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About Ted Wright
The world has changed and consumers make the vast majority of their buying decisions
based off of conversations they’ve had with people they know and trust. Ted Wright says people are not going to Facebook, Twitter, and Instagram to find
the product they want; instead they are talking to their friends. Social media can only influence slightly – while face-to-face conversations change the
world.
As a keynote speaker, author, and CEO of a word of mouth marketing agency, Ted helps organizations identify the customers and potential customers
most likely to talk about your brand (we call these people “influencers”), and then use creative tactics to encourage communications between
influences and members of their social network. What’s great about influencers is they identify themselves. Influencers must be in involved for
influencer marketing to work because they love to share and are intrinsically motived to do so. Influencers are just 10% of the population and according
to Ted, have three personality traits that define them:
1. Influencers like to try new things
2. Influencers like to share stories with their friends
3. Influencers are intrinsically motivated
Your job (as a professional, a company, etc.) is not to decide who is and who is not an influencer – rather, to share stores that are interesting, authentic,
and relevant about your products, your services, and your brand. Influencers show themselves to the world by trying new things, sharing things with their
friends, and not taking money for things they love to do. If you want to sell more and sell faster, the best way to engage is through face-to-face, word of
mouth marketing. Ted always says, “You have to fish where the fish are.” It’s all about people talking to people they know about products and services
they trust.
In Ted’ recent article, “Influencer Marketing Disappointing You? Try Using Influencers,” he explains who an influencer is and why they play in integral role
in word of mouth marketing.
Ted’s primary goal for each presentation is to leave attendees inspired to be better marketers so they can sell more stuff to more people, more often,
for more money.
Select Keynotes
How To Create Conversations That Sell
Today's consumers are suspicious about marketing. Many consumers don't believe
companies are telling the truth. Yet, conversations about brands, products, and
services are happening every day. And conversations aren't scrolled past, blocked,
torn down, fast-forwarded through, or deleted. Conversations, which result in
awareness and testimony for your brand, are your greatest competitive advantage.
In this program, Ted delivers the strategy for word of mouth marketing success,
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as well as new ideas and information that can be implemented the very next day.
It's filled with rapid-fire explanations backed by impressive data, and showcases
detailed case studies demonstrating real-world application.

Customized and personalized for each audience, some of Ted’s most-requested
lessons include:

• Identify the interesting, real, and authentic story about your brand
• Differentiate yourself in your community by becoming the topic of conversation
• Prepare customers, staff, and colleagues to share your story
• Learn how word of mouth marketing intersects with other channels
Select Articles
Millennium Live | Ted Wright, CEO, FIZZ
#MillenniumLive has a great chat with Ted Wright, the Chief Executive Officer at Fizz. He discusses word of mouth marketing, how he had to
give up video games in order to write his book, and the great benefits to a C-Suite Assembly like the Transformational CMO, held at the Four
Seasons Denver.
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