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Please check the boxes that apply to you and fax it back today!

1.  Do you currently hold seminars?

· YES (skip to question 3)

· NO (continue to next question)


2.  Do you plan on doing seminars in the future?

· YES 

· NO (please fax back these sheets now)

Thank you!  Jill will contact you.

3.  Do you actively market your seminars?

· YES  How?  

· NO  Why not?  

4.  What is your specialty?
 



5.  Where do you hold your seminars?

· School

· Public Library

· Your Office

· Hotel

· Country Club

· Other:  


6.  If you offer food, what do you typically serve?

· Breakfast

· Lunch

· Dinner

· Cocktails

· Fine Dining

· Juice and Cookies

· I don’t serve food

7.  How do you calculate the cost per lead/attendee and gross production for each seminar?
 



8.  On average, how many seminars do you conduct?

· More than one a week

· One a week

· Two a month

· One a month

· One every other month

· More than four a year

· Fewer than four a year

· One a year

9.  What percentage of your seminar attendees set an appointment within 30 days?

· Less than 10%

· 10–25%

· 26–50%

· 51–60%

· 61–75%

· More than 75%

10.  What is the most difficult thing about doing seminars?

· Pre-planning

· Organizing

· Sales Presentation

· Actual Event

· Other:  

11.  What steps do you delegate?

· Invitations

· Confirmation calls

· Coordinating with caterers

· Finding location

· Seminar materials

· Introduction

· Welcome

· Setting appointments

· Thank you cards

11a.  And to whom?  

12.  Do you have a seminar business plan?

· YES
· NO

13.  Are you able to target specialized niches with your current database?

· YES

· NO

14.  What program do you utilize for database/client marketing? 

 



15.  How do you track those prospects and clients with multiple interests?  

 


In order for us to better understand your level of business, please answer the following:

16.  What percent of revenue, if any, do you feel was produced by seminars? 
%
17.  What was your total revenue in 2004?
$ 
  in 2005?  $ 

 
What do you estimate for 2006?
$ 

18.  How many total households do you currently have?  


19.  What is the number where you can best be reached?  


20.  Would you like a customized proposal?

· YES!

· maybe later

I know someone who should consider the Bill Good Marketing System®:

_____________________________________________________________________________________

Name








Phone

_____________________________________________________________________________________

Address                                                                        City                                State

       Zip

From:

	Name:
	Phone: (        )

	Company:
	Fax: (         )

	Address:
	

	City, State, Zip:
	

	Email:
	


Thankyouverymuch for filling out this survey.

· I have no interest in your products or services.  Please take my name off your mailing list.

