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Marcus Sheridan is a highly sought-after international keynote speaker known 
for his unique ability to excite, engage, and motivate audiences.

 
Named “One of 20 Speakers You Don’t Want to Miss”, he has also been 

dubbed a “Web Marketing Guru” by the New York Times 
and featured in Inc., The Globe and Mail, Forbes, and many more.

 
As an owner of IMPACT, Marcus has established one of the most successful 

digital sales and marketing agencies in the country. Within his speaking 
company, Marcus Sheridan International, Inc., he gives over 70 global keynote

programs annually where he inspires audiences in the areas of sales, 
marketing, leadership, and communication. 

 
Mashable rated his book, They Ask, You Answer, the “#1 Marketing Book”, 

and Forbes listed it as one of “11 Marketing Books Every CMO Should Read”.

FOR BOOKING INFORMATION 
PLEASE CONTACT MICHELLE JOYCE

MEET MARCUS 

Michelle@MichelleJoyce.com

704-965-2339



“Marcus Sheridan speaks with unrivaled passion 
and authority. He has a masterful understanding of the 
challenges and opportunities for businesses in the digital age. 
His presentations are motivating and insightful, and he leaves audiences 
with clear, actionable takeaways to improve their businesses. A world-class thought leader!”
 – ZACH PHILLIPS, DIRECTOR OF PROFESSIONAL DEVELOPMENT, NAMM

“You absolutely knocked it out of the park, and were the talk of the event!”
– MICHAEL HOPFINGER, DIRECTOR, CISCO 

“Our customers raved about the content Marcus delivered at our event! I was impressed how
effective Marcus was at engaging the audience. Most importantly, I got feedback from 
customers shortly after the event on how they are making changes in their business because 
of what Marcus said. He made such a big impression on our team!”
– GREG VANDEWALKER SR., VICE PRESIDENT, GREATAMERICA FINANCIAL

"Your passion, which is felt in your body language and voice inflection, coupled with your
unabashed willingness to challenge the audience’s status quo made you the best speaker 
I have ever heard.” 
– JOAN MAXWELL, PRESIDENT, REGULATOR MARINE

TESTIMONIALS

FOR BOOKING INFORMATION
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Michelle@MichelleJoyce.com

704-965-2339



POPULAR
PROGRAMS

All of Marcus’s programs are personalized and customized for each audience, 
and can be delivered in person or virtually for your next event.



How companies must evolve their sales and marketing
departments (and their priorities) to meet the expectations of
informed digital customers
The very specific types of content today’s buyers demand to see
(and learn about) on a company’s website – and how to
effectively address these subjects as a business to gain their
trust
The role video and visual will play on the buying process moving
forward and how companies can effectively embrace this critical
medium
The power great content can have when used intentionally in the
sales process, and how sales teams can revolutionize their
sales process when it’s applied correctly
How customers are demanding more of a “seller-free” sales
experience on the front end of the buying process
The up-and-coming trend of “self-service” – and how companies
can effectively integrate it with their customer website
experiences

Based on his landmark book, that has sold over 150,000 copies
around the world and was named a “Top 5 Marketing Book of All
Time,” They Ask You Answer addresses two fundamental and
prolific problems businesses (both B2B and B2C) are dealing with
today:

1. How do we evolve our business model to fit the demands of a
dramatically more informed, less patient, and more digital customer?

2. How can we establish our brand and business as the voice of
trust in our space, while attracting enough customers and standing
out above the noise?

With these important questions in mind, attendees in this
program will learn: 

THEY ASK YOU ANSWER
A Revolutionary Approach to Inbound Sales, 

Content Marketing, and Today's Digital Customer

For booking information please contact Michelle Joyce:
 Michelle@MichelleJoyce.com • 704-965-2339 • www.MichelleJoyce.com



THEY ASK YOU ANSWER
A Revolutionary Approach to Inbound Sales, 

Content Marketing, and Today's Digital Customer

As the most-requested program Marcus delivers, it can be
delivered as a keynote presentation, as well as a half-day,
deep-dive training. 
Marcus uses customized industry examples for every program,
so audiences will understand how this knowledge applies to
their organizations.
Learn more about the book and the renowned business
philosophy HERE. 

Business Leaders (looking to become the authority and
“Trusted Voice” of their industry)
Marketing Teams (looking to dramatically increase trust, traffic,
leads, and sales)
Sales Teams (looking to decrease sales cycles while
improving closing rates)

Ultimately, They Ask You Answer focuses on “trust” and “change”
and has proven to be life-changing for the 500+ audiences around
the world that have received this very program.

A few important notes about the They Ask, You Answer
program:

Ideal Audiences include:

For booking information please contact Michelle Joyce:
 Michelle@MichelleJoyce.com • 704-965-2339 • www.MichelleJoyce.com
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Understand how to “show up” for video sales calls – and what
that should look, feel, and sound like to your customers
Discover how to truly lead a video sales call while being seen as
a true authority to attendees
Learn how to create just as much magic over video with
customers as you do in-person
Understand the power of using 1-1 video (in lieu of text only)
when emailing prospects and customers, and how to use this
important tool to further “humanize” your individual brand and
business

The world is different now for everyone. As a result, many of the
same sales and marketing techniques that worked before the global
pandemic aren’t effective anymore. 

Unfortunately, most sales teams haven’t had time to effectively
adjust to the new virtual demands of buyers. They're struggling with
the technology. They're struggling with video. They're struggling to
get noticed. And they're struggling to make the buying process still
feel human, personalized, and build trust.

At the same time, marketing teams are being forced to understand
that buyers are seeking more of a “seller-free” buying experience,
meaning they want to dictate their own terms during the sales
process, while feeling in control of their destiny.

With these tremendous challenges for sales and marketing teams 
in mind, Marcus Sheridan has developed this program so that it 
can be tailored to a combined group of sales and marketing
professionals, or it can be focused one specific department, as
outlined below:

For Sales Professionals:

VIRTUAL SALES MASTERY
How Sales Teams Can Survive 

and Thrive in a Virtual Selling World
 

For booking information please contact Michelle Joyce:
 Michelle@MichelleJoyce.com • 704-965-2339 • www.MichelleJoyce.com



Learn how to intentionally integrate content in the sales process
so as to create more qualified prospects, and significantly
increasing closing rates in the process

Understand the specific types of content that help sales teams
the most during the sales process, and how to consistently
create this content (while working with the sales team) to get
better results
Learn marketing’s role in assisting sales with using video in the
sales process – from the types of videos that need to be created
to how marketing can help sales team members find incredible
success and comfort in-front of the camera
Understand how to embrace the “seller-free” trend (that more
buyers are asking for) without hurting the sales team in the
process
Learn the types of self-service tools today’s customers want to
use on a website to feel more empowered and in-charge of their
buying process

For Marketing Professionals:

Because every business is unique, especially when it comes to their
sales process, the key to this program is the pre-event call with
Marcus where you will explain your current virtually selling or
marketing challenges. As a result of that information, Marcus will
develop a customized program specific to your team and your
processes. 

For for companies looking for training designed for in-person sales
experiences, check out Marcus's program called Question First.

VIRTUAL SALES MASTERY
How Sales Teams Can Survive 

and Thrive in a Virtual Selling World

For booking information please contact Michelle Joyce:
 Michelle@MichelleJoyce.com • 704-965-2339 • www.MichelleJoyce.com
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What is the perfect response to any negative situation, moment,
or statement in the workplace?

How can I get my team to own the solutions to their problems?

In an ever-growing digital world where people are busier and more
stressed than they’ve ever been, never has deeper and more
effective communication been more important.

Leaders have witnessed stunning shifts in the workforce.
Salespeople are experiencing new demands from customers.
Expectations for everyone have changed. And surface-level
conversations are no longer enough.

Today, to get the results needed for success, you must be
transformational in the way you communicate.

You must stand out.
You must know how to handle difficult situations.
You must understand the art of the perfect question.
You must have deeper conversations to form deeper relationships.

The challenge, of course, is that there is very little information
available that teaches people “how” to do these things.

For this reason, renowned speaker, communicator, and business
leader Marcus Sheridan has released this new program, designed
around a strategic philosophy and framework called Question First.

In essence, Question First will teach audiences three core principles
that will unlock their ability as leaders, managers, salespeople, and
company contributors to overcome the following struggles:

QUESTION FIRST
A Transformative Approach to Workplace Conversations 

for Leaders, Managers, and Sales Teams
 
 

For booking information please contact Michelle Joyce:
 Michelle@MichelleJoyce.com • 704-965-2339 • www.MichelleJoyce.com

For booking information please contact Michelle Joyce:
 Michelle@MichelleJoyce.com • 704-965-2339 • www.MichelleJoyce.com



How can I engage my customers in way that will result in wider
and deeper relationships?

How can we as a team go beyond surface-level questions to
create opportunities for self-discovery and “light bulb” moments?

What makes this program unique is that Marcus uses his trademark
style to create highly interactive, engaging, and enlightening
activities with each audience, delivering teachings that truly “stick”,
while also ensuring clear takeaways for each attendee.

Ultimately, if you’re looking for a program that will help your
audience members improve their ability to lead, influence, and
communicate, resulting in better company cultures, better team
performance, more sales, and greater employee retention in the
process – this is the program for you.

QUESTION FIRST
A Transformative Approach to Workplace Conversations

for Leaders, Managers, and Sales Teams
 
 

For booking information please contact Michelle Joyce:
 Michelle@MichelleJoyce.com • 704-965-2339 • www.MichelleJoyce.com
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Discover how buying habits have changed and why
name recognition is no longer enough

Learn how transparent and honest content will move
consumers to notice new brands – and switch to them

Find out exactly what must be done to become the
voice of trust in your space

The Information Age is in full swing, and winning buyer
trust has never been more critical. The reality is that
brands can no longer expect traditional methods of
marketing and sales to win customer interest and build
loyalty.

One of the essential keys to gaining the trust of today’s
digital consumer is by becoming their go-to source 
for helpful, useful information. Businesses and brands 
that focus more on teaching and helping [than on selling]
will ultimately win customer trust, gain an incredible
amount of market share, and generate more 
revenue in the process.

In this program attendees will:

THE TRUSTED BRAND

How Your Organization Can Become 
the Trusted Voice in a Noisy, Busy World

For booking information please contact Michelle Joyce:
 Michelle@MichelleJoyce.com • 704-965-2339 • www.MichelleJoyce.com


