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MD2MD – Speaker handbook 

 

 

Introduction 

We love finding great speakers who can deliver 

real practical value to our members.  This 

handbook is to help you understand what makes 

a great MD2MD speaker so that you can decide 

if you want to work for us and if you do, to deliver 

the very best workshop you are capable of. 

We are clear that when dealing with speakers our 

role is to help you succeed.  To help you to be the 

very best you can be. And we try to be the very 

best organisation for speakers to work with. 

Background 

You can read more about MD2MD,  our members 

and past speakers on our website. 

MD2MD and MD2MD members 

In simple terms MD2MD runs groups of about a 

dozen business leaders that meet regularly 

online and in-person to challenge, support, 

encourage and learn together. 

Our members are all business leaders with tens 

or hundreds of staff to engage as a team driving 

to achieve a shared goal. 

The essence of MD2MD is our confidential 

business leaders peer challenge board where 

they discuss, and learn from, each others’ current 

real business challenges. 

To complement that we invite them and their 

senior directors to participate in a best practice 

workshop led by top professional speaker. 

SECTION ONE – WHO WORKS 

Business leaders or professional speakers? 

Both really. 

Business leaders 

You suit us well if you have in depth experience 

of doing what you are talking about commercially.  

That enables you to go ‘off piste’ and draw on 

your depth of experience in a way someone who 

has not been there and done it can’t. And you can 

be sure our members, all experienced business 

leaders,  will soon find out if you are bluffing. So 

don’t. 

Professional speakers 

We are regularly approached by professionals 

who can speak competently.  That is not good 

enough for us.  We use people who have the 

learnt and practiced the professional skills of a 

speaker, even if they do not speak professionally 

all the time. 

Proper professional speakers, or workshop 

leaders, have learnt, developed and practiced 

many many times a vast range of skills and 

techniques Approaches that make their session 

effective in communicating the messages they 

want to get over. 

There is a lot more to being a professional 

speaker than it appears to the professional 

person that is a competent amateur speaker. It’s 

a bit like putting a professional business person 

that plays golf (or football) reasonably alongside 

a professional golfer (or footballer).  Unless they 

are extremely exceptional it will be clear who the 

professional is. 
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Valuable knowledge / experience 

The key requirement is that you have something 

to share that will be valuable to our members in 

helping them lead their business to more success 

with less stress.  That means you must have 

some specialist experience and knowledge they 

can learn from.  Most successful speakers have 

in depth personal experience using their material 

and a real track record of using it to succeed as 

a leader themselves. 

Unless you have led a thorough academic level 

investigation you will not succeed if you have had 

to research your material. Researching material 

to support your experience is fine.  You must 

though have first hand experience yourself.  If 

you don’t, our members, all experienced 

business leaders with a mind towards 

constructive questioning and challenge, will find 

your answers theoretical.  As they will be if you’ve 

not been there and done what you are 

championing yourself. 

SECTION TWO – WHAT WORKS 

Provoking thought 

We look for speaker workshops that provoke our 

members to think a bit differently about 

something. Workshops that provide new insights. 

New and different ways of looking at or thinking 

about things or new tools for addressing the 

challenges our members face as business 

leaders. 

Inspiring action 

We also look for speaker workshops that 

motivate our members to do something different 

or differently.  We are not an academic institution.  

Our members are not learning new stuff for the 

sake of learning.  A great speaker gets our 

members wanting to use what they’ve learnt – 

preferably immediately - because otherwise the 

chance will missed. 

Our speakers are not though typically 

‘motivational speakers’. That is not our purpose.  

Most of our members are, as business leaders, 

pretty well motivated and whilst we can all do with 

a boost, the most successful CEO group 

speakers motivate by sharing useful in-depth 

material in an engaging and informative way. 

Presented brilliantly 

Content is essential but so too is having a very 

effective way of getting that material across.  We 

rarely use someone who is not a professional 

communicator.  By professional we do not 

necessarily mean full-time.  Many of our 

speakers also consult on their subject.  That is 

useful as it keep you up to date and gives you 

relevant experiences to share. 

By professional we do mean someone who has 

invested a lot of time in developing. packaging, 

rehearsing and refining the content to make it 

entertaining, interesting and valuable.  

Entertaining and interesting are not the purpose 

but they are necessary steps on the way to 

valuable. 

Material developed especially for us is unlikely to 

be good enough. Yes fine tune for our audience, 

but the core should be something you have 

delivered to a business audience many times 

before and have tweaked and refined to ensure it 

hits the mark. 

Speaker led workshops 

NOT Speaking NOT Webinars 

Speaking for CEO groups like MD2MD is quite 

unusual and requires a specialist approach that 

doesn’t suit all speakers.  Like others, we refer to 

the professionals we employ to run workshops as 

speakers.  That may be misleading.   

The content and style of the workshop, and the 

techniques used, vary widely. The word speaker 

is a misnomer as that implies a one way process 

and our groups like to engage and interact. We 

are not looking for a conference speaker, or 

online a webinar.  Even where the speaker does 

hold the stage a lot, they inevitably spend a lot of 

time interacting with what is usually an active and 

challenging group. 
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Neither are we looking for a facilitator or a trainer.  

A good CEO group speaker combines elements 

of all three. 

• A pure speaker doesn’t go down well 

because it is a small group meeting of a 

dozen or two people.  To simply speak at that 

sized group is usually inappropriate and 

even more so when our members are 

confident business leaders who are used to 

interaction and discussion. 

• Neither does a pure trainer come across well. 

Even if they need it, Managing Directors do 

not like being trained. They don’t want to be 

given detail.  They want ideas they can build 

upon and can work out, find out or sort the 

detail later.  They prefer to develop their 

thinking through discussion and debate with 

a specialist practitioner. Someone with a lot 

of experience and knowledge who provokes 

them with fresh ideas and motivates them to 

act on those ideas. 

• Facilitating good discussion is key.  But a 

facilitator isn’t seen as adding enough value 

in this situation so don’t’ take it too far.  You 

need to be an expert inspiring them with 

great information and ideas. Tips, tools and 

techniques from you are critical if you are not 

to be seen as just a capable facilitator.  If all 

that is required is facilitation then we can do 

that without you. 

Not quite public not quite private 

Our meetings are similar to a public event in that 

everyone is from different businesses.  But that 

they know each other, sometimes very well, and 

interact a lot. 

Our meetings are similar to a private in house 

workshop in that they are used to working 

together.   But they are all running different 

businesses and there are no internal politics to 

get in the way. 

Enjoy, think and act 

Our workshops can be very enjoyable for 

speakers as well as participants as everyone is 

there because they want to be.  Our Managing 

Director members are usually very enthusiastic 

participants.  Just bear in mind that as Managing 

Directors who see a lot of great speakers they 

have high expectations - they will challenge you 

and stretch you to get the best out of you. 

Average is just not good enough! 

SECTION THREE – GETTING BOOKED 

The challenge 

Getting booked with us is difficult!  Not because 

we want to be difficult but because of 

straightforward facts of life.  We have a database 

that at the time of writing includes 431 speakers 

that we know something about and have seen at 

least 250 in action.  Of those we have booked 

commercially about 150 different speakers over 

the last twenty years. 

Whilst that might sound to you like a great 

opportunity, if you do the maths it means we only 

need to book 10-15 a year and even though we 

don’t rebook a speaker for the same group within 

five years, there are still well over 100 we know 

really well. 

But it’s not impossible! Please don’t be put off.  

We are always trying to raise our game.  Which 

means finding new speakers with refreshing and 

valuable material. Indeed we pride ourselves on 

spotting great speakers on the way up and tend 

to give more chances to up and coming speakers 

than most. 

So we are open – providing you can convince us 

that our members will find your workshop 

exceptionally valuable. 

Let us see you in action – somehow 

We rarely book speakers without seeing them 

first.  At least a sample.  Rarely do we need to 

see the whole session – we can understand the 

scope of your content from documents and  

discussion. We need to see you to a feel for your 

personality, your style and your ability to be 

credible with, and useful to, a group of 

demanding business leaders. 

Video clips can help especially if we can combine 

them with references from previous clients with 

similar needs to us, but regrettably not from other 

speakers.  [Regrettably our only two failures have 

been when we relied upon a recommendation 

from another speaker.] 

Some ways to get in front of us 

The best way of us seeing you in action is if you 

happen to be speaking at an event we are 
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attending or might like to attend anyway.  We 

sometimes attend events run by the Thames 

Valley and Northamptonshire Chamber of 

Commerce, and the IoD in the North West and 

Manchester as well as in Buckinghamshire, 

Berkshire, Hampshire, Oxfordshire, 

Gloucestershire, Hertfordshire, Wiltshire, 

Warwickshire and Northamptonshire, so if you’re 

speaking at one of those let us know. 

Another way is if you’re doing an event in or 

around our home base of Oxfordshire and can 

arrange for us to attend or sneak in at the back to 

see 15 mins of you in action let us know. 

Another opportunity is to get on the platform at 

the Professional Speakers Association 

Convention which we usually attend.  We might 

also attend one of their London, West, Midlands 

or South regional meetings.  We specifically try to 

attend their showcase events. 

The most practical route is to get us invited as an 

observer to an online workshop you are running 

for someone else.  Since 2020 we have been 

running speaker led workshops online ourselves 

so seeing you run one for someone else is a good 

way of demonstrating your credentials to us 

SECTION FOUR – BOOKING PROCESS 

Mutual agreement in principle 

Once we’ve agreed we like the idea of using you 

for a session in principle - and we won’t mislead 

you, you have to be both patient, gently and 

politely persistent and lucky. 

We do keep a database of everyone we think we 

might want to use.  That’s 431 speakers at the 

time of writing.  We are quite thorough and 

meticulous so that when we feel our members 

need a specific type of speaker we’ll look at our 

database and approach the best one.  

You stay in touch - gently 

There are speakers who’ve patiently waited and 

kept in touch (gently – be too pushy and you 

appear desperate – and that makes us less 

confident) for over five years before we’ve 

booked them. And others that probably gave up 

on us until we contacted them out of the blue. 

Booking in detail – Online workshops 

Six – ten weeks in advance 

We will approach you and offer you a specific 

date and time subject to the terms in this 

document which are carefully designed to work 

for you as well as us. 

Our fee for an online speaker led workshop with 

60 minutes of content within a 75-90 minute 

session is £250 + vat. 

We believe that is a reasonable fee that is 

competitive with others and is comparable with 

the fee for our in-person workshops, especially 

as there is no travel time and cost overhead. 

We will not cancel your booking once made and 

we do not expect you to cancel without our 

agreement.  We will only cancel in the 

exceptional circumstance that the event is 

completely cancelled or rearranged due to 

factors outside our control and we expect that you 

will only cancel without our agreement on the 

same basis. 

We do not expect compensation if you cancel 

because of an inability to deliver for non 

commercial reasons such as sickness and do not 

pay cancellation fees if we are unable to run the 

event. 

Booking detail – In-person workshops 

Three to nine months in advance 

We will approach you and offer you a specific 

date subject to the terms in this document which 

are carefully designed to work for you as well as 

us. 

We’re realistic with fees.  We know that speakers 

can earn significant sums for brief slots on stage 

in front of a large corporate audience and know 

we can never match those fees.  As a result we 

offer a commercial approach that we hope will 

help speakers to get those lucrative fees as well 

as ours. 

Our fee for a half-day in-person workshop with 

three hours of content, usually involving being on 

site from 8am – 1pm is £750 + vat. 

We believe that is a reasonable fee that is 

competitive with other similar events, especially 

when our unique approach to helping you earn 

higher fees are taken into account. 
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We do though understand others can afford 

more, especially if it is speaking to a large 

conference.  We also understand the frustration 

you might feel when you’re offered a more 

lucrative engagement when you’ve already 

committed to us. So we are deliberately flexible. 

If, after agreeing a provisional date with us, a 

lucrative booking is offered on a date you have 

scheduled with us, we want you to feel free to 

take it. We understand your commercial desire to 

reschedule and will work with you positively. 

Eight weeks in advance 

That flexibility applies until 8 weeks in advance at 

which time we will confirm the booking and 

regard it as fixed. We then need to have the 

security of knowing we have a great speaker 

committed to deliver a session for our members 

on that date. 

We don’t believe any lucrative bookings are likely 

to happen after that, but if they do, we’ll still try to 

cooperate and find an alternative speaker from 

those we know, but if we can’t do so because of 

the late notice, after the 8 week point we need 

you to be committed to our booking unless we 

can find an alternative. 

We will not cancel your booking within those final 

eight weeks and we do not expect you to cancel 

within that period without our agreement. 

We will only cancel in the exceptional 

circumstance that the event is completely 

cancelled or rearranged due to factors outside 

our control and we expect that you will only 

cancel without our agreement on the same basis.  

We do not expect compensation if you cancel 

within the eight weeks because of an inability to 

deliver for non commercial reasons such as 

sickness and do not pay cancellation fees if we 

are unable to run the event. 

Clearly this flexible approach only works if all 

cooperate for the benefit of the community as a 

whole, but we know this is an ethic common with 

speakers so we hope you’ll reciprocate if you can 

should we ask you to reschedule your session so 

we can support another speaker. 

Expenses 

Please note that the fee we quote is all-inclusive.  

We do not pay anything extra for travel and 

accommodation or resources such as books or 

delegate packs.  We will arrange a flip chart and 

screen if you require and can usually arrange a 

projector but have found that to avoid technical 

problems it is best for you to provide any other 

equipment you require such as a laptop and 

speakers. 

The reason for this is simple.  Whilst we 

understand that these things are costly, it does 

not seem sensible for us to offer you only part of 

what we can afford because we’re allowing for 

unknown expenses and costs. 

It not for us to decide what accommodation and 

logistics are right for you. We’d rather give you all 

we can afford and let you make your own choices   

By offering you our full budget we know exactly 

what we will be paying, and you have the 

flexibility to make arrangements that best suit 

you. 

We will of course help point you in the right 

direction where we can if you need advice and 

contacts 

SECTION FIVE – WHY MD2MD? 

You get paid 

Most like the fact we pay promptly. We don’t’ take 

60 days or more! 

You build great relationships with potential 

clients. 

The audience, by definition, are all decision 

makers themselves and consequently useful 

contacts. There is a good potential for sell on to 

members and it happens regularly – if it is driven 

by the member. 

But please bear in mind it is a strict no-no to try to 

sell on explicitly to members paying a fee to hear 

you. Give out contact details and explain 

personal context by all means, but you must 

allow them to take the initiative. 

You enjoy doing a good job. 

We see our role as to enable you to be the best 

you can be.  We do whatever is necessary to 

achieve that 

 As a minimum we invest time in briefing you by 

phone and will provide you with profiles of 

attendees in advance. 
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With up and coming speakers we often work with 

them for many months guiding them as they 

refine their session to suit our sort of audience. 

You get a chance to enhance your content. 

Many speakers find working with groups like ours 

a great way to keep themselves fresh.  

Professional speaking to large audiences can be 

quite a one way process.  Our groups are by 

contrast quite small (usually a dozen or two) and 

are all senior and typically constructively 

challenging.  Business leaders tend to be that 

way and our culture encourages that. 

You simply love it 

Some top speakers capable of commanding five 

figure fees for a 40 minute slot work for us simply 

because they love the interaction with our vibrant 

active groups! 

You want advice and support 

We pride ourselves on being the most 

experienced, the most supportive and most 

helpful organisation to work with.  We do our very 

best to help you be the best you can be before, 

during and after our 

workshops. 

You want visibility 

Our intent is that, in 

addition to the 

value you deliver directly to our members, we use 

these workshops to raise both of our profiles.  We 

will set up a page about you on our site and will 

publicise the event.  We welcome you doing the 

same and encourage you to invite qualifying real 

leaders to contact us if they are interested in 

attending as a guest. 

We would like you to provide a guest article or 

two before our event and / or afterwards.  We 

may also write our own articles interpreting your 

material in our words with links to your site to 

promote you and your brilliant content. 

You want references and referrals 

We promote good people who do a good job for 

us.  We talk to others and promote good 

speakers to our contacts and we will happily be a 

reference for your contacts. 

We’ll do what we can to help you to build your 

business and/or achieve what you want out of the 

workshop in addition to the fee.  Just ask if you 

think we can help you with something.  We see 

speakers as key partners and a win for you is a 

win for us! 

You like working with us 

We try to be the best 

organisation for speakers 

to work with.  We try to 

build a friendly and helpful 

personal relationship with 

our speakers. 

SECTION SIX – PRACTICAL POINTS 

Online workshops 

Soon after booking 

Please send us a title for your workshop and a 

couple of paragraphs describing the content and 

most importantly the value attendees will get from 

attending.  A fundamental philosophy of MD2MD 

is that our joint purpose is that attendees use 

what they get and take action to improve their 

business and leadership following the meeting. 

Planning call - A week in advance 

We are clear our sessions are Speaker led 

workshops NOT webinars. There must be 

interaction.  Our technology standard of Zoom 

allows chat, polls, whiteboards, reactions and 

break-out rooms.  We expect our speakers to use 

them wherever appropriate as our members 

expect engagement. Giving attendees a few 

moments to reflect solo is also useful. 

We will ‘produce’ the session for you, monitoring 

what is going on, muting noisy mikes, monitoring 

chat, creating breakout rooms, managing polls 

and guiding the meeting in the background in 

support of your success. 

In order that we can do so, and in order that you 

know all you need to about MD2MD and our 

members we will arrange a call between you and 

the meeting producer approximately a week 

before the event. 

The purpose of the call is to confirm practical 

arrangements and to ensure we are both fully 

prepared to enable you to deliver your very best 

session. We can discuss how best to angle the 

content to suit the group and we can discuss the 

group to whatever level helps you. 

Thanks for the 

feedback. Very useful 

and constructive. 

You are 

completely 

professional and 

I thoroughly 

enjoyed working 

with you 
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From a practical perspective we need to 

understand how you want the workshop to 

operate and to find out what you need from the 

producer during the event. 

After the planning call 

Whilst the choice is yours to do what works best 

for your session, we feel best practice is normally 

to keep most of the meeting with attendees 

visible rather than using slides throughout. 

To support this many speakers provide a PDF 

handout or slides beforehand for us to circulate 

to attendees so that they can print them off or 

have them available on their own local screen 

rather than the Zoom session being dominated 

by slides. 

If you work this way, please send the PDF to us 

at least three days in advance of the meeting. 

Some speakers also like to circulate a 

questionnaire to attendees to ascertain their 

specific questions. We do not recommend this as 

our members are busy people who are not great 

at responding to such requests.  We will however 

support you and send out such questionnaires 

and forward replies if you wish to work this way. 

If you do wish to work this way, please send the 

questions to us on email as soon as possible after 

the planning call. 

On the day 

We will open the meeting room for you 15-30 

minutes before commencement.  We begin 

online meetings with a fifteen minute introduction 

to all the companies present led by us.  This 

enables you to get to know the audience before 

you start. It also means any latecomers disrupt 

our session not yours and don’t miss your high 

impact first 30 seconds! Our normal practice, 

unless pre-agreed with the member, is to close 

the meeting to new joiners when you start. 

The meeting is then led by you.  We support as 

producer in whatever way we agree during the 

planning call.  You manage the interactions with 

the audience in whatever way works best.  We do 

not ‘help’ with unplanned contributions because if 

we’ve booked you, we are confident you are 

professional and can handle any tricky 

interactions. Indeed some speakers deliberately 

create such moments as part of their impact. 

Practically all we ask is that you finish on time as 

agreed. 

The meeting ends with a fifteen-minute reprise 

led by us when we ask members to capture what 

they’ve learnt and most importantly what they are 

going to do to take forward the ideas from the 

morning.  We emphasise an action orientation as 

without action there is no value. 

After the meeting – Follow up and feedback 

We share a recording of the meeting with 

members with instructions to protect you that it is 

for their internal use only. 

We also ask members to provide feedback both 

quantitative and qualitative. Because members 

are familiar with this process and so we can 

monitor our feedback from our customers on a 

consistent basis we do not permit speakers to 

use their own feedback forms. 

We do though welcome and support speakers 

encouraging members to engage with them 

directly afterwards.  We view that as a 

win:win:win. They get additional value and you 

get to engage with someone who may become a 

customer or referrer. 

We facilitate this by asking you to provide us with 

your follow up materials containing your brand, 

contact details and links. We will share them with 

members and they can then choose to engage 

directly. 

The final step is that we pay your bill (which we 

endeavour to do quickly) and forward the 

member feedback to you so you can 

continuously enhance your workshop.  If you 

wish we’ll always complement the member 

written feedback with a personal coaching call 

from someone who’s participated in  approaching 

1000 such speaker sessions. 

In-Person workshops 

We will arrange a call with the meeting leader 

approximately a week before the event. The 

purpose of the call is to confirm practical 

arrangements and to give you whatever you 

need to deliver your very best session. 

We can discuss how best to angle the content to 

suit the group and we can discuss the group to 

whatever level helps you.  We can discuss 

practical matters such as transport and 
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accommodation, venue and timings.  Anything 

that helps you perform at your best. 

We usually meet you well before the meeting 

starts so we can check in with each other, set up 

and be ready before members arrive. That way 

we can both chat to them over coffee when they 

arrive., 

Our meetings begin with a half hour introduction 

session led by us so that you can get to know the 

audience before you start. This also means any 

latecomers disrupt our session not yours and 

don’t miss your high impact first 30 seconds! 

The meeting is then led by you.  You manage it 

in whatever way works best.  We do not ‘help’ 

without being asked because if we’ve booked 

you, we are confident you are professional and 

can handle any awkward moments. Indeed some 

speakers deliberately create such moments as 

part of their impact. 

We also try to resist joining in ourselves.  You are 

there for the members, not for us.  As much as 

we might like to engage with you, we want you to 

engage with our members not us. We can chat 

afterwards! 

Practically we ask is that you give everyone a 

fifteen-minute coffee break (most of our venues 

use jugs so timing is up to you) and most 

importantly and very critically you finish on time 

as agreed.. 

Our morning ends with a fifteen-minute reprise 

led by us when we ask members to capture what 

they’ve learnt and most importantly what they are 

going to do to take forward the ideas from the 

morning.  We emphasise an action orientation as 

without action there is no value. 

We also ask them to 

provide feedback for 

quantitative and 

qualitative.  After the 

event we forward 

this member 

feedback to you as 

quickly as we can so you can continuously 

enhance your session. 

If you wish we’ll always complement that with a 

personal coaching call from someone who’s 

observed 500 such speaker sessions. 

AND FINALLY – WHAT NEXT 

We usually book an online session, then if 

appropriate a single in-person session so we can 

get to understand you.  If that goes well we may 

book more.  Some speakers have done a dozen 

sessions for us. Many do four. Some just one. 

Can I offer a second subject? 

In principle yes, but we tend not to use the same 

speaker twice in-person within five years.  Our 

members like variety so we are likely to prefer a 

different speaker over the same speaker on a 

different topic. And in addition, if a speaker has 

too many topics we’re left with the impression that 

they don’t offer real specialist expertise. 

Ongoing support 

We have speakers that have worked with us 

numerous times over a fifteen to twenty year 

period.  And others who we have helped get 

established and become mainstream.  We see 

speakers are key partners so please keep in 

touch, keep us informed and if you need help just 

ask.  We’ll try to help. 

Thanks for this - 

greatly appreciated. 

I'm happy with these 

comments and scores 

and I hope you are too. 
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