
 

GET THE MOST  FRO M  YOUR K E Y N OTE 

S PE AK ER 

Three ways to maximize your ROI, provide huge value and leave your 

audience wanting more! 

 
In a world where anyone can put up a website,  declare themselves a subject matter expert and 

start promoting themselves as a keynote speaker,  it 's becoming harder and harder for meeting 

planners, conference organizers and association directors to separate the wheat from the chaff.  

The event organizers I  work with are constantly challenged to find a speaker who wil l  sound 

compell ing enough to draw a crowd, entertaining enough to hold their attention and informative 

enough to give them something specific that they can take home. Al l  that whilst staying within 

their budget!  

So here are three things you should do with every keynote speaker to make sure you're getting a 

good return on your spend and that your next event is your best event yet:  

MA KE  SURE YOUR SPEAKER S OLVES A PROBLEM  

I 've sat through hundreds of keynotes, waded through numerous evaluations and spoken to 

countless audience members and what I  can tel l  you is that substance beats flair every time.  
Celebrity speakers or purely motivational or inspirational speakers are good for drawing a crowd 

but the speakers who consistently deliver the highest ratings (and value) are those that solve a 

real-world problem. 

The number one piece of feedback at almost every conference I 've attended is:  

" I  real ly enjoyed celebrity speaker x but the most valuable was the guy or gir l  who helped me grow 

my business/become a better leader/solve a real-world problem for me." 

The easiest way to tel l  if  they solve a real-world problem? They have a business beyond speaking. 

Maybe they provide ongoing coaching or consulting or workshops in their area of expertise. 

When you look through their website do they look l ike their main source of income is from the 

speaking circuit or do they actually get down into the trenches with their cl ients and help solve a 

problem? 
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MA XIMIZE THEIR T IME  

For most speakers, your event is l ikely going to take up two to three days of their week especial ly 

if  there's significant travel t ime required. That means they're committed to you for the best part of 

that week. So why not make use of that time commitment and leverage their expertise on site? 

Here are some ways to take the lessons they deliver from the stage and begin to give unique 

takeaways for your audience. (These, of course, depend on the length of your event):  

Deep Dive Session  -  If  your speaker solves a specific problem (point 1 above) then they'l l  l ikely 

have the abil ity to take their keynote speech and build on it  or extend it to a deep dive session. 

These sessions are great because they usually involve a smaller number of participants who have 

self-selected into attending the session. This al lows the speaker to open up the interactivity of 

the session and build in exercises and additional teaching to address the challenges in the room. 

Consultations  -  This is the best way to give your attendees individualized takeaways. Throughout 

the course of your event,  you can give your attendees the opportunity to sit down with the 

speaker in 20-minute consultations or office hours.  Having sat through the keynote (and 

potential ly the deep dive) these sessions al low your attendees to come with very specific 

questions about implementation of the topic and give them unparal leled access to a true expert.  

VIP Hour  -  If  you have a specific sponsor or group of employees you'd l ike to honor then put on a 

breakfast,  lunch or cocktail  hour and have your speaker attend, mingle and share 5 -  10 minutes 

additional information on their topic that's geared specifical ly to those in the room. 

 
U SE T HEM FOR PRE-EVENT PROMOTION AND POST-EVENT 

FOL LOW-UP  

It 's almost impossible to become a professional keynote speaker these days without some form of 

social  media presence. So use that to your advantage. Have your speakers cut a couple of videos 

or blog posts before the event to create some buzz around it.  

Then afterward see if  they have any fol low-on resources to reinforce the lessons of their keynote. 

I  f ind that 45-minute webinars about 4 weeks after an event have the greatest impact on building 

some momentum from the event.  

So there you have it,  three simple things you can do with your speakers to make sure you're giving 

your audience the greatest value, you're using the ski l ls of your speaker appropriately and you're 

creating an event that wil l  be talked about for a long time. 
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AB OU T DAVE MCKEOWN 
Leadership expert Dave McKeown helps individuals,  teams, and 

organizations to lead with authenticity,  purpose, and 

effectiveness.    

Dave has a wealth of experience in connecting individual and 

team performance to improved business results with a particular 

focus on fast-growing, complex organizations.    

Dave started his career as a Consultant at Accenture, quickly 

moving to become the COO and then President of Predictable 

Success, a boutique consultancy focussed on helping complex 

businesses achieve scalabil ity.    

Whilst at Predictable Success he also ran Inc.  Consulting,  a joint 

venture with Inc.  Media which helped companies on, or aspir ing to be on, the Inc.  5000. achieve 

consistent,  scalable growth. 

As Founder and CEO of Outfield Leadership,  Dave now speaks, coaches and trains on the mindset,  

ski l lset,  and toolkit needed to master the craft of leadership.  His goal is to help organizations 

build a culture of real ,  authentic but ultimately results-driven leadership.  

He has shared his leadership strategies at the Inc.  500 and Growco conferences, Foodbuy, Bank of 

America,  for the British Government, Entrepreneur's Organization, Bamboo HR and countless 

others.  

He has worked with leaders at Spectrum Health,  Renewal by Andersen, Akamai,  NYSE and many 

smaller,  fast-growing organizations. 

He is the host of the podcast 'Lead Like you Give a Damn' and a regular contributor to Inc.Com. 

A native of Ireland, Dave now resides in Southern California with his wonderful  wife,  Paris and 

awesome Staffie,  Maggie.  
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KE YNOTE  TOPICS 
 
Lead Like You Give a Damn 

The world is cal l ing out for strong, authentic and effective leaders. Unfortunately too many of the 

leadership models available focus on making cosmetic changes rather than internal 

transformation. In this witty,  entertaining and l ife changing keynote Dave wil l  give your audience a 

masterclass in what it  means to become a leader that gives a damn, how to get there and how to 

have a lasting impact on their organization, family,  community and the world.  

Master the Craft of Leadership  
 
When we view leadership as a soft ski l l  we get,  well ,  soft leadership.  Instead we should view 

leadership as a hard edged ski l l  that must be honed over 10,000 hours of practice. In this hard 

hitting,  real  and open keynote, Dave, wil l  take your audience through a process of understanding 

the l imiting factors to their leadership,  the key mindset shift required to master the craft of 

leadership and a robust plan for developing their 10,000 hours to become the leader they're 

destined to become.  

H AVE DAVE SPEAK TO YOUR GROUP 
 
Contact us at:   

dave@outfieldleadership.com 

617 237 0271
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