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We’re oicially over boring events. 🥱

You have the ability to produce incredibly engaging, 
high-converting events, and we’re here to help.

The team at Banzai developed this guide to help you 
easily access the must-have elements that lead to 
amazing events (and impactful results).

Use this workbook  to brainstorm and document the 
critical event details that’ll ensure your event is 
terrific, not terrible. 💪
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Bad Events Ruin Your 
Pipeline

Want a simplified approach to finding 
the right aendees? Try Reach.

https://www.banzai.io/banzai-reach
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A SMART event goal helps you and your team stay on 
track. Event goals should derive from company goals 
so your event impacts your business objectives.
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Step 1: Establish a SMART 
Event Goal 🤗

SMART Questions Answers

Specific
What is the goal?

Measurable How will I know I met 
the event goal?

Aainable What do I need to do 
to meet this goal?

Relevant

Is this goal relevant 
to the overall 
company 
objectives?

Time-based
What is the deadline 
for meeting this 
goal?

Example: Our company is expanding into the 
healthcare industry (business objective). 50% of 
event registrants for October’s webinar will be 
from healthcare companies (SMART event goal).



Understanding who your event audience is and what 
maers to them is essential in creating relevant event 
content and making sure your outreach hits the right 
people.

Add your target audience details.

Title

Seniority

Department

Industry

Job responsibilities

What are their 
day-to-day concerns?

What will make them a 
hero at their job?

What is their desired 
outcome?
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Step 2: Identify Your Target 
Audience and What Maers 
to Them 🤩



Your event topic and how it’s delivered are crucial to 
whether or not your audience finds value in your event. 
A relevant topic with the right speakers will make or 
break you.
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Step 3: Determine a Relevant 
Topic 🧐

Determine your event topic.

What problem is your 
event audience trying 
to solve?

Example: Finding budget for customer 
events.

What prevents your 
event audience from 
solving that problem?

Example: Stakeholder buy-in

Potential event topics:

● Example: Overcoming Leadership Objections to 
Customer Events 

●   
●  
●
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Event Description:

Example: Field marketing and event professionals see the value in 
customer events as a core marketing strategy, but what about their 
leadership teams? Join our 30-minute webinar on overcoming the core 
objections to an owned event marketing strategy. Hear about  
common objections and get tips and talking points on how to get 
through to your organization’s decision-makers.

—-
Write your description here:

A brief, but descriptive event overview is a great 
resource for your event marketing. Use it to develop 
messaging, social posts, and presentations. It also 
guides your team and speakers so the event stays on 
message and delivers on your aendee’s 
expectations.
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What will aendees learn at your event?

Example: Attendees will walk away with a customizable, five-step plan for 
getting leadership buy-in for customer events.

Potential Speaker Topic Confirmed 
(Y/N)

A dynamic speaker will make sure your event doesn’t 
know the meaning of “terrible.” Find someone who 
engages with your audience and doesn’t just deliver a 
canned sales pitch.

Who are potential speakers that you want to reach 
out to? Add your ideas to the table below.



Is your audience open to traveling, or do they want to aend 
your event from their desk? Your event format impacts 
everything from your event goal to your budget, to your 
content.

Will your event be in-person, virtual, or hybrid? 
Highlight your choice.

Unsure?
In-person events are great for small, intimate experiences 
where networking and group discussions are central. 

Virtual events are super adaptable and can support 
anything from a major conference to an AMA. 

A hybrid event can oer the best of both worlds with a few 
more complicated technical requirements.
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Step 4: Choose an Event 
Format That Works for Your 
Audience 💬

In-Person Virtual Hybrid

Not sure where to start when it comes to hybrid 
events? Check out High Aendance.

https://www.banzai.io/high-attendance


What event format makes sense for your audience 
and for hiing your SMART goal? Highlight your 
chosen event format. Don’t see it listed? Write it in!
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Virtual Event/ 
Webinar

In-Person Hybrid

Conference Conference Conference

Panel Panel Panel

Product demo Product demo Product demo

Roadshow Roadshow Roadshow

Presentation Presentation Presentation

User group User group User group

Roundtable Roundtable Roundtable

Lunch & Learn Lunch & Learn Lunch & Learn

Activity (cooking 
class, wine tasting, 
etc.)

Activity (cooking 
class, wine 
tasting, etc.)

Activity (cooking 
class, wine tasting, 
etc.)

Networking Networking Networking

AMA AMA AMA

Are engaging webinars in your future? Check out 
Demio for all your webinar needs.

https://www.demio.com/
https://www.demio.com/


Your ideal audience can’t aend your event if they 
don’t know about it! 

Identify where and how your audience spends their 
time and promote your event there (Banzai Reach can 
help!). Don’t waste your time and money on channels 
where your audience isn’t present. 

What social channels does your audience use? 
Highlight all that apply and write in any additional 
channels. 
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Step 5: Understand Your 
Promotional Channels 🗣

Social Channels

LinkedIn Quora

Twier Slack Communities 

Facebook YouTube

Instagram Reddit

TikTok Discord

https://www.banzai.io/book-a-demo
https://www.banzai.io/book-a-demo


Do you plan to reach out to your database? Highlight 
your answer.

If yes, how will you segment your list? Fill in the 
details below.
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List Segmentation

Regions

Job titles

Seniority 

Lead score

Engagement

Do you want to reach out to contacts who are not in 
your database? Highlight your answer.

Reach can do the heavy lifting of 
connecting and inviting brand new 
contacts via a multi-outreach 
approach.

Yes No

Yes No

https://www.banzai.io/banzai-reach
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Running a variety of promotions? Use this chart to 
track your promotional channels.

 
Channel Audience Frequency Budget

LinkedIn

Twier

Email



No one likes an empty room.Incentives go a long way 
toward geing your audience to register and aend your 
event. They  can range anywhere from gift cards to swag 
kits, to accessing unique content your audience can’t 
get anywhere else. 

Do you plan to incentivize your aendees?
Highlight your answer.

If yes, what is your incentive plan? Fill in the details 
below.
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Step 6: Incentivize - Give 
Your Audience an Oer They 
Can’t Refuse 🎁

Incentive Budget Qualification

Example: 
Coffee gift cards 

Example: $15/gift card Example: All live aendees

Yes No
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Step 7: Create Engagement 
Opportunities 🤝
Your aendees have shown up — great!  

Now it’s up to you to keep them actively engaged 
and excited to participate throughout your event.

 
What engagement tools do 
you plan to use during your 
event? 

How and when will you use 
them?

Polls

Q&A

Networking

Chat

Small groups

Discussion questions

Survey

Featured CTA

Downloads
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Congratulations! 🥳  You’ve done the 
work to make sure your upcoming 
event will be an amazing success. 

Interested in seeing how Banzai can 
help create engaging experiences that 
convert?

Read how Banzai helped ThoughtSpot 
generate $1M in pipeline.

“We’ve seen an impact from partnering with Banzai to generate 
leads at every stage of the funnel. We’ve had the opportunity 
to reach in-depth into an organization to be able to set 
meetings that we otherwise would never have been able to set 
because we didn’t have those contacts in our database in the 
first place.”

- Lenny Eskin, Director of Demand Generation, ThoughtSpot

http://www.banzai.io
https://www.banzai.io/blog/case-study-high-quality-registrations-thoughtspot
https://www.banzai.io/blog/case-study-high-quality-registrations-thoughtspot

