"Finally a motivational
speaker...without the
speech. Ross Shafer

is one of the funniest
guys | know." .

-Jay Leno ey

* KEYNOTE SPEAKER

* BESTSELLING AUTHOR
* TV EMMY WINNER

* NSA HALL OF FAME

KEEPING LEADERS & TEAMS RELEWANT

“Boost Customer Engagement Scores “Harvest Innovative |deas
“Sales Storytelling *Branding that Goes Viral “Curing Complacency
“Motivating your Teams “Finding Competitors in your Blind Spots



THE CROWD EXPERIENGE
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ROSS IS AlWAYS FIIN & ENERGIZINE




THE GLIENT EXPERIENGE
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“Brilliant!” Even our CEO said, “Ross had the /S, _"Rossisasingular commodity.  — ipip A fina”
Bt messas for (he tines wero i 4 Motivational leadership with well-placed humor. p
CONTENT IS HIGHLY CUSTOMIZED \
"Ross brought a huge amount of energy and humor : fioss was excellent! Truly on the mark | A
and we appreciated how he customized for us.” athena With regard to relevancy and innovation. 1
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OPEN/CLOSING KEYNOTE

Intl. Sales Meeting for 26,000
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INTERAGTIVE BREAK
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KEYNOTE TOPIGS
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HOW TO STAY RELEVANT

Relevance is a moving target. As soon as we get what
we want, we realize that our competition has moved
onto something new. In this program you will learn
how to create a culture that is able to adapt and
evolve with trends; as well as realign to your
customer’s shifting buying habits.
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ELIMINATE CUSTOMER FRICTION

In a recent 60-day customer engagement
immersion assignment, Ross transformed a 700-
employee company from their last place industry

customer satisfaction scores...to FIRST.

Their J.D. Power ratings went up 21 points.
Learn what Ross did to achieve this.

BEHAVE LIKE A STARTUP

If you are a legacy organization and you feel like
complacency is creeping in, you will be interested
in the guerrilla tactics of young startups. You'll
learn how startups fearlessly defy convention...
and why you should, too.

"Ross can also create a custom topic for your event
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SUGGESS: IT'S ON YOU

Too often our team members stall their own
growth until they get validation and
encouragement from their leaders. This program
will inspire your team members to take charge of
their own careers...when nobody is around to
guide them. They must learn to be accountable/
responsible to and for... themselves.



KEY TRKEAWAYS

NOTE: Ross can combine content to support your individual initiatives

HOW TO STAY RELEVANT

. How to harvest an endless trove of

Innovative ideas

BEHAVE LIKE A STARTUP

. How to cure complacency and know

what to do to regain your “mojo”

business

. How to find (and respond (o) 2. Lessons you can learn from the
competitors hiding in your blind Startup mentality
Spots 3. Why you should break the bonds of
. How to predict the future of your perfection to launch ideas faster
industry before it's too late
ELIMINATE GUSTOMER FRICTION SUGCESS: IT'S ON YOU
. How the Pow-vs-Wow effect ignites 1. How to create a No Blame, No
oyalty and viral recognition Excuses culture of accountability
. How reducing transactional friction 2. How to take responsibility for your
makes you the ‘company of choice’ Own SUcCCess
. Simple technigques for empowering 3. How to ‘ramp up’ your resilience
your workforce to attract repeat 4. How to get yourself noticed (in a

good way)
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Proof that Ross listened to his client’'s ohjectives.

CLIENT: Ace Hardware Corp.
N O INDUSTRY: Retail Hardware Chain
v BUSINESS MODEL: B2C

“ c E I‘\ WEBSITE: www.AceHardware.com

Hardware

IHF CLIENT: I'hr Ace Hardware ('u'ru"li(m isa

cos N : . CLIENT: iPipeline
f‘, l: INDUSTRY: Financial Cloud Services
’ L BUSINESS MODEL: B2B
A WEBSITE: www.iPipeline.com
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Dan Miller 3
V.P. Retail Operations &
Business Development

tore retailer.
scarch relevant to the customer exper
s books)

for all aul
appropriate considering that spouses would be in

ch ACE found especially

1I'|pcl|rc isa lLdJmu ; provi d(
attendance. i

llH (lll\l

., Operatu
on between

tomation and scam
cluding
its), distributors (s« h

s intcgrat

I advisors and
al

“Pinnacle Ace Hardware Retailers were galvanized to six-time Emmy award-
winning comedian and writer Ross Shafer. He brought business insights and
humor to his presentation that totally engaged the audience. Ross spoke
passionately to the importance of “remaining relevant in our fast-paced and ever-
changing world of retail landscape.” He made it clear, "It's not about us ... it's
about our customer!" He urged everyone to “Stay innovative under pressure and

to embrace the strengths that come with being small and nimble."
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cline provides the process automation and scamless integration needed on a global
a sale by aggregating more than carriers, 875 dl\mb\.mrs and
utions, and their producers and i d advisors in a cloud-based

user-group
ons Are Everything and
bring together th

velopment, and broker-d C
managers, sales, busin development, professionals.
customer is typically a CEO, CIO, CTO, VP of Sales,

Because the iPjj

"Ross Shafer is a singular commodity. If you need a pro to deliver a great
motivational and leadership message with well-placed humor, Ross is your man.
My 600 customers left the event energized and ready to storm the hilll”

regulations, or competition.

ging Partner, Principal, or company President, the keynote sy
h content from a very b concept level — yet keep it entertaining
the attention of a discerning crowd

cnough to hol

ROSS’S DELIVERABLES When Ross Shafer w
invited Ross to attend opening gala reception; whi
meet CEO Tim Wallace, other senior leaders, well as a )_o\_\d many user mem
Those conversations informed Ross’s rem xt day’s keynote program,
“Nobody Moved your Cheese.” (No e. No surrender). R
enlightened the .\u..w ce about b.»x practices that can be cross-pollinated from outside

2 u s (become a peripheral visionary). Ross’s
y and m}q g responsibility for one’s own success.
ud-based softwa

solution in a world where fast is the new slow.” Ross also g

for finding competitors that are hiding in your blind spot.

HILTON

WORLDWIDE

SAMPLE OUTGOMES

tl OVER-DELIVERED
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CLIENT: Hilton Worldwide
INDUSTRY: Hospitality

SS SHAFER

BUSINESS MODEL: B2B & B2C
WEBSITE: HiltonWorldwide.com

CASE STUDY

I'HE CLIENT: Hilton Worldwide (formerly, Hilton Hotels Corporation)
is an American glo

al hospitality company. It is owned by the Blackstone
Group, an American private equity firm. As of March 2014, Hilton brands
encompass 4,112 hotels with over 680,117 rooms in 91 countries. The
company owns, manages, and/ or franchises a portfolio of brands, which

cludes Conrad Hotels & Resorts, Canopy by Hilton, Curio — A Collection
lilton, Hilton Hotels & Resorts, Double [nc by Hilton, Embassy Suites
Hotels, Hilton Garden Inn, Ham ipton Inr d Suites by Hilton,
Home2 Suites by Hilton, Hilton Grand V Waldorf Astoria

Hotels & Resorts (The brand's flagship--and fi Waldorf Astoria property
in New York City was sold to Chinese investors in 2014). On December 12,
2013, Hilton again became a public company.

THE CLIENT’S OBJECTIVES: Hilton World
narketi: l]L ar Ad Ll' neral mana, ger me:
professional Emcee to handle a variety of duties - i.e., keeping t
on task and energized. The host must be able to contribute
business knowledge as well as conduct pencl discus:
executives on a variety of Hilton Worldwide go-to-market topics

ide

sales, s each year

"Sales events at Hilton are critical to the culture of our team and its
success. Our extremely high performance expectations created a lot of
moving parts to juggle, and Ross's expertise helped us make it look effortless.
He "got” us and our culture. He felt like a part of the family."

Ross Shafer

ROSS'S DELIVERABLES: Ross Shafer was hir\d as the Hosu bx 1cee for

on DC, Dallas, Texas,
ere attended by the CEO, C-Suite executives, and senior
s, Marketing, Construction, and IT. Ross’s duties not only
components on stage (in 2

also attendi out sessions so that he could contribute
when the gen ons reconvened. Ro: 0 gave keynote speech:
each event titled, * /\n You Relevant?" and “Nobody Moved Your Che:
In his keynotes, Ross not only provided new ideas and case study cxam
for remaining relevant, but he kept the energy high, the
ally champion the initiatives of Hilton Worldwide
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RESPECTED BLOGGER

ROSS SHAFER's
ELEVANT LEADERS CLUB

Innovate. Motivate. Educate. Sustain.

@ Visit Ross Shafer's Website G+

100+ leadership tactic blogs so far

SUFFERING ELECTION ANXIETY? | Ross T How to Beat Impossible Odds | Ross Shafer
## Shafer | Leadership Author & Keynote . s Leadership author/speaker
fer P 7 f -

CONSULTING MADE SIMPLE | Ross Shafer - MAKE YOUR BRAND “STORY" STRONG
"Leadership Author/Consultant . ENOUGH? | Ross Shafer | Leadership Author

aler

Should You Change Your Brand Name? | Ross : Il How TO BOOST YOUR J.D. POWER LivE ) BUSINESS|
Shafer | Leadership Author/Keynote Speaker - p— . CUSTOMER SCORES | Ross Shafer |... m » ALERT

DOW _16330.477 179.12) y
.0.0002 | CAD/USD(CADUSD-=) 0.7536 4.0.0001 | CNY/USD

aler

Shafer | Leaders

Christ"!as »' A ' -‘ " : : - What is the Relevz

. Bonuses
“This Year?.
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Are You "Doing the Right Thing?” | Ross Shafe . L DO YOU KNOW ABOUT SPEED LEADERSHIP? |
Leadership Author & Keynote e f oss Shafer | Leadership keynote speaker &

RIGHT-THING?'§
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6 Television Emmys & Pro Speaker Hall of Fame

to REINVENT

W RECLAIM




[
ELESSARY

BULLETPROOF TACTICS THAT WILL
PUT YOU IN HIGH DEMAND
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HIGH SCHOOLS

CAREER GUIDANGE & ENTREPRENEURSHIP




ROSS SHAFER'S HISTORY

THE ALLURING, AMUSING, AND MIGHLY REVEALING
GAME OF ROMANTIC PURSUT

LOVE ME
LOVE ME
N T

YOU'LL LOVE IT AT FIRST SIGH

. .
STARRING

Ross SHarFer

FOX “LATE SHOW" J % ‘ - - ‘ e

' Jerry Seinfeld

| TALK & GAME SHOW HOST - PRODUCER - ENTREPRENEUR

' COOK-LIKE-
| A-STUD
Ross Shafer

\" ‘) ) : : ’
** 58 lip smackin’ meals men can prepare

L .
New Spin On'’ I'he First Family' Is A Hoo

in the garage ... using their own tools!



ROSS'S INTRODUCGTION

SOME CLIENTS PREFER TO SHOW THIS VIDEO INTRODUCTION INSTEAD: Downloadable

. Click Here



https://vimeo.com/203765832
https://vimeo.com/203765832

LET'S HIRE ROSS!

To learn more...

CONTACT
Helen Broder
910-256-3495

Helen@RossShafer.com

A

~ Click to Watch Ross Shafer’s Keynote Vldeos
https://vimeo.com/album/4197853

Click to Watch Ross Shafer’s Leadership Blogs

https://www.youtube.com/user/RossShafer

The
(ustomer

SHOUTY

Incl(!

ROSs sl‘"'@l‘

illllllﬂllY )<
Nove YU i &
e



mailto:Helen@RossShafer.com
https://vimeo.com/album/4197853
https://www.youtube.com/user/RossShafer

