 

• Repurpose with Power 

• Celebrity 

• List Segmentation 

• Diverse Media 

• Demonstration 

• P & C (Personality & Clever) Examples To 

S & D (Swipe & Deploy) 

• Cool S#i^ (a.k.a. STUFF) Examples To S 

& D (Swipe & Deploy) 



Repurpose with 
Power 



#1: Main Sales Letter 





















































#2: Website repurposed 





#3: 18 Emails repurposed  







Celebrity 



#4  



#5  



#6  



List Segmentation 



#7: People Who Attend Seminars 



#8: People In Driving Distance 



#9: People Who Travel From Great 
Distances 



#10: Endorsed Mailing 



Diverse Media 



#11: Newsletter Inserts 



#12: Online TV 



#13: Online Ezine 



#14: Fax 



#15: Voice Broadcast 



#16: Newspaper 





#17: Postcards 





#18: Magalogue 









#19: DVDs 









#20: CDs 



Demonstration 



#21: List of Attendees 



#22: Photo of a Previous Event 



#23: Demonstration of the Enemy 
Photo 



P & C (Personality & 

Clever) 

Examples To S & D 



#24: Rory Fatt’s Birthday Bash Mailing 



#25: Travel Postcards (Days 2 – 6 – 12) 







#26: Ron Ipach’s Check Postcard 



#27: Puzzle Mailing 



#28: Tickets Enclosed Mailing 



#29: Joe Polish Check Mailing 



#30: Ron LeGrand Trashcan Postcard 



#31: Rory Fatt’s Mom’s Letter 



#32: J. Squirrel Letter 



Cool S#i^ (a.k.a 
STUFF) 

Examples To S & D 



#33: Seminar Survey To Find Out What They 
Want Letter 



#34: Personalized With-Don’t Jump Fax 



#35: Keep Them Engaged Mailing 



#36: Add-On A Seminar-To-A-Seminar Letter 



#37: BOOT CAMP IN-A-BOX Letter 



#38: Lloyd & Vicki Irvin Letter … To No Shows 



#39: The Homer Letter … After The Event 
Mailing 



Site Selections: 
• Location 

• Flight access 

• Best time of the year 

• Site Tours 

• Type of suites available for VIPs 

 

SEMINAR LOGISTICS 
(The Painful But … NECESSARY 

Stuff) 

Important Terms or Clauses: 
• Internet Rate Clause 
• Cancellation Clause 
• Noise Clause 
• Hotel Concessions 

 



Hotel Bonuses To Ask For: 
• Meeting Room Rental Fee 
• 24-Hour Room Rental 
• Service Fees Waived 
• Resort Fees Waived 
• Incentive To Registrants For Early Room 

Registration 

 

Hidden Fees: 
• Shipping and Receiving 
• AV Requirements 
• Convention Center’s Fees 
• Types of Rooms on the Contract 
• Rigging Costs 

Vendor Tips: 
• Local Exhibit Decorators 
• Set-Up Time and Break Down Time During 

Normal hours 
• Provide AV Bids With Agenda and Detailed List 

of Equipment Required 
• Discounts from Vendors for Booking Multiple 

Events 

 



Seminar “Choreography” 
To MAXIMIZE Profitability 

Chief Considerations: 

• Delivering GREAT VALUE as soon 
as possible 

• #1, #2, #3 chief objectives of the 
Seminar for the host 

• Diversity/Non-Duplication of 
Topics 

• Speaker Introductions 

• Speakers being respectful of 
other Speakers 

 



• If Speaker is offering a resource 
– Who speaks before the Speaker 

– Who speaks after the Speaker 

– Distribution of Order Forms 

– Order Form collection time  

– Speaker’s average closing % 

– How Speaker’s Resource effects 
Promoter’s #1, #2, #3 objectives 

• Position of Speakers to keep 
attendance throughout the 
Seminar 

• General Session vs. Break-Out 
Session Topics & Speakers 



Move it from a Seminar to a  
UNIQUE EXPERIENCE 

GKIC Events Unique Experience 
• Networking events for certain levels of 

Membership 

• Special Meal functions with certain levels of 
Membership 

• Book signings with Authors 

• Meet ‘n Greets and photo opportunities with 
celebrities 

• Contests and Competitions 

• Award Ceremonies 

• Prize Giveaways 

• Chair Massage Therapists 

• VIP Lounge for certain Levels of Membership 

• Special Q & A Sessions with certain attendees 

• Exhibitors as resources 

• Speakers resources to facilitate fast growth 

The Secret Sauce … 













As Promised…An Opportunity to Pre-

Register for the 2011 Info-SUMMIT At The 

Lowest Fee AND Get All “39” Of The 

COMPLETE Examples That I Just Showed 

You For FREE…. 
That By Now You Know YOU Really, Really, 

Really, Really…Want them!!!! 















If, at ANY time during the first day of The Info-SUMMITSM you 

honestly believe you’ve made a mistake and that you don’t belong 

here or you are otherwise disappointed, you need only say so to 

receive a full 100% fee refund PLUS UP TO $500.00 toward your 

documented travel and lodging expenses. 

PLUS … 100% Refund On Cancellations 30+ Days Before 

The Info-SUMMITSM (less $697 for Marketing Examples CD) 



Hand This In To The Registration Area 

Before You Leave To Take Advantage Of 

This Opportunity 






