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Evaluation And Feedback Seminar Results –  
“How to Attract More Quality Clients Discreetly” 25/02/09 
 
 
Th i s  i s  a summary of  delegate feedback (warts  and al l )  f rom thi s  week’s  seminar .   
 
Roy Sheppard      Resul ts/Comments 
1.  Roy knew the subject wel l?  
            1  = poor,  5  = excel lent    
 

 
4 .647 average out of  a maximum score of  5   
 
Comments :  Excel lent  on subject!  A lot of ideas, 
thought provoking 
 

2 .  I  was encouraged to part icipate in the 
seminar .  

             1  = poor,  5  = excel lent    

 
4 .545 average out of  a maximum score of  5 
 
I never lost concentration, Difficult @ back of room! (Due 
to sound & layout issues), Very relaxed 

3.  What did Roy do part icular ly wel l?  
 
 

A l l  was wel l  presented,  Kept you engaged 
throughout the process ,  Go over  the 
information wel l ,  Conversat ional  sty le,  
encouraging di scuss ion faci l i tator ,  Added 
examples wi th v ideo/audio,  Engage, Enthuse, 
Examples,  Engaged wi th part ic ipants ,  Engage 
Audience, Genial  speaker ,  re laxed and 
knowledgeable,  Making a scr ipt  sound l i ke i t  
was f resh & or iginal !  Engaging attent ion, Talk !  
/  Engage wi th audience, Give pract ical  
examples,  Enthus iasm, Spoke f luent ly ,  Personal  
engagement,  Helped me generate new ideas 
for  mysel f ,  P rov ide pract ical  solut ions ,  
Engaging.  Clear  & art iculate,  Energi sed the 
sess ion & retained everyone’s  interest ,  Kept i t  
interest ing & l ight  hearted, Inspi r ing -  made 
me think that I  could real ly get involved even 
though fai r ly  junior ,  Use examples,  L i s ten, 
Made i t  comfortable to network ,  P ract ical  
ins ights ,  Wel l  explained & st ructured seminar .  
Clear  object ives,  Audience part ic ipat ion, 
hold ing attent ion, A l l  was wel l  presented, 
Enthus iast ic  del ivery,  Clar i ty  of  expert i se,  Yes.  
Great energy levels ,  Communicated 

4.  What could Roy do better  to make the 
seminar more valuable? 

 
 

More t ime!,  S t ick to the refer ral  agenda rather  
than cover ing the whole cycle of  the sale,  
Audio level  +  s low down, Focus on 
t imekeeping!  Faci l i tate group di scuss ions 
more, More pract ical  examples,  Sort  out  the 
sound system.  Keep to t ime, Shorten the 
presentat ions.  Content good but fewer s l ides,  
Keep doing what he has al ready developed & 
keep i t  f resh,  A l i t t le  too much mater ial  to 
cover ,  Sort  out  h i s  Mic! ,  Get the sound system 
upgraded, Focus more on how to do i t  not 
what to do -  ie concrete 
examples/phrases/quest ions to add to our  
toolk i t s ,  Better  microphones! ,  I  was happy wi th 
the value of  the day, T ime manage ie running 
over.   Late morning fe l t  rushed… activ i ty  wi th 
audience 
(NOTE: The sound i ssues WILL be sorted out!)  

 
 
John Bale      Comments 
5.  John knew the subject wel l  
             1  = poor,  5  = excel lent    
 

4 .454 average out of  a maximum score of  5 
 
very good 
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6.  I  was encouraged to part icipate in the 
seminar .  

             1  = poor,  5  = excel lent    
 

4 .09 average out of  a maximum score of  5 
 
Di f f icul t  wi th room/sound layout,  etc 

7.  What did John do part icular ly wel l? 
 
 

Hi s  c lar i ty  of  explain ing s i tuat ion/solut ions,  
Real  ins ight  into how to get c loser  to c l ients ,  
Examples,  Conf ident & calm del ivery.  Able to 
be relevant to di f ferent  areas/ indust r ies ,  Good 
pace.  Explained wel l ,  L i s tened, responded, 
Got message over,  Kept attent ion.  Relevant to 
my work ,  Very clear ,  Relate to hi stor ic 
personal  exper iences,  Very c lear ,  lucid 
explanations.  Gets  i t  down to bas ics ,  Relate to 
hi s tor ic personal  exper iences,  Summari sed the 
sa les process  in a di f ferent  way, Advice 
placed on pract ical  exper ience, Showed hi s  
expert i se/exper ience, Conveyed topic wel l ,  
Use examples,  Knew consul tancy very wel l ,  
Convey how to be t rusted, Emphasi s  on t rust ,   
Wel l  explained & st ructured seminar .  Clear  
object ives,  Explain,  To put  over  complex 
subject c lear ly/s imply,  Analyt ical  approach, A 
lot of  h i s  information was part icu lar ly re levant 
to the legal  profess ion 

8.  What could John do better  to make the 
seminar more valuable? 

 
 

Do more,  Excel lent ,  I t  might t ry  to cover too 
many areas? Add some of  the v ideo mater ial  
which Roy used ef fect ively ,  More Examples ,  
More audiov i sual s ,  Use techniques to draw in 
audience, Poor  contrast  on handout s l ides,  Lot  
of  exper ience but could engage closer  wi th 
audience by ask ing less  rhetor ical  quest ions,  
Make the font  on the s l ides larger ,  Vary tone, 
Qui te sopor i f ic -  mic did not help,  More 
interact iv i ty ,  I f  i t  i s  not "broke"  don' t  f i x  i t ! ! ,  
See comments  as  for  Roy Q4, More pract ical  
examples of  P IPP,  Have more t ime -  was 
rushed, had more to give, I  found i t  very dry ,  
Make s l ides eas ier  to read @ back of  room, 
Relate to hi s  past  exper iences better  -  he 
obvious ly has many. 

 
Seminar 

 
Comments 

9.  My overal l  interest  level  dur ing the seminar  
was:     

10.     
             1  = poor,  5  = excel lent    
 

4.515 average out of  a maximum score of  5 
 
A l together  very wel l  worth i t .   I  was in 2 minds 
i f  i t  was going to be relevant to me but 99% of  
i t  was .  Very  high. Attended RS course in 1996!  
 

11.  My sat i s fact ion wi th the content of  the 
conference was:  

             1  = poor,  5  = excel lent    
 

4 .424 average out of  a maximum score of  5 
 
Excel lent ,  thought provoking -  good t ips .  
Mixture of  short  term f ixes  or  long term f i xes ,  
Good -  much mater ial  & ideas 
 

12.  My sat i s fact ion wi th the seminar  mater ial  
(handouts  etc)  

             1  = poor,  5  = excel lent    
 

4 .188 average out of  a maximum score of  5 
 
Some s l ides too smal l/d i f f icu l t  to read, John's  
sheets  are di f f icu l t  to read i f  you are over  30! ,  
Shame verbal  presentat ion didn' t  always 
fol low order  (Roy),  Suggest  2 s l ides to pages -  
not  4 -  di f f icul t  to read 

13.  My sat i s fact ion wi th the length and the 
st ructure of  the seminar  was:  

             1  = poor,  5  = excel lent    
 

4 .188 average out of  a maximum score of  5 
 
Too much mater ial  for  morning sess ion -  so a 
bi t  rushed.  Otherwi se good length & st ructure,  
More meat on the bones of  the morning 
sess ion, bi t  ' rushed'  al l  day 
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14.  The exerci ses  were relevant and 
interest ing: 

             1  = poor,  5  = excel lent    
              

4 .061 average out of  a maximum score of  5 
 
Keeping the t ime ' l imi ts '  made them more 
re levant & focussed minds & comments .   Wel l  
done, More examples & di scuss ion, Not much 
t ime for  exerci se(s )  

15.  The pace of  the conference was:  
 
1–Too s low   2–About  r ight    3–Too fast  

 

 
Average 2.1 (some delegates wrote 2-3) 

16.  What parts  of  the seminar  did you f ind 
most  useful? 

 

Speci f ic references to seminar content have 
been edi ted out  
 
Relat ionship based sel l ing, not  t ransactional ,  
Morning, Att ract ing qual i ty c l ients ,  Tact ics ,  
P ract ical  t ips .  Theory/eye-opening research,  
Talk ing to others .  Hear ing exper iences,  
Ref reshing ideas,  Those related to profess ional  
serv ices,  Meeting st ructures,  Lots ,  Hints  & t ips  
ie bui lding in business  development,  The 
pract ical  aspect,  John' s  talk on cl ient  
acquis i t ion,  A l l  good & useful ,  Both sess ions ,  
T ips on ef fect ive network ing, P ract ical  …..  
Focus & energy, F i r s t  part ,  Morning, Revi s i t ing 
o ld topics ,  A l l  sor ts  of  th ings! !  

17.  Suggest ions for  improvements  to the 
seminar 

 
 

Too humble to suggest.  Good balance, 
Afternoon not so valuable,  More hands on 
examples.  More var ied group of  attendees,  
Lots  of  content  -  poss too crammed? Include 
case studies  as Append, None, Punctual i ty -  
shame that  some s l ides were sk ipped over ,  
More smal l  group di scuss ions to exchange 
ideas,  How – example 
quest ions/ f rameworks/methods for  analys ing 
cl ients/prospects  and ask ing for  refer ral s ,  
Better  AV, More exerci ses,  I  didn' t  feel  that 
there were enough ideas & tools  of fered in the 
afternoon, Maybe too much content for  the 
a l lowed t ime 

18.  The pract ical  appl icabi l i ty of  the seminar  
to my bus iness  i s  l i kely to be:  

             1  = poor,  5  = excel lent    
 

 
4 .25 average out of  a maximum score of  5 

19.  What act ions wi l l  you be taking /  do you 
expect to take as a resu l t  of  attending the 
seminar? 

 

Edi ted f rom thi s  feedback 
 

20.  Topics about which I  am unsure /  need 
fur ther  help:  

 
 

Edi ted f rom thi s  feedback 

21.  Would you recommend thi s  seminar  to 
others? 

Yes /  No 
 

100% Yes 
0% No 
7 not f i l led in 

22.  Key learning points  f rom the seminar:  
 
Edi ted f rom feedback 
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23.  What speci f ic words would you use to descr ibe thi s  seminar? 
 
Refreshingly di f ferent  and informative, Inspi r ing. Informative, thought provoking, af f i rming, 
enl ightening, Ins ightfu l ,  Pract ical  advice, Powerfu l ,  pract ical ,  Enjoyable,  re levant & reinforced 
t ransfer rable sk i l l s ,  Relevant,  competent,  F resh,  Fun, Thought provoking, Inspi r ing, re inforcing, 
Informative, Relevant,  Up to Date,  Inci s ive,  reminder,  idea generat ing, Engaging, Ins ightfu l ,  
Relevant,  L ively  general  int roduction to developing a bus iness  wi thout sel l ing 
Good, Wel l  s t ructured & presented.  Excel lent  ideas.  Very c lear .   Excel lent ,  Fascinat ing, real ly ,  
real ly  interest ing, Very good, Fast  & jam-packed wi th information 
 
 
 
 
Faci l i t ies 

 
Comments 

24.  Was the hotel  su i table for  the seminar? 
Yes / No 

100% Yes 

25.  Were the cater ing ar rangements  
sat i s factory? 

Yes /  No 

100% Yes 

26.  Addi t ional  comments  on the faci l i t ies :  
 
Very good, Good lunch, Very good food, Ok 
 
 
Anything else? 

 
Comments 

27.  Any addi t ional  comments/ improvements  
 
No, En joyed i t  & got some good ideas.  Thanks! ,  Thank you. I t  was a useful  day, Thanks for  
a l lowing t ime to ta lk in  the breaks!  I t  would have been easy to chop the breaks -  but you didn' t  
-  thanks! ,  Thank you for  a thought provoking and focuss ing day, Thanks 
 

 
 
 
 

The next public seminar “How to Attract More Quality Clients Discreetly – Without Selling”  is 
on 4th June 2009 at the Grange Holborn Hotel.  
 
For more information please visit www.ReputationMarketing.co.uk/Attract.html  
 
Tel: 01761 414676 
Email: Peggy@ReputationMarketing.co.uk  

 
 


