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Okay, so your event may not have laser lights, smoke machines, and 
pyrotechnics, but that does not mean it has to be boring.

Seminars are a great way to establish yourself in your service areas 
as the go-to person for Medicare.  They can put you in front of 
numerous prospects that you may have never had a chance to 
present prior.  They also give your current clients to revisit with you 
and bring referrals.

This guide is designed to give you ideas to help you have rock star 
seminars.  Your style, content, location, and other factors may differ, 
but having a plan is not optional.  



Seminars are a long term commitment.  It will takes months of trying 
different locations, topics and other factors to really gain traction in 
the community.

The more you perform, the more traction you will get.  A big mistake 
agents make is they perform one or two seminars and then call it quits 
or dismiss it as a failed marketing technique.  Set your goals out 
longer, such as a year, and plan on making the most of it.

ONE YEAR PLAN
Create a one year plan.  At least one seminar a month.  Medicare 
updates are a great generic seminar you can perform throughout the 
year with simple updates ranging from how certain things are covered 
to what extra services Medicare beneficiaries can receive.

There are other numerous topics to cover and other locations you can 
explore.

òTiming, perseverance, 

and ten years of trying 

will is all it takes to 

make you look like an 

overnight success.ó
Dick Costolo ɀCEO Twitter



PREPARATION

Your Topic
What are you going to talk about?  Your topic can help establish 
who you will be talking to.  Example:  If you are doing a seminar 
on Diabetes and Medicare, your target audience would be 
Medicare beneficiaries who have or are concerned with 
diabetes.

Senior Marketing Specialists has seminars you can perform all 
ready to go!  Contact us for details and how to get started.

Location
Once you figure out your topic, it is picking a location.  This can 
be either a place Medicare beneficiaries already are, such as a 
senior center or a senior living community, or a more neutral 
place such as a library or coffee house.  If you at a more neutral 
site, here are some things to consider (next page):



What time will the event take place?
You want to make this an easy time, off peak rush hour to avoid 
traffic.  

Is it a well known location?
If the location is not popular or well known, this may not interest 
people as they will not know what to expect.

Is there ample parking?
While downtown areas may be more trendy, they may involve 
paid parking or off street parking several blocks away.  Look for 
places with designated parking or larger parking lots.

Screen or no screen?
If you are using a presentation, do you have a place to display it?  
If not, how are your seminar attendees going to keep track with 
you?  Are you providing any materials?
NOTE:  Projectors have come down greatly in price over the last 
new years.  You can get a basic projector on Amazon for $100.

Lighting
Is it well lit?  Or, does it look like a dungeon?   If you are using a 
projector, can you dim the lights for people to easily see it?

Noise levels
How noisy is the location?  Do you need a small PA system or will 
your natural voice be heard?

PREPARATION



Setting Up the Space

Where will everyone be seated?  
In most cases, classroom style will work.

Can everyone see you?
Make sure they are all facing the same way.  

TIP:  If you are dealing with round tables, remove the chairs that have 
their back to you.

Materials
Put some basic materials where you want them to sit.  This can be a pen, 
small note sheets, and your business card.

Out of Your Control
Some thing may be out of your control depending on the location.  Smell, 
temperature, layout, etc.  The challenge here is to do the best you can 
and donɅt ignore the problem.  Address it with your audience to let them 
know you are aware of the situation.

LOCATION TIP
You can also always ask your audience where they would like to meet for 
future meetings.  They may be aware of other locations or groups you can 
connect with!

PREPARATION



2 MOST IMPORTANT STEPS

Clear Call to Action
What is expected from the audience. If you put a card in front of them to 
complete and donɅt tell them to complete it, they wonɅt.  ϥf you put a 
calendar out for people to set their own appointment and expect them to 
just figure it out, they wonɅt.  You need to have clear, precise, and polite 
instructions on what is expected of them.  They should look forward to 
speaking to you.

Practice.  Then Practice Some More.
Then practice again.  For prospects in the audience, this is their 
determining factor (the seminar and your performance) if they will do 
business with you.  If you stumble through your presentation and 
perform poorly you are not giving your audience a lot of promise when it 
comes to having you as their trusted advisor.  

You want to be authentic, passionate, and personable when presenting to 
give your audience and prospects the comfort and confidence to work 
with you on a personalized basis.

PREPARATION



ADVERTISING

How are you going to get people there?  That is the million dollar 
question.  You can have the greatest content, clear call to action, and 
be polished presenting the information, but if no one is there to hear 
it, well, that is a problem.

Here are some ideas to help you get the word out:

Your clients
They already know you, so there is a greater chance they may attend.  
Make sure you tell them to bring a friend so they do not assume it is 
only for them.

Facebook
Run a boosted post or an ad on Facebook promoting your seminar.

Hire a professional
Some lead mailer organizations, such as Lead Concepts, offer 
seminar promotions.



ADVERTISING

Consistency
Having a designated time and place for a monthly seminar is another 
great way to build your seminar attendance.  Example:  

ɈEvery first Wednesday of the month ϥ have a seminar at ________ to 
cover various Medicare topics.  I announce those on my Facebook 
page a few days before.  If there is a topic you would like to hear, 
please let me know.ɉ

Your location
Where you are performing your seminar may already have a 
distribution list or way of getting your seminar to the public.  Ask if 
there is a way they can help!



PERFORMING

There is nothing worse then a unprepared seminar 
that goes all over the place with a presenter who 
rambles on.

YOU NEED TO PREP!  
Target Time:  18 minutes of content.
Here is an example timeline:
Start time of 10:00am
9:30am ɀYou arrive and set -up and greet attendees as they arrive.
10:00 ɀ10:05 ɀWelcome / Intro
10:05 ɀ10:23 ɀContent
10:23 ɀ10:30 ɀQ&A and call to action
10:30 Depart

Why 18 minutes?  Because that is how long you will be able to 
maintain their attention.  This is why TED Talks are on average 18 
minutes long.  Think of your presentation like a TED Talk.  



PERFORMING

But I am not good or want to get better at public 
speaking.

Attend Toastmasters
This is a civic group that is designed to improve your public speaking 
and leadership abilities.  Both Olivia and Mike attend Toastmasters!  
Visit their SITE HERE to find a club in your area.  NOTE:  We have no 
affiliation with Toastmasters other than we are members ourselves.

Speak slower
Many people, if they are nervous, will tend to speak more rapidly (I 
am guilty of this).  My first seminar I did in person was scheduled for 
30 minutes and I was done in 10.  

Slow down, relax, pace yourself, and most important have fun.  If you 
are not having fun, neither will your audience.    

https://www.toastmasters.org/


PERFORMING

Get the audience involved
The more involved the audience is, the more value they will see in the 
seminar.  You can do this by asking questions, looking for people to 
share their experiences, etc.

Tell a story
While facts and figures may be important, stories resonate far better.  
Who doesnɅt love a good story?  Stories create far more lasting 
memories than just facts and figures alone.  People can associate 
with stories which is what you want.  If you are not telling a story, you 
are not creating a memorable experience.  

What to wear
I was surprised how many agents ask what they should wear when 
performing a seminar.  I am very casual in my wear (jeans most of the 
time) but when I am on stage, I am usually in a suit.  This is because I 
am no longer on a one -on-one basis with my client where I can get 
away with a more casual appearance.  I am having to convey more of 
an expert appearance, so go more professional.



PERFORMING

Tell them what wonɅt happen
People respond to negativity.  Just look at the evening news.  While 
everyone is being told what will happen, tell them what they wonɅt be 
bothered with.  What do I mean?  Here is a sample:
Å You wont be bothered with random calls from me unless you ask 

me to contact you.
Å You wonɅt be bombarded with Ɉsalesɉ emails.  We have a quarterly 

newsletter that is designed to help you, not sell you. 
Å You wonɅt go unanswered.  We will make sure your questions are 

answered and are in the right policy.

DonɅt be all doom and gloom
There is that famous saying, people may not remember what you say 
but they will remember how you make them feel.  What overall 
feeling is the audience going away with?  If you are ending on a 
negative note, they may reflect back on the entire event as a negative 
experience.

Make sure you end on a positive and happy note, so their reflection of 
the event is positive!



POST

SEMINAR

High Five!  You performed a seminar!

The room has cleared, you are all packed up, now what?

This isnɅt the end of the seminar, it is the beginning of a relationship.

Do what you said you were going to do.  If you were going to email or 
call them with some additional information, do it ASAP while it is still 
fresh on their mind.

One of your main goals is to keep all these attendees to think of you 
when they need insurance.  If you think one seminar will do that, you 
will be very disappointed.  Offer to send them something via email.  
This is a great way to add them to your distribution list (with their 
permission).

Self Audit
How did the seminar go? Were there things you wished you had done
different? Take 5 minutes and write down what you can keep the
same and what you would want to change.  This simple step can help
you consistently improve your seminars!



TIPS &

IDEAS

They get easier.
Your first seminar may be little rough.  They get easier and better as 
you perform more.  My first webinar was, to put it mildly, like a train 
that derailed into a field full of puppies and kittens.  However, I kept 
going and now they are much more fluid and entertaining.

Be Fun.
If you are not having fun, neither will your attendees.

Use humor, carefully
Humor can bring people together and lighten the situation.  This can 
also make people feel separated.  Using humor that will not offend or 
be taken out of context.  

DonɅt worry about being perfect.
Our uniqueness comes from our imperfections.  You are human.  Act 
like it.  However, this is not an excuse to have a bad presentation.  

Getting off track
You will have from time to time people asking question or telling 
stories that go away from the subject.  This is where you explain that 
you will be available after the seminar for questions and answers.

One way to help prevent this is to say something in the intro like:
If you have a general question, please ask.  

Ɉϥf you have a more personal situation you need help or advice for, 
please see me after the seminar or contact me and we can discuss 
your situation in greater detail.ɉ



PARTNERSHIPS

Partner Up
Looking to expand your reach?  Attract more people?  Look more professional?  
Partner with another person.

Having a multi -topic seminar can be a great way to attract more attendees and 
expand your name & brand in the field.

Some other professionals to partner with:
Å Financial Planners
Å Estate Attorneys
Å CPAɅs
Å Other Insurance Agents (who offer other products)
Å Reverse Mortgage Officers
Å Pharmacists
Å Assisted Livings
Å Home Healthcare Marketers

Finding other professionals

Who do your clients use
Partnering with other professionals who your clients already use is a great way to 
have some common ground right from the beginning.

Senior centers / living communities
Who else is advertising or having seminars at these locations?  Reach out to those 
other professionals!

Networking events
See who else is getting their name out there and start networking with them.

Local publications
Pick up some local publications and see who is advertising or writing articles.  
Contact them and start the conversation.

LinkedIn
Check LinkedIn for professionals in your area.



WHAT IF

What if no one shows up?
Then wait 10 minutes and pack it up.  Then re -evaluate your location, 
marketing, time, etc.  I have given seminars to 60+ people, and other 
times to one person.  I have had more no -show events than I care to 
mention.  That does not mean you stop, that means you get better.

What if no one sets an appointment?
That is okay.  Not every seminar will have the masses wanting more.  
You may also want to consider how you delivered the presentation and 
asked for that call to action.  It will take some trial and error to get your 
presentation down and fluid.

What if this is a massive success?
Stop with the negative thinking and start focusing on what a great 
success this will be!


