
 
 

 
 
If your company has its own website, this is a great place to start your event promotion before the event.  

You can invest in Search Engine Optimisation (SEO) to encourage people to find you through the search engines such 

as Google. This is a great way to get more eyes on your event online. You can publish blogs about your event during 
the build up to the big day. 
You can also use use Pay Per Click (PPC) advertising. Your event appears at the top of the search engines for people 

searching for topics relating to your event. You pay money every time someone clicks through to your website so you 

have to make sure your website is good, to encourage the user to sign up to your event! 
 

 

 
 

No matter what the nature of your event, social media will be a critical tool for getting your message out there to the 

masses. Whether it’s Facebook, Twitter, LinkedIn or one of the many other social media sites, your audience will 
probably be there.  

Social media also offers the opportunity for paid advertising. You can advertise to people of specific ages, genders, 

locations and interests through paid social advertising which can really help you to make more money in the longer 

term. 

 

 
 

Email is one of most effective marketing channels when promoting an event. For email to really work, you need to 

have your own database of people to email. These will be your ‘warm leads’ and should have a personalised email 

sent to each person. 
To build your database, you will need to collect peoples data. To do this, you can use competitions, content downloads 

and questionnaires during your previous events. and of course using the data captured from previous event attendees. 

There is the option to buy an email list, however these ‘cold leads’ will be less responsive and they may interoperate 

your email as spam.  



 
 

 
 

There are lots of traditional marketing techniques which you might decide to use to reach your audience.  

Print advertising or sponsored content in magazines and newspapers can be very successful, depending on the audience you 

are targeting. The success of this type of advertising can be harder to measure than online advertising. 

There is also the opportunity to promote your event via direct mail / post. This is quite an old-school approach and you must 

be careful not to post advertisements to people who have registered their wish not to receive unsolicited material by mail. 

You can find out from The Mailing Preference Service, which will identify residents who do not want to receive direct mail. 

Other than direct mail, you can try leaving flyers at shops, clubs and other places used by the public to get your message out 

there further. 

 

 

 
 

It is likely that you won’t be running your event completely alone. You may have guest speakers or entertainment playing at 

the event. You may be hiring equipment from external businesses or working with other organisations on the content of 

your event.  

You can simply ask them to help with promoting your event, whether that help is via a blog on their website or flyers in 

their shop.  

You can also seek sponsorship for your event, which will help to lower the overall cost of your event and will mean another 

organisation will be proactively promoting your event. Sponsorship gives you the opportunity to get your event in front of a 

whole new audience and is good for you and for the sponsor.  

 

 

 
 
To really spread the message of your event, you might want to consider creating a press release to send out to publications 

and newspapers in your local area, for example local magazines or newspapers.  

Many online news sites, especially local news sites, will have a section on their website where you can upload an event to 

their events calendar, for free most of the time.  

If you do this you will be able to get your event out there to people within the relevant geographical areas.  

 


