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The art of ‘speaking from the stage’ is as old as the world itself. 

Whilst the team at MOBIT do not profess to be experts at 

speaking, we have hundreds of clients that are. We have walked 

their journeys with them over the last two years and enabled 

them to engage their audience pre and post event, capture 

leads, nurture these relationships, deliver upsell content like 

books, video training and membership programs and above all, 

maximize the value (revenue) from their time on the stage.   
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Like anything, preparation is critical to the success of any marketing campaign.  

When speaking at a live event, you will no doubt have your very own way of 

preparing for the event itself. This guide is certainly not intended to coach you 

on that specific skill set but rather, outline in step-by-step fashion, how you can 

maximize your time at these events to attract customers for your follow-on 

programs.   

Now these programs may be simple as selling a series of books, joining your 

membership program, elite VIP forum, or attending one of your workshops, or 

more in-depth video tutorial programs that you sell as a subscription service. 

Regardless of the flavor and type of your ‘add on sales and services’, this 

guide has been put together to help you gain as many leads as possible from 

your speaking events so as to maximize the revenue return from each single 

booking.  

The MOBIT team, along with our software solution have worked with hundreds 

of ‘speakers’ from around the world and whilst we will not share the individual 

secrets of how their marketing programs are constructed, we have put 

together a ‘framework’ and guide from hundreds of consulting hours that when 

followed, will significantly amplify the revenue rewards from your speaking 

engagements and have people standing in line to book you for their next event.  

To Your Great Success 

Sean 
 

 

 

http://www.mobit.com
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Congratulations, you have just secured a booking to speak at an event next 

month. This could be as small an opportunity as speaking for 15 minutes before 

the lunch break or as significant as a keynote address. Regardless, the event is 

the event and the opportunity to maximize your return from this engagement is 

the same.  

Now as I mentioned in the introduction, this guide and certainly myself are not 

here to coach the fine art of ‘speaking’ or ‘presenting’. Masters of this genre, 

the likes of Matt Church from Thought Leaders and many others have 

dedicated their lives in the quest to help people establish themselves as world 

class speakers.  The preparation then for your speaking event is up to you. The 

marketing and how you can maximize your time and return from this event is 

what we are here to guide you through.  

Every event is unique of course. From small groups through to the thousands of 

attendees at an annual conference, it is important that you have a sound 

understanding of the make-up of your audience.  

Your first task is to understand the make-up of this audience and gather as 

much information about the event topic. Here is a shopping list of what you 

need. Go ahead and write your answers in the boxes provided for future 

reference. 

1. What is the purpose of the event?  

 

 

2. Why have your audience spent money or booked time to attend this event? 
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3. Within your presentation topic, what are the three (3) key points you would 

like your audience to remember and take away with them. 

1. 

2. 

3. 

 

4. What programs, promotions, info packs or sales items do you have that you 

would like to pitch to your audience? NOTE: Things to consider are; free 

reports, membership program, eBooks, join your blog, sign up to your 

newsletter etc… 

 

 

 

5. In most cases, ‘selling from the stage’ is frowned upon by most event 

companies. Whilst this was all the rage some years back, most pro speakers 

see this as ‘low rent’ tactics anyway. There is however a very professional 

and subtle way to capture almost everyone’s details in the audience that 

will be interested in following up with you. More on that a little later.   

For this step in your preparation, think about a word (something short and 

memorable) that imparts either your topic or your own brand to the 

audience. E.g. If you are speaking about ‘the effect of great culture within 

companies’ then your word could be CULTURE. Nice and easy to remember 

and simple to spell! Write three words down in the box below. 
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Now this is not a magnet in the real sense but rather something related to your 

topic or personal brand that you can offer to your audience. Remember, you 

are NOT selling. I refer to this as ‘Magnet Marketing’. 

Definition  

To be of ‘high perceived value and low cost’.  Examples of this are; 

 A Free 30 minute online consultation 

 Limited time access to your membership site 

 A copy of your latest book (Digital or hardcopy). P.S Hard-copy books at 

events are a great take-away item. If you can afford it, make sure you 

bring along ten or twenty signed copies of your book as special 

giveaways.  

 A Special report 

 A Case study 

 A Whitepaper or Guide (like this one!)  

Thought Leadership is exploiting your unique position as a speaker/presenter to 

generate valuable insight and advice on issues your audience care most about. 

The content or ‘magnets’ you use for your live or post event marketing is all 

about turning your insight and advice into initiatives that change people’s 

minds and incite action.  This means that your ‘magnets’ should do more than 

just inform or educate, they should inspire.  

A core function of ‘magnet marketing’ is lead generation. For your magnets to 

be successful for lead generation, it must follow these six rules: 

1. It is not promotional – promotional material will neither excite nor 

inspire, both critical components of magnets.   

2. It is relevant – generic materials that are not highly relevant to a reader 

or your audience will not result in increased success.  

When creating your magnet content, you must make sure it will be 

totally useful and relevant to your audience.  
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3. It closes a gap – Magnet marketing should answer a question or 

problem. Giving people information about topics where there is no need 

for information will be a wasted effort.    

4. It is well written – poorly prepared and written thought leadership 

magnets will not only provide poor results, but can also hurt your 

reputation. Take time to ensure your content is presented in a thoughtful 

manner and is free of errors. It can be informal (like a video shot from a 

smartphone) but make sure it is free of errors.  

5. It is relevant to your message and brand – if the content you create does 

not support your message or your overall brand proposition as a 

speaker/presenter in any way, then it is a waste of resources to produce. 

Keep relevance in mind when creating your magnets.   

6. It provides proof – Where at all possible, try and obtain proof from 

external reference sites or respected peers either through quotes, 

testimonials or through actual metrics and statistics. 

Following these six simple steps will allow you to create good content for your 

magnet marketing.  

S   

(i.e don’t work so hard)  

Getting content together or writing material for your audience can be a 

daunting task. Once you have a small portfolio of content together though, the 

three Rs of content marketing optimization need to be applied: 

Reorganize – when you reorganize content, you are taking pieces of existing 

content and restructuring it in a way that is more useful to your prospects or 

customers. This is a great when you do not have a lot of structured content 

available. There are many ways to do this, like compiling blog and web content 

in a white paper, or by using PowerPoint content as the foundation for a new 

video.   

Rewrite – It is useful to rewrite content when your content is either dated or 

has been exhausted due to a high level of previous consumption. When this 

happens, rewrite your content. There are vast numbers of writers that you can 

send your material to on sites like Fiverr or Upwork. You will find resources 

there that can turn your material into repurposed articles, videos and even 

voice over content for presentations at very reasonable rates. 

http://www.mobit.com
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Retire – every piece of content will have a limited shelf life. This means that 

you cannot use the same content indefinitely.  

If content isn’t performing as well as it should, or if its consumption has 

significantly decreased and you do not think it will be useful to reorganize or 

rewrite, then it is time to retire it from your content library.  This may be 

obvious with papers that are specific to a certain date or event, like a list of 

events that happened during a specific year or lessons learned from a specific 

trade show, but it will also be important even when less obvious events occur, 

such as changing trends that cause a topic to no longer be of interest.   

“My kingdom for a (useful piece of information or free stuff)”.  

In Shakespeare’s Richard III, King Richard was desperate to find a horse that 

would help him on the battlefield. He was so desperate, in fact, that he was 

willing to give up his 

kingdom in exchange for a 

horse. His famous line was 

“a horse, a horse, my 

kingdom for  

a horse.”  

Your potential clients aren’t 

much different. They are in 

the middle of a battle, a 

battle to find low-cost insurance plans, to use a software solution that will save 

them time or to finally discover a dentist who won’t scare away their kids. They 

may not be willing to give up their homes in exchange for these things, but they 

might be willing to give up their email addresses or mobile number for your 

information that will help them. 

http://www.mobit.com
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Here are some examples of great magnet 

ideas: 

1. Write an E-Book Bestseller 

Your e-book doesn’t have to be on the 

bestseller list, to make a big splash in the 

marketplace. E-books are a great way to 

establish your authority and deliver a lot of 

content in one neat package. Here are a few 

tips: 

Choose a fairly narrow topic. Even though you have space to play with in an e-

book, you shouldn’t get too broad. Instead, try to focus on a certain area of 

interest for your prospects and really dig in deep. If you have lots of 

information to present, consider splitting up your e-book into various volumes. 

This will help with attention span issues and can also help you segment your 

leads based on interests.   

Spend some time and/or money on the cover. People want things that seem less 

‘virtual’ and more ‘real’. The cover of your e-book (just like this one) should look 

like something you’d find in a bookstore. If you’re looking to do this yourself, 

you can use an e-book cover design program like myecovermaker.com but 

again, there are hundreds of great designers of eBook covers in Fiverr and 

Upwork that will create a great looking cover for you under $25.00. Whatever 

you do, don’t take any shortcuts here. Because no matter what you think, 

people will judge your book by its cover. 

Edit. Then edit one more time.  This will most likely be your first impression of 

you in the eyes of your prospects. Take the extra time to make sure that your 

message is clearly presented and that it is free of grammatical and spelling 

errors. And no, you can’t just trust the spellchecker. Run a few sets of eyes over 

your e-book before publishing. 

  

http://www.mobit.com
http://www.myecovermaker.com/
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2. Put Together a ‘Downloadable Kit’ 

Everyone learns in different ways. Some like 

to read, others like to watch videos, others 

like something else altogether. Perhaps you 

could tap into the interests of each of your 

potential leads by creating a downloadable 

‘kit.’ This kit could include various resource 

materials, some of which (or all of which) 

will appeal to your speaking or event 

audience. Include worksheets, videos, 

articles, etc. You can even use a 

membership site to host the materials—just 

restrict access until after your potential client has opted in. 

3. Give Away a Free Consultation – High Perceived Value, Low Cost 

This service should be conducted one-to-one on a web-call with tools like 

join.me, Skype, GoToMeeting or other similar services.  

Skype and Join.me are great tools as they are free to use.  

A free 20-30 minute coaching session for you to discuss your potential client 

needs and work through possible strategies is a great way of starting this off. In 

your marketing message or collateral, make sure you place high value on this 

and DO NOT sell yourself short. As a speaker, your skills are in high demand. I 

was told once by a very famous 

speaker and creator of 

Thoughtleaders Global 

(www.thoughtleadersglobal.com) 

Matt Church, that the more you 

charge, the busier you become and 

more sought after you become.  

Don’t be afraid to state that you 

charge $40,000 for a speaking 

engagement or that your rate is 

$1,000/hour. People LOVE dealing 

with expensive experts.  

http://www.mobit.com
http://www.thoughtleadersglobal.com/
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4. Send out an Educational Series via Email and Mobile (SMS) 

An educational series is a great lead generation magnet. You can offer your 

audience a three- to four-part series delivered by either email or SMS (via 

MOBIT – more on that later!) that will dive into a topic of interest. For example, 

your series could be “3 Things Your Doctor Won’t Tell You at Your Yearly 

Physical” or “4 Ways to Improve Your Chances of a Salary Raise.”  

 

 

 

 

 

 

You should include soft calls to action in each communication, things like “click 

here to read more on our blog” or “click here to download a salary comparison 

chart.”  

Most modern email or marketing automation platforms like Infusionsoft and 

MOBIT have built in notifications when people click on your links. Infusionsoft 

for example can even apply lead scores to your contacts whenever they take 

action on your information. This way, you can know which of your contacts in 

your list are your hottest prospects. 

An information series delivered via email or mobile (SMS) also gets your 

prospect used to receiving content from you. Remember, they opted in to your 

series, and they’ll be looking for your emails and text messages. This is crucial if 

you want them to open future messages that might include special offers.  

5. Send out Free Chapters of Your Latest Book as a Series 

Who doesn’t like free stuff? If you have written a book that has been published 

then this is a great idea for your audience. Offer to send through a chapter of 

your latest book each week.  
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A great ‘value add’ is to have your book professionally narrated (via Fiverr or 

Upwork again) and provide the audio files on your email and SMS campaigns. 

Audio is about as popular as video these days, particularly with MOBIT where 

your SMS campaigns include mobile landing pages that host your book content, 

audio files and even video.  

Always, always, provide a way for your readers to contact you using opt in 

forms either via your emails or SMS messages.  

6. Activate a Free Trial to your Membership site 

Free trials to membership sites are enticing to people for many reasons. For 

one, a free trial is a way to actually get something done in a short period of 

time. People also like the opportunity to try out your service before opening up 

their wallets.  Membership sites are easy to set up and very affordable. Most 

have scaled tiers to offer your audience like Bronze, Silver and Gold status. You 

can sell different status tiers and organize your content accordingly.  

 

Think of using your Bronze level (or other name) as your trial service and make 

the topics (not complete content) visible but not available during the trial. 

During the free trial period, be sure to send out an automated follow-up 

messages (tools like Infusionsoft and MOBIT can do this automatically for you) 

that will encourage usage and answer questions.  

You can send out emails and SMS messages loaded with ‘tips and tricks’ to 

prime your trial users for success. The more successful they are during this 

http://www.mobit.com
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period, the better the chance they will convert to your paid membership 

service. 

7. Produce a Video Series 

A video series of the like that my good friend Wes Schaeffer - AKA The Sales 

Whisperer has produced is a great magnet. Let’s face it, we all love watching 

videos. It will gradually educate your audience on something they are 

interested in, and each video can be delivered automatically using 1marketing 

automation tools. The video series is great for leads with short attention spans 

or time constraints.  

It also allows you to show some personality, showcase your services or 

products in a visual way, or feature live customer testimonials.  

 

View Wes Schaeffers video series magnet at 

http://www.youwillchangetheworld.com/courses/the-seven-deadly-sins-of-

selling  

One of the great things about videos is that they don’t have to be ultra-fancy. 

Product demos or conceptual videos might require some professional help, but 

there’s nothing wrong with your sitting down in front of a smartphone or tablet 

to record a few minutes of content. Low tech is sometimes the best approach 

and most well received as it is natural.  

                                                             

1 There are a wealth of Marketing Automation tools available on the market and most are low cost but some are not. 

You will find a complete list of the ones I would personally recommend to you on the back page.  DISCLAIMER: I am 

the CEO and Founder of MOBIT  . 

http://www.mobit.com
http://www.youwillchangetheworld.com/courses/the-seven-deadly-sins-of-selling
http://www.youwillchangetheworld.com/courses/the-seven-deadly-sins-of-selling
http://www.youwillchangetheworld.com/courses/the-seven-deadly-sins-of-selling
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8. Extending an Offer 

It’s crucial that you eliminate the barriers to entry for your lead generation 

magnet. Here are a few things to keep in mind when capturing these leads via a 

Web form via email or SMS: 

 Make sure the form is ‘above the fold’ (visible on the first page 

without having to scroll down) if possible. 

 Use checkboxes for extended permission. Just because someone is 

opting in to receive an e-book doesn’t mean they don’t want other 

valuable tools or information you have to offer. Put a checkbox on 

your Web form asking if it’s okay to send other materials from time 

to time. This will give you permission to send special offers or other 

marketing materials that don’t necessarily correlate to the lead gen 

magnet. 

 Ask for only what you need.  Usually name and email are sufficient, 

but sometimes if you are using mobile SMS to communicate then 

their mobile number is required or course. 

 Tell them what they’ll get and how many they will receive and how 

often.  Now this is a real hot button of mine.  

 

If we had used this approach 10 years ago when email as a marketing 

tool came into vogue then we would not have the catastrophe we 

have today where virtually no emails are read apart from those sent 

directly to you from a known contact (not a broadcast).   

Listed under your ‘submit’ button should be clear text that lets your 

audience know what they will receive from you and then how often 

they will receive content from you. E.g. two messages or emails per 

month.  

9. An Exclusive Invitation to a Live Webinar 

People like webinars—they are usually free, they are interactive and they 

deliver content quickly. Schedule a fortnightly webinar and offer this as your 

lead-generation magnet to your audience. It will put you in front of them at a 

more intimate level—how often do you get to be on stage right on their 

computer screen? It also encourages interactivity and allows you to answer 

questions and show your personality.  

 

http://www.mobit.com
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Definition  

Express permission by a customer, or a recipient of a mail, email, or other direct 

message to allow a marketer to send merchandise, information, or more 

messages. This is the method generally used by most direct marketing firms, 

subscription or non-subscription periodicals, information suppliers, etc. After the 

‘opt in’, the marketer will keep on sending the material or messages until the 

recipient chooses to opt out. 

You have 10 or 40 minutes to capture the attention and imagination of your 

audience. That’s your job and we know you do that well. 

The purpose of this segment is to show you part of the ‘magic’ that we have 

designed in our software for you, the ‘from the stage – speaker.  

We have worked with hundreds of speakers around the world and have honed 

our system and processes to enable your community to take maximum 

advantage of the audience in front of you for your time on the stage. We call 

this process ‘TEXT AND JOIN’. Sound simple? It is.  

Don’t leave any opportunity behind 

In front of you is an audience that has either paid money, invested in time or 

both to hear your keynote or presentation. They are willing participants for the 

knowledge you are sharing.  Why leave this valuable audience information at 

the event when you leave?  

So let’s assume for a minute you don’t. The event company has been kind 

enough to supply you with the 1500 names and email addresses of people that 

attended the event. They have sent this valuable (so called) list to you two (2) 

weeks after the event date itself. Now what? 

Outside of spamming these people by email (which some unscrupulous people 

do), the only option you would have is possibly calling the list on the phone 

numbers provided.  

 

http://www.mobit.com
http://www.businessdictionary.com/definition/customer.html
http://www.businessdictionary.com/definition/recipient.html
http://www.businessdictionary.com/definition/mail.html
http://www.businessdictionary.com/definition/electronic-mail-email.html
http://www.businessdictionary.com/definition/marketer.html
http://www.businessdictionary.com/definition/merchandise.html
http://www.businessdictionary.com/definition/information.html
http://www.businessdictionary.com/definition/message.html
http://www.businessdictionary.com/definition/method.html
http://www.businessdictionary.com/definition/direct-marketing.html
http://www.businessdictionary.com/definition/subscription.html
http://www.businessdictionary.com/definition/supplier.html
http://www.businessdictionary.com/definition/material.html
http://www.businessdictionary.com/definition/opt-out.html
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If you have an mailing address, you could also sent a postcard or letter but that 

as you know costs plenty and is a time intensive job.  

Email and Custom URLs 

Let’s assume you are fairly clever and have come well prepared. You have your 

email address on your closing slide for people to contact you if they are 

interested further in have dialogue with you. Excellent work and a great start.  

Now given that you are really clever, you may even have a custom URL on that 

same slide for people to write down. When they enter this URL on their mobile 

browser, they hit your sales or squeeze page and presto, they can opt in from 

there. There are custom URL services like www.bit.ly that enable you to create 

simple, short and memorable URL links. E.g http://bit.ly/seanmcdonald will 

take you through to a special page we have created for you. Take a look for 

yourself.  

 

TEXT and JOIN  

The aforementioned process is a great start and I would totally recommend this 

approach (as well) in your presentation deck. Unfortunately as speakers, you 

often do not have the luxury (or hindrance!) of support slides. Most 

professional speakers I know of don’t use supporting material at all. So now 

what? 

My team at MOBIT have developed a VERY SPECIAL and UNIQUE solution that 

is a ‘slam dunk’ for speakers. We call it ‘TEXT and JOIN’. It is almost the perfect 

http://www.mobit.com
http://www.bit.ly/
http://bit.ly/seanmcdonald
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tool for speakers (nothing is perfect ) and I highly recommend this to you. 

NOTE: I am the CEO and Founder of MOBIT and this is my Ultimate Guide so I 

can say that.  

The solution is so easy and fast and has the unique ability to capture ANY level 

of information from your audience instantly.  You can even use it to measure 

the feelings of your audience right there and then.  

In the example following, I am using our good friend and client Sally Hogshead. 

Sally is one of the leading and most sought after speakers in the USA, and is 

founder and CEO of www.howtofascinate.com.   

Post Cards or Send out Cards 

In your preparation for your event, I would highly recommend that you 

consider printing postcards as handouts when you get to the event itself. These 

can be placed on the seats of the event theatre, available at your table (if you 

are signing books), or as a handout in the ‘event bags’. An example of one is 

shown below. 

There are a number of companies that offer this service. In the USA and Canada 

I would recommend either www.sendoutcards.com or www.amazingmail.com. 

You can design your card in minutes online and have it printed and delivered 

within 48 hours for any quantity you like. They can even mail these out one-by-

one as part of your automated email or SMS (MOBIT) campaigns. Their charges 

are very reasonable.  I am not sure if other countries offer this same degree of 

service but certainly bulk printing of post cards (send out cards) is available for 

sure. 

 

http://www.mobit.com
http://www.howtofascinate.com/
http://www.sendoutcards.com/
http://www.amazingmail.com/
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The first thing you will notice on the postcard above for Sally is a strange ‘call-

to-action’. Text YOU to 72000!  

We refer to this as a mobile keyword. The keyword in this case is the word YOU 

and the number to text this to on your smartphone is 72000.  

The image on the left shows how this appears on the phone.  

Creating your own mobile keyword 

We sometimes refer to these as ‘textwords’. Regardless of what you call them, 

they are designed to be easily remembered and simple to add in to your text 

message and this is why.  

Example a): You are driving down the freeway and see a sign advertising free 

dental assessments. The call-to-action is Text TEETH to 72000.  Your back tooth 

has been giving you problems for weeks and it’s finally time to do something 

about it so you text in. Easy!  

Example b): Same scenario as above but the call-to-action is, visit 

www.dentalcentercheck.com for a free assessment or call (800) 324 – 2123.  

Now I don’t know about you, but if I tried to remember all that I would have 

been halfway up the tailpipe of the car in front of me in no time.  

See what I mean then? The mobile keyword is quick and easy to remember and 

delivers an immediate response. 

TIP: Mobile Keywords should be as short as possible and easy to spell. I llike to 

keep ours under 6 characters. The other thing to keep in mind is that various 

types of smartphones try to autocorrect fancy words so don’t get too clever and 

creative. Use the KISS method – Keep It Simple Stupid! When you are crafting 

your marketing keywords, try them out on your phone and make sure they are 

not autocorrected.  

Step Two: The Opt in 

When the ‘keyword’ is received by MOBIT (in your account), an automatic 

message is sent back instantly to the requester.  

A text message arrives on their phone asking them to respond YES for their 

permission for you to send them your material. This process is called the 

‘double opt in’ and is very important, particularly in the USA and Canada where 

http://www.mobit.com
http://www.dentalcentercheck.com/
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there are strict laws around who you can send SMS messages to and how you 

obtain permission. In other countries, the legislation and rules are more 

relaxed.  

Once the YES response is obtained (and only then – In the USA and Canada 

only), the marketing message is automatically released. 

NOTE: In the United Kingdom, Australia and New Zealand, the double opt in is 

not required. You can jump straight to the marketing message.  

The image below shows you what this process looks like on the smartphone. It 

works the same on any phone and type.  

 

Whilst this guide is focused mainly on obtaining ‘opt in’ whilst at live events, 

there are many other great ways to obtain opt in permission from prospective 

new clients and event companies for your next speaking engagement. The most 

widely used channels for mobile opt in are; 

The initial Call-to-action – Single Opt in 

Opt in Autoresponder message 

(you can edit this message) 

Permission – The Double Opt in. 

http://www.mobit.com
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 Print – Using QR codes or URL links that resolve directly to your mobile 

page is a common option. You may for example print out a few 

hundred of your books or copies of an article you wrote or contributed 

to in a magazine and hand these out at your event to ‘the first 100 

people that register’.  

 

Why not take the opportunity to add a QR code to the front or back 

cover and have this resolve to your opt in page on your website or 

MOBIT campaign page.  

 
 Mobile Business Cards – When business cards are almost relics of the 

past, why not ‘change it up’ and provide people with your mobile card 

instead?  Whilst your peers are handing out physical cards that get lost 

in cavernous event bags, have your audience TEXT IN your name or 

keyword (e.g. Text Trent to 72000) . When they do, you can take them 

right to your page.  

 

  

http://www.mobit.com
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 Social Media – This is a great channel for people to interact with you of 

course. It is also a great way for you to obtain opt in’s for your mobile 

lists.  You should add your opt in URL links to any of your posts and 

advertisements that automatically resolve to your website or mobile 

forms.  

 

 Email – As odd as it sounds, yes, email! Whilst most will not receive 

your messages, for those that do, why not offer them something 

special to sign up to your mobile channel. Make sure you let them 

know it’s exclusive and again, let them know how many times they can 

expect to hear from you.   

 

 

http://www.mobit.com
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Definition  

In the context of this guide, ‘pitch’ refers to your marketing message or call-to-

action. We break this down into two parts though for mobile marketing. 

1) The words on the message that prompt your visitor to click on your message 

link. 

2) The actual marketing message (or video) on your mobile page/s that are 

your specific call-to-action.  

Now you are ready for action! A member of the audience has told you that they 

would like to receive your information. Now think of this for a minute. You have 

1500 people at the event and all of them have decided to TEXT and JOIN for 

your information. At this point you may think this is quite powerful and well, 

you would be right. The reality though is that most ‘Text’ platforms can do this. 

You could for example ask the audience to text in their email address to the 

number and capture their details that way.  

The problem with this approach is that the email will probably more often than 

not (especially these days) get to them. Junk folders, filters and the sheer 

volume of crap in email inboxes simply prevent important information getting 

through.  

The step we are going to take you through now is part of the secret of MOBIT 

and why we are such a unique and powerful solution for you and your 

community. 

The marketing message is delivered instantly to the users’ phone. When you 

experience this for the first time it will be rather distracting and exciting at the 

same time. Imagine a room full of thousands of people all receiving their 

message at the same time. In reality it is staggered over time.  
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Messages are sent at around ninety (90) messages per second on our network.  

This is still incredibly fast though and the 

noise at the event will be quite noticeable.  

I will leave it up to you as to whether you are 

happy with this immediate response or not. 

You can choose to delay the delivery if you 

wish. 

Personalization and Compliance 

In all cases, we follow best practice for the presentation of messages to the end 

user. You do not have to follow this but it is recommended and certainly more 

professional. The message typically should contain the following; 

 Name of your company (or your name) in caps 

 Your call-to-action 

 The link (mbit.ly) in automatically inserted. You can choose where it 

goes in your sentence structure.  

 Your thankyou name 

 The all-important and required opt out message (MOBIT adds this in 

automatically). 

The MOBIT Automation link 

The MOBIT Automation link provided is no ordinary URL link. This link 

automatically selects the mobile page from your MOBIT campaign and displays 

this to your visitor.  
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It also tracks every action on the page thereafter by the person’s mobile 

number. The images below are examples of mobile pages from one of Sally’s 

MOBIT campaigns.  

From these pages, anything and everything can be tracked and reported on, but 

that’s enough of the technical stuff!  

The important point is that you can now present a form on your page and ask 

your visitor for more information. E.g you may ask your visitor to complete a 

simple survey questionnaire or provide feedback using radio buttons. 

Alternatively, you can obtain as much detailed information about your contact 

as you like.   

Summary - The Complete Process 

Now without sharing trade secrets, Sally and many others integrate MOBIT with 

their email marketing and automation platforms like Infusionsoft for example. 

If you have large segmented list then we would recommend that you look at an 

automation platform like Infusionsoft, Active Campaign, Campaign Monitor, 

Ontraport and others to help with your marketing.  

Let’s take a look at the whole process we have just described in one illustration.  

 

  

1. Initial Opt in at the 

event, the permission 

to send (Yes) and the 

marketing message 

and MOBIT 

automation link  

2.Your MOBIT mobile 

campaign page 

where you present 

your information with 

options for upsell, 

forms etc… 

3. Example of upsell 

page you could have 

in your campaign. 
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The Follow-up 

At the point you have a captured response from your visitor, the options are 

endless.  You can send an email that includes your offer and information or 

present this same information on another mobile page from your campaign 

that displays automatically when they complete the form.  

You can send them a follow-up SMS message in a couple of hours and then a 

day later if they have not registered on the form. There are countless 

automated options for you to be able to engage your visitor.  

The only three (3) important things to remember are; 

1. You have captured their contacts details immediately without leaving the 

event. 

2. You have delivered a fantastic and professional user experience to your 

visitor. 

3. You now have them added to your mobile list inside MOBIT and can either 

follow-up immediately when you return home or nurture them long term 

for other offers you may have.  

To highlight the point of all this, take a look at the graph below and ponder the 

question. Are you reaching your audience on the channel they are most 

listening to? 

 

Get the point? 
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Definition  

A marketing term for building relationships with potential clients even if they 

are not currently looking to buy a product or service. 

The truth is, most people do not see an advertisement and immediately 

purchase or call for a quote. They move when they are ready.  

To reach these potential customers, you need a systematic approach for 

developing trust and being there when they put up their hand. The not-so-

secret weakness of small businesses is that they don’t follow up with leads as 

well as they should. But consistent, valuable follow-up messages can prove to 

be a huge competitive edge, as long as you approach the nurturing process 

with a clear communications plan in mind. 

Customers who opt in to your communications want to hear from you, but they 

don’t want to be overwhelmed by hyper-frequent communications. Create a 

consistent timeline for your campaign that fulfils the needs and wishes of your 

customers as well as your business.  

It’s best to set your customers’ expectations upfront—for example, “Sign up for 

our monthly newsletter” or “Get our weekly specials.” If you have an online 

storefront, for example, you may want to send weekly emails with new 

products or a limited-time sale. 

If you’re a motivational speaker, a monthly newsletter sent via email or SMS 

might be a better approach. Daily emails are almost never a good idea unless 

your subscriber is expecting it. Daily SMS messages are even worse.  

 

http://www.mobit.com


Copyright © 2016 MOBIT 

 All Rights Reserved 

 

25 

If you have an idea of how many emails you would like to send to your 

customers and prospects, halve this amount, and then halve it again for your 

mobile campaigns. Here’s why!  

Email is no longer working for marketers 

We have come to live with the volumes of junk email we receive in our inboxes. 

We expect to wake up each morning with dozen of emails offering ‘get rich 

quick programs’, ‘earn $100,000 a month’, ‘appendage enlargement pills’ and 

‘offers of millions from a long lost relative’ from a ‘verified banker’ based in 

Nigeria! See my point! 

Because of this unfortunate paradigm and the proliferation of ISP filters and 

junk folders, less than 15% of your marketing emails will ever be read and of 

these, less 10% (1.5% overall) of your audience will interact with your messages 

and offers. Sadly, we can expect the same for another five (5) or ten (10) years 

until email is finally replaced by new and ubiquitous communication platform.  

Treat the mobile (SMS) channel with respect 

There is hardly a person on the planet that cannot receive a text message. Since 

1992 till the present day, the humble text message has not changed a great 

deal.  

Messages received to our personal phones are in the main, from contacts 

within our network of close friends and family and lastly, business. From time 

to time, we may choose to ‘opt in’ to receive information or offers from various 

people. Of these, we generally DO NOT expect to receive follow-up reminders 

or ‘upsell’ offers to our phones from this company or person that we 

subscribed to as we have become accustomed to with email.  

Being an avid and terribly amateurish golfer, I recently subscribed to a site that 

promised to improve my golf swing within 30 days. As you can imagine, I was as 

keen as punch to learn all about it……….Until, after receiving around ten (10) 

emails after only the third day, I was totally sick of the whole experience and 

brand. They were toast and my swing was left to its own sad ways.  My point is 

this! I gleefully signed up to improve my game but not the bloody barrage of 

emails.  
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The mobile world is very different to its email cousin. Of course this is true 

technically, but also from the perspective of the overall user experience.  

SPAM mobile at your peril 

Brands and individuals (consider yourself to be both of these) that SPAM and 

harass their lists via mobile (SMS) are on a one way track to disaster. Unlike 

email, we treat our personal mobile number very carefully. We provide this to 

people we trust with the understanding that this permission will not be abused 

(mothers are excluded from this comment – they can reach us as many time as 

they like  ).  

The same is true for brands, yet the relationship rules are greatly amplified. If 

you step over the line and start sending daily messages with promises of 

endless wealth or life itself, your audience will unsubscribe (opt out) in a 

heartbeat.   

Less is more – how much is too much? 

This is probably the question I get asked often as do my team at MOBIT. The 

answer differs of course depending on your industry, profession or even the 

message itself. If you have signed up for daily weather alerts or a daily deal site 

then fine. In the main though, here are a few things to think about before 

blasting away at your lists. 

 If it’s not worth saying, don’t say it. 

 Is your message of high value and importance? 

 If you do NOT have permission then don’t send it – ever.  In countries 

where you can buy mobile lists or obtain them from unscrupulous 

sources, it is tempting to send out a broadcast message and ‘hope for 

the best’. You will not only be blacklisted from your SMS provider but 

your brand will suffer irreparable damage with the mountain of opt 

outs and angry messages you will receive.  

 How many emails would you send your list each month? Halve that 

number, now halve it again. If that number is any more than one (1) 

message per week then it’s still too many. This excludes reminder 

messages.   

Personalize Your Communications 

Studies show that customers respond better to communications that are 

http://www.mobit.com


Copyright © 2016 MOBIT 

 All Rights Reserved 

 

27 

personalized to them. Evaluate your follow-up communications—whether 

email, mobile (SMS), direct mail or other methods—and determine how you 

can customize them to each person in your database. It could be as simple as 

using their first name or as targeted as suggesting products based on past 

purchases. 

 

 

I know I have covered quite a lot in this guide. At the same time, you probably 

have questions about how to specifically implement mobile (SMS) marketing to 

your speaking business.  

The MOBIT team are mobile marketing and automation specialists. They have 

helped hundreds of speakers and entrepreneurs around the world implement 

mobile marketing to their business. 

From the smallest one-time campaign to the largest managed service program, 

we can do it all.  

Why not call us and have a chat about how we can transform your speaking 

business.  

To Your Great Success 

Sean 
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Click on the book images below to download our other guides.  

This ‘Ultimate Guide to Mobile SMS Marketing’ has been compiled for any 

marketer or business owner to quickly understand 

the sometimes complex world of mobile SMS 

marketing. Recent anti-spam legislation around the 

world has promoted tighter restrictions on 

marketing both via email and mobile and the team 

at MOBIT think that’s a good thing.   

In this guide, we show you all the ins and outs, the 

dos and donts of mobile SMS marketing and 

highlight the many ways your business can enjoy 

the benefits of this awesome marketing and 

communication channel with MOBIT. 

Incorporating MMS messaging into your mobile marketing plan will help you to 

capture the attention of consumers, 

encourage them to share your content with 

others and influence their purchasing 

decisions.  

This guide has been compiled for you to get a 

clear understanding of the uniqueness of 

MMS and how you can integrate this 

awesome channel to your overall marketing 

strategy.  

.t MOBIT on your smartphone to;  
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MOBIT is a ‘Next Generation’ Mobile Messaging and Marketing Automation 

platform that combines the speed, reach and ubiquity of SMS and MMS, the 

power of marketing automation, and the rich content of mobile landing pages, 

all integrated into one simple to use application.  

MOBIT has transformed the way in which mobile messaging (SMS and MMS) 

can be used for marketing, communications, lead capture and so much more.  

The uniqueness of MOBIT is the way we fully integrate our intelligent mobile 

landing pages as click links to your SMS and MMS campaigns. These rich 

multimedia landing pages are created with our ‘pixel perfect drag and drop 

editor’ and can incorporate dynamic merged content and lead capture forms. 

To see the full feature list of MOBIT or speak to one of our mobile strategists, 

visit our website below.  

WWW.MOBIT.COM 
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