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HEY THERE!

Hi, I am Chatoya Antwine, the Owner and Event Planner of A la carte Galore. A la carte 

Galore is a premiere event planning boutique that specializes in planning, coordinating, and 

executing remarkable events that help scale your business. My main focus when helping 

clients plan, launch, and host successful events is profits, event marketing and strategy, and 

visibility. All these are key areas that are often overlooked when planning an event on any 

scale. 

After 7 years of planning and hosting sold out events all over the country and my passion for 

helping other businesses succeed through events, I have created this guide to help you sell 

out your next event.
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ABOUT THIS E-GUIDE

This guide includes 7 realistic and proven ways to help you sell out your next live event. 

Remember that in order to achieve the results you have to consistently put in the work. 

Now, I am super passionate about planning so if you haven’t noticed from my other content, 

I always give you more than what you expect. This goes to show you how much I am really 

rooting for you and your business to succeed through events. I’ve also included 5 event 

trends to eliminate in order to help  you stand out in your industry. 

So let’s get to it!  

Happy Planning! 

Chatoya Antwine

If you’d like to have me as your  Official Event Planner for your next event or if you 
need strategies to create a profitable event, email me at 

planning@alacartegalore.com or head over alacartegalore.com now!

Facebook, Twitter, Instagram, Periscope @ alacartegalore | www.alacartegalore.com
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TRENDS

The trend now a days with events is:

● Hire a celebrity to boost attendance for an event
● Ask the popular online entrepreneurs to speak at an event for free
● Host an empowerment event or brunch
● Host a networking event or panel discussion
● Host a free virtual event with tons of online entrepreneurs

Now don’t get me wrong. These are all good ideas, but how are they making you stand out 
amongst the other thousands of entrepreneurs who are doing the exact same thing? Good ideas 
are good, but let’s focus on grand strategic ideas.

First let’s dig a little deeper into a few of the mentioned trends above.

Trend #1
Hiring a celebrity may boost the attendance for your event, but is their presence valuable? Are they 
truly providing value for your target audience or are they just there for show and to say a few 
generic words of empowerment? Does the celebrity attract your target audience or are they only a 
part of the event to fill seats, take selfies, and sign autographs? 

The worst mistake you want to make is hosting celebrity events that provide zero to little value for 
your audience. If your events aren’t helping your target audience then you will lose your audience.

Trend #2
Asking popular online entrepreneurs to speak at your event for free has become the most popular 
WRONG thing to do. Granted that depending on the value of your event you may be able to swing 
this and we will get to the pros and cons of this in a second.

So let’s have a thinkpad session really quickly: 

If you wanted Beyonce to speak at your event would you ask her to come for free?
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TRENDS

If Beyonce puts in hard work to be great at what she does and the entrepreneurs that you want to 
speak at your event put in the hard work to be great and experts at what they do, why do you think 
that you shouldn’t have to pay them to speak at your event?

Now when Beyonce first started her career I am certain that she accepted tons of free gigs to get 
her name out in the industry and that is totally fine. You have to establish your credibility before you 
can be considered as the best. So if you notice an up and coming entrepreneur who’s working her 
way in her industry, by all means reach out and see if she can speak at your event. BUT, make sure 
that it is valuable for the both of you. If she speaks at your event, allow her time during your event 
to sell her books, products, and merchandise. 

Encourage your attendees to support her. Schedule a time block on your event agenda to ensure 
your attendees have time to network and support her. Give her a special thank you gift for speaking 
at your event for no charge. Support her business and future projects. Stay in contact with her after 
the event and always offer your support for anything that she may need. Don’t just have her speak 
at your event and never talk to her ever again. Entrepreneurship is about building relationships, 
support, and collaborations. 

If you want an entrepreneur who is established in her industry to speak at your event, let her know 
what your budget is and negotiate if necessary. Their time is money and so is yours. We can’t 
become and sustain six and seven figure businesses speaking at free events every month. 

Also, if you are paying them to speak at your event, chances are they will provide more valuable. 
Remember there are levels to what you invest in.

If you attend free events, a lot of times you will receive free content that is equivalent to what you 
will find in blog posts, podcasts, etc.

If you invest in mid level priced events you will most likely receive the tools and resources you 
need, but it is up to you to implement them in your business and execute.
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TRENDS

If you invest in high priced events you will most likely receive the blueprint that you need with a 
assistance along the way. 

If you invest in a premium event or experience you might have just gotten your golden ticket. 

Here’s a rule of thumb to remember:

Low- Informational resources 
Free to $47

Medium- Done with you
$97-$297

High- Done for you
$497-$997

Premium- Life changing
$997 and up

Trend #3
Empowerment events and brunches is an overly saturated market. Brands whose main focus isn’t 
empowerment have been hosting empowerment events just because it has become the popular 
thing to do. This is tarnishing the reputation for the women who are actually genuine and 
passionate about helping other women become more self-confident, strong, courageous, and 
powerful. So if this is not your lane, leave it to the women who’s lane it is. 

If this is your lane, be very strategic and transparent about how your event with impact your 
attendees and be sure to show up with the value you are promising. 

Be creative. Stand out. What can you do other than a big hat brunch, a tea party, or a typical 
empowerment event? Ask yourself, how many empowerment events does your target audience 
need to attend before they are empowered? 
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TRENDS

Take it a step further and ask yourself, now that your audience is empowered, what additional value 
can you add to help them on their journey? Start focusing on adding those type of events to your 
goals.

Trend #4
Networking events and panel discussions are great because you get to meet, mix and mingle with 
like-minded individuals. You get to hear the perspectives and advice from the selected panelists 
about their entrepreneurial journey or the chosen topic. 

These event are great for building your rolodex, but for those who want to take their business to the 
next level the free and low level events won’t get them there alone. If you are looking to make big 
profits in your business, it may be difficult if you are only hosting tons of low level priced events. 

If networking and panel events are a part of your business model, continue to have them, but make 
sure that they stand out from what everyone else is doing. Start sending surveys to your audience 
to ask them what type of events and topics would they like to see discussed then meet their needs. 

The last thing you want to do is keep creating what your audience doesn’t need. 

Trend #5
Everyone is hosting these free virtual summits with 20 + entrepreneurs. It can be profitable, but this 
should not be your only strategy just because you see everyone else doing it. Everyone is 
accustomed to what to expect with free online events now. You host free online events to build your 
email list and after the free event you upsell your audience with a high level priced program. A lot of 
people are tired of getting sold to. 

Switch up your strategy and limit the amount of speakers for your online event. A lot of times less is 
more. Make the event free and ask your speakers to present a few mid-level priced resources and 
don’t allow for a replay. This will create urgency and force them to watch live. Let them know that 
this isn’t the typical free virtual event where you give information that they already know or can 
Google. 
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TRENDS

You could also be bold and not make the replay available for sale. If you do make it for sale make 
sure the price matches the value. Have your speakers provide a worksheet to use throughout the 
presentation. Allow them to upsell a product similar to the worksheet and what they presented on. 
This is important because you will have the opportunity to wean your potential audience in. No one 
wants to sign up for a free event then get sold a $1,000 program. 

Allow time for trust to be built and set up an email funnel that will ultimately leads up to you 
marketing them for your high level products and services. You can also present at your online event 
as well so that you can take advantage of this strategy. 

These event are great for building your rolodex, but for those who want to take their business to the 
next level the free and low level events won’t get them there alone. If you are looking to make big 
profits in your business, it may be difficult if you are only hosting tons of low level priced events. 

Feel free to identify other current trends within the entrepreneurial space and find strategies 
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7 WAYS TO SELL OUT YOUR NEXT LIVE 
EVENT

So now that we have covered the trends, let’s identify 7 ways to sell out your next live event.

1. Create a Unique Standout Event

People tend to gravitate toward new content and event ideas. Try your best to stand out in your 
industry and create valuable events that are both needed and creative. 

2. Sell Early Bird Tickets at a Special Low Price

Selling early bird tickets at a lower price will help create urgency for individuals to buy their tickets 
now and save. Everyone loves a savings. Be sure to highlight when the early bird ticket sales will 
end so that they know how long they have to purchase at the special price.

3. Partner with Influencers and Bloggers

Event marketing and strategy is key! I can’t stress this enough. This is why it’s one of my 
specialities. I have mastered the art of event strategy and event marketing. Contact local and 
national bloggers and influencers to help you spread the buzz for your event. Have them create 
blogs posts and social media posts around the content for your event. This will help you tap into 
their audience and generate more sales. Give them a discount code to share with the followers to 
help create additional urgency for them to register. Be sure to give them something in return like a 
free or discounted ticket to your event.

4. Create a Social Media Challenge

Create a hashtag for your event and use it on all your event posts. Encourage your followers to use 
it as well. In order to get them on board, create a challenge and be sure to use your event hashtag. 
This will drive more traffic for your event. Create content for the challenge that is valuable for them. 
They will receive great value and you will get more attention for your event. The challenge will also 
allow for others to connect with those who may be attending your event or who are thinking about 
attending. 
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7 WAYS TO SELL OUT YOUR NEXT LIVE 
EVENT

5. Host a Series of Live Streams

Do a series of live stream videos via Periscope, Facebook, or Instagram Live to give people more 
information about the event, why you are hosting it, why they should attend, what they will gain, 
how it will be beneficial, and what they can expect. Consider doing a live Q&A discussion as well so 
that you can answer all the questions your potential attendees may have. Make it clear why your 
event will be an awesome investment for their business and future. 

6. Host a Virtual Summit

Give them a sneak peek of what they can expect. You can have your live event speakers a part of 
this and have them share with the attendees what they can expect to learn from them if they attend 
the live event. Allow them to do Q&A as well or provide the tools and resources that they will need 
in order to be prepared to implement what they will learn at the live event.

7. Do a BOGO Sale

Again everyone loves a saving. Do a buy one get one free sale or buy one get one half off. Another 
option would be to offer a free ticket upgrade if they purchase before a certain deadline. 

8. Have Your Speakers Do a Ticket Giveaway Contest/Challenge

Don’t forget to have them use your event hashtag. Some rules you could include is that they have 
to tag 3 of their business besties and they have to share the post or challenge. This creates even 
more traffic AND engagement AND it helps you tap into your speakers audience AND get them 
engaged.

9. Create BOMB Ticket Level Options

Upsells and special treatment helps you to collect more coins! You should have a general ticket 
option then have 1 to 2 other options. The bonuses for the other ticket options can include things 
such as a VIP Day, a 4 hour mastermind session, meet and greet, private dinner, private breakfast, 

© A LA CARTE GALORE |  WWW.ALACARTEGALORE.COM
10



7 WAYS TO SELL OUT YOUR NEXT LIVE 
EVENT

private brunch, private lunch, a scholarship to one of your programs or your event speakers 
programs. Give them a reason to want to upgrade their ticket and give them a reason to do it now!

Whoops! I gave you 9 ways to sell out your next live event and I said I would give you 7. Told you I 
always give you more than I say I will. Best of luck with your event! Shoot me an email with any 
event questions you may have.

If this is just tooooo much work for you, set up a strategy session  with me to see how I can 
alleviate all the stress and extra work on your part and ensure you have a successful, 
profitable, and stress free event. 

Until next time, Happy Planning and thanks so much for taking the time to invest in your business 
by downloading this jampacked free e-guide.

-Chatoya 
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