
GAIL DOBY

BUSINESS GROWTH – IMPACT – RELATIONSHIPS 

Business Insights, Tips, and Tools That 
Will Captivate Your Audience

  
SPEAKING  
OPPORTUNITIES

“Transformation involves experiencing a deep, structural shift in  
the basic premises of thought, feelings, and actions. It is a shift  
in consciousness that dramatically and irreversibly alters our  
way of being in the world.”   – Gail Doby

 It’s time for a breakthrough....
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WHAT PEOPLE SAY…
“We’ve had the pleasure of 
engaging Gail as a keynote 
speaker on multiple occasions. 
Her credentials and reputation 
as a presenter have resulted 
in sell-out scenarios in every 
case. Her style is highly per-
sonal, engaging and authentic.  
The content is always  
relevant and impactful. 

–  Robert Stamper 
Senior Vice President,  
Marketing, Lexington  
Home Brands

“Gail covers the breadth of  
running a design business... 
from legal and accounting,  
to marketing and much more. 
The seminar lasted for 90  
minutes… and no one  
wanted to leave!” 

–  Mike Peterson 
LUXE Interiors + Design,  
Regional Publisher,  
Colorado & Florida

“She researched and shared 
findings, encouraged the 
group to explore a variety  
of scenarios, and presented 
suggestions that challenged 
our leaders to think in new 
directions. What resulted 
was one of the deepest, most 
engaged discussions I’ve  
seen in my 10 years with  
this organization.” 

–  Craig Cross 
Director,  
Design Centers International

Gail has been helping established interior 
designers transform their business with 
breathtaking results.

Her background as a successful interior 
designer combined with her business and 
financial degrees positions her as the go-to 
resource for design firms that want to grow 
their bottom-line revenue and profits. She 
has created innovative tools and proprietary 
programs that are unmatched in the industry.  

Her vision of helping 100 design firms reach $2.5+ million in annual revenue with 15% net profit is 
well underway. Looking outside the industry has provided Gail with the necessary strategies and 
tactics that are setting records for their design firms clients.

She is well on her way to changing the future for interior designers with over 3,500 subscribers  
to her weekly email – Inbox Magazine.



3

SPEAKING TOPICS

HOW TO SANELY 
GROW YOUR  
INTERIOR DESIGN 
BUSINESS

This course discusses how to grow your Interior Design business and what 
roles and responsibilities need to be filled at each step. We learn why it’s 
crucial to develop an ideal client profile to target better clients and define  
the most valuable roles and responsibilities in your business. 

We focus on the importance of key time management strategies for more 
profit and review when to hire and who to hire depending on your stage  
of growth.

• Define where you are now in your business and where you want to go

• Determine your Ideal Client and why this is important

• Identify your goals for the business (projects types, revenue amount, size)

• Learn the most valuable roles and responsibilities in your business

• Discuss needed skills, strengths and potential roadblocks in business growth

• Identify who needs to be hired and when based on business growth

• Discover tasks that need to be eliminated or outsourced

• Review time management strategies

• Determine correct billing structure and rates for profit

7 KEY THEMES  
DESIGNERS NEED 
TO KNOW ABOUT – 
2019 STATE OF THE 
INTERIOR DESIGN 
INDUSTRY

Interior designers want to know the impact of these economic times. How do  
you know when it’s safe to charge forward or when should you move cautiously? 
These are the insights that Gail Doby Coaching and Consulting brings to their 
interior design clients transforming their businesses with breathtaking results. 

She delivers a speaking experience that your audience will treasure and  
inspire them.

• 2019 Economic Forecast – when will the market decline?

• Caution – what to prepare for.

• Wildcards – what you can’t prepare for.

• Disruption – industry disruptors and how they will impact you.

• Client Behavior – what’s changed and how to deal with it.

• Trends – which trends will impact client behavior and our industry?

• Your Strategies – how to succeed even when things 



4

6 STEPS TO 
BUILDING SMART 
CLIENT RELA-
TIONSHIPS AND 
CREATE HAPPY 
CLIENTS

Provides smart steps that will help you set boundaries, manage your clients’ 
expectations and keep them, and you, happy. Gail shares how designers can 
establish expectations from the outset; how to talk about fees and budgets; 
how to keep clients happy during the stressful periods of the project; how to 
address unhappy clients. We’ll cover the 6 keys to setting client expectations:

• Define your ideal client

• Mindset

• FAQ

• Set client expectations

• Talking about money - fee calculator

• Client onboarding

• Chicago Merchandise Mart

• D & D Building, NYC

• Interior Designers of Canada – national conference

• American Society of Interior Designers [ASID] 
national conference

• ASID Chapters 

• Arizona North

• California Orange County

• Carolinas

• New England

• Nebraska/Iowa

• New Jersey

• New York Upstate/Canada East

• Ohio North

• Santa Barbara

• Texas Gulf Coast 

• Las Vegas Market

• Seattle Design Center

• Denver Design Center

• Kravet – Sans Diego

• Vision Magazine – quarterly articles

• High Point Market Website

• Sponsored & wrote Fee & Salary Survey for f 
ive years

• Designers Today Magazine – multiple articles

• Enlightenment Magazine

• Gail Doby Coaching & Consulting Blog

• Interior Design Society [IDS] National Conference

• High Point Market – Gail typically speaks multiple 
times per each market

• International Market Center – High Point Market  
& Las Vegas Market

CLIENT EXPERIENCES
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Travel expenses: $1,000 domestically. Contact for international travel per diems and rates.

DOMESTIC SPEAKING OPTIONS

FULL–DAY WORKSHOP 
6 HOURS

HALF–DAY WORKSHOP 
3 HOURS

KEYNOTE 
60 MINUTES + Q&A

$10,000 $7,000 $3,500

SPEAKING REQUIREMENTS
• Screen, projector, cable to Mac computer, clicker, lavaliere mic, standing cocktail table vs. podium, flip 

chart & markers. Gail would like to have a confidence monitor though not required.

• If your group wants handouts, please let us know how many, or we can provide the handout file for 
you to print locally.

• We normally provide literature or swag for your attendees. Please provide a quantity needed at least 
two weeks prior to the speaking date.

• Please notify us if Gail is to attend social events or dinners, attire, date, time and location.

• Please notify us of transportation provided or suggested to and from event(s).
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